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Car Sales: February vs. January; 


Two Months, 


Pet. of Pet. of 
Regis., Regis., 
FEB. JAN. 
25.13 25.40 
24.42 23.00 
6.54 6.70 
6.45 6.08 
5.16 5.01 
. 4.92 5.15 
4.86 6.32 
2.81 2.34 
2.62 2.66 
2.31 2.24 
181 2.35 
-93 36 
-90 1.05 
67 -78 
59 -60 
29 37 
45.85 46.17 
27.12 
10.87 
5.01 
2.24 
8.59 


1959 vs. 1958 


Pet. Pt. 
Change 
During 
Month 


+1.42 
— .16 
+ .37 


+ 15 
— 23 


Pet. of 
Regis., 
Year to 
Date, "59 
25.26 
23.72 
6.62 
6.27 
5.09 


Pet. of 
Regis., 
Year to 
Date, '58 
27.44 
21.18 
7.61 


Pet. Pt. 
Change, 
"59 vs. "58 
—2.18 
+2.54 
— .99 
+ .65 
+2.61 
—L77 


a 
* 
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46.01 
27.84 
9.69 
5.09 
2.28 
9.09 


figures for 1958 include Packard and Metropolitan. 


live U.S. Makes Increase 
Share of Car Market 


By Robert M. Lienert 
Associate Editor 
— domestic makes are ham- 
Mering out increasing shares 
the mew-car market, according 
registration figures compiled by 
Polk & Co. 
Sust-released figures for Feb- 
show the best performance 
in by Ford, which jumped 
percentage points during the 
to trail Chevrolet by 0.71 


her makes on the upgrade) 
fe Pontiac, improved 0.37 per-| 
e points; Rambler, 0.15;) 
0.07, and Studebaker, 0.07. 
ellaneous makes, boosted by 
ord month for imports, in- 
d their penetration by 1.00 
tage points. 
> . 
EST loss during the month 
Was a 1.46-percentage-point de- 
by Plymouth, Dodge, which 
bed 0.54, was next. Chrysler 
p's two volume lines obviously 
d from prolonged effects of 
ion tieups. 

4 setbacks, in order, were: 
evrolet, down 0.27 points; 
ick, 023; Oldsmobile, 0.16; 


4 


Top Cars 


| New-car registrations for two 
months: 


1958 

Make Pos. 
Chevrolet 196,509— 1 
Ford 151,669— 2 
Olds. 54, A78— 4 
Pontiac 40,209— 6 
Plymouth 60,007— 3 
Rambler 17,722—10 
Buick 48,666— 5 
20,631— 9 

20,665— 8 

6,436—14 

21,473— 7 

10,835—11 


13,049 
999 
55,840 
52,838 
47,133 
42,393 
42,453 
23,817 
22,220 
19,195 
17,517 
8,201 





7,546 
6,116 
5,032 


8,611—13 
8,969—12 
5,624—15 
2,761 3,242—16 
16,695 ; 40,312 
Total All Makes 
716,058 
Further details on Page 69. 


Chrysler, 0.15; DeSoto, 0.11; Im- 
perial, 0.08; Mercury, 0.04; Cadil- 
lac, 0.03, and Lincoln, 0.01, 

At the corporate level, Chrysler 
Corp. was off 2.34 percentage 
points and General Motors dropped 
0.32. Chrysler Corp.’s penetration of 
8.53 percent was its lowest since 
the spring of 1950 when a lengthy 
strike shut off dealers’ supplies. 

Ford Motor Co. increased its 
penetration by 1.44 percentage 
points, American Motors was up 
0.15 and Studebaker-Packard 
gained 0.07. 


* > > 


| FOUR of the five makes showing 


month-to-month gains were also 
running ahead of their 1958 pace 
on a year-to-year comparison. 

For the year to date, Rambler 
was up 2.61 percentage points; 


(Continued on Page 4, Col. 3) 
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2 Millionth Car Follows 
Highest Output of Year 


By Martin L. Whitmyer 
Staff Writer 
Svea of both cars and 
trucks last week reached 1959 
| record levels, on the eve of build- 
|ing of the two millionth car of the 
calendar year tomorrow (Apr, 21). 
A sharp stepup in Chevrolet’s 


weekly rate was chiefly responsible | 


for U. S. car output of an estimated 

| 136,068 units, 
135,976 cars was set in the week 

|} ended Jan, 17. 

Automotive News estimated 
that 26,220 trucks were produced 
last week, compared to 25,929 in 
the Apr. 4 week—the previous 
high. 


The car rate was bolstered by) 


overtime scheduling at Ford divi- 
sion, Plymouth, Rambler, Edsel 
and Lincoln-Thunderbird, Mercury 
and Studebaker cut back slightly. 
General Motors divisions, other 
|than Chevrolet, and Chrysler Corp. 
| held steady with the previous week. 


rolled from the assembly line June 
| 10, or 42 days later than this year’s 
2 millionth unit. 

Assembly of the 400,000th truck 
of 1959 is expected Friday (Apr. 
| 24), or about 41 days ahead of its 
counterpart of a year ago. 

> 7 7 


7, Base the car producers 
again last week was Chevrolet, 


U.C. Stocks Ease 
‘To 32-Day Level 


TOCKS of used cars held by 

franchised dealers as of Apr, 1 
represented a 32.7-day supply, ac- 
cording to Automotive News’ esti- 
| mates. 

While this represented a de- 
cline of 111 percent from the 
previous month’s 36.8-day supply, 
it was above the year’s low of 
30.1 days counted Feb, 1. 








The Apr. 1 reduction was some-| 


what less than might have been 
(Continued on Page 4, Col. 1) 


Previous record of | 


which climbed to its highest 
weekly level since the final week of 
January. 

Chevrolet turned out an esti- 
mated 36,200 cars last week to 
show a 2,88l-unit increase over 


blies. In the week ended Jan, 31, 
the GM division built 36,180 cars. 


its 13 car assembly plants six days, 
turned out an estimated 30,850 cars 
last week, compared with 30,721 
assemblies a week earlier, while its 
| Thunderbird unit assembled an 
estimated 1,650 cars in six days 
|last week, compared with 
units in five days a week earlier. 





an estimated 32,500 units last week, 
compared with 32,063 cars a week 
earlier. 


| THER makers that showed out- 
put gains over the previous 


The two millionth car of 1958) week were Rambler, Rambler} 


American, Plymouth, Edsel, Lin- 
coln, Buick and Pontiac. 
American Motors assembled a 
record-breaking 9,00 cars last 
week to eclipse its former high 
of 9,017 assemblies a week earlier. 

A breakdown of AMC operations 
showed Rambler with 7,144 assem- 
blies last week, compared with 6,- 
|850 a week earlier, and American 
with 2,256 assemblies last week, 
|compared with 2,167 the previous 
week. 

The other maker of the “com- 
pact car,” Studebaker, went on a 
eight-hour schedule last week and 
finished its five-day workweek with 
3,290 assemblies. Working a nine- 
hour day the previous week, Stude- 
| baker turned out 3,728 cars. 
| 7” 7 * 

HRYSLER CORP., working its 
Los Angeles plant and the 
| Plymouth assembly unit in Detroit 
|six days, upped its output from 
22,940 units a week earlier to an 
|estimated 23,400 cars last week. 

A breakdown of Chrysler Corp. 








Arnold, Lundell Ask GMAC Split 


By William Ullman 
Washington Bureau Chief 


ASHINGTON.— Two witnesses 


whose testimony is considered | 
important here called last week for 
| divorcement of General Motors Ac- | 
|ceptance Corp. from General Mo- 
| tors. 


The witnesses are Thurmond Ar- 
nold, former antitrust chief of the 
Department of Justice, and Walter 
Lundell, chairman of the board of 
Universal C. I. T,. Credit Corp. They 
testified before the Senate Anti- 
trust subcommittee at hearings on 
bills designed to bar makers from 
the finance field. 

If one of the bills under con- 
sideration — S-838 (O’Mahoney) 
and S-839 (Kefauver) — is not 
passed, Arnold claimed, “the 
largest company in the automo- 
bile industry and the dominating 
industrial concern in the United 
States is going to have a special 
privilege in finance accorded to 
no one else in financing.” 

Lundell charged that GM and 
GMAC have “created a practical 
and present monopoly” that cannot 


be answered by creating “other 


captive finance companies, oper- 
ating on the monopolistic pattern.” 
* x * 


Gas Lundell claimed, has pro- 


cedural advantages that enable | 
it to extend wholesale financing to} 


dealers that independent companies 
find “difficult, if not impossible” to 
match. It further has borrowing 
| leverage because of its association 
with GM. Moreover, GMAC has 
“important acquisition and oper- 
ating cost” advantages over the in- 
dependents. 

Although wholesale financing is 
readily available from independent 





companies, GM dealers rarely use 
| them, Lundell said. 

GM has a system of “costly, on- 
erous, frustrating and unreason- 
able” procedures that “success- 
fully discourage” independent 
companies from dealing with 
GM, he charged. No other manu- 
facturer has such a system, he 
said. 

Arnold, who was antitrust chief 
when the three auto companies 
were originally indicted, told the 
| subcommittee that GM’s relation- 
ship to GMAC was a conspiracy in 

(Continued on Page 82, Col. 3) 





Service Highlights _ 


Starting on Page 36... 


What the new Guardian Maintenance program can 
mean to dealers who serve. 


Is your shop equipped 
updating of shops. 


to serve? Survey suggests 


Give your customers the right start to service. 
Push put behind M-E-L service. 


the previous week’s 33,819 assem- | 


Ford division, working four of | 


1,342 | 


Ford division’s total output, in-| 
| cluding Thunderbird, amounted to} 


| output showed Plymouth up from 
| 13,586 units a week earlier to an 
estimated 14,200 assemblies last 

week, while its other four divi- 
sions were off slightly from the 
previous week’s level. 

Chrysler division was off from 
2,214 to 2,200; DeSoto from 1,334 to 
1,300; Dodge from 5,278 to 5,200, 
and Imperial from 528 to 500. 

= +. 7 
UICK, Pontiac and Chevrolet 
| were the only GM units to 
| show gains over the previous week 
as corporation assemblies rose from 
| 60,893 to an estimated 63,443 units. 

Buick, working a five-day 
week, climbed from 4,533 to 4,- 
754 units, and Pontiac was up 
from 9,711 to 9,900, but Oldsmo- 
bile was off from 9,436 to 9,229 
and Cadillac dipped from 3,394 to 
3,360 units. 

Ford Motor output dipped from 


(Continued on Page 85, Col. 1) 


NADA Appoints 
Moore Executive 


Vice-President 


ASHINGTON.—Appointment of 
James C. Moore as NADA ex- 
ecutive vice-president was an- 
| nounced last week by H. L. Galles 
jr., association 
president. He 
succeeds Fred- 
erick J. Bell, who 
resigned last De- 

cember. 
Galles said the 
election of 
NADA's general 
counsel as execu- 
tive vice-presi- 
dent was unani- 
mous and effec- 
J. C. Moore tive immediately. 
|Moore was named acting chief 
|administrator last December after 
|the resignation of Frederick J. 

Bell. 

A native of York, S. C., he has 
been with NADA since 1950. Prior 
to that he had been a member of 
|the staff of the Justice Depart- 
ment’s Antitrust division. 

In announcing the appointment, 
| Galles said: 
| “In looking over the applications 
filed for the position of executive 


Poll Report Delayed 


Latest word on the poll taken 
by NADA to determine how 
members felt about legislation to 
permit territory security is that 
officers are studying results. This 
led to speculation that the vote 
was close. 





vice-president, we were quickly 
convinced that the man who could 
contribute the most to our mem- 
bers was our own general counsel. 

“The unanimity of his election 
as executive vice-president is not 
only a testimony to his contribu- 
tions of the past—which have been 
many and are well known to all 
dealers—but also serves as an 
index to the faith that we have in 
him and our present NADA staff 
for the future.” 

Moore came to Washington in 
1937 and is a graduate of the Co- 
lumbia University School of Law. 
He is licensed to practice before 
the U. S. Supreme Court, the Su- 
preme Court of South Carolina, the 
District Court of the U, 8, for the 
District of Columbia and the U.S. 
Court of Appeals, District of Co- 
lumbia. 
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All Types of Lures Blossoming ° 


Price and G 


By John K. Teahen Jr. 
Staff Writer 

Ca aeatrias rank along with 

contests, giveaways and price 
appeals in dealers’ efforts to boost 
showroom traffic, and Pittsburgh 
retailers leaned heavily on the big- 
name angle last week. 

Joe Dust Rambler Sales in- 
vited residents to meet the Mills 
Brothers, popular vocalists who 
were appearing at a local supper 


The singers were to be “acting 
managers” of the dealership dur- 
ing specified hours, and shoppers 
were advised that “they are going 
to be trading high and they want 
to give away some of Joe Dust’s 
money.” 

> > + 

ASEBALL fans could “Salute 

the Pirates” in a promotion 
arranged by Pittsburgh’s 20 Dodge 
dealers and Sports Illustrated mag- 
azine, The players visited the deal- 
erships to chat, sign autographs 
and give the “inside story on the 
National League race.” 

Celebrities. of another sort were 
used to draw attention to an ad- 
vertisement inserted by Cliff Heath 


Carolina Dealer 
Fined $2,000 for 
Removing Stickers 


CHARLOTTE, N. C.—Brown A. 
Mangum and his firm, Brown's 
Motor Co., Inc., have been fined 
$1,000 each in Federal Court for 
illegally removing the price stick- 
ers from new automobiles. 

Mangum was charged with re- 
moving the Federal labels from 
Volkswagens and Karmann- 
Ghias before they were delivered 
te the ultimate purchasers, 

Gordon 8S. Carr, an FBI agent 
who was the principal Government 
witness, said Mangum admitted | 
that he was responsible for the re- 
moval of the stickers. 

Evidence was introduced tending | 
to show that Mangum might have 
sold the cars for more than the 
suggested retail price, but his at- 
torneys denied this. They presented 
figures in an effort to prove that 
Mangum had not hiked the price 
and that the customers actually 
got more than they paid for. 


Judge Wilson Warlick 


question 
simply whether the price 
had been removed before the | 
delivered to the pur- 


Pittsburgh. 

Bordering Heath’s ad were pic- 
tures of 24 infants who declared, 
“We're the happiest kids in town. 
Our folks all bought cars from 
Cliff Heath.” 

Elsewhere in dealer advertising, 
a “Buick Blitz Sale” was in pro- 
gress at Stockton Buick, Huntsville, 
Ala. The company urged: “If you 
plan to pay $2,700 for a car with 
a low-price name, look what you 
can get in Buick!” . 

The owner of Reeves Motor Co. 
(Ford), Helena, Ark., adapted that 
theme to his line as he confided, 
“Got to sell cars. I'm painting my 
house and I need the money. Buy a 
big car for less than a little car 


| price.” 

i 

A MEMPHIS dealer, Bluff City 
Imports, reproduced the widely 

circulated cartoon in which a gas 

pumper tells a big-car owner, 

“Turn off the engine, Mac, you’re 

gaining on me.” 

“Renault can save you from this 
gas-gobbling monster,” Bluff City’s 
ad declared. 

On the contest front, Ryan 
Ford, Hattiesburg, Miss., offered 
a Shetland pony as the prize in 
a “You be the judge” promotion. 
Entrants were asked to complete 
the statement, “I judge the ’59 
Ford to be best because—” 
Plymouth dealers in Maricopa 

County, Ariz., offered $500 a day 
for 10 days to persons who took 
a “Two-Mile Tryout” in a ‘59 
Plymouth, while Lee Vaughn 
Buick, Little Rock, staged a $500 
drawing for persons who stopped 
by the showroom to register. 
oa * > 


N LINCOLN, Neb., Du Teau’s 
(Chevrolet) inserted a help- 
wanted type ad. “We like buyers,” 
the firm said, “and we need buyers 
—more and more of them.” 
“We're not giving anything 


* > > 


away 


NEW YORK.—Eight New York 
aysea dealer associations were fined 
$86,500 in Federal Court last week 
after pleading no contest to indict- 


prices in the sale of new cars. 

The Justice Department's anti- 
trust division, which obtained the 
indictments, accused the associa- 
tions of suppressing competition 
by restraint of trade. 

Judge Thomas F. Murphy ig- 
nored a recommendation by an 





The judge ruled that they had 
been. 

During the two-day trial, Judge 
Warlick declared that the “primary 
purpose of this law is to keep the 
public from being gypped.” 


antitrust attorney and boosted the 
Government’s suggested fines by 
$19,000. 

The Government contended that 
the defendants had agreed not to 
sell at prices that would yield less 


Business Barometer 


Automotive News Economic | 


ndex — 


98.1 Percent of Last Week 
124.5 Percent of Like Week Last Year 


Truck Production 

Auto Registrations—yYear to date.. 
Truck Registrations—yYear to date. 
Steel Production—tTons 

Pa Production—Tons.... 


Soft Coal Output—tons 
Oil Refinery Output—Borreis .... 


Electric Howatt hours.... 

Barometer ht Car Loadings 

Department Store Sales index .. 

Stock Market Price index 

U.S. Government Spending 
—Fiscal year to date 


$ 


Apr. 15 Apr. 8 
36% 
63% 
61 
464, 


1959 Range 
43%-25 
65% -50% 
63% -50¥%, 
50%, -45 


$73,386,916,000 
Commercial and Industrial Loans $30,589,000,000 


Percent of 
Percent of Like Week 
Last Week Last Year 
157.8 
153.9 
117.8 
124.5 
201.9 
120.3 
108.9 
111.9 
111.5 
116.3 
87.3 
134.2 


843,305 
126,464 
2,641,000 
312,695 
6,845,000 
51,054,000 
12,604 ,000,000 
377 091 

117 

4126 


113.4 
100.9 
106.5 
113.4 

98.5 


100.0 
100.0 

96.3 
118.7 


28 423,000,000 
$1,092 
337 


Common 

Stocks Apr. 15 Apr.8 
43% 
39 
12% 


44%, 


1959 Range 
45 %_-39 
40%_-32Y, 
15%-10% 
49¥%,-401%4 


(Apr. 20, 1958) 





ments charging conspiracy to fix | 
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iveaway Ads Spurt 


(DeSoto-Dodge-Plymouth), also in|free and we're not making 


any 
are 
and 
and 


extravagant claims. But we 
dealing competitively day in 
day out to attract the ‘more 
more buyers’ we need. 

“We give a written warranty 
you can depend upon, and we 
give guaranteed service, We do 
these things to make it more at- 
tractive, more inviting, more 
assuring for the buyer to trade 
at Du Teau’s.” 

Goldring Lincoln-Mercury-Edsel, 
Brooklyn, N. Y., needed only one 
column by 2% inches to put its 
point across. 

“Who's doing whom the favor?” 
Goldring asked. “Have you had the 
experience of a dealer acting as if 
he were doing you a favor in sell- 
ing you a car? We believe that 

|when you pay over $4,000 for a 
luxury car, you are entitled to the 
VIP red-carpet treatment, The 
great savings we offer do not 
compromise these principles.” 
* = = 

N TULSA, Chick Norton Buick 

offered a Buick and an Opel for 
one downpayment and one monthly 
payment, an outgrowth of the 
Pontiac-Vauxhall plan that has 
been advertised by several Texans. 

One of the latter, Wilson Pon- 
tiac, San Antonio, has cut the 
downpayment for the two-car 
package to $279 cash or trade 


(it was $399) and the monthly 
bite to $55.61 per car (from 
$64.77). 


As a postscript to the two-for- 
one offer, perhaps some sort of 
advertising award should go to the 
dealership in Northeast Texas 
which informed readers that they 
could own two new cars for $99.03 
per month if they had $822 in cash 
or trades. 

The dealer used big type to play 
up his offer, but he omitted one 
| detail. 

He didn’t mention the makes of 
the cars he handles. 


8 N. Y. Dealer Groups Fined 
$86,500 in Price-Fix Case 


than an agreed-upon minimum 
| profit. 

The associations, which represent 
300 dealers, and the fines follow: 

Greater New York Chrysler 
Corp. Auto Dealers, Inc., $20,000. 

Metropolitan Buick Dealers 
Assn., Inc., $10,000. 

M. & B. Dodge Dealers Group, 
$12,500. 

Automobile Merchants Assn. of 
| New York, Inc., $30,000. 
Nassau-Suffolk Dodge Dealers 





Group, $3,500. 
Nassau-Suffolk Chrysler Deal- 
ers Assn., $3,500. 
| Nassau-Suffolk DeSoto Dealers 
| Group, $3,500. 


| Brooklyn & Queens Dodge Deal- 
|ers Group, $3,500. 

| The last four associations were 
| fined a total of $25,000 on Apr. 2 
| after pleading no contest to an in- 
| formation charging the same of- 








| fenses in their territories. 


1 


Ford to Turn Out 
50 Millionth Unit 
At Rouge Apr. 29 


DEARBORN.—The 50 millionth 
vehicle built by Ford Motor Co, in 
the U. S. will roll off the line at 
the Dearborn assembly plant Apr. 
29. The “golden milestone” unit 
will be a Ford passenger car. 

It will have taken Ford Motor 
55 years, 10 months and 13 days 
to build its first 50 million cars and 
trucks. The likelihood is it will 
|take the company less than half 
that time to produce its next 50 
million. 

More Ford cars have been built 
than any other make in history, 
|and the Rouge’s assembly plant 
|has produced more vehicles than 
|}any other existing facility—almost 
| 3.7 million units. 

The car will be on display at the 
Rotunda Apr. 30-May 20. On May 
| 21 it will be exhibited at the com- 
pany’s annual stockholder’s meet- 
ing at Henry and Edsel Ford Audi- 
torium in Detroit. 
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Northern California Dealers Elect Officers— this c 
Officers of the Northern California Motor Car Dealers Assn., elected at the gro “It's 
30th annual convention in San Francisco, are, from left, standing, Gil Ashcom (| ers wil 
bier), Berkeley, treasurer; Jack M. Roth (Chevrolet), Merced, secretary, and E, ness ~ 
Griswold (Ford), Modesto, vice-president. J. W. Buchanan (Oldsmobile-Cadi many 
seated, Hayward, is president. about 
—_—__—_—_— - ———_____— — - really 
‘ e 5 e run de 
busine 

Live Better’ Drive Spurs mt 
out a di 

k money 

ales for Most Markets Wall 8 
Old D 

By John E, Walsh | of buying a °59 car have com HE 

Staff Writer in to look at the new models ani om 


DETROIT.—Early reports from| ™any of them have bought.” 
dealers participating in the “live| Dealers in Lorain, O., noted som 
better by far with a brand new | pickup in sales and said the drir 
car” sales drive ranged from “ex-| would be extended another week 
tremely good” to “below normal.” | They’re also counting on th 

The two-week nationwide promo-| county dealer group’s second a 
tion, sponsored by the Bureau of/ nual auto show Apr. 29-May 2 fe 
Advertising of the American News- | an additional lift. 
paper Publishers Assn., ended over; Salem (Ore.) dealers reported 
the weekend in most of the more/| they sold 150 new and used cars it 
than 520 participating communi-/the first week of the campaign 
ties. | Expense-paid trips to Paris ani 

A spot check of new-car deal- | Hawaii were the top prizes for 
ers in Minneapolis brought re- | showroom visitors in Worcester, 
ports of sales increases as high | Mass. and Seattle. Winners were 
as 50 percent. The gains applied (chosen by a drawing of cards 
generally to both new and used | signed by visitors in the show 
cars. rooms. 


The dealers said there was more Seattle’s top salesman for April 
floor traffic, more interest by cus-| also will be given a $1,000 prize, 
tomers and “more intensive selling) g spokesman for the campaign 
efforts” by salesmen. | committee announced, 

One dealer who handles a luxury; ype salem New Car Dealen 
line saiq his salesmen “came back! 4... awarded $50 daily to the 
from the kickoff rally and sold five| person identifying its “mystery 
Cars the first day because they just | salesman.” He identified himself 
an > oor = © WOrK|the first person asking: “Are you 

“The 1 h - the salesman who can tell me how 
melow-aesunel anion couba offer no| 5 cae Dee Salter ty See Oe 

new car? 
explanation. But he said he was In Zelienople, Pa., a 91-year-old 


looki forward to ] ise | 

with a arrival a Seaman retired butcher bought his first new 

weather. car in 22 years. His old car 
less than 60,000 miles on it and 


, 
waa eer — was in good condition, the dealer 
; said. 


before income-tax time. But 
we’re doing double what we did A jackpot to be determined 
five and 10 days ago in both new | the number of cars sold from Apt 
and used cars.” (Continued on Page 86, Col. 1) 
“The industry’s average since the 
Apr. 6 kickoff of this promotion 
campaign points to the value of 
combining efforts and advertising 
at one time to help create a desire 
to buy among families whose pres- 
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Delinquencies Up 


On Auto Loans, Inc 








ent car vintage indicates they’re 7 me) 

ready to buy,” said Harold Larson, Trail 58 Pace Adverti: 
president of the Minneapolis Auto-|} wrew YORK.—Delinquencies onf| Aton 
mobile Dealers Assn. auto loans from the nation’s Auction: 
“The campaign is great—we have| edged up in February but remainedj | Avo D« 
doubled our business,” said a| well below the level of the like§| vo 
Scranton (Pa.) dealer, Another re-| month of 1958, the American Bank _ Ne 
ported “the sale has brought out| ers Assn. reported. — 
a lot of people and cars are really Of all loans obtained directly 1 
selling.’ from banks, .84 percent were deli=- + 

M. H. Yager, president of the| quent on Feb. 28, compared with wn 
Albany Automobile Dealers Assn.,| g1 percent on Jan. 31 and .88 per ei me 
said the campaign slogan “had| cent on Feb. 28, 1958. = 
captured the imagination of the) of all loans obtained throug? ee 
motoring public. dealers, 148 percent were deli” — we 
“A lot of people who for vari- quent on Feb. 28, up from the 1 ; _— 
ous reasons had not even thought percent a month earlier but belo en 
-|the 1.77 percent a year earlier. ong ~e 
if We’ L Delinquency rates on four ow Obituer; 
ere ate classes of bank loans to consum Ports . 
Next week’s issue, dated Apr. | went up in February and remaine§), 
27, may reach you a little late | above the rates for the two class@g),. 
because we are mailing you, to- | of auto loans. Producti 
gether with the regular issue, a The association expressed co Resistive 
copy of the 1959 Automotive News | fidence in the delinquency and co ie 
Almanac, Both issues will come | lection picture, noting: “Consume ae . 
in the same package. You will | debt behavior should assure MH), |" 
find the regular issue of Automo- | most critical opponents of in Used 7 
tive News inside the front cover | ment credit in that it provides t& thed-Co 
of the Almanac. | timony as to the soundness of co Wo bi - 
sumer debt management.” ome. 
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OMEONE is always looking 
down the throat of the retail 
guto industry. This can be a trying} 
rience for the patient, but it} 








“an lead to better health, too. | 
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We've got a couple of analysts | 
today. One is our friend with the | 
tape recorder in the shoulder hol- 
ster who has been bugging the 
fndustry for some years. His is a 
penetrating look, if nothing else. 
The other is a facts-and-figures| 
who insists that the figures| 
show over the years that, in spite | 
of the pressures and problems, the| 
auto retailing business is a reward- 
ing one. 

His comment: 

“It's amazing how freely deal- | 
ers will run down their own busi- | 





ness in a trying period. To hear 
many of them talk, they are 
about to sell out. But if they are | 
really going to sell, they shouldn’t 
run down the resale value of the 
business they plan to peddle. 
‘It takes a bit of money to buy 
out a dealership, and the guys with 
money read dealer gripes in the 
Wall St. Journal, too.” 
> * = 


Old Dealers Stay 


7 man with the bug is Her- 
man Farrand. His conclusions 


Wage-Hour Probe 
Of Ky. Dealers 
Brings Warning 


LOUISVILLE. — The Kentucky 
Automobile Dealers Assn. has 
urged members to check their 
wed-car operations for exemption 
from the Federal wage-hour law. 

A spokesman said the KADA has 
learned that wage-hour investiga- 
tors have some Kentucky dealers 
under surveillance for violations 
dmilar to those which resulted in 
large back-pay citations for some 
dealers in New Orleans. 

He said the wholesaling of too 
many used cars had brought the 
New Orleans dealers under the 
law's coverage provisions. Ken- 
tucky dealers were advised to dis- 
cuss the matter with their account- 
ant or legal adviser. 

To be exempt, the spokesman 
added, the dealer must meet these 
three tests: 

1. Fifty percent of annual dollar 
sales volume must be made in the 
state in which his dealership is lo- 
cated. 

2. Seventy-five percent of the an- 
nual dollar sales volume must be 
to purchasers who do not buy for 
resale. 

3. Seventy-five percent of annual 
dollar sales volume must be recog- 
nized in the industry as retail sales. 
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by Robert M. Finlay 


| dealer business is a good business, 


rand program was started was that | 
a single dealer cannot efficiently | 
attract and train men—that this 
should be a cooperative venture. 


tising for men on their own, as well 
as on the Farrand venture for sev- 
eral dealer clients. From the period 
from Feb. 17 to Apr. 
the 18 dealers $83.30 per salesman 
still on the job. This is based on 
checking with the dealers as to re- 





are pretty much in line with that 
of the financial man—that the busi- 
ness is basically good but at pres- 
ent it is difficult to get new blood 
(and money) into the auto busi- 
ness. He sees auto retailing revert- 
ing to the prewar dealers as the 
newer men are either «cared out} 
or squeezed out. 

Checking the phone book indi- | 
cates that prewar dealers out- | 
number postwar dealers 70 to 16 
in the Detroit area. 


There is considerable agreement, 
too, that over the years and con- 
sidering the investment, the auto) 


even though it \involves long hours} 
of work and pressures from many 
sides. 

Few men have gathered so much 
material on auto retailing as Far- 
rand in 10 years of observing the| 
business. He has a gift for putting 
his finger on the soft spots. 

The fact that he is looking for| 
them should not lessen the value to} 
a dealer who may appraise his own} 
operation in the light of Farrand’s| 
observations. 

a | 


The Whole Problem 


ARRAND’S main concern is 

with the salesman himself. But 
this gets him involved with man- 
agement and the whole problem of | 
upgrading the stature of auto sell- 
ing. 

And this problem of upgrading 
selling has been approached by 
many in the industry. 

“Mostly,” says Farrand, “the 
programs that purport to be the 
answers turn out to be the ques- | 
tions.” 

This is a pretty safe procedure, 
for you always can get more agree- 

ment on the questions than the 
answers, 

One conclusion, however, is this: 
Whatever improvement that can be 
obtained in auto selling will have 
to come through management. 

So the manual prepared by a 
leading maker for the training of 
sales managers asks a lot of ques- 
tions like where do buyers come 
from, motivation, education, stimu- 
lation, etc., which suggests another 
question: 

“How do you do these things?” 

What is needed most is time— 
time to plan ahead, and time to 
train. But, generally, the men who 
should do the planning are so 
caught up in the rhythm of the 
race that they have time for nei- 
ther. 





Research Approach 


ARRAND’S approach has been 

one of introducing research into 
the dealership business. For in- 
stance, have someone prepare a 
penetration map of your customers 
by plotting the address of each 
on a map marked by postal zones. 
Dealers usually find their custom- 
ers clustered rather closely around 
the dealership. This narrows the 
area which the dealer must work. 


Another device used is the 
trend chart, which charts the re- 
lationship of advertising to cus- 
tomer paid labor, new and used 
cars sold, 

In the last year, Farrand has de-| 
voted a good deal of study to sales| 
selection and training. Heading this} 
division is Dee Dunlop, a veteran| 
of the Ford and Chrysler sales or- 
ganizations and former manager 
of three dealerships. 

The premise on which the Far-| 


Dunlop has gathered some fig- 
ures on 18 dealers who were adver- 


10, it cost 





(Continued on Page 83, Col. 1) 


2-4 at the Sheraton-Johnson Hotel 
| here. Judge Boyd Leedom, NLRB} 


President H. L. Galles jr. will dis- 
cuss NADA’s activities. 


Mulgrew, a Ford dealer and leas- 
| ing authority. | 





Louisville Mayor Backs 


Compulsory Car Checks 


LOUISVILLE.—Mayor Bruce 
Hoblitzell has given up his cam- 
paign for a voluntary vehicle in- 
spection program for Louisville, 
but he has agreed to help pro- 
mote passage of a compulsory | 
inspection law for the State. | 

Hoblitzell earlier turned down 
a suggested compulsory inspec- 
tion program for the City, but he 
did attempt to set up safety 
checks on a voluntary basis, A 
legal technicality killed that pro- 
gram, 


PROVIDENCE.—The auto deal- 
|er’s problems can be overcome 
with faith and enthusiasm—in 
himself, his profit picture, the gen- 
ius of American engineering and 
| the future—NADA President H. L. 
Galles told the Rhode Island Auto- 
mobile Dealers Assn. 

Galles was keynote speaker at 


the association’s 49th annual din- 
oe * 





* 





Rhode Island Dealers Get Together— 


Looking pleased over the annual report of the Rhode Island Automobile Deolers 
Assn. at their dinner meeting are standing, from left, Leo Carey, Rhode Island NADA 
director; Robert W. Pierce, RIADA president, and Frank L. Hurd, association vice- 
president. Seated is the speaker, H. L. Galles jr., NADA president. 


| 








Oregon Dealers to Vote 
On Registration Reporting 


PORTLAND, Ore.— The Oregon 
Automobile Dealers Assn. is polling 
its members on their views about 
the release of registration figures, 
according to Howard J. Steib, gen- 
eral manager. 

The poll was decided on after 

a series of meetings held in 

Salem by OADA directors with 

Motor Vehicle Director Vern L. 
Hill, Steib said. 

Dealers are being asked to desig- 
nate their choice of one of the fol- 
lowing methods of releasing infor- 
mation: 

1. Immediate release of registra- 
tion information of all vehicles so 
that Crane direct mai] representa- 
tives, R. L. Polk or any other 
source may make mailing lists 
available. 

2. Continuance of the present 
method of releasing figures by the 
month, by make and by county on 
an accumulative basis. 

3. Withhold new-car registra- 
tion information for six months 
so that dealers concerned would 
not have to worry about factory 
pressure to push sales in their | 
areas. 

Steib said the former motor ve-| 
hicle director last year discon-| 
tinued the detailed release of regis- | 
tration information because of| 
complaints from new-car buyers| 
being deluged with letters and per-| 


S. Dakota Dealers | 
Slate NLRB Chief 


RAPID CITY, S. D.—The gover-| 
nor of the state, the chairman of | 
the National Labor Relations! 
Board and the president of NADA 
are among those who will address| 
the convention of the South Dakota | 
Automobile Dealers Assn. | 

The convention is scheduled May 





sonal contact by businesses and 
individuals trying to sell them 
something. 

At a series of regional confer- 
ences last fall, Steib continued, 
dealers in attendance expressed a 
strong desire to continue the new 
system. 

“Many dealers frankly disclosed 
there was a softening of factory! 
pressure because of the lack of in- 
formation on price-class penetra- 
tion as a result of the new pro- 
gram,” he said. 

Since then dealers who did not 
express themselves last fall have 
urged reinstatement of the old 
system, citing “the displeasure of 
their factories,” Steib said. 

In addition, many dealers who 
formerly used Crane for direct- 
mail service are calling for rein- 
statement in order to assure them 
of mailing lists, he added. 

In adopting the present setup, | 
the State held that information| 
divulged on a title was not public! 
in nature and that the purchaser | 
was entitled to privacy. 


| 













































on Capitol Hill. . 
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golf tourney June 15... 







chief, will address the opening’ 
business session, and Gov. Ralph 
Herseth will speak at a luncheon. 






vertising executive. Maybe so, but 
meaning. 










Also on the program is James 





On the House... 


If each factory dealer council functions as in- 
tended, NADA officials foresee eventual dissolution 
of the association’s Industry Relations Committee. 
NADA officers, making their annual visit with fac- 
tory top brass, stressed that NADA’s policy is to 
have family problems brought to each maker's at- 
tention through the factory’s own council. They re- 
iterated NADA’s desire to settle differences around 
the conference table rather than hash them over 

Dealers are reporting an increase in thefts from 
their new and used-car lots; radios, tires, hubcaps 
are most frequent items stolen. . 
tions are urging their members to advise non-member dealers to 
join local and national groups . . 
the number of dealers pirating help from another dealer handling 
same line ... Philadelphia dealers will stage annual President’s Cup 


New directors of North Carolina association are D. O. Cutting, 
Odell Matthews, Rupert Atkins and J. Carter Perry ... The auto has 
lost out to the home as a success symbol, believes a Pittsburgh ad- 





At Rhode Island Meeting . . . 


Faith and Enthusiasm 
Are Urged by Galles 





ner meeting at Sheraton-Biltmore 
Hotel. His remarks were sec- 
onded by Robert W. Pierce 
(Buick-Chevrolet), Pawtucket, 
who was reelected president of 
the organization. 

Pierce emphasized the import- 
ance of public confidence to the 
success of automobile retailing. He 
urged dealers to be active in civic 
endeavors. 


An honored guest was Rhode Is- 
land Gov, Christopher Del Sesto, 
who outlined his highway program 
for the state. 


Galles declared that dealers 
exude too much pessimism. He 
urged them to stop merchandising 
their cars on the basis that every- 
one is a shopper. 


The “determined I” in profit 
means the difference between suc- 
cess and failure for the dealer, he 
said, adding that “gimmick promo- 
tions are no substitute for sound 
merchandising.” 

Enthusiasm for the industry 
and encouragement of young 
men to seek careers in auto re- 

tailing are needed, Galles con- 
tinued. 

“If we want our sons to follow 
in our footsteps in this business, 
we have to show them we have 
faith in it,” he declared. “Let’s be 
quality dealers in every sense of 
the word.” 

Pierce urged RIADA members to 
build sound customer-dealer rela- 
tions by providing adequate man- 
power in their sales and service 
sections, by efficient and courteous 
service in both departments and 
by “to-the-letter compliance” with 
provisions of all warranties. 

He called upon dealers to adver- 
tise in accord with the associa- 
tion’s code of ethics and warned 
that the Rhode Island Dealer's Li- 
censing Commission is considering 
a get-tough policy in this regard. 

Pierce urged the dealers to help 
curb improper safety inspections, 
reminding them that the RIADA 
was instrumental in bringing about 
enactment of the State inspection 
law. 

He also asked the Legislature 
to support a bill, now in the 
General Assembly, which would 
exempt the amount allowed for 
the tradein from the 3 percent 
State sales tax. 

Other RIADA officers reelected 
at the meeting were Frank L 
Hurd (Chrysler-Imperial-Plym- 
outh), Cranston, vice-president, 
and Philip A. Desrochers (Chevro- 
let), Providence, treasurer. 

Two directors were elected to fill 
vacancies in the Providence 
County. They were Joseph C. Scun- 


cio (Chevrolet), and Charles H. 
Scott (Chrys!1er-Imperial-Plym- 
outh). 


Sunday Ban Approved 


OKLAHOMA CITY.— The State 
Senate has passed a measure pro- 
hibiting the sale of motor vehicles 
on Sunday. The measure had previ- 
ously been passed by the House. 














. Local associa- 


. Chicago notes an increase in 


the auto has a more purposeful 


—Perete Wemuorr, Editor, 
Automotive News 
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Above Year’s Low... 





U. C. Stockpile Eases 
To 32-Day Level 


(Continued from Page 1) 


expected in view of booming used- 
car sales. Helping hold inventories 
above the 30-day level were strong 
new-car sales and the resulting 
torrent of tradeins. 
a = a 
genni wer buyers are still bar- 
gain hunters, according to most 
dealer reports, although some make 
the price tag secondary to quality. 
There are economy hunters, 
too, according to a dealer in the 
Southeast, who said, “There is a 
definite trend toward used econ- 
omy cars of any kind—even the 
old six-cylinder Fords, which 
formerly you couldn’t sell, are 
now worth as much as the V-3s.” 
On the other hand, several deal- 
ers said that used-car prospects 
hunting for late models were in- 
sisting upon a full array of power 
equipment. - 
Sales activity apparently remains 
centered on ‘54s, "55s and ‘5és— 
the $400-to-$1,200 bracket. 


Questioned as to used-car profits, | 


dealer replies reflected every shade 
of opinion from “none” to “excel- 
lent.” 
= * > 
DEALER in the Southwest said 
his used-car operations had 





Ferd Denice Plan 
To Close Buffalo 
Stamping Plant 





emphatically denied persistent) 
rumors that it plans to close its) 
big Buffalo stamping plant. Such) 


action would be “absolutely ridicu- 
lous,” Ford said. 

“These rumors hurt Buffalo and 
they hurt us, too,” said a Ford divi- 
sion spokesman. He pointed out 


that Ford had a “huge investment” | 
in the stamping plant, which some) 
sources say may run as high as 


$100 million. 

The plant, which started produc- 
tion in the fall of 1950, has been 
expanded twice and now has about 
14 million square feet. 

The rumor that Ford plans to 
sell the plant to Bethlehem Steel 
Co. has been gaining momentum 
lately, the Ford spokesman said. 
Plant Manager Frank Wright re- 
cently met with company execu- 
tives in Detroit to map plans for 
combatting the rumors, he added. 

The most persistent report has it 
that Ford will build another stamp- 
ing plant in Altoona, Pa., to replace 
the Woodlawn plant here. 


The Altoona rumor probably | 


stems from the fact that when the 
stamping plant was opened, quite 
a few of the workers came from 
Altoona, the spokesman said. Clos- 
ing of the old assembly plant here 
also has been a factor in the spread 
of the reports, he added. 


Hunt Joins Buffalo Board 

BUF FALO—Richard Hunt, 
owner of Hunt Imported Cars, will 
represent the imported-car group 
on the board of directors of the 
Buffalo Automobile Dealers Assn., 
filling the unexpired term of How- 
ard Wilcox, who resigned. 





Sales Score 
For Imports 


Imported-car registrations for 
two months: 


1959 1958 
Pos. Make Pos. 
1—13,908 Volkswagen 11,095— 1 
2—10,147 Renault 4,463— 2 
3— 6,301 Eng. Ford 3,164— 3 
4— 5,088 Simca 1,757— 5 
5— 5,044 Fiat 1,602— 7 
6— 4,923 Opel 1,453— 8 
7— 3,943 Hillman 1,924— 4 
8— 3,133 Vauxhall s 
9— 2,760 Triumph 1,401— 9 
10— 2,718 Volvo S 
s Metropolitan 1,320—10 
* G 1,701— 6 
17,973 All Others 9,565 
Total All Makes 
15,938 39,445 





| stocks ranging from 16 to 30 days’ 
|supply. A month earlier, 29.4 per- 


| was 10 to 60 days, compared with 


BUFFALO.—Ford Motor Co has| “ight to 75 days a month earlier. 





netted as much in the first three 
months of this year as in the first 
five months of 1958. 

A Southern dealer reported his 
profits have been good on used 
cars, but he added, “We seem to 
be headed for a weaker used-car 
market—both in sales and prof- 
its.” 

In the Great Plains, a dealer 
likened current used-car profits to 
those of 1955. 

A dealer on the Coast said, “Our 
used-car profits are always about 
the same—we don’t change our 
policies from year to year.” 

+ e + 


EE the average used- 
car supply was lower on Apr. | 





1 than it was a month earlier, | 
fewer dealers had exceptionally} 
small inventories. 





“er ws ~ Sal 


Pontiac Output Surpasses ‘58 Model 

Less than six months after full scale assembly began last fall, 1959 Pontiac produc- 
|tion reached 217,303 units, the same number of cars produced during the entire 
| 1958 model year. Admiring the milestone Pontiac are B. E. Starr, left, manufacturing 
manager, and R. J. Longpre, production manager. Pontiac sales are running over 50 
percent ahead of last year, according to S. E. Knudsen, Pontiac general manager. 


Regional Talks 
On Legislation Se 
For Ohio Dealers 


COLUMBUS, O.—Legislation y. 
fecting auto dealers will be di, 
cussed at a series of regional meg, 
ings planned by the Ohio Autom) 
bile Dealers Assn. 

Meetings have been scheduled fy 
Columbus, Apr, 20; Painesville anj 
Cincinnati, Apr. 21; Dayton, E 
and Jackson, Apr. 23; St. 
ville, Apr. 24; Akron, Apr. 28; Vy 
Wert, Apr. 30; Mansfield, May 
and Toledo, date undecided. 

Counties assigned to each me¢ 
ing include: 

CotumsBus: Delaware, Fairfield 
Fayette, Franklin, Hocking, Kna 
Licking, Madison, Marion, Morroy; 
Muskingum, Perry, Pickaway, Row 
and Union. 

PaINnesviILLE: Ashtabula, Eastern 
Cuyahoga, Geauga, Lake anj 
Trumbull. 

Cincinnati: Brown, Butler, Cler. 
mont, Clinton, Hamilton, Highlané 
and Warren. 

Dayton: Champaign, Clar 


~ 





Year— 





Only 11.1 percent reported in- 
ventories that could be cleared 
in 15 days or less; a month 
earlier, 17.6 percent of reporting 
dealers were in this category. 
However, the number of top- 

heavy inventories also had been 
cut down. Only 39.1 percent said 
their supplies exceeded the 30-day 
level, compared with 53 percent in 
this category a month earlier. 

This left 49.8 percent of the deal- 

ers in the middleground—with 


Ford, 2.54; Studebaker, 1.38, and 
Pontiac, 0.65. 


percentage points. 

Losses, in order, were: Plymouth, 
down 2.79 percentage points; Chev- 
rolet, 2.18; Buick, 1.77; Oldsmobile, 
0.99; Dodge, 0.92; Chrysler, 0.54; 
DeSoto, 0.54; Edsel, 0.31; Mercury, 
0.26; Lincoln, 0.18; Imperial, 0.12, 
and Cadillac, 0.05. 


cent of dealers were in this cate- 
gory. 
Range of stocks reported Apr. 1 


A year ago, average stocks Apr. 
1 represented a 41.3-day supply. In 
the under-15-day category were 
16.7 percent of dealers; 16 to 30) 
days, 41.7 percent, and over 30 
days, 41.6 percent, Range was five 
to 90 days. 


AMC, up 2.461 percentage points, 
while S-P advanced 1.38 and Ford 
Motor gained 1.79. 

Chrysler Corp. fell 4.91 percent- 
age points and GM was down 4.34 
points. 

Total registrations in February 
numbered 423,793, compared with 





Sales Score | 
For February 


New-car registrations for Feb- 


Tire Shipments 
Decline for Month 





Miscellaneous makes gained 3.47 


Biggest corporate gainer was 


Five U. S. Makes Increase 
Share of Car Market 


(Continued from Page 1) 


| Plymouth, 822; Rambler, 692; Mer-| 


ruary: 

— Meb i NEW YORK —Manufacturers’ 
F sf %. | shipments of passenger-car tire 
1—106.506 Chevrolet 92,401— 1 | shipments in February totalled 7,-| 
2—103,498 Ford 71,865— 2 | 433.778 units, a decline of 14.7 per- 
3— 27,732 Olds. 24,789— 4 | cent from the 8,715,742 tires shipped 
4— 27,349 Pontiac 18,556— 6 | in January, according to the Rubber | 

5— 21.856 Rambler 9,062—10 | Manufacturers Assn. 
6— 20,828 Buick 21,357— 5 February production of passen- 
7— 20,600 Plymouth 27,091— 3 | ger-car tires was 8,962,026, an in- 
&— 11,906 Cadillac 9,7698— 7 | crease of 1.17 percent over January. 
9— 11,084 Mercury 9,699— 8 | Manufacturers’ inventories at the 
10— 9,808 Stude. 2,913—14 | end of February totalled 19,435,050 
lli— 17,655 Dodge 9,805— 9 | units, up 7.99 percent from the be- 

12— 3,936 Edsel 3,565—13 | ginning of the month. 
13— 3,812 Chrysler 4,565—11 | Truck and bus tire shipments rose | 
14— 2,841 DeSoto 3,919—12 | 249 percent in February, amounting | 
15— 2,503 Lincoln 2,718—15 | to 1,117,230 compared with 1,090,063 
16— 1,228 Imperial 1,245—16 |in January. February production 
40,651 Misc. 20,499 was 1,307,937 tires, down 1.28 per- 
Total All Makes cent from January. Inventories rose 
423,793 333,818 | 5.37 percent during February to| 


|total 3,584,153 tires at the end of 


Further details on Page 69. 
the month. 








Bound for Moscow— 


These two Jeep vehicles will be displayed by Willys-Overland Export Corp. this 
summer at the American National Exhibition in Moscow. At left is a forward-control 
Jeep FC-170 truck with c front winch and the other is a Jeep Universal equipped 
with a rotary broom on the front and a plow on the rear. More than 31% million 
Russians are expected to visit the exhibit which will carry the story of American prog- 
ress. The exhibition is being staged as part of an exchange program negotiated by 
the United States and Russian ambassadors. 





Darke, Greene, Logan, Miami 
Montgomery, Preble and Shelby, 

Exryria: Western Cuyahoga, Erie 
Huron and Lorain. 

Jackson: Adams, Athens, Gallia 
Jackson, Lawrence, Meigs, Pike 
Scioto and Vinton. 

Sr. Crairsvitte: Belmont, Carroll 
Coshocton, Guernsey, Harrison, 
Holmes, Jefferson, Monroe, Mor 

gan, Noble, Tuscarawas and Wash- 
* ington. 


New-Car Sales Hit Akron: Columbiana, Mahoning, 


° . | Medina, Portage, Stark, Summit 
3-Year Detroit High |and Wayne. 


333,818 a year ago, The two-month 
total was 843,305, compared with 
716,058 in 1958. 

> 


DETROIT.—March was the best) y,~ Werr: Allen, Auglaize, Har. 
month in more than three years) gin, Mercer, Pauling, Putnam ané 
for new-car registrations in Detroit|/ vy. Wert. 
and Wayne County. : 

The month's total of 15,380 wes) ne go hore pod 
nearly double the previous month's Quste oeeie Williams and Wood 
count of 8,071 and the March, 1958, ¥ ° 7 
total of 7,860, according to figures 
compiled by the Detroit Auto Deal-\°59 Rambler Sales 
ers Assn. 

Not since December, 1955, when 9 
16,353 new cars were ~ ar lep 28 Models 
had monthly sales been so high.| DETROIT.—Rambler retail sales 

March sales of domestic cars|/so far in the current model year 
were: Ford, 4,715; Chevrolet, 3,787; | already have topped the total sold 
Oldsmobile, 1,029; Pontiac, 957;|/in the entire 1958 model year, re 

‘ |ports Roy Abernethy, vice-presi- 
cury, 690; Buick, 625; Cadillac, 451;| dent of automotive distribution and 
Dodge, 328; Edsel, 268; Chrysler,| marketing of American Motors. 
146; Lincoln, 128; Studebaker, 121;| Rambler deliveries in the first 10- 
DeSoto, 107; Imperial, 58, and) day period of April climbed to 11- 
Willys, 5. A 732 to bring this year’s total to 

Imported cars, totalling 451,| 169.663, compared with 154,372 for 
ranked as follows: Simca, 70; Re-| aii of last year, he said. In the com- 
nault, 63; Volkswagen, 58; Opel, 46;| parable period of last year deliver- 
Fiat, 43; Metropolitan, 30; English) jes totalled 66,445. 

Ford, 27; Mercedes-Benz, 20; MG,| The Apr. 1-10 total, Abernethy 
16; Triumph, 16; Volvo, 12; Austin-| said’ was the second highest 10-day 
Healey, 11; Peugeot, 8; Hillman, 5;| sales period in Rambler history, 
Taunus, 5, and miscellaneous, 18.| topped only by the 12,527 delivered 

ee in the last 10 days of December 
1958. 


Denver Turnout 


Cut by Weather 


DENVER. — The Denver Auto 
Show, hampered by bad weather, 
drew only about 50,000 visitors dur- 
ing a six-day run. Seventy-five 
thousand had been expected, but 
even so, dealers were pleased by 
interest shown in the new models. 

“A great many sales are going 
to be made during the coming 
months of the year as a direct 
result of the show.” one dealer re- 
marked. “From all indications we 
are going to sell more cars during 
the remaining months of this year 
than we did during 1958.” 








Import-Car 


° . 
Registrations 
Imported-car registrations for High-Speed Vehicle— 
February: Two devices that demonstrate the 
1959 1958 | ciple of “levitation” for high-s pe? 
Pos. Make Pos. | ground vehicles were shown last 
1— 7,428 Volkswagen 5,307— 1 | to the House Committee on Science 
2— 5,390 Renault 2,218— 2 | Astronautics in Washington. The “ 
3— 3,330 Eng. Ford 1,516— 3 | car" and “Levascooter” were 
4— 2,856 Simca 908— 5 | strated by Dr. Andrew A. Kucher, 
5— 2,755 Opel 726— 8 |gineering and research vice-pre 
6— 2,619 Fiat 878— 6 | Ford Motor Co., who originated 
7— 2,011 Hillman 936— 4 | developed the concept. One application 
8— 1,610 Vauxhall * | the Levacar principle would be a 
9— 1,477 Triumph 716— 9 | rail for long-distance travel. Shown ¢ 
10— 1,359 Volvo * | is an artist's concept of a Levacar 
* MG 838— 7 | ling at 200 to 500 m.p.h. propelled 
* Metropolitan 673—10 [a turbojet engine. The cutaway vit 
9,297 All Others 4,894 shows how application of air holds 
Total All Makes vehicle from the rail sides and raise 
40,132 20,110 above the rail. The same principle 


can be applied to an overhead 
system. 


* Not in Top Ten. 
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the Monday that never materialized 


bet This salesman called Mr. Jones, all right... but Mr. Jones had already signed a purchase 
= order with another dealer . . . sought his financing elsewhere . . . and bought the same 
make of car from a competitive dealer. 

The salesman here did most of the selling job for his competitor. He convinced his 
prospect on what to buy but he didn’t tell him how. Chances are, had he offered his 
customer the ease of financing and insuring with the complete dealership finance plan, 
he would have closed the deal on the spot. So can you with the help of Associates 
Pleasant Purchase Program, the most convenient finance and insurance plan available. 
Put the plus services of one of the nation’s largest and most progressive finance com- 
panies on your side. Call the man from Associates . . . now. 





ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Guide to Better Financial Management... . 


What Operating Statement Shows 


Eprror’s Nore: This is third in 
@ series discussing the financial 
management of the auto dealer- 
ship. 


* * * 


By Kenneth C. Kelley Jr. 
Staff Writer 
CH of the space on the deal- 
ers financial statement, which 
he files each month with his fac- 
tory, is given over to a profit-and- 
loss statement. 

No. 3 The profit-and-loss 

in @ statement is a sum- 

mation of the busi- 

Series ness’ activity over a 

period of time, show- 

ing how much came in, how much 

Was consumed by operating ex- 
penses and what profit was left. 

This statement, sometimes called 
an operating statement, takes up 
pages two and three of the finan- 
cial-statement forms used by 
General Motors, Chrysler Corp., 
American Motors and Studebaker- 
Packard. It fills most of the center 
and right columns of the new Ford 
statement forms. 

On all of the forms, dealers 
fill in two profit-and-loss state- 
ments, one covering the most re- 
cent month and the other sum- 
ming up results for the year to 
date. 


Part of the job of running a deal- 
ership is salesmanship, increasing 
the sales of the company. Results 


of the dealership’s selling efforts) 


are summed up in the figures at 
the top of the profit-and-loss state- 
ment—the volume of net sales. 


Most of the rest of the statement | 


is given over to the financial man- 
agement of the dealership. It is the 
job of salesmanship to bring in 
business, financial management 
aims to keep some of that income 
in the form of net profit. 

> > > 


S CAN be seen on the table with 
this story, which shows a sim- 


ship is generally centered in the 
operating costs rather than the ex- 
penses that make up cost of goods 
sold. 


* 

pam the dealer can reduce his 
payroll and increase his adver- 
tising more or less as he sees fit, 
he has no power to bargain with the 
factory on the cost of new cars or 
parts and accessories and it is these 
costs which make up much of his 


“cost of goods sold.” 
The dealer’s ability to contro] the 


09 Auto Sales 
To Rise in Seattle, 


Survey Indicates 


SEATTLE. — Fifteen percent of 
the families contacted in its 1959) 
Consumer Analysis plan to buy 
autos this year, according to the 
Seattle Times. 

The Times said this tops per- 
centages reported for similar stud- 
ies in 1955, 1957 and 1958, and is 
only .55 percent below the 1956 re- 
port. 

Chevrolet was the No. 1 choice of 
| 37.4 percent planning new-car pur- 
| chases, the newspaper said. Ford, 
Buick and Plymouth followed in| 
that order. 

The number planning to buy new | 
cars was under the 42.1 percent re- 
ported in the 1958 survey, the| 
Times added. The percentage this 
| year was the lowest in the last five 
| years. 

On the other hand, the — 
continued, 62.6 percent of those! 
contacted said they plan to buy | 
| used cars this year. The percentage 
was up from last year’s 57.9 and| 
was the highest in the last five) 
years. 


* * 








various operating expenses that are 
deducted from gross profit varies 
with the individual expense being 
considered. 

Some expenses move the same 
way sales move and in just about 
the same proportions, Commis- 
sions of new-car salesmen are an 
example. When business is going 
up and more money is coming in, 
the dealer has higher commis- 
sions to meet, 

While the commission plan must | 
be set up with great care, there is 
little reason to study it on a day-to- 
day basis. The next car sale will) 
take care of the next sales com- 
mission. 


* * 


HE next class of expenses does 
not vary with sales but can be 
changed quickly and rather easily 
by the dealer. Bonuses and contri- 
butions to charity would come in 
this class. The dealer who sees his 
business falling off can cut back 
on bonuses and contributions. 
Expenses tied up in maintaining 
the dealership’s staff are more re- 
sistant to change. Every rise and 
fall in the dollar volume cannot be 
met with layoffs and hiring. 
However, the dealer who sees 
a trend toward greater volume 
can add to his staff and the dealer 
who sees lower volume ahead can 


* 





cut his force. 

Still another class of expenses| 
can be changed only slowly. Rent is 
an example. The dealership’s lease 
may set the rent for months in the 
future and the lease must run out 
before this expense can be changed. 


* 
HERE is a final class of ex- 
penses over which the dealer | 
has very little control. Local real | 
estate taxes would be an example. 
The dealer has little choice but to 
(Continued on Page 81, Col. 1) 


F our-Month Dealer Strike 


plified profit-and-loss statement, the | 


first expense deducted from net) 


sales is the cost of goods sold, The 
result is the gross profit for the 
whole dealership and for each de- 
partment. 

In reality, gross profit often 
contains very little net profit. The 


wide range of operating expenses | 


in running a dealership must be 

deducted from gross profit before 
the net profit is determined. Good 
management strives to con- 
trol these costs to maximize the 
met profit of the dealership. 

The fourth page of the financial 
forms used by GM, Chrysler, AMC 
and S-P contains detailed informa- 
tion on the expenses that go into 
the total cost of goods sold for 
each department and the entire 
dealership. 


Cost control in the auto dealer- 


Airless Tires— 


This mutilated experimental tire may 
open new horizons in the development 


of a safe and indestructible automotive | 


tire, according to Dayton Rubber Co., 


Dayton, O. Filled with polyurethane foam | 


rubber, a set of the airless tires were 
mounted on a 1959 car, then were “‘cut" 
full of holes by electric drills, power 
saws, small arms and rifles, Regardless 
of the amount of damage in the casing 
or tread, the foam rubber material re- 
tained its ‘foamed in place" position and 
continued to provide normal support and 
stability during road tests that followed. 
Continued experiments will be conducted 
by Freediander Research and Development 
Center and American Latex Products Corp. 
at Hawthorne, Calif., subsidiaries of Day- 
ton Rubber. 


By Frank Gawronski 
Staff Writer 
FOUR-MONTH-OLD strike by 
servicemen against 10 dealers 
has been settled in Fairmont, 
Minn. 

The dispute ended when the 
Fairmont Automo- 
bile Dealers Assn. 
and the Teamsters 
Local 487 announced 
a new one-year con- 
tract. 

The agreement, expiring March 
31, 1960, gives service personnel a 
10-cent-an-hour wage increase. 

Under terms of the contract, all 
employes who were not union 
members as of Apr. 1 will not have 
to join the union. However, newly 
hired employes will be required to 
|join the Teamsters after working 
| 45 days. 

The union also agreed to drop 
| all charges of unfair labor prac- 
| tices it has filed against the as- 
| sociation with the National Labor 
| Relations Board. 

Although 10 franchised dealers 
|were involved in the dispute, only 
|five were picketed by the union. 
None of the garages was shut 
down and a majority of the work- 
ers remained on the job during the 


strike, the association said, 
* - - 


N OTHER dealer-labor news, the 

NLRB has ordered representa- 
tion elections among service em- 
ployes at North Bros., Inc. (Ford), 
and North Bros, Edsel, Inc., in 
Lincoln Park, Mich. The workers 
will vote for or against Teamsters 
Local 376. 

Teamsters Local 376 will be 
involved in another NLRB elec- 
tion among service employes at 
Lewis F. Brown, Inc, (Ford), in 
Detroit. 
| In Boston, mechanical main-| 
|tenance employes of Hoover Mo- 
tors, Inc. (Ford), will vote for or 
against Machinist Lodge 1898 in 
an election ordered by the NLRB. 
In South Charleston, W. Va., the 
NLRB will conduct an election 
among auto salesmen at Tag Gal- 
yean Motor Co, (Dodge-Plymouth). 
The salesmen will cast ballots for 
or against Teamsters Local 175. 

” 








x * 
ANWHILE, the NLRB has 


certified the results of four! 


Settled in Minnesota 


elections 
defeated 
ganize dealership employes. 


in their attempts to or- 
The 
dealerships and election results are 
as follows: 

Hazelriggs, 


in which unions were 
i 


Inc. (Dodge-Plym- 
outh), Decatur, Ill, where service 
department employes voted 5-to-1 
against representation by Machin- 
ists Lodge 493. 

Hartung Motor Co., Inc., (Ram- 
bler), Milwaukee, where service 
and repair employes voted 15-to- 
7 against the Allied Industrial 
Workers. 

Sunderland Motor Co. (Chevro- 
let), Jerseyville, lL, where all em- 
ployes, except office clerical em- 
ployes, guards and supervisors, 
voted 12-to-2 against Teamsters 
Local 255. 

Furlow-Cate, Inc. (Ford), Chat- 
tanooga, Tenn., where automobile 
salesmen voted 5-to-4 against rep- 
resentation by the Retail Clerks 


International Union. 


« * = 


OV THE factory front, a new 
three-year contract providing 
19-cent hourly wage increases and 
other benefits was approved, with 
only one dissenting vote, by mem- 
bers of the United Auto Workers 
Local 12 of Champion Spark Plug 
in Toledo. 

The new contract, which ex- 
Pires Feb. 1, 1962, covers more 
than 1,800 workers at the Toledo 
plant. 

In Canada, General Motors has 

(Continued on Page 85, Col. 3) 


Late Report... 


New-Car 
Dept. 


Total 


Service 
Dept. 


Used-Car 


Dept. Dept. 


$600,000 $250,000 $100,000 $200,000 $50,000 xx 


Cost of Goods Sold 500,000 


100,000 50,000 


Operating Expenses— 
Wages 
Commissions 
Demo Expense ............ 
Advertising 
Supplies 
Heat & Light 
Rent 
Real Estate Tax 
Contributions 
Total Expenses ............ 80,000 
Net Profit 


15,000 
1,000 


GM Rips Antitrust Quiz 


200,000 90,000 


$50,000 $12,000 
10,000 


2,000 
400 
XXX 


26,600 
$20,000 $23,400 


170,000 40,000 xxx 


10,000 30,000 10,000 xxx 


$6,000 $10,000 
1,000 
Xxx 


$2,000 $20,000 
3,000 1,000 
200 xxx 
300 

400 

300 

1,500 

300 

Xxx j 
8,000 26,600 7,300 
$2,000 $ 3,400 $2,200 


800 
500 
500 
400 
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U.S. Ordered to Explain 


NEW YORK.—The Justice De- 
partment’s attempt to develop a 
civil antitrust action is a 


gation is a politically inspired fish. 
ing expedition,” he said, “never. 


“polit-| theless the corporation stands e 


ically inspired fishing expedition,” | tirely willing to perform the wort 
|necessary to comply with any 


GM charged last week. 

The blast was contained in a 
request for a Federal court order 
directing the antitrust division to 
show cause why a subpena call- 
ing for GM appearance before a 
grand jury should not be quashed. 
The court order was issued. 

GM also said the antitrust divi- 
sion was subverting the Federal 
grand jury here “to search for 
evidence.” 

Henry M. Hogan, GM general 
counsel, said the subpena consti- 
tuted an unreasonable search and 
seizure. 

Many of the enormous volume of 
documents sought by the Govern- 
ment date back to 1929 and would 
have no possible relevance to any 
possible antitrust violations, he 
added. 

Hogan charged that the U.S. 
is “attempting to obtain produc- 
tion of virtually all documents in 
the corporation’s possession con- 
cerning its business activities 
throughout the last 30 years.” 

An attempt at even “reasonable 
compliance” with the subpena 
would impose “a staggering bur- 
den” in terms of time and money, 
Hogan said. 

The subpena “is really aimed at 
an investigation of the size of Gen- 
eral Motors, which obviously is a 
distortion and misuse of the insti- 
tution of the grand jury subpena,” 
he continued. 

“While it is sincerely believed 
that the corporation has not 
violated the antitrust laws in any 
way and that this current investi- 


Canada Keeps 
712% Auto Excise 


MONTREAL —The Canadian 
auto industry, which long has ob- 
jected to the excise tax on new 
cars, accepted the absence of any 
reduction in the 7% percent tax in 
the latest federal budget with as 
much grace as possible. 

Rhys M. Sale, Ford of Canada 
president, declared, “In all the cir- 
cumstances, we couldn’t expect 
much improvement this year. I 
don’t think the budget is very far 
off base.” 

E. H. Walker, General Motors of 
Canada president, said, “We are 
disappointed. We had hoped the 


budget would provide some relief | 


from the tax. We appreciate the 
Government’s desire to maintain 
revenues, but we don’t think new 


|ears should be penalized by a lux- 
|ury tax. We look for the eventual 
| elimination of the tax.” 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 


last week dropped $42 to $1,092, 
index. 


according to Automotive News’ 


The decline apparently represented a readjustment from the 
previous week’s overall gains, which pushed up the index by $37. 
Late models were the weakling last week, Losses amounted to 
$225 on ’57s, $133 on ’59s and $8 on ’58s. Prices were up $8 on ’52s 
and ’53s, $6 on ’54s and $2 on ’56s. The price of ’55s remained un- 


changed. 


At a group of representative auctions last week, the average 


consignment was 258.5 units, of 


which 69.3 percent were sold. A 


week earlier, 69.8 percent of 246.5 units were sold. 
Auction reports begin on Page 70. 


subpena, clearly and _ intelligently 
phrased, which would be reason. 
ably related to disclosure of : 
probability of an antitrust viola 
tion.” 


Four GM Plants 
In Buffalo to Get 
Small-Car Work 


BUFFALO—Items about the 
Chevrolet and Ford small cars con- 
tinue to filter through the wall of 
secrecy the companies have erected 
around them. 

Trade sources here report that 
all four General Motors plants in 
the Buffalo area will participate 
in production of the Chevrolet 
entry. 

In New York, James O. Wright 
Ford division general manager 
said introduction of the small Ford 
would be a “dead heat” with the 
anticipated GM unit. 

Wright said parts have been or- 
dered from suppliers and that 
quality-control is in process, al- 
though the “full-production” stage 
has not been reached. 

A UAW official said Chevrolet's 
E. Delavan Ave. plant here will 
make rear-axle gear assemblies for 
the small car. He said he under- 
stood the plant has a small order 
for such components for May pre 
duction. 

GM’s small-car program is linked 
closely with the start of production 
at Chevrolet’s aluminum foundry 
at Massena, N. Y. The aluminum 
will be supplied by the new reduc 
tion plant which Reynolds Metals 
Co. is building at Massena. 

It was disclosed earlier that the 
small Chevrolet will have an alumi- 
num engine built in the Town a 
Tonawanda engine plant. The GM 
Reynolds “hot-metals” contract be 
comes effective in June. 

It also has been disclosed that 
GM’s Harrison Radiator division, 
which has two plants in the Buf 
falo area, is developing a gasoline 
heater which is presumed to be for 
the small Chevrolet. 


Daytona Bars 


Speedway Cars 


DAYTONA BEACH, Fla.—Speeé 
way-type cars apparently have bee? 
barred at least temporarily from 
the new Daytona Internationa 


| Speedway after the scorching pac 
|set by Jim Rathmann in’ winnings 
|a recent 100-mile event here. 

| averaged 170.262 m.p.h. 


|autos will compete in a 250- 
| race here in July, replacing 4 
mile speedway-car race, The 








Speedway officials said they have 
concluded that “engineering 42 
driver know-how is not ready {0 


|this plant” and that “a closer & 
‘amination of driving and aerody 


namic conditions between 160 ané 
200 m.p.h, should be made befort 


| speedway cars are sent into compe 
| tition here again.” 


Accordingly¢ Bill France, Speet: 
way president, said that NASCAM 
Grand National and convertible 


mile event originally was schet 


uled for Raleigh, N. C. Raleigt 
promoters are considering a Montz 


type 150-miler for speedway C4! Be. 





nt 


minis. 
ative 


OFFICIAL RESULTS OF THE MOBILGAS ECONOMY RUN PROVE 
= DODGE DEALERS HAVE MORE TO OFFER TODAY’S ECONOMY-MINDED BUYERS! 


x 




















0,000 
XXX 
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| DODGE v-8 
DELIVERS 21.74 
(MILES PER GALLON! 


*| ‘59 DODGE FINISHES 1-2 TO SWEEP 


1 fish 
never, 
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ina Official results prove Dodge gives better gas mileage than any other 

educ 

| car from the low-priced V-8 class on up: 

t the 

—_ Dodge Coronet 21.74 Rambler Ambass. Super 19.23 Buick Le Sabre 18.83 Buick Invicta 18.20 

= Plymouth Belvedere 21.15 Chevrolet Bel Air 19.16 Mercury Montclair 18.78 Oldsmobile ‘'88"’ 18.10 
Dodge Coronet 21.01 Ford Thunderbird 19.13 Buick Le Sabre 18.68 > ‘ 

as Chrysler Saratoga 19.07 nny Ope ca 

isiOn, Plymouth Belvedere 20.98 y 9 , : . Buick invicta 17.87 

But- DeSoto Firedome 19.06 Pontiac Catalina 18.66 Oldemobile “98"" 17.54 

“an Ford 300" Custom 19.66 Cadillac “62” 19.04 Buick Electra 18.58 7 = ad a 
Chrysler Windsor 19.64 Pontiac Star Chief 18.56 — : 
Ford ‘‘300"' Custom 19.44 Ford Thunderbird 18.99 Pontiac Catalina 18.31 Pontiac Bonneville 16.94 
Ford ‘‘500" 19.28 Mercury Monterey 18.90 Oldsmobile ‘88"’ 18.22 Oldsmobile 98" 16.87 
Chevrolet Impala 19.26 DeSoto Firesweep 18.86 Imperial 18.20 Oldsmobile Super ‘‘88"" 16.77 

peed- 

nee The ‘59 Dodge, fully equipped with automatic transmission, power steering and 

ional power brakes, averaged 21.74 miles per gallon for the gruelling 1,898-mile run. 

pace 

yning 

. He 

have The same two Dodge cars that finished 1-2 in the Mobilgas Economy Run are now engaging in a 

and SP ECIAL BULLETIN! special 1,197-mile economy test from Kansas City to New York City. Under the supervision of 

y for official U.S.A.C. observers, Dodge is out to prove—beyond any shadow of a doubt—its superiority 

r ex in gasoline economy. 

rody- 

an¢ 

eforé 

mpe 

ed" 

r MORE DRAMATIC PROOF: 

*tible 


‘IT PAYS TO OWN A DODGE—IT PAYS TO SELL A DODGE 
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The Man Behind the Wheel .. . 
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Sales Testing the ‘59 Mercury 


By L. H. Houck 


Travelling Correspondent 


a Mercury Montclair four- 


| Drive Merc-O-Matic transmission.|making new performance records 


Its extra smoothness and the ab- 
sence of noticeable up-and-down 


door hardtop is one of the most| Shift are immediately noticeable. 


changed quality cars of the ‘59 
crop. 

Particularly striking is the 
wide panorama of view. But the 
most pleasing and surprising 
change is the lowering of the 
cowl line by what appears to be 
two inches. 

The top of the dash is lower and 
the angle of vision has been 
changed so that you now can see 
more of the first 100 feet of road. 
The hood is 2% inches lower than 
last year, The windshield also 
has been increased vertically at the 
top by increasing the sweep into 
the roof line. 

After leaving the Claycomo 
(Mo.) Ford plant where I picked 
up the car, I ran into a rain squall 
and got my second surprise—new 
windshield .wipers that wipe the 
center clean instead of making 
twin arcs. 

The electric windshield wipers, 
with an extra powerful motor, 
work in tandem, they're extra long 
and by swinging in the same direc- 
tion, the blades clean glass with 


the overlap. 


* > 


+ 
Wipers Add to Safety 

DISCOVERED afterwards that 

these new wipers clean the glass 
for a space of five feet. That cer- 
tainly contributes to safety as well 
as a sense of well being. 

And the windshield is larger. 
There’s nowhere for traffic to 
hide when you have 1,883 square 
inches of safety tinted glass in 
front of you. Last year’s Mer- 
cury had a big windshield, but 
it only added up to 1,169.5 square 
inches. 

This Mercury, virtually new in- 
side and out, uses conventional 
lever control for the smooth Multi- 


} 





To learn that Mercury is a qual- 
ity car throughout, you have to 
spend only a few minutes behind 
the wheel. 

a 


ae 


Power Steering Improved 


— quiet engine, ex- 
cellent power steering, also re- 
designed and improved, give you 
luxury-class 


Car Tested: 
MERCURY 


Model: Four-door Montclair 
hardtop. 

Engine: Marauder V-8, 383 cu. 
in. displacement; 322 h.p. at 
4,600 with four-barrel carbure- 
tor; 420 ft. Ibs. torque at 2800; 
compression ratio 10-to-1; bore 
4.30, stroke 3.30 inches. 

Transmission: Mer c-O-Matic 
Multi-Drive. Shift lever on 
steering column, drive scale 
PRND2DIL, which provides 


three forward speeds. D2 is used 
for most normal driving and 
starts in second. 


Accessories: Power-lift win- 
dows, electric clock, radio, 
heater and air conditioning; 
power steering, power brakes. 

Dimensions: Wheelbase, 126 
inches; overall length, 217.8 
inches; overall height loaded, 
56.1 inches; body width, 77 
inches; front tread, 60 inches; 
rear tread, 60 inches; overall 
width, rear bumper, 80.7 inches; 
fuel tank 20 gallons, 

Tires: 850 by 14 white-side- 
wall Firestone. 





Quiet Annual Meetings 
Due at Chrysler, S-P 


DETROIT.—Two auto companies 
will hold their annual meetings this 
week, The Chrysler Corp. meeting 
will be held in Detroit tomorrow 
(Apr, 21) and the Studebaker- 
Packard meeting will follow in 
South Bend on Thursday (Apr. 23). 

After a number of annual 
meetings at which angry stock- 
holders had several proposals on 
the agenda, the S-P proxy statfe- 
ment indicates that this year’s 
action will be limited to the re- 
election of current directors and 
approval or retention of the cur- 
rent independent accounting firm. 

Chrysler shareholders will 


vote 


ment could exclude the proposals 
from the agenda. 

New material among the propo- 
sals in question was an objection to 
the refinancing plan by which S-P’s 
debt was cut at the same time 
S-P’s working agreement with 
Curtiss-Wright was terminated. 


financing was not presented 
clearly to stockholders and, for 
that reason, 
have been cast against the plan 
were cast in favor of it. 

While Dann said that he has no 


|plans to submit the proposals at 


on directors and a revised stock- 


option plan. 
Sol Dann, Detroit attorney who 


is spdkesman for a group of dis-| 
said) 
that a number of proposals had| 


satisfied S-P stockholders, 


been submitted for consideration at 
Thursday's meeting. 

Dann said that, although the pro- 
posals were submitted last Novem- 
ber, the Securities and Exchange 
Commission had ruled “a few 
days” 
proxy material that S-P manage- 





Bar U. S. Small Cars, 


UAW to Ask Canada 


TORONTO. — The Canadian 
government will be petitioned to 
prevent the import of small cars 
from the U. S., the Canadian 
council of the United Auto Work- 
ers decided at Oshawa. 

UAW President Walter Reuther 
said the international union will 
assist Canadian members in ef- 
forts to make the Big Three— 
Ford, General Motors and Chrys- 
ler—build in Canada the small 
cars they intend to sell here. 
Reuther proposed that a joint 
committee of the council and the 
international executive board 
meet with management, 





before the mailing of the 


iment also 





| 


this year’s annual meeting, he 


said he would resubmit his resolu-| 


tions for a future meeting. 

The relatively brief proxy state- 
listed the salaries of 
key S-P executives and information 


on the company’s stock-option pro- | 


gram. 
President Harold E. Churchill's 
aggregate remuneration in 1958 


| was listed as $60,000 with estimated 


annual retired income of $22,730.22. 

Figures for other officials in- 
cluded A. J, Porta, executive vice- 
president, $55,833.37 earned last 
year, $19,821.84 annual pension; 
R, A. Hutchinson, export vice- 
president, .$51,666.68 earned last 
year, $15.622.08 annual pension; 
S. A. Skillman, sales vice-pres- 
ident, $40,833.40 earned last year, 
$15,058.80 annual pension. 

All officers and directors as a 
group were listed for an annual 
aggregate remuneration of $303,- 
053.61 last year, It was noted that 
Hugh J. Ferry, former board chair- 
man and a present director, holds 
a $12,000-a-year contract for ad- 
visory services which expires this 
year. 

The proxy statement noted that 
three officers purchased S-P stock 
under the option plan during 1958 
and the first quarter of 1959, the 
option price being $6.77 a share. 
Treasurer Arthur E. Gotsch bought 
5,000 shares; Churchill, 4,000, and 
Skillman, 1,000. 

—KENNETH C. KeEtiey Jr. 


| tions. 


votes which would | 





in the middle brackets, it is certain 
to have a long life and a big resale 
value. 

The next surprise came when 
we loaded the trunk for 1,500 
miles of visits to retail auto deal- 
ers. The spare now is mounted in 
the front part of the trunk, leav- 
ing a 6-foot wide span of space— 
all within easy reach. 

But it was no surprise to find 
that the Mercury was one of those 
cars that eat up the miles without 


quality. A fine car| effort—one of those cars that de- 


liver you at your night stop in 
good condition. 

It was no surprise to roll back 
into our own driveway realizing 
that no service, oil or attention had 
been required and that a new com- 


fort—Mercury comfort—had been | 


born. 


engineering details and specifica- 
It had us looking up the 


quality of materials. 


. * > 


Steering Tells a Lot 


Dp? you ever stop to think that 
steering telegraphs more sen- 


sations to the driver than almost 


anything else? If the car sways, 
does not corner well, rides rough, 
steers one way or another, you get 
it all through your hands on the 
wheel. 

This hardtop Montclair didn’t 
send up even a smoke signal. 
Power steering was even and ef- 
fortless whether roads were 
rough or smooth. 

In the first place, there is no 
belt to slip and wear on the power- 
steering pump—and no belt to 
squeal. The pump is mounted di- 
rectly to the block in front and 
driven directly by the engine 
crankshaft. 

Besides eliminating the belt idio- 
syncrasies, it reduces the clutter in 
the engine compartment and is de- 
signed for a longer life. 


There are a new-type power-| 


steering control valve and a re- 
arrangement of the power cylinder 
which gets its power from the 
crankshaft-mounted pump via hose 
lines. This valve reduces parking 
effort and still allows the driver 
to feel a sense of control over the 


wheel. 


> > > 


No Extra Effort Needed 
RDINARILY when the front 
wheels become harder to turn 

as in parking, it requires an in- 

creased effort by the driver. But 


The agen, ey ogee |with this new arrangement, the 


power is increased so that no extra 
wheel effort is needed although 
more force is required. 

This Montclair was powered 
with the Marauder engine, which 
displaces 383 cubic inches, has a 
compression ratio of 10 to 1, 322 
h.p. at 4,600 r.p.m. 

The short-stroke package of 


dynamite is an inch over square} 


with bore of 4.30 inches and stroke 
of 3.30. It has the shortest stroke 
of the three Mercury engines. 

In view of its outstanding per- 
formance, it is well to know about 
some of the new ‘59 advancements 
in this particular engine. One of 
the worthwhile changes is in the 
air intake system. 

Heretofore we've been taking our 

(Continued on Page 85, Col. 3) 
” * 
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Checking Windshield— 





But it did send us scurrying for 


| quota. It rises to $90 
e& 





More Room Up Front— 


The front seat of the 1959 Mercury provides more room and comfort for pe 
of all sizes, according to L. H. Houck, Aufomotive News travelling correspondent. 


struments are grouped in a convenient and 


1959 appearance in the sales- 
contest arena last week with pro- 
grams which pay dealers $30 to 
$135 per car for deliveries against 
assigned quotas. 

Plymouth also is offering mer- 
chandise prizes to salesmen and 
sales managers, but the Dodge, 
DeSoto and Chrysler events in- 
volve only dealers. Imperial is 
not included in the contest. The 
programs opened Apr. 11 and will 
close June 10. 

Rambler dealers and salesmen 
also are competing for merchandise 
and vacation trips in a 100-day 
derby that began with the last 10- 
day sales period in March and ex- 
tends for ten 10-day periods. 

Factory sales contests for deal- 
ers and/or salesmen and sales 
managers now are in effect for 10 
makes. In addition to Rambler and 
the four Chrysler lines, they are 
Buick, Pontiac, Mercury, Edsel and 
Lincoln. 

A summary of the Chrysler Corp. 
contests appears below. 

> e > 


Plymouth 


EALERS receive no bonus for 

sales up to 50 percent of their 
quotas. Payments are $30 for 51 
to 75 percent; $50 for 76 to 99 per- 
cent and $80 per unit for sales in 
excess of 100 percent of quota. The 
$50 and $80 bonuses are retroactive 
to 51 percent. 

Sales managers receive mer- 
chandise points for sales in ex- 
cess of quota, and salesmen are 
given merchandise points when 
they hit their fourth delivery. 
The salesmen’s points then are 
retroactive to the first sale. 

The salesmen’s section of the 
contest runs from May 1 to June 
30. 


‘ 


* * * 


Dodge 


HE Dodge contest is for dealers 
only. A bonus of $50 is paid for 
sales from 51 to 75 percent of 
on sales from 


76 to 99 percent of the goal and 












easy-to-see cluster. 


More Makers Prodding 
Sales with Contests 


HRYSLER CORP. made its first | 


to $125 per car after the dealer 

reaches 100 percent of quota 
The $90 and $125 payments ar 

| retroactive to 51 percent, 

| * * 

DeSoto 


A" = reaching 51 percent of 
his quota, the dealer receivega 
bonus of $50 per car, retroactive to 
the first sale during the contest 
period. 

The payment rises to $90 whe 
he hits 75 percent and to $135 for 
sales in excess of 100 percent of 
quota. The $90 and $135 bonuses 
are retroactive to all sales over 
percent of quota. 

> 


* 


Chrysler 


CaRIELERs plan is similar to 
DeSoto’s with a $50 bonus be 
ing retroactive to the first contest 
sale after the dealer achieves 
percent of his quota. 

The bonus jumps to $70 for 
reaching 70-89 percent of quota, 
to $100 for hitting 90-99 percent 
and $135 for sales in excess of 
100 percent of the assigned quota 
The $70, $100 and $135 payment 

are retroactive to all sales over i 
percent of quota. 


Two Wis. Groups 
‘Back Bill to Ban 


‘Sunday Sales 


MADISON, Wis.—The Wisconsit 
Automobile Trades Assn, and th 
| Badger State Auto Dealers hav 
|}unanimously urged passage of 4 
bill banning auto sales on Sunday. 

Under the bill only the sales dé 
|partments of new and used-ca 
|} outlets would be affected. Servic 
| sections would be allowed to oper 
ate. 
| Persons who observe another daj 
jas the Sabbath could close on that 
|day and remain open on Sunday, 
the legislation stipulates. 
| Louis Milan, Madison, said th 
| WATA has been working for suc 
a law for three years. The . 
is a group of used-car dealers pr 
marily. 


‘Bendix Air Brake 


In Mexican Pact 


ELYRIA, O.—A license asl 
technical-assistance agreement f 
the manufacture of Bendix-We 
inghouse air brake systems and 
dustrial products in Mexico 1h 
been signed by Bendix-Westiné 
house Automotive Air Brake © 
and Disenadores Constructores §. 
|de C, V. (DICOSA), Mexico, D. ! 
Bendix-Westinghouse air braké 





‘| have been used extensively in Me& 


ico for years, primarily on pub 
transport vehicles and heavy-du! 
construction equipment. 
Company officials said the co 
| tinuing rapid growth of the autom? 
tive market in Mexico makes 





L. H. Houck, Automotive News travelling correspondent, checks the larger windshield | highly desirable to manufacture i 
of the 1959 Mercury Montclair which he road-tested on a 1,500-mile trip. 


ijequipment in that country. 












Plymouth dealer 





reports 5% increase in sales 






through emphasis on Stainless Steel trim 






JACOBSON MOTOR COMPANY, Omaha, Nebraska, has been selling 
Plymouths since 1936. It’s one of the biggest new and used car agencies in the area. 
This report is from the Sales Manager, Mr. Ralph F. Fournier. 


“If people don’t like the /ooks of a car, they won't buy it. We've found that 

8 out of 10 people are primarily sold on appearance. Yet, some salesmen 

will omit appearance features when they present their sales points to customers. 
We put a lot of emphasis on appearance features—and one of the best features 
is Stainless Steel trim. 






































“We won't take for granted that a customer knows there’s 


‘ Stainless trim on the Plymouth. We point out every bit of 

fs Stainless Steel, and we point out that it will wear better 

- than any trim material that has ever been used on cars. 

= It's solid Stainless Steel—won't chip or peel. And it’s hard— 

per won't dent and scratch the way softer metals would. 

= “Many of today’s buyers are really concerned with the 

day depreciation of a new car. It's a big point when you explain 

the that the durability and lasting good looks of Stainless Steel 

trim mean that the car will be worth more at trade-in time. 

- “We've had people tell us that Stainless Steel trim was one of 
the main things that led them to buy. I'd say that in our over-all 

p increase in sales this year, at least 5% of the increase has 
been due to the way we emphasize Stainless Steel trim.” 

and USS is a registered trademark 

: 


| in United States Stee! Corporation — Pittsburgh 

ha American Steel & Wire — Cleveland 

ing National Tube — Pittsburgh 

Columbia-Geneva Steel — San Francisco 

r Tennessee Coal & iron— Fairfield, Alabama 

ike United States Stee! Supply — Stee! Service Centers 
(ex: United States Steel Export Company 


United States Steel 
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Import Parts on the Fly 


NEW YORK.—U, 8. distributors 
of imported cars now can supply 
American customers with replace- 
ment parts from overseas within 
24 to 48 hours, thanks to a new and 
faster air freight service which 
provides “single carrier’ service} 
from point of origin to final destin- 
ation. 

“Introduced by our company 4 
year ago on an international 
scale, the new service provides 
coordinated air and surface 
transportation at both the ship- 

ping and receiving end,” said 
John ©. Emery jr., sales vice- 
president of Emery Air Freight 
International. 


“Records for the past year show 
that in 95 percent of cases, dealers 
in New York are getting 24-hour 
service on overseas shipments,” he 
added, “while those inland and as 
far away as the Pacific Coast, are 
getting parts in 48 hours or less.| 

The new service also enables) 
dealers to keep parts inventories 
low, especially the slow-moving or) 
inactive type, Emery added. 

Since its inception, five of the top 
10 lines of imported cars in the) 
U. S. (Renault, Volvo, English Ford, | 
Hillman and Triumph) have 
switched to Emery’s service, he 





Thus, for example, a dealer in a 
small town in North Dakota can 
get delivery of an overseas ship- 
ment from his airport at Fargo in 
a matter of hours, thanks to 
Emery’s “blue ribbon” service) 
which. provides immediate pickup 
and delivery from the airport to 
the dealer’s door. 

Emery also described his com- 
pany’s Air Procurement Service, 
the only one of its kind, whereby 
the Emery overseas agent acts as 
an on-the-scene shipping contact 
for the U. S. distributor. 

When the distributor places an) 
order with the European manufac- 
turer, the local Emery office notifies 
its overseas agent nearest the 
manufacturer of the impending 
shipment, he said, adding: 

“The Emery agent overseas calls 
the factory on schedule. If the ship- 
ment is ready on time, its move- 
ment to the U. S. is handled in line 
with Emery’s 24-to-48-hour delivery | 
service from overseas. If the ship- 
ment is delayed for any reason, a 
message is relayed to the dealer by 
Emery advising him when it will 
be ready. 

“Essentially, our service is 
based on follow through and co- 
ordination at all points between 

and the receiver, in- 


Emery’s leased wire service en-| 
ables the company to keep in-| 
formed of every shipment in tran- 
sit, he explained, and when it may | 
be expected to arrive at the destin- | 
ation. Messages are sent ahead of | 


Nine Dealers 
In 5 States Get 


Fiat Franchises 


NEW YORK.—Fiat has awarded | 
franchises to nine dealers in five 
states. Four of the outlets are in 
Florida, and two are in Michigan. 
Others are in Georgia, New York 
and North Carolina. 

The new dealerships are: Car, 
Inc., 601 Duval, Key West, Fila.; 
Newell Motor & Equipment Co., 520 | 
S. Dixie Highway, Melbourne, F'a.; 
Capitol Plymouth, Inc., 504 W. Ten- | 
nessee, Tallahassee, F'la.; Arnold | 
Ford Sales, Inc., 945 Miracle Mile, 
Vero Beach, Fia. 

Anderson Motor Co., 1810 Ros- 
well, Marietta, Ga.; Birmingham 
Imported Cars, 820 S. Woodward, 
Birmingham, Mich.; Joe Hahn, 
Inc., 2100 W. Jefferson, Trenton, 
Mich.; Buskist Motors, 1351 E. Sec- 
ond, Jamestown, N. Y., and Baugh 
Motor Co., 216 N. Second, Wilming- 
ton, N. C. 


every shipment to speed final de- 
livery and to provide customers 
with precise flight information, as 
well as confirmation of delivery. 

Car dealers in Europe who han- 
dle American cars also are using 
air freight to speed replacement 
parts from the U. S., Emery stated. 

He cited the case of Nash Con-| 
cessionaires, Ltd., London, Ameri-| 
can Motors Corp. distributor for the | 
United Kingdom, which had a 
heavy inventory in “slow-moving” 
parts that was bringing in little 
revenue. 


Davies Heads Sales 


CHICAGO.—K, C. Davies has 
been appointed sales manager for 
Lake States Imports, Inc., and 
Integrity Imports, Inc., Midwest 
distributors for Renault and Peu- 
geot, The firms distribute the 
French autos in Ilinois, Indiana, 
Ohio, Michigan, Wisconsin, Iowa 
and Minnesota area. 


| 


Regular parts shipments from | 


the factory warehouse in Milwau- 
kee were taking seven days due 
to delays at New York and at 
customs in London. 

By switching to Emery’s 48-hour 
air freight service, R, A. Rossing- 
ton, managing director, found that 
inventory levels could be reduced 
by 25 percent, besides giving better 
service to customers when faster- 
moving items were needed, Emery 
said. 

Capital released from the former 
inventory tieup is being invested in| 
a profitable rent-a-car operation by | 
this distributor, he added. 


Fiat 
N ITALY, SAVA, Fiat’s install- 
ment credit subsidiary, has an- 





nounced a liberal financing pro-| 
gram for Fiat passenger cars. It 
features a low downpayment, low} 
interest and long terms. 
It is reported that qualified buy-| 
ers can purchase the Fiat 500 | 
(which lists at about $732 in Italy) | 
for about $95 down and $19 a 
month. 
* > - 

Simca 

BACKED by a coast-to-coast net-| 
work of 700 dealers, Simca sales | 
this year are running more than| 


pace, according to David R. Cran- 
dall, Simca sales director for — 
sler Corp. 

Crandall said 3,354 Simcas were 
sold in February and 2,700 in Jan- 
uary, and that March sales con- 
tinued at a high rate. 

Simca’s 200 percent sales increase 
in 1958 over the previous year— 
17,249 units sold last year as 
against 5,766 the year before—com- 
pares with an average of 82.2 per- 
cent increase for all imported cars 
in the same period, Crandall said. 


Toyopet 

— F,. KERL, an automo- 
tive veteran with 12 years of 
executive sales experience with 
Ford Motor Co., 
has been ap- 
pointed eastern 
regional sales 
manager of Toy- 
ota Motor Dis- 
tributors of New 

Jersey, Inc. 
Kerl will be 
responsible for a 
17-state distribu- 
tion of the Jap- 
anese-built Toyo- 
E. F. Keri pet. Before join- 
ing Ford in 1946, Kerl was a special 


|three times ahead of last year’s|agent for the Federal Bureau of | 


One of the most 


unusual advertisements 


ever published! 





Investigation for five years in Ken 
tucky, Indiana and New York, 
> * * 


Peugeot 


—— 2 travellers now cag 
arrange for the Paris delivery 
of a Peugeot as well as its ship 
ment to the U. S. at tour’s end 
according to James C. LaMarre 
sales manager, Peugeot, Inc. 

Arrangements can be made 
through any of Peugeot’s 500 U. § 
distributors and dealers, LaMarre 
said. Cars Overseas, Inc., Long Is 
land City, N. Y., is the Peugeot 
distributor for overseas delivery, 

Purchase price of a Peugeot 
under this plan is $1,995, Victor 
Elmaleh, Cars Overseas president 
revealed. He pointed out that this 
cost includes return of the car ts 
an East or Gulf Coast port, as wel 
as handling of all shipping and 
customs details. 

The car also can be picked 
or dropped off at other principal 
European cities, as well as re 
turned to other sections of the 
U. S., for an added cost, Elmaleh 
said, 

> = = 


Lambretta 


NNOCENTI CORP., U. S. distrib- 
utors of Lambretta two-whed 


(Continued on Page 11, Col. 3) 
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Why Ford chose Reader’s Digest to present this 
36-page message to millions more motorists. 


This 36-page advertisement, entitled ‘“‘Ford’s 
Buyer’s Digest of new car facts for 1959,” will 
provide readers with interesting and useful ideas 
about the operation and care of automobiles, 
as well as details and prices of all Ford models. 


It will also prove of interest to anyone con- 
nected with advertising—corporation manage- 
ment, agency executives and media experts. 


Ford’s decision to use Reader’s Digest exclu- 
sively was reached only after the most careful 
study. Executives faced with similar promotion 
problems may benefit by knowing the background 


and objectives of Ford’s decision. 


Why the Ford Motor Company developed this 
unusual advertisement and chose the Reader’s Di- 
gest to carry it is explained by Mr. Lee A. Iacocca, 


fff 


Car Marketing Manager for the Ford Division: 


“Buying a new car is one of the truly important 
decisions made by an individual or a family. 


“To help people make the soundest decision and 
get the most value in a new car purchase, we pre- 


pared Ford’s Buyer’s Digest, a 96-page book. 


* 


“Acceptance of this book was so gratifying that 
we decided to make this new version available to 
still more millions. We sought thorough reader- 
ship and an atmosphere of reader confidence. We 
wanted a convenient size and permanent form that 
would encourage repeat use and long life. After 
considering all the facts, we chose Reader’s Digest.” 


* * 


The objectives sought by Ford can be met, through 
Reader’s Digest, by any advertiser of a quality 
product or service. Your message will reach: 
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\ |Thirty-Eighth Ave., 


Green Expands Renault Facilities— 


John Green, president, John Green Corp., Renault and Peugeot distributor for Cali- 
fornia, Arizona, Nevada and Utah, has purchased six acres of property adjoining the 
Los Angeles International Airport. Improved property will consist of two modern 
buildings, shown above, totalling over 100,000 square feet. A two-story structure 
will house executive offices, schools for the training of mechanics and dealer sales 
organizations, employe's cafeteria and recreational facilities, including steam rooms, 
gym and swimming pool. The parts warehouse and depot will maintain a $2 million 
inventory. A similar Green project now is under way in San Francisco, with a com- 
bined cost of over $1 million. 


Foreign-Car Roundup ous 


News Notes 


on Imports 


(Continued from Page 10) 


motor scooters and three-wheel 
commercial utility vehicles, has 
moved its technical center to 31-17 
Long Island 
City, N. Y. 

The new building provides space 
for the storage of over 5,000 dif- 
ferent replacement parts and ac- 
cessories for all Lambretta models 
imported into this country. There 
is a classroom area where dealers 
and mechanics are instructed in 
the care and repair of the machines. 
There is also a shipping depart- 
ment and an office for James W. 
Foster, Lambretta’s technical man- 


ager. 
* * 


. 
Renault 
OLPHIN MOTORS, INC., 41-38 
Thirty-ninth St., Long Island 
City, N. Y., has been appointed 
Renault distributor for New Jersey 


and all of New York state except) 
|about 150 outlets in Canada, com- 


Nassau and Suffolk counties. 
Victor Elmaleh 


Wes SSG AS GEL SESE RR SSS SB Ee 
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1. The largest proven audience that can be 
bought. It is larger than the audience of any other 
magazine; of any newspaper or supplement; of the 
average nighttime network television program. 


2. The largest quality audience that can be found. 
The Digest has more readers in every income group 
than any other magazine. And the higher the 
income group, the greater the Digest’s share of 
the audience. 


3. Discrimination in the advertising accepted. 
The Digest alone of major media accepts no alco- 
holic beverages, no cigarettes or tobacco, and no 
patent medicines. It accepts only advertising that 
meets the highest standards of reliability. 


4. Belief in what the magazine publishes. People 
have faith in the Digest, in its editorial and 
advertising pages. 


ful money-saving facts and 
such subjects # 


People have faith in 





is president of! 


Dolphin, Other officers are Mederic 
Fitzpatrick, vice-president; Edward 
Christie, sales manager, and Daniel 
Gallagher, service manager. 

John Green Corp., Renault-Peu- 
geot distributor in California, Ari- 
zona, Nevada and Utah, now has 
90 dealers in its area handling Re- 
nault, according to President John 
Green. 

“We are aiming at 100 to round 
out our sales organization,” Green 
says. Nationally, Renault has over 
750 dealers. 

Renault reportedly has set a 
goal of 10,000 sales in Canada 
this year. The French import reg- 
istered about 3,000 units in Canada 
in 1958. 

The company is expanding its 
dealer organization and now has 


pared with five at this time last 


In the light of these advantages, you may wish 
to strengthen your 1959 advertising program by 
including the Reader’s Digest. You will address 
the best audience in America. It is an intelligent, 
prosperous, responsive audience whose enthusiasm 
for a product can assure its success. 


And you can reach this audience for $2.91 per 
thousand paid circulation—an economical and ef- 
fective way of selling to the best part of America. 


fReaders Digest 


Largest magazine circulation in the U.S. 
Over 11,750,000 copies bought monthly. 


11 


year. Roger LeBouedec is president 
of Renault’s Canadian operation. 
a * > 


NSU 


ISTRIBUTION of the NSU 
Prinz will be handled in South- 
ern California by Southwest Dis- 
tribution & Sales Co. 
The first major shipment of 
Prinzes has arrived in Los Angeles. 


> * > 


Perkins 


PERKINS, LTD., Peterbor- 
*ough, England, reports “re- 
markable economy and growing 
popularity” for its “baby” diesel 
engine—the Perkins Four 99. 

The engine develops 43 b.h.p. at 
4,000 r.p.m. It is a four-cylinder in- 
line engine with a 3.0-inch bore and 
3.5-inch stroke. 

About 400 Four 99 engines have 
been ordered by Lyons Motors, 
Perkins distributors in Singapore, 
for converting gasoline-engined 
cars and taxis on the island and 
in Malaya. 

One fleet of six Ford Consuls and 
a Ford Zephyr has now covered 
about 120,000 miles and vehicles 
driven for 16-20 hours a day in two 
shifts have averaged 45-50 miles 
per gallon with the “baby” diesel, 
according to Perkins. 

> > > 


Lloyd Alexander 


_=> German-built Lioyd Alex- 
ander is being marketed in 
Savannah by J. C. Lewis Motor 
Co. Lewis will import and distrib- 
ute the car in Georgia, South Caro- 
lina and northern Florida. 

> > > 


MG 


—— MG dealers will par- 
ticipate in promotion of a 
jingle-writing contest for Bryl- 


cream. Ten MGs are the prizes. 
> * a 


Citroen 


A stock model Citroen DS 19 
has chalked up another win in 
the Australian Mobilgas economy 
run. The French entry took first 
place with 39.1 miles per gallon 
and 62.6 ton miles per gallon. 
The car was also winner in the 
1500-2500 c.c. class. 

Australia’s economy run origi- 
nated and ended at Perth, cover- 
ing 1,070 miles over difficult ter- 
rain through the hill section of 
the west coast, with much of 
the course over unpaved roads 
through the “bush” country. En- 
tries were restricted to one each 
of the 35 models participating. 
Each car carried three passen- 
gers in addition to the driver. 

> 


BMC 


LL three cars entered by BMC 

won major prizes and the team 
prize in the 10th International 
Rallye Del Sestriere in Italy, ac- 
cording to British Motor Corp. 

Pat Moss and Ann Wisdom, 1958 
European women champions, again 
|took the top ladies’ awards, win- 
ining the Coppa Delle Dame and 
| the Coppa Club Torino. They drove 
a Riley 1.5. 

Tommy Wisdom, Ann’s father, 
drove the Austin-Healey Sprite to 
first place in the grand touring car 
class (500-1,100 c.c.), while John 
Sprinzel and S. Turner finished 
third in the 500-1,000 c.c. touring 
car class driving an Austin A-35. 

> 7 > 
Triumph 
CAL SALES, West Coast Triumph 
distributor, has opened Cal 
Sales (Ore.), Inc., Portland. Nor- 
man Carkeek is regional manager 
of the Northwest affiliate. 


BMW 


ADEX COMMERCIAL CORP., 
New York, has been named US. 
distributor for the luxury-class 
BMW sedans and sport models 
built by West Germany’s Bavarian 
Motor Works. 
Fadex also distributes NSU Prinz, 


BMW-Isetta 300 and BMW (Isetta) 
600. 





Panhard 


HE first shipment of Panhard 
cars has arrived in Vancouver, 
B. C. 
The British freighter Hindustan 
unloaded 85 of the small French 
cars, along with 110 Simca cars. 


For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 
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How Nation's Salesmen Meet... 


Practical Problems of Selling 


Plaque for a Veteran Dealer— 


Shadwell Bowyer, center, president, Packard-Studebaker Phoenix Motor Co., Phoenix, 
Ariz., receives a plaque for 35 years of distinguished service from M. M. Scovill, right, 
Studebaker-Packard zone manager, as Howard Koski, dealership general manager, 
looks on. Said to be the dean of Arizona automobile dealers, Bowyer has been in 
the automobile business since 1912. 





N AUTO dealer tells this 
story of salesmanship and 
success: 

My salesmen have made me a 
fortune and most of them, dur- 
ing the last few years, have con- 
sistently had a great deal more 
take-home pay than I have. There 

are times when I 
Sales admit to —— 
that Id rather 
Case a salesman than a 
Histories dealer because I 
was once a suc- 
cessful salesman myself. 

The ultimate success depends 
entirely on the salesman, True, 
we can claim kudos for manage- 
ment and stress the importance 
of directing the salesman, but 
about all we can do for a good 
salesman is to give him the prod- 
uct and the trimmings. 

Salesmanship is a personal 
affair to a larger degree than 
any other profession since, in the 


more profits HE 


than ever before... 


WITH THE NEW 


CARTER 


final analysis, the salesman has 
to rely mostly on his own ability. 
ok * * 

N THIS world of high-pressure 
closers, gimmick advertising 
and bait methods, we are inclined 
to overlook the quiet, leisurely 
working salesman who can sell. 


Sunday Sales Ban 
Enacted in Iowa 


DES MOINES.— Gov. Her- | 


schel Loveless has signed the bill 
prohibiting automobile dealers 
from selling new or used cars on 
Sunday, The new law becomes 
effective July 4. 

Loveless, who delayed signing 
the measure until he received a 
legal opinion, said the attorney 
general ruled the bill constitu- 
tional, The bill was the main 
legislative aim of the Iowa Auto- 
mobile Dealers Assn. for this 
session. 


GENUINE ORIGINAL 
EQUIPMENT PARTS 


At a Sensationally Low Price! 


Now make more profit two ways! Sell the 
need for a quick carburetor clean-out with 
every tune-up...then insure your skills 
and labor with genuine original equipment 
parts ...in the new low-priced Carter Zip- 
Kit! Made by the same manufacturer whose 
carburetors are on 24 million cars today .. . 
now available to you at a tremendous per- 
kit saving! Call your supplier today. 


EACH KIT CONTAINS 


NEEDLE AND SEAT- 
PUMP PLUNGER - 
GASKET SET- 

FLOAT GAUGE - Complete 


application information 
and simple instructions 
for quick, easy installation. 


NEW PROTECTIVE PACKAGE 


Each Zip-Kit enclosed in air-tight, moisture-proof, 
heat-sealed, metallic foil. No more ‘‘mysterious dis- 


appearance” of parts! 


ARTER 


CARBURETOR 
pivision or QC INDUSTRIES, INCORPORATED 


2840 N. SPRING AVENUE 


.* ST. 


Louis 7, 


MISSOURI 


| Albert, Louis, 





Learning to sell is largely a 
personal development of char. 
acter, tact, courtesy, personality 
and positive thinking. 

I know that physical and men. 
tal roadblocks in the way of be 
coming a_ successful salesmaj 
can be overcome, If a salesman 
says he is lazy, then he is lazy, 
but the positive thinking sales. 
man says, “I must work to over 
come this bad habit.” 

The salesman with characte 
is one who makes a sale and 
promises service and then seg 
that his promises are lived up ty 
by himself or his company, Posi. 
tive action in all relations, 

* ae 


_ best salesman I ever hag 
was a man who had an uw 
pleasing natural appearance but 
who worked constantly to be of 
genuine service to others insteag 
of trying to make money. The 
result was that he made mom 
money than all the rest com 
bined. : 
Laugh if you will, but hones 
of purpose, a genuine desire 
help people, a similar desire 
build a good reputation for yor 
self and a cheerful desire to be 
real service to your lodge, ye 
church, the youth organizatio 
the community in general, 
tracts people who want to rew 
you by giving you as much 
their business as possible, so 
the money takes care of itself, 
Of course, the intelligent 
man using these time-worn pri 
ciples also has the ambition 
make a success of his busi 
of selling automobiles. 


N. Carolina Hears 
Proposal to Curb 
Accessory Thefts” 


RALEIGH, N. C. — The Senah 
Judiciary Committee held a h : 
on a bill which would require 
ers in used automobile parts 
keep records of all parts and 

|of persons from whom they wer 
| purchased, but postponed action @ 
the measure in order to rewrite 
some of its provisions. 

The bill is designed to curb tH 
market for stolen auto accessories 
and has the backing of Maj. Dar 
Lambert, of the State Highway 

| Patrol, and Raleigh Detective Cat 
Robert Goodwin. 

Goodwin told the com 
there were 400 accessory thefts} 
Raleigh last year. He said he 
the thefts would be curbed if@ 
became harder to market f 
skirts, radio aerials, hub caps ait 
other such items, 

Lambert said the law would oH 
build a fence around “fences” 
deal in stolen goods while opem 
ing a generally legitimate busing® 

Senator Robert Morgan, of Har 
nett, said he was going to 

|against the measure because 
thought that, in order to catch 
lators, the law would impose#® 
| heavy burden of paper work ® 
most dealers. But others said 

| present law requires such re 

| tion by licensed auto dealers 
by junk dealers. 


Farm to Market 


| Dealer Started in Country 


45 Years Ago 


| BROCKPORT, N. Y. — Back 
|1914 John Bauch started sel 
Chevrolets on his farm in ne 
| Hamlin. Bauch Chevrolet, Inc., 
moved from the farm to a si 
room in Brockport, but the fa 
is still selling Chevrolets. 

| The firm, celebrating its 45th 
niversary, is now operated 
Fred and 
Bauch, sons of the founder. 

On display in the showroom t 
with the bright new models # 
shiny (black, of course) 1914 @ 
rolet, representing the first m 
sold by Bauch. Its wheels alone 
about half the height of its 
counterpart. 

Mr. Harry Greene, a Broc 
veterinarian, has purchased 29 
from the firm. And William 
Ernest Topel are still driving 





Chevrolet they bought new fm 
Bauch in 1926. 
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— DeSoto Quality Dealer Don Naylor 
Sees New Sales Record in 1960 


“Everything points to a fabulous sales 
jump in 1960,” says Don Naylor, president 
of Naylor Motor Sales, Co., Inc., 

Ann Arbor, Mich., and one of the youngest 
men in the U.S. to win the coveted 

Quality Dealer award. “‘Next year’s 
market could easily be even greater than 
1955. I’ve never felt stronger about 
anything in my life. 


“I base this feeling on continuing economic 
recovery, growing public confidence and the 
most intense interest in new cars I’ve 

seen in the past four years. De Soto’s 
decision to invest an additional 25 million 
dollars in research for future models 


makes me even more confident. 


“Looking farther ahead, I’m convinced that 
our De Soto sales will continue to grow 
during the next decade. The basic 
ingredients for success are integrity, a 
quality product, ‘an alert organization, 

and volume sales with a respectable profit. 
That—together with the fact I consider 

De Soto’s attitude toward its dealers as 

the best in the industry—explains why I am 
going to grow with my De Soto franchise.” 


It pays to be a 


DE SOTO 
DEALER! 
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Capsule Comment 


Great and gave its citizens more of the better things of life than anywhere 








Imported cars continue to find America’s streets paved 
with gold, latest registration figures showing gains of nearly 
100 percent over 1958. 


Now account for 8.9 percent of total “ales in the U. 8. 


New-car stockpiles, both domestic and imported, are 
rising and are expected to top year-ago levels by May 1. 


But today’s picture of rising sales is in sharp contrast 
with 1958's declining market. 


. > 
Several supplier firms have revealed to stockholders that 
they will provide various parts for the forthcoming compact 
cars of the Big Three. 
Spelling out a “secret.” 
* 
A Federal judge in Detroit has ruled that the Automobile 


Dealer Franchise Act of 1956, commonly known as the 
Good-Faith law, is “not unconstitutional.” 


The public interest could be harmed by violations of 

the statute, Judge Freeman also ruled. 
* * * 

Dealer advertising in five metropolitan areas has 
started to use “the same old false, misleading and decep- 
tive claims” that were exposed several years ago, an 
NADA committee finds. 

Some dealers seem intent on ruining a good market this 
year. 


‘ 


Along with new cars and used vehicles, new truck sales 
have taken a sharp upturn during the first quarter of 1959. 


Businessmen, too, apparently have gotten over their 
depression complex. 
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Coming 
Events 


Dealer Conventions 


Apr. 26-29—North Carolina Automobile 
Dealers Assn., Pinehurst, N. C. 

May 2-4—South Dakota Automobile Deal- 
a Assn., Sheraton Johnson Hotel, Rapid 
ity, 

May 7-8—Joint convention of Missouri 
and Illinois dealers, Chase Hotel, St. 
Louis. 

May ee te Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 

May 10-12—Tennessee Automotive Assn., 
Patten Hotel, Chattanooga. 

May 12-13—Massachusetts State Auto Deal- 
ers Assn., Statler-Hilton Hotel, Boston. 

May |1416—Washington State Auto Deal- 
ers Assn., Chinook Hotel, Yakima, 


May 17-19 — idaho Automobile Dealers 
Assn., Boise. 
May 17-19—Texas Automotive Dealers 


Fort Worth. 
Automobile Dealers 


Assn., Hotel Texas, 

May 21-22—Oregon 
Assn., Salem. 

May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
querque. 

June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 8— Delaware Automobile Dealers 
Assn., Henlopen Hotel, Rehoboth Beach, 

Del. 

June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
ee Whiteface Inn, Whiteface, 


June 18-20—Automobile Dealers Assn. of 


Indiana, French Lick Springs, Ind. 
June 21-24—Michigan Automobile Deal- 
ers Assn., Gratiot Inn, Port Huron, 
Mich. 
Aug. 7-86— Montana Automobile Dealers 
Assn., Butte, 
Aug. 9-11— Georgia Independent Auto- 
mobile Dealers Assn.. General Odgle- 
thorpe Hotel, Savannah. 


Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 
Sulphur prings Ww. Va. 

Sept. 45—Maine Automobile 
Assn. Samoset Hotel, Rockland, 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-2i—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Sept. 20-22—34th Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wisconsin Automotive Trades 


Dealers 


Assn., Schroeder Hotel, Milwaukee, 

Oct. 11-13—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 

Oct. 18-20—Florida Automobile Dealers 
Assn., Hotel Robert Meyer, Jackson- 
ville. 

Oct, 25-24—Oklahoma Automobile Deal- 
ers Assn., Hotel Tulsa, Tulsa. 

Nov. 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov. 10—Connecticut Automotive Trades 
Assn., Statler-Hilton. Hartford, 

Nov, 21-23—Arkansas Automobile Dealers 


Assn., Hotel Arlington, Hot Springs. 
. . * 


Auto Shows 


Oct, 21-25—International Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


ton. 

Jan, 24-28—1960—Iinternational Foreign & 
Sports Car Show, Dinner Key Audi- 
torium, Miami. 

Feb, 10-13—1960—Automotive Service In- 
dustries Assn. Show, Colesium, New 


York City. 
* . 


General 

Apr. 1822—American Society of Tool 
Engineers’ Annual Meeting, Hotel 
Schroeder, Milwaukee. 

Apr. 26-30—Annual Spring Meeting Truck 
Operations Council, American Trucking 
Assn,, Leamington Hotel, Minneapolis. 

May 17-20—37th Annual Convention of 
the Automotive Engine Rebuilders Assn., 
Royal York, Toronto. 

May 25-28— Design Engineering Confer- 
ence and Design Engineering Show, 
Convention Hall, Philadelphia. 

June 14-19—SAE Summer Meeting, Chal- 
fonte-Haddon Halil, Atlantic City. 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 


30 Years Ago... 


The Big Stories 


The operation of a motor bus line by a railroad is not a violation 
of the Interstate Commerce Act, the Interstate Commerce Commis- 


sion ruled this week in 1929. 


The American automobile outdistanced all rivals 
despite an advantage of a 20 percent preferential tariff enjoyed by 


Automotive Cartoon 


Of the Week 





TARTS + ACCESSORIES 


“| want one exactly like that one— 
only not near as expensive.” 





Letterbox 


When It’s Legal ...... 


° 

This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 










| able thoroughness and accuracy you 
| have achieved in the editing of this 


Sticker Point ~ 

We wonder if you could solve a) 
|problem at hand. The point in| 
| question is this: 

Is it legal for a dealer to regis- 
ter a new car in the company 
name, remove the price sticker and | 
use the car for personal use and 
as a demonstrator? 

Your advice on this matter will 
be greatly appreciated—New York 
DEALER. 
| 7 > - 


Eprror’s Note: We understand 


lengthy article. 

You have succeeded in arranging 
|the rather sketchy material which 
|I gave you during our interview, 
into a continued story which should 
| be of genuine interest to all your 
| readers actively engaged in the 
automotive engineering profession. 

I wish to thank you also in the 
name of the officers and members 
of the alumni association for your 
kind remarks relative to their or- 
ganization and activities— E. C. 
that it is legal to remove the |De Smet, Grosse Pointe Woods, 
price label if the dealer registers | Mich. 
the car and buys state license * * ® 


plates. It is not legal to do so if A Reader Rights Us 


| he uses the car with dealer | 
plates. In the April 6 issue on Page 539, 
| under the illustration of a Daimler 
|car, you state that this is the only 
company in existence that exhib- 
ited at the first auto show in 1900. 


I have a picture taken in old 
Madison Square Garden of this 
show. Auto Car shows up very 
plainly. This company is very much 
|in business—trucks. It is a subsid- 
iary of the White Corp.—u. B. 
Smrrn, 513 Reis Ave., Evansville, 
Ind. 


| 
| 


Planographer Lauds Story 


I have received with much pleas- 
ure my copies of Automotive News| 
of March 30, featuring the story 
which Joseph M. Callahan wrote on 
Planography. 

Please allow me to express my 
sincere admiration for the remark- | 


* * * 


'Profit Headline Questioned 


I want to ask about the headline 
on the dealer accounting story on 
Page 3 of your Apr. 13 issue. The 
headline said, “How to Tell If 
Dealer Is in Black.” The story said 
very little about dealers’ profits.— 
—Mipwest DEALER. 


in Australia, 


British manufacturers, according to a 1929 report by the Commerce » * « 


Department. Of 418,000 cars registered in Australia on Jan. 1, 1929, 
more than 75 percent were of American manufacture. American 
makes also accounted for about the same proportion of the 96,000 
trucks and 2,000 buses registered at the same time. 

Outstanding preferred and common stock of the 20 American auto- 
mobile companies whose securities were listed on either the New York 
Stock Exchange or Curb Market in 1929 had a market value of 


approximately $6,727,107,815. 





Eprror’s Nore: The headline 
was in error. The story in ques- 
tion dealt with the dealers bal- 
ance sheet. The third story in the 
accounting series, which appears 
in this issue, deals with the profit 
and loss statement, the main 
source of information on a deal- 
er’s profit. 





—From the Files of Automotive News. 












GMC DEALERS 


A comprehensive program to 







= assist General Motors Dealers 
a in building service business! 
ned 





See the next 2 pages for the most exciting news in Service History - 


BEGINNING APRIL 28 
Announcing a 


MAGAZINES - 
This spread will appear in full 
ife k & Post. 


color in Life, Loo 


PLUS - 
Strong Nationwide support in 
local RADIO and NEWSPAPERS - 
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modern concept in educated service... 


(juardian 
Maintenance 


FOR CADILLAC, BUICK, 
OLDSMOBILE, PONTIAC, 
CHEVROLET AND GMC OWNERS 











Here’s the modern concept in car and truck service! This educated service is your best assurance of the 
It’s Guardian Maintenance ...a nation-wide pro- availability of modern scientific tools and equip- 
gram of quality service available to you at your ment and factory-approved parts. Wherever you 
General Motors dealer. Guardian Maintenance is __ drive in the United States or Canada, you can 
designed for the protection of your General Motors count on your General Motors dealer to serve you 
car or truck through every season of the year. better ...see him now for a complete Safety Check! 


SEE THE YELLOW PAGES OF YOUR PHONE BOOK FOR YOUR NEAREST GM DEALER 















GM DEALER MECHANICS receive specialized training at 


one of the many GM Training Centers across the 
country. Such training is your best assurance of the Mi AY = J U N F 
educated service your GM car deserves. 


FACTORY-APPROVED PARTS mean the right parts for SAFETY. SERVICE 


your make .. . the same parts specified by the engineers 


who designed your GM car or truck. This pays off in S p> F cs | A L S 


longer, trouble-free motoring for you. 


SCIENTIFIC EQUIPMENT and special tools in use at your © BRAKES © EXHAUST 

GM dealer’s mean fast, accurate work, saving you time, Inspect brake system and Inspect exhaust manifold, 
trouble and money by eliminating the hit-or-miss adjust if required. muffler, tailpipe. 

fenkion of service by wnehanes hends. © LUBRICATION GUARDIAN MEMO: 
OWNER PROTECTION PLAN. Every buyer of a new 1959 Chassis lubrication, serv- May is National Safety 
Chevy, Pontiac, Olds, Buick or Cadillac receives the ice air cleaner, check fluid Month. Drive a safe car 


new Owner Protection Policy Booklet*—a convenient level in differential and this summer. Ask for the 
plan for systematic, authorized maintenance. transmission, change oil. Special Safety Check. 


*Special Service Program for Chevrolet and GMC trucks. 
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cae Maintenance 


OLDSMOBILE 


QUALITY iN T H & LOoOnG RUN ! 
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AUTOMOTIVE WASHINGTON 


Commerce Safety Study 
Now Available to Public 


By William Ullman 

Washington Bureau Chief 
wie this column reviewed the highlights of a 
Department of Commerce report to Congress called) 
“The Federal Role in Highway Safety.” This unique docu-| 
ment—232 pages long—now is available to the public, and 
it is recommended reading for everyone interested in the 
future of motor-vehicle travel® 

in this country. 

Prepared for the Secretary || 
of Commerce by the staff of the) | 
Bureau of Public Roads, the report) 
includes the latest findings on just| 
about every contributory cause of| 
traffic accidents—from drunken 
motorists to dirty tail lights. 

It also examines every major 
safety effort now under way in this 
country, and finally comes up with 
recommendationg for an adequate 
highway safety’ program. 


























called on Wash-| 
ington business) 
interests to raise| 
$75,000 for a cam- 
paign to help 
lower the pedes- 
trian accident 
rate. 

The request 
was typical of 
the growing 
number of ap- 





Columbia official 















William Ulimaa 
A few days ago, a District of! around the country for assistance | 


businessmen 


all 


peals to local | 


in meeting the traffic-accident 
problem. It is hard to imagine a 
better guide for a committee try- 
ing to formulate an effective 
campaign than “The Federal 
Role in Highway Safety.” 

What makes the report so valu- 


able is that it contains more facts 
about the causes of accidents than 
any safety document we have ever 
seen. 
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number” displayed tail lights of | are planning to look into SBA ac- 


only % candlepower. By compari- 
son, passenger-car tail lights 
checked out at 10 to 20 candle- 
power. 


The report also tells what hap- 


pened when stop-and-go traffic sig- 
nals were installed at a number of 
Michigan 
actually increased 23 percent.” 
When flashing signals were 


intersections. “Accidents 


in- 


Some of the facts substantiate) stalled, accidents fell 26 percent. 


what people commonly believe 
about traffic mishaps; other facts 
should force a lot of people to} 
throw their favorite beliefs into the| 
ashcan. 


> * > 


Statistics with Meaning 


F 


accidents 


In some areas, substitution of 


parallel parking for angle parking 
has brought accident reductions of | 
50 percent or more. 


had tail lights of less than two 
candlepower, and “a significant 


| 


The report makes it clear that 


something can be done about acci- 
dents, 
jingle and poster contests and ex- 


something besides running 


| hibiting smashed cars at the 
| County Fair. 
Copies are on sale by the Super-| trade has obtained loans totalling 


Report on 


OR example, how dangerous is/| intendent of Documents, U. S. Gov- 
curb parking? Did you know | ernment Printing Office, Washing- 
that in cities about 12 percent of} ton 25, D. C., at 60 cents per Copy. 
involve parked ve-| Incidentally, don’t send 
hicles, while another four percent|they are not acceptable. Ask for 
involve vehicles leaving parked| House Document 93. 

positions? 


stamps— 


* * * 


SBA 
EORGE BURGER, veteran 


Washington lobbyist for small- 

Here’s another finding. One | business interests, reports that so 
road check of several hundred |many businessmen have com- 
trucks disclosed that 88 percent | plained about their inability to get 


loans from the Small Business Ad- 
ministration that some lawmakers 








Vibro-Centric Systems 





Valve Refacer 


You can put the latest, most modern tools in your mechanics’ 
hands without tying up a single penny of your capital! No big 
lump sum outlay—you pay for your up-to-date tools just as you 
pay your mechanics—as they produce for you! 

You speed work through your shop. . . reduce your labor 
costs . . . increase customer satisfaction . . . increase your profits 
through modernizing your Service operation with Black & 
Decker tools. 

Call your local automotive distributor. Tell him you’re inter- 
ested in modernizing your Service Department. He’ll show you 
40 cost-cutting, profit-making Black & Decker tools—each de- 
signed to take on the toughest jobs you can throw at it— including 


No. 300 Impact Wrench 


Belt Sander 
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No. 100 Impact Wrench 


No. 65 Vacuum Cleaner 


¥e" Standard Holgun 


with these Placks& Decker. tools 


Valve Refacers, Impact Wrenches, Drills, Scruguns®, Belt and 


Disc Sanders. 


Select the ones you need. Take twelve monthly budgeted 
payments—each much less than the money you'll save with 
Black & Decker tools at work for you. No interest or carrying 
charges, either! Drop us a line and we’ll supply all the details. 
Tue Biack & DecKER Mre. Co., Dept. 6504, Towson 4, Md. 
(In Canada: Brockville, Ontario.) 


LEADING DISTRIBUTORS EVERYWHERE SELL : 





BLACK & DECKER QUALITY ELECTRIC TOOLS § | 





| 
| 
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Jet Age Needs Earth Vehicle 


|to get airline passengers to and 


| kind of motor vehicle, a 


|} sengers from the terminal to the 


| planned jet airport at Chantilly, 
| Va. 


|tance to reach the aircraft. The 


| would be needed for Chantilly’s 


r But Burger wisely points out 


|in Hawaii, our newest state, where 


| as a solution. 








tivities. 


that 2,628 businessmen—g ood 
credit risks—have received SBA 
loans who wouldn’t have ob- 
tained help if the Federal agency 
didn’t exist, perfect or not. 

SBA, he adds, can no more climb 
out on a limb with taxpayers’ 
money to make loans to bad credit 
risks than the commercial banks 
which originally turned these ap- 
plicants down. 

While this column doesn’t know 
how many automotive people have 
been turned down by SBA, it does 
know that the automotive retail 


nearly $20 million since SBA began 
operations in 1953. 

SBA’s report on its February 
operations shows 31 loans granted 
to auto dealers, garages, service 
stations and parts and accessory 
firms. This raises to 721 the num- 
ber of retail automotive firms that 
have benefited from SBA loans, 


SBA automotive loans in Feb- 
ruary totalled more than $1 mil- 
lion, compared with about $900,- 
000 in January. Loans in both 
months were well above the 
monthly average of around $340,- 
000 in loans made to this segment 
of small business since SBA 
began. 

Biggest February dealer loan 
was for $137,585, to a Virginia re- 
tailer employing 26 persons. A $99,- 
000 loan went to an auto parts firm 


there is one vehicle for every three 
residents. 

Smallest dealer loan of the 
month went to an Idaho retailer 
employing only three persons. It 
was for $6,500. 


* * * 


HE earthbound motor vehicle, 
which has been used for years 





from the airport, has been chosen 
for still another role in the jet age. 

James T. Pyle, deputy adminis- 
trator of the Federal! Aviation 
Agency, has announced that a new 
“mobile 
lounge,” will be used to get pas- 


parked aircraft at Washington's 


Pyle said that as plans for the 
Chantilly airport were developed, 
it was found that passengers. would 
have to walk an “intolerable” dis- 


“mobile lounge” idea was suggested 


It is envisioned as a vehicle 
approximately 60 feet long and 
15 feet wide. Like a ferryboat, 
it would be driven from either 
end. Passengers would check in 
at the airline ticket counter, then 
walk across the waiting room to 
the mobile lounge. At departure 
time, they are driven off to the 
airplane. 

Pyle announced that FAA would 
proceed with plans to award a con- 
tract for development of the ve 
hicle, with Jan. 1, 1960, as the tar- 
get date for completion of a proto- 
type. Twenty “mobile lounges” 






first year of operations. 

While a new idea in the U. S, 
Pyle said that European airports 
have used buses of various types 
to get passengers to the planes. 
This is the first time, however, that 
a specially designed vehicle has 
been proposed for the purpose. 

* * a 








Roosevelt, Cullum Pay 


Ts latest chapter in the Roose- 
velt-Cullum Fiat organization, 
which went out of business 
March, 1958, came recently when 
the two former partners paid out 
$30,000 in settlement of a court suit 
brought by William D. Cullum 
Dyke Cullum’s brother. 

The brother had contended that 
he was dismissed “without cause’ 
as a salesman for Roosevelt-Cullum 
Motors. 

Under terms of a settlement 
reached in District Court here, 
Franklin D. Roosevelt jr., will 
pay $17,500, and Dyke Cullum will 
pay $12,500, according to Roland 
Lamensdorf, attorney for Wil 
liam Cuilum. 

After Roosevelt-Cullum Motors 
went out of business, Fiat turned 
the distributorship over to Roosevelt 
Motors, Inc., headed by F.D.R. } 
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Now...to meet the challenge of todays new kind of driving ...Goodyear presents: 


~The World’s First 
Turnpike-Proved Tires! 


Pennsylvania Turnpike photo, taken at western end of 114 mile Sideling Hill Tunnel. 


aA 
aS 
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E KNEw if we could build a tire to give more 

safe mileage on the turnpikes, it would give 
more safe mileage anywhere. But first, Goodyear 
scientist had to solve two vital problems: 


Problem #1—tread rubber: At sustained high 
speeds, ordinary tread rubber is literally eaten 
away. But by intimate mixing of new chemicals 
and rubber molecules, Goodyear scientists created 
today’s longest-wearing tread rubber for today’s 
toughest driving conditions. 


Problem #2—tire cord: High-speed heat also 
weakens ordinary cord. The answer? Goodyear’s 


New Turnpike-Proved Tires by Goodyear—built with phe- 
nomenal new rubbers, chemicals and cords—give up to 25% 
more safe mileage even on the turnpikes! That means, they'll 
give more mileage no matter where or how they’re driven! 


all-new 3-T cord (Tyrex or Nylon). It’s Triple- 
tempered, under precisely controlled Tension, 
Temperature, and Time, for toughness that other 
cords simply do not have. 


Proved on‘“‘The Turnpike That Never Ends.”’Ona 
five-mile, 140-mph test track at San Angelo, Texas, 
these tires proved they’ll give more mileage, not 
only on the turnpikes, but everywhere. 

Every Goodyear tire is Turnpike-Proved — the 
toughest, safest, longest-wearing tire in its class. 

Are you well stocked—in all sizes? Goodyear, 
Akron 16, Ohio. 


GOODSYEAR 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


Watch “Goodyear Theater’’ on T'V every other Monday evening. 


This year, the average motorist will do more 
than half his driving on modern expressways 
and turnpikes—at high legal speeds. The an- 
swer: Turnpike-Proved Tires by Goodyear. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Buffalo 
A total of 110 imported cars was 
reported sold in Buffalo and Erie 
County in January. 
By makes, they were: Volks- 
wagen, 23; Simca, 16; Renault, 11; 
Opel, 9; Volvo, 7; Triumph, 6; 


Vauxhall, 6; English Ford, 5; Mor-| 
ris, 5; DKW, 4; Jaguar, 3; Taunus, | 


8; Austin, 2; Hillman, 2; Mercedes- 


Benz, 2; Porsche, 2; Fiat, 1; Lan-| 


cia, 1; SAAB, 1, and Sunbeam, 1. 
+” a” a 


New Orleans 
New-car sales in New Orleans 
perked up for the first time this 


tions in March, compared with 1,-| 


732 in February and 1,606 for the 
corresponding month of last year. 
Truck sales amounted to 303. in 
March, which was 55 units above 
February and 98 more than the 
corresponding périod of last year. 
Car sales by individual makes 
were: Chevrolet, 628; Ford, 533; 


Pontiac, 124; Oldsmobile, 119; | 88; Volkswagen, 84; Simca, 64;| 


Buick, 94; Plymouth, 76; Rambler, 
52; Volkswagen, 44; Mercury, 42; 
Studebaker, 37; Fiat, 32; Cadillac, 
31; Renault, 29; Edsel, 23; Dodge, 
13; Metropolitan, 13; Opel, 10; 
English Ford, 9; Chrysler, 7; 
Simca, 8; DeSoto, 7; Vauxhall, 7; 
MG, 7; Taunus, 6; Hillman, 6; 
Goliath, 6; Jaguar, 6; Mercedes- 
Benz, 6; Lincoln, 4; NSU, 4; 
Porsche, 4; Continental, 3; Tri- 
umph, 3; Imperial, 2; Volvo, 2; 
| Citroen, 1, and Alfa Romeo, 1. 
Truck sales by individual makes 
were: Chevrolet, 132; Ford, 78; In- 
ternational, 44; GMC, 32; Volks- 


English Ford, 2—(Gordon Hebert.) 
= * * 
North Carolina 


registered in North Carolina in 
February, compared with 719 a 
|month earlier. 

Registrations by makes were: Re- 
nault, 114; Fiat, 109; English Ford, 





Some 755 imported cars were| 


Vauxhall, 61; Opel, 42; Volvo, 41; 
Hillman, 32; Austin, 22; Peugeot, 
20; Borgward, 13; Goliath, 13; Tri- 
umph, 13; Morris, 11; Mercedes- 
Benz, 9; MG, 6; Jaguar, 3; DKW, 


1; Sunbeam, 1, and miscellaneous, 8. 
+ = * 


Minneapolis 


New-car registrations in Henne- 
|} Pin County (Minneapolis) scored 
{an 11-month high of 3,220 in March, 
|according to Finance and Com- 
merce, Minneapolis business news- 
paper. 








Edsel, 25; Volkswagen, 24; De- | pared with 251 in February and 211 


Soto, 23; Lincoln, 18, and miscel- 
laneous, 186. 


in March, 1958. 
* New-truck registrations were also 


New-truck registrations in March| up sharply—from 48 to 71. A year 


totalled 281, compared with 211 in 
February and 215 in the year-ago 
month. By makes, they were: Chev- 
rolet, 95; Ford, 75; International, 
32; GMC, 25; Mack, 23; Dodge, 15; 
Willys, 6; Divco, 2; Reo, 1; Volks- 
wagen, 1, and miscellaneous, 5.— 


(Donald M, Lyons.) 
+ ~ * 


Birmingham, Ala. 
Sales of new cars in Birmingham, 
gain of 137 units over the February 


}count of 1,312. 
By makes, 





| Plymouth, 53; Rambler, 44; Ren- 
|ault, 37; Mercury, 29; Volkswagen, 


|27; Cadillac, 24; Studebaker, 23; 


The total compared with 2,697| Dodge, 19; Fiat, 17; Chrysler, 14; 


| wagen, 7; Mack, 5; Dodge, 3, and|in February and 2,642 in March of| Simca, 14; English Ford, 8; Tri- 
year with a total of 2,017 registra-| 


last year. It was the best monthly ymph, 7; DeSoto, 6; Edsel, 6: Hill- 


|figure since April, 1958, and W&S| man, 5; Opel, 5; Volvo, 5; Lincoln, | 


| the fourth month in a row in which 
|sales topped the year-ago period. 
A breakdown of March new- 
| car registrations follows: Chev- 
rolet, 764; Ford, 717; Buick, 227; 


Rambler, 223; Pontiac, 220; Olds- | 


| mobile, 206; Plymouth, 194; 
| Dodge, 89; Mercury, 81; Cadillac, 


74; Studebaker, 62; Chrysler, 40; 


| 4; Morris, 4; Imperial, 3; Jaguar, 

|2; MG, 2, and miscellaneous, 6.— 

| (Stuart Riddle.) 
* 


= * 
Sioux City, Ia. 
Registrations of new cars in 
Woodbury County (Sioux City), 
|Ia., totalled 303 in March, com- 














Getting New Profits 
Out of Old Equipment 


With car registrations reaching a new high every month, 
the capacity of automotive service facilities is being 
stretched to a breaking point. To keep abreast of this 
swelling demand, service operators are faced with two 
choices: (1) purchase additional property to build larger 
facilities, or (2) modernize their present equipment to in- 
crease efficiency. Figures show that 90% of today’s align- 
ing operators can add 50% more capacity to their present 
equipment through modernization. In other words, mod- 
ernizing can add the 


equivalent of 100 
feet to a 200-foot 
service area... at 


less than 5% of the 
building cost! Many 
ways to modernize 
your present equip- 
ment are suggested 
on this page.. 
many ways to in- 
crease your capac- 
ity, and get new 
profits out of old 
equipment. 

One sure way to add new and profitable efficiency is to 
add Visualiner projection heads and viewing screens 
available as a changeover unit that is readily adaptable 
to practically any wheel alignment or frame straighten- 
ing rack. With Visualiner, the most modern of all wheel 
aligning methods, you get speed and precision that is un- 
surpassed. You make all readings in a fraction of the 
time required with other methods, and perfect corrections 
are achieved without trial and error. If you are already a 
Visualiner owner, you will want to investigate the new 
remote chart controls, easily added to your present unit. 








Cut Aligning 
Time 20% 


John Bean's exclusive 
remote control steering 
wheel turner adds still 
greater speed and ac- 
curacy to wheel align- 
ing service, cutting 
time as much as 20%. 
Manual effort is re- 
placed with automatic control that allows the operator to 
turn front wheels instantly. Working under the car, over 
the fender, or standing on either side, he has finger-tip 
control at all times. Errors resulting from pushing or pull- 
ing the wheels are completely eliminated. 


FOR MORE INFORMATION 





Write today for Bulletins 
L-1381 and L-1615 








Service Any Car, Any Tread Width 


Now you can broaden the range of your wheel alignment 
service to handle virtually all types of cars, including 
foreign cars of every make, sports cars, passenger cars, 
and light trucks. All this with a single rack... with 
adjustable runways that move in or out to fit any tread 
width from 40 to 68 inches. With John Bean universal 
racks, you not only serve more customers, but you serve 
them faster. Investigate the conversion of existing Visua- 
liners through installation of the new John Bean adjust- 
able rack. They can be installed economically to utilize 
existing Visualiner heads and backgrounds. 


Many New Tools and Accessories 


Increase Aligning Efficiency 


John Bean now offers many ways to speed aligning serv- 
ice and increase your capacity with minimum invest- 
ment. One of these is a handy set of steps that attach 
directly to your aligner for new comfort and convenience 
in making over-the-fender adjustments. Portable foot-op- 
erated air jacks can be added that lift cars instantly in 
preparation for steering and alignment checks beneath 
the car. For late-model Chevys, Buicks, and Chrysler cars, 
new camber correction tools let you increase camber 
after all shims have been removed. Torsion-Aire suspen- 
sions are quickly and accurately adjusted with the new 
John Bean Model 54 Suspension Height and Level Check- 
ing Gauge. These and many other tools and accessories, 
essential to a complete, modern department are all avail- 
able from John Bean. 


JOHN BEAN, Lansing 4, Michigan 


Division of Food Machinery and Chemical Corporation 











Ala., numbered 1,449 in March, a} 


registrations were:| 
Ford, 435; Chevrolet, 391; Pontiac, | 
| 94; Oldsmobile, 91; Buick, 74;| 








ago, the count was only 34, 

By makes, new-car registrations 
were: Chevrolet, 90; Ford, 69 (a 
month earlier, Ford led, 87 to 78); 
Buick, 24; Pontiac, 24; Plymouth, 
22; Oldsmobile, 19; Rambler, 14; 
Mercury, 9; Studebaker, 7; Dodge, 
5; Cadillac. 4; Renault, 4; Volks- 
wagen, 3; Chrysler, 2; DeSoto, 2; 
Checker, 1, and miscellaneous, 4, 

Truck registrations were: Chey- 
rolet, 22; International, 20; Ford, 
14; GMC, 5; Dodge, 4; Diamond T, 
2; Mack, 2, and White, 2. 

* * = 


Youngstown, O. 


Dealers sold 908 new cars, 2,245 
used cars and 111 new trucks in 
March in Mahoning County 
(Youngstown), O. 

By makes, new-car registrations 
were: Ford, 233; Chevrolet, 189; 
Pontiac, 94; Plymouth, 64; Ram- 
bler, 62; Oldsmobile, 42; Buick, 
39; Dodge, 34; Mercury, 26; Cad- 
illac, 22; DeSoto, 16; Studebaker, 
16; Volkswagen, 9; Chrysler, 8; 
Edsel, 5; Lincoln, 2, and miscel- 
laneous, 47. 

Truck registrations were: Ford, 
41; Chevrolet, 17; GMC, 15; Dodge, 
10; International, 7; Divco, 2; 
Volkswagen, 2; Mack, 1; White, 1, 


and trailers, 15. 
* = * 


Louisville 


March new-car registrations in 
Louisville totalled 1,488, compared 
with 1,487 a month earlier. 

By makes, sales were: Ford, 
458; Chevrolet, 326; Oldsmobile, 
118; Rambler, 104; Pontiac, 78; 
Piymouth, 76; Buick, 72; Mer- 
cury, 37; Dodge, 28; Edsel, 22; 
Simca, 20; Cadillac, 18; Opel, 16; 
Volkswagen, 16; Studebaker, 15; 
Chrysler, 9; DeSoto, 6; English 
Ford, 6; Fiat, 6; Hillman, 6: Mor- 
ris, 6; Renault, 6; Austin-Healey, 
5; Metropolitan, 5; SAAB, 5; MG, 
4; Lincoln, 3; Vauxhall, 3; Volvo, 
3; Willys, 1, and miscellaneous, 
8 


New-truck sales in March totalled 
211, compared with 214 a month 
earlier. By makes, they were: Ford, 


| 73; Chevrolet, 50; International, 44; 


Volkswagen, 11; GMC, 9; White, 5; 
Dodge, 4; Mack, 4; Lioyd, 1, and 


miscellaneous. 8.—(A, W, Williams.) 
> > 7 


Houston 


Sales of new cars in Houston 
numbered 4,578 in March, a sharp 
gain over the 3,699 registered a 
month earlier. 

The growth of imports was rela- 
tively greater, with sales jumping 
from 288 in February to 478 last 
month. 

By makes, March new-car reg- 
istrations were: Chevrolet, 1.349; 
Ford, 1,205; Oldsmobile, 336; Pon- 
tiac, 291; Buick, 223; Rambler, 
167; Plymouth, 148; Cadillac, 97; 


| Simea, 93; Studebaker, 80; Ren- 


ault, 63; Mercury, 58; English 
Ford, 50, and Dodge, 44. 

Volkswagen, 34; Taunus, 30; Opel, 
28; Hillman, 27; Chrysler, 24; 
Isetta, 18; Edsel, 17: Metropolitan, 
17; MG, 17; Volvo, 16; Triumph, 16; 
Lincoln, 15; Austin-Healey, 14; 
Peugeot, 12; DeSoto, 11; Fiat, 9% 
Imperial, 9; Mercedes-Benz, 9; 
Vauxhall, 9; Citroen, 7; Morris. 7: 
Continental, 6; Panhard, 4; NSU, 4; 
Wartburg, 3; Willys, 3; DKW, 2: 
Alfa Romeo, 2; Jaguar, 2, and mis- 
cellaneous, 2. 

Truck registrations were: Chev- 
rolet, 325; Ford, 240; International, 
67; GMC, 44; Dodge, 24; Mack, 15; 


|English Ford, 6; Volkswagen, 3; 


Reo, 2; Willys, 2; Superior, 2; 
Diamond T. 2; White, 1; Autocar, 1, 
and miscellaneous, 7.—(Ruby Fem 
oglio.) 

= * > 


Sante Fe, N. M. 


Auto sales have climbed 30 per 
cent over last year in New Mexico’ 
capitol city and indications are that 
spring buying is under way. 

The trend shows that new cal 
dominate the buyer’s thinkin’ 
pushing the dollar gross as high 4 
100 percent over 1958 for somé 
dealers. 

Used-car sales lag behind 198 
on some lots, but with clear skies, 
the lookers are out in force. 

All of Santa Fe’s car dealers look 
bright and optimistic now that fac 
tory strikes and inclement weather 
is behind them and their salesme@ 
are wearing broad grins, givité 
one the impression of wheeling 
dealing business executives, unlike 

(Continued on Page 51, Col. 1) 























Latest 
Registration Figures 
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7 RAMBLER 
Now Third In 





3 









eNom ‘er. * 
















€ 

- 
i, 
(JANUARY-FEBRUARY, 1959, LATEST AVAILABLE FIGURES) 
h 
7. 
a, 
led 
nth 
rd, 
‘s: 
= 
ton 
arp 
ia 
- 
ing 
last 
: 
ypel, + F ~ Fes - ae o 
24; - et 54 ¥ om 54% > od + " ’ . —_—~- 
+ In State after State, Rambler is in 3rd or 4th place 
i in Sales for total of all models... 
— Rambler outsells U.S. total of all 5 leading foreign cars 
onal, 
: 15; : 
nt WOULDN'T YOU LIKE TO GO AND GROW WITH RAMBLER- 
Fer- AMERICA’S NO.1 SALES SUCCESS CAR? 

are tes Ow aeeae | 
sos | MAIL THIS COUPON TODAY 
= We Ha ve the P [ oduct f or the : Director of Dealer Development | 
= : oe ‘aoa some Corporation - 
ome Exploding ompact Car Mar ket. “2 Dear a Will you please provide me with more complete informa- 
- itul | Speen aah ay Magy UE te RE Races, 
2 YOU Have the opportunity! oe | 
‘ Rambler Franchises Also Available in Canada and Important Export Markets. pidinins aon 
valk In Canada Write to: American Motors (Canada) Lid., 2951 Danforth Ave., Toronto. | | 


Ie wncnnsiierancchitnceiterssnitijarcsiniiiaiail iinet canine aaa 


ee ee ee ee ee ee ee ee 







































































9324 












By Leo T. Parker 
Attorney at Law 


Tos most severe sentence ever 
imposed upon an automobile 
driver who ran over and killed’ a 


person is murder. 
See Gentry v. 
State, 66 S. E. (2d) 
913 where an 
automobile driver 
named Gentry 
was convicted of 
the crime of 
murder. The tes- 
timony showed 
that his automo- 
bile killed a girl 
while he was in- 
toxicated. 


Lawsuits Affecting Dealers ... 
Court Decisions 





The lower court convicted Gentry 
of murder and the higher court 
approved the verdict, saying: 

“The officers testified that he 
(Gentry) was under the influence 
of intoxicants, The evidence not 
only supports the verdict, but it 
also shows a most brutal and heart- 
less killing of a girl.” 

For comparison see Spivey v. 
State, 105 S. W. (2d) 256, Here 
the testimony proved that a 
motor vehicle driver named 
Spivey caused his car to collide 
with another automobile, killing 
its driver, 

Spivey was arrested and tried on 
the charge of murder because the 
evidence tended to prove that he 


Binks spray painting outfits 


Turn car owner 


was drunk when the accident oc- 
curred. 

The jury convicted Spivey of 
murder, He appealed to the higher 
court contending that no positive 
or scientific test was made to deter- 
mine whether he was drunk and 
that, therefore, he should not be 
convicted of the charge of mur- 
der. However, the higher court up- 
held the lower court’s conviction. 


= * = 
Garage’s Lien Valid 

GREAT deal of discussion has 

arisen from time to time over 

the legal question: “If a conditional 
contract of sale of an automobile 
contains a clause to the effect that 
the conditional buyer will not en- 
cumber the vehicle, does this render 
a garageman’s lien void?” 

The answer is no. 

For example, in Champa v. 
Consolidated Finance Corp., 98 
N. E. (2d) 925, the testimony 
showed that a man named Bar- 
nett purchased an automobile, 


Binks Wren Air-Brush ...a 
new, miniature touch-up spray 
gun makes short work of mors 
and scratches. 


Binks spray booth and bake 
even cvifits enable you to 
turn out factory-quality paint 
jobs under factory-controlled 
conditions. 


PRIDE 
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paying part cash. He signed a 
conditional sales contract which 
provided that Barnett would not 
attempt to sell or “encumber the 
vehicle during the life of the 
contract.” 

Some time later Barnett ordered 
the automobile to be repaired at 
a garage, but he did not notify the 
finance company that the garage- 
man was repairing the automobile. 
After the repairs were completed 
Barnett decided that the costs 
were more than he could pay, and 
he so notified the finance company. 

In later litigation, the higher 
court held that the garageman 
could take possession of the auto- 
mobile to secure payment of his 
bill. The court said: 

“The vendor (automobile dealer), 


by entrusting the vendee (Barnett) | 


| with possession and a right to use 





the automobile, impliedly clothed 
him with authority to contract for 
necessary repairs, so that such 


Binks STEADI-GRIP ovt- 
fits give you hose-fed 
spray gun handling ease 

- cup-fed economy. 


Binks undercoating ovt- 
fits save material and 
time. Powerful air-oper- 
oted pump works direct- 
ly from shipping drum. 


into service PROFIT 


STEADI-GRIP outfits to complete spray booth and 


How a car’s paint job looks is just as important to the 
owner (in most cases) as how well the car runs. That’s 
car owner PRIDE at work. 

By equipping your oe. 
outfits you can turn this 

Many a car has only a scratch to mar its beauty. A 
reach to the factory-match color rack, a whisk with 
Binks new Wren Air-Brush and the scratch is gone. In 
most cases you don’t even have to mask the area. Just 
a few bucks’ worth of time earns a nice profit. 

Of course, for panel work or complete paint jobs, 
Binks has just the spray equipment you need, from 


with Binks spray painting 
RIDE into PROFIT. 


drying oven rigs. 


Undercoating, glove and trunk compartment flock- 
ing . . . you name it and Binks has the right equipment 
for each job...from the spray guns back to and 


including the air compressors. 


Ask your Binks jebber 

for Bulletins O.B., A81-1, and 

A59-1R. See how you can turn 
PRIDE into PROFIT. If you 
prefer, call your nearest Binks 
Branch Office or write direct. 





Ask about our spray painting school. Open to all...NO TUITION...covers all phases. 


Binks &., % 


ALL CAL AL A 


SPRAY GUNS 


4, TIA 





AIR COMPRESSORS 


ACCESSORIES 


ds 





NATIONWIDE SERVICE 


Binks Manufacturing Company 3124-34 West Carroll Ave., Chicago 12, Ill. 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES *« SEE YOUR CLASSIFIED Cy DIRECTORY 









repairs were as though made by 
vendor’s request or direction.” 
” * + * 


Altering Speedometers 


T IS unlawful for an automobile 

dealer to turn back a speed- 
ometer without the knowledge of 
a@ prospective buyer of the auto- 
mobile. This is so because by so 
doing the dealer automatically 
practices fraud on the buyer by 
making the prospective buyer be- 
lieve that the automobile has had 
less usage, wear and tear than 


| it has had, 


In one case, I remember a 
higher court held a seller liable 
for $3,000 punitive damages for 
this fraud. 

For comparison, see Ader 
Motor Co. v. Zimmer, 71 S. E. 

(2d) 270, Here it was shown that 
an automobile dealer sold to one 
Zimmer a 1948 model motor auto- 
mobile which was in fact verbally 
represented by the dealer to be 
a 1949 model. The bill of sale 
stated that it was a 1949 model. 

Although the actual difference in 
|the tradein value of the 1948 and 
/1949 models was only $200, the 
|higher court awarded Zimmer $1,- 
000 damages, saying that punitive 
damages were justified. 





National Rental 
To Buy 13,000 
New Cars in 759 


ST. LOUIS.—National Car Rental 
System has announced that it ex- 
pects to purchase nearly 13,000 new- 
model cars this year, involving a 
total investment of more than $32 
million. 

Executive Vice-President Walter 
J. Phillips said this total does not 
include ‘59 cars to be purchased 
by the more than 100 National of- 
fices outside the U. S. and Canada, 
adding that these would probably 
account for another 3,000 cars. 


Phillips stated that well over 
5,000 of National’s 59 models have 
already been purchased, and that 
|the remainder of the anticipated 
13,000 total will be delivered be- 
tween now and the end of April. 


The rental executive commented 
that the total number of ’59 cars to 
be purchased would have been sev- 
| eral thousand higher except for the 
|fact that a large proportion of 
| long-term lease contracts consum- 
| mated during 1958 were for a two- 
|}year period. As a result, he ex- 
plained, a high percentage of 
National’s present leased fleet will 
not be replaced until the 1960 
model year. 

“About 85 percent of our '59 cars 
here in the U. S. and Canada will 
be in the Ford class,” Phillips said. 
“The remaining 15 percent will con- 
sist of a mixture of larger Ameri- 
can cars together with a sprinkling 
of foreign economy makes.” 
| Fourteen more new cities have 
| been added to National Car Rental 
System’s coverage. They are: Santa 
Barbara, Calif.; Palm Beach, West 
|Palm Beach, Pensacola and Fort 
Walton Beach, Fla.; Duluth, Minn; 
Trenton, N. J.; Canton, O.; Charles- 
ton and Greenville, S. C.; Austin, 
| Tex.; Green Bay, Wis.; Windsor, 
| Ont., and Ste Foy, Que. 


Inspection Bill 


Dies in Maryland 


BALTIMORE.—A bill calling for 
vehicle inspection in Maryland died 
in the General Assembly because 
Gov. J. Millard Tawes failed 
endorse it, according to the Auto 
mobile Trade Assn. of Maryland. 

“The Governor has suggested that 
the matter be given further study 
even though we produced evidence 
that the subject has been undef 
continual study for 15 years,” am 
association spokesman said. 

Asserting that such a bill has 
little hope of passage without the 
Governor’s approval, the spokesmat 
said the ATAM hopes to sel] him on 
the idea “long before the next ses 
sion of the General Assembly.” 





Mims Runs for Mayor 


ROCKY MOUNT, N. C.—Allan 
Mims is a candidate for mayor 
of Recky Mount. He heads Allan 
Mims, Inc. (Ford-Fiat), is state 
NADA director and is a former 
president of the North Carolin# 
Automobile Dealers Assn. 
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New Yorkers do Oe tia other people do. Only more 
so. For example, they buy more cars than the people 
in any other market. And you can sell them more cars 
by using more space more often in The New York Times. 


....» first in New York in automotive advertising 
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Roundup from State Capitals... 
Legislation Affecting Auto-Industry 


By Bethune Jones 
Legislative Correspondent 


. eee liberalizing 


truck-size and weight laws 


have been approved in Georgia, Kansas, North and South 

Dakota, Tennessee, Wyoming and Vermont. 
An Arkansas bill to increase the maximum permissible 
truck weight from 64,650 to 73,280 pounds was vetoed by 
oO 


Gov. Orval Faubus because, 
he said, the Legislature 
failed to boost truck-license 
fees. 


South Dakota enacted legislation 
to permit a gross weight of 73,280 
pounds on three-unit combinations. 
Wyoming passed a bill to permit 
73,950 pounds on axle spacings of 
between 45 and 57 feet. 

Georgia enacted a bill increas- 
ing the permissible combination 
length of trucks from 48 to 50 
feet. In Kansas the maximum per- 
missible height of trucks has been 

increased from 
a 12% to 13% feet. 

One of two 
truck bills en- 
acted in North 
Dakota increases 
maximum 
lengths from 50 
to 60 feet and 
allows three-unit 
combinations. 
The other in- 

. creases permis- 
Bethune Jones sible weights 
from 30,000 to 32,000 pounds on 
tandem axles. It also allows gross 
weights of 73,280 pounds on equip- 
ment approved by the State high- 
way commissioner. 

North Dakota law had allowed 
70,000 pounds with approved equip- 
ment. Otherwise the gross weight 
was 64,000 pounds. The new 73,280- 
pound figure is the same as al- 
lowed under the 1956 Federal high- 
way act. 

A new Tennessee law increases 
maximum truck weight from 55,- 
980 to 61,580 pounds, maximum 
length from 45 to 50 feet, and 
height for auto carriers from 
12% to 138% feet. The measure 


The Legislature rejected a pro- 
posal for regulation of truck 
weight on secondary and rural 
roads by the State highway com- 
missioner. It also would have per- 
mitted county highway depart- 
ments to set maximum gross 
weight of trucks on county roads. 


50 Pct. of Autos 
Fail First Check 
By N.Y. Inspectors 


ALBANY.—Since the inspection 
program was adopted two years 
ago, more than half of the autos 
checked failed to pass the first 
time, said the Temporary State 
Commission on Coordination of 
State Activities in defending its 
recommendation to extend the pro- 
gram to include all motor vehicles. 

State-licensed inspection stations 
uncovered more than four million 
safety defects in two years, the 
committee said. 

In the first year, 53.1 percent of 
the cars failed on the first try, the 
committee pointed out, and in the 
second year the passing rate de- 
creased only to about 50 percent. 

In the two-year period, the 
motor-vehicle mileage-death rate, 
deaths per 100 million traffic miles, 
dropped from 5.2 to 4.8, the com- 
mittee said. 

Defective headlights were the 
chief reason for rejecting cars, the 
committee said. The number of 
accidents in which “blinded by 
headlights” was called a contribut- 
ing cause dropped from 808 to 580, 
the group added. 








MOTOR a 
MASTER 


onsole® 


DEFIANCE - 


The Vermont Legislature ap- 
proved an increase in the legal 
weight limit on three-axle trucks 
from 40,000 to 50,000 pounds. 

A Connecticut bill would increase 
the maximum length of vehicle 
combinations from 45 to 50 feet, 
while an Iowa proposal would 
raise the permissible height of 
trucks from 12% to 13% feet. 

. = * 


Missouri Change Asked 
URI legislation would in- 
crease truck-height limits 


from 12% to 13% feet and extend 
weight limits by permitting 32,- 
000 pounds on a tandem axle and 
a total weight of 73,280 pounds in- 
stead of the present 600 pounds 
per-inch of tire width. 

A Nebraska bill would in- 


The Texas Legislature was ex- 
pected to approve a bill to in- 
crease the weight limit from 58,400 
to 72,000 pounds. 

A Wisconsin bill would increase 
the gross allowable weight for the 
largest trucks from 68,000 to 72,000 
pounds. Another proposal would 
set up a completely new schedule 
of maximum weights based on the 


distance between axles for various 
kinds of trucks. The maximum al- 
lowable weight would be increased 
by amounts ranging from 1,000 
pounds for smaller trucks to 4,000 
pounds for the larger trucks. 


* 2 e 


W. Va. Bill Vetoed 


OV. CECIL UNDERWOOD 

vetoed a West Virginia bill 
barring a* criminal charge when it 
appeared that a rearrangement of 
a load on a vehicle could bring it 
within’ permissible limits on each 
axle. 


Contending the bill would re- 
move the major deterrent to 
truck overloading, Underwood 
said its language would cast 
doubt on the authority of the 
State Road Commission’s weight 
enforcement division to stop and 
weigh vehicles indiscriminately. 
Gov. Ralph Herseth vetoed a 

South Dakota bill calling for an- 
nual inspection of motor vehicles 
at State-designated private garages 
and service stations at fees up to 
$2. He said an appropriation esti- 
mated at $143,000 would have been 
necessary to enforce the act. 

In Maine a bill to strengthen the 

vehicle-inspection program would 


stiffen requirements for proper 
equipment and adequate inspection 
station personnel; transfer the 
program’s administration from the 
secretary of state to the state 
police, and increase semiannual 
inspection fees from 50 cents to 
$1, with the stations retaining 9 
instead of 45 cents. 

* + * 


Controversy in Maryland 


Gz: J. MILLARD TAWES. of 
Maryland said a proposed 
vehicle-inspection plan “needs 
more study” before. final legisla. 
tive action. He observed that a 
“great deal of controversy exists” 
over whether Maryland should 
adopt a State-operated inspection 
system, such as is’ used in the Dig. 
trict of Columbia, or a private 
garage plan, now in effect in Penn- 
sylvania and Virginia. 

A New Jersey proposal would 
create a commission to investi- 
gate the advisability of continu- 
ing the vehicle-inspection pro- 
gram, with emphasis on the 
practicability of substituting pri- 
vate facilities for State-operated 
stations. 

Action by Legislatures directly 
relating to merchandising included 

(Continued on Page 25, Col. 3) 


GO GUNNING for that 


] Enjoy big volume from spot, panel, and over-all 
paint jobs— Build a reputation for quality . . . profit 


It’s big ... it’s broad... 


and you can handle 


every one of these 


profitable services 


with modern DeVilbiss 


spray equipment 


from DeVilbiss speed. There’s 


new specialized 


DeVilbiss equipment to handle all the modern 
materials—take the flared fins and reverse curves of 
late-model cars right in stride. 


2 


There’s profit in touching up nicks, scratches, and 
thin edges—Fix the little flaws . . 


. a must for used 


car reconditioning. DeVilbiss touch-up outfit does a 


slick, quick job on 


detail work and small spots, 


eliminates the need for most masking. 


Don’t overlook underbody ccatings—There’s good 


money here... 


if you spray, using DeVilbiss spray 


gun and efficient material pump for fast application, 


trouble-free service. 
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, At Auto-Lite Ignition Conference— 

. Engineers from White Motor Co., Cleveland, and Checker Motors Corp. were 

> among the approximately 100 engineers to attend Electric Avuto-Lite Co.'s first igni- 

e tion conferences at its research laboratories in Toledo. Studying performance of 

5 Auto-Lite’s new transistorized ignition system are, from left, Howard Ingerson, 

d assistant experimental engineer, White's Reo Motor division; Karl Maier, Reo chief 
electrical engineer; Herbert G. Snow, Checker chief engineer, and Dean Brittenbach, 

ly Checker assistant chief engineer, Auto-Lite ignition engineer Bill Brumbach, right, 

ed explains comparison of transistor system and conventional system performance on 





. 
same engine. 
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Legislative Roundup | 


(Continued from Page 24) 


the enactment in Tennessee of a 
law broadening the authority of 
the State Motor Vehicle Commis- 
sion to give it control over used- 
car auction sales and requiring 
the posting of a bond for the auc- 
tions. 

Gov. Harold W. Handley vetoed 
an Indiana bill which would have 
permitted producers and distribu- 
tors to establish minimum resale 
prices of nearly all items except 
food. The measure was designed 
to replace another fair-trade law 
invalidated by the State Supreme 
Court in 1957. 

Bills to repeal fair trade laws 
also were introduced in the Legis- 
latures of Connecticut and Mary- 
land. 

+ * * 


Dealer-Probe Proposed 


A MICHIGAN bill proposed cre- 
ation of a five-member House 
committee to investigate consumer 


Spray jobs 
mean more 





claims that some auto dealers: fail 
to make good on warranties and 
promised services that go with 
new-car purchases. 

In the tax field, West Virginia 
lawmakers enacted highway- 
revenue raising measures expected 
to yield about $8.9 million in addi- 
tional funds during the next fiscal 
year. The bills included an increase 
in the State gasoline tax from six 
to seven cents; an upward revision 
in motor vehicle registration fees; 
an assessment on special license 
plates; an increase in the privilege 
tax on out-of-state car purchases, 
and an increase in the operator's 
license fee. 

Failure of the New Mexico 
Legislature to approve a State 
constitutional amendment to 
prohibit further diversion of 
highway-user tax receipts to 
nonhighway purposes probably 
will result in a State ‘Highway 
Department appeal next year for 








profit opportunities 


appearance-reconditioning business 


THE DEVILBISS COMPANY 
Toledo 1, Ohio 


Barrie, Ontario @ London, England @ Séo Paulo, Brazil 
Branch Offices in Principal Cities 


ull 4 Profit from the extras—It pays to be thorough. Clean 
fit and tint upholstery, renew trunk interiors, dress up 
od convertible tops, repaint engines to give cars that 
mn “‘in-top-condition”’ look inside and out, from bumper 
of to bumper. All are spray jobs. 
Wax cars faster—Offer this popular service at an 

id attractive price . . . and clear a nice piece of profit. 
ed With a DeVilbiss spray waxing outfit, you can 
a handle more jobs, easier, in less time. 
is, 

Appearance-reconditioning can easily account for at least one-third 

of your service-department volume . . . furthermore, it’s high profit 
od Service so it pays to keep up-to-date with spray equipment that 
ay handles all the modern materials and finishes. Call your DeVilbiss 
n, man today, and get the facts, firsthand, on the industry’s most com- 





plete and up-to-date line of spray-painting equipment. 





FOR BETTER SERVICE, BUY 


DeVILBISS 











additional debentures or some 
other form of revenue, it was 
predicted by State Highway 
. Commissioner H. E. Leonard. 
Belief that a special tax-raising 
session of the Georgia Legislature 
will be necessary this summer was 
expressed by State Highway Board 
Chairman James L. Gillis, who 
said his department must have at 
least $25 million in new funds. 
= + . 


Florida Acts on Gas Tax 


OV. LE ROY COLLINS and the 
Florida State Road Board have 
agreed to go along with a pro- 
posed one-cent increase in the gas- 
oline tax if it is written into the 
State constitution and approved 
by the voters. Under the plan, the 
tax would be “frozen” into the 
constitution at eight cents a gallon. 

Montana’s problem of where to 
obtain funds to match available 
Federal highway aid was left 
unsolved when a bill to boost the 
gasoline tax from six to 7 cents 
a gallon was killed in the Legis- 
lature and Gov. J. Hugo Aronson 
vetoed a bill asking a new 
weight-distance tax on trucks. 

The gas-tax increase would have 
produced $2.25 million in additional 
annual revenue, while the truck- 
tax measure would have yielded an 
estimated $1.2 million. 

California lawmakers enacted a 
bill to hold the gasoline tax and 
other highway-user levies at their 
present level. Without the new 
measure, the gas tax would have 
dropped half cent a gallon and 
other taxes been reduced, effective 
Dec. 21, with a resulting loss of 
$75 million in highway construc- 
tion funds in the next two years. 

. . 


N.M. Governor 
Signs Four Bills 
Affecting Vehicles 


New Mexico Gov. John Bur- 
roughs has signed four bills affect- 
ing motor vehicles. 

One provides that out-of-state 
transporters of husbandry vehicles 
may receive a permit at any of the 
State’s ports of entry. 

Under previous law, farm ma- 


|chinery and hauled vehicles often 


were delayed at ports of entry until 


| application to use New Mexico's 


highways cleared the State High- 
way Department in Santa Fe. 

Another law removes the motor 
vehicle division from jurisdiction 
of the bureau of revenue and estab- 
lishes it as a separate division 
under the Chief Executive. 

A third law authorizes auto- 
licensing agents to collect 25 to 
50 cents for their services instead 
of charging such services off as 
notary fees. 

Radio-station employes will be 
issued special plates under a new 
law allowing station managers to 
obtain station-call letters for em- 
ployes who may be active on New 
Mexico highways in the event of 
disaster. 

Others who come under the spe- 
cial licensing legislation are the 
New Mexico Mounted Patrol. 


2 Special-Fuels Tax Bills 
Signed by Idaho Governor 


other safety devices would be man- 
datory on all new cars sold in 
Minnesota under a bill introduced 
in the legislature by Rep. Ernest 
Beedle, St. Paul. Gov. Orville Free- 
man has been urging the enactment 
of such a measure. 
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Fathers Veto Import... 





Lark Beats a Low Bid 
Because It’s Domestic 


By John E, Walsh 
Staff Writer 
STUDEBAKER LARK dealer 
won an order from the City of 
Raleigh, N. C., after a spirited “Buy 
America” appeal by a Council mem- 
ber. 

The low bid for an economy car 
was submitted by Harman-Dale, 
Inc., which offered a Volkswagen 
for $1,512. Campbell-Honeycutt, 
Inc., asked $1,527 for the Lark. 

Said Councilman James D. Ray, 
who opposed the award of the order 
to the low bidder: 

“I think this country is doing too 
much buying out of the country. 


I'm not opposed to the Volkswagen; | 


I'm just opposed to where it is 
made.” 

Campbell-Honeycutt got the order 
by a 5-to-1 vote. The only dissenter 








said he thought it was unwise to 
ignore a low bid. 
* * + 


ae Willys Jeep has found a new 
champion in Rochester, N. Y. 
Police Chief William A. Winfield 
announced he will seek two Jeeps 





Ban on Power, Frills 


Sought on State’s Cars 

AUSTIN, Tex.—State Highway 
Department officials and em- 
ployes won’t be riding around in 
high-powered, air-conditioned 
cars bought with tax money if 
the Legislature has its way. 

A provision in a House appro- 
priations bill rules out cars with 


eight-cylinder engines, automatic | 


transmissions or air conditioning. 





a price? 
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to replace motorcycle-side-car units 
used by the traffic detail. 


He said a two-month test showed 
that use of a Jeep speeded up 
parking enforcement, provided bet- 
ter protection from weather for 
two-way radio equipment and had 
more storage space than the side- 
cars. 

All eight of the sidecar units 
eventually will be replaced by 
Jeeps, Winfield said. 

Small-car news also was made 
in Dallas and Minneapolis. The 
former reported it had taken de- 
livery on 20 Ramblers, and the 
latter announced it would investi- 
gate small-car prices and specifica- 
tions. 

W. Lowell Fisher, Dallas superin- 
tendent of automotive equipment, 

|said the City hopes the Ramblers 
| will save up to 25 percent in oper- 


|ating costs. 


al * > 


ALLAS’ cars were purchased 
from Taylor Pontiac Co, for $1,- 
483.92, he said. They were among 
|373 cars and trucks purchased in 
December at a cost of $696,658. 
“We're using the Ramblers only 
as one-man vehicles,” Fisher added. 
“If they work out all right, we ex- 
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... With these LOW-COST, PROVED 


APPEARANGE RECONDITIONING AIDS 


e For Like-New Engine Appearance 
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LEARN HOW YOU can easily 
turn pennies into dollars by 
adopting these proved used car 
reconditioning methods ...a 
complete line of aids from Mag- 
nus, world-over specialists in 
the cleaning and protection of 
all surfaces. 


WRITE TODAY 


\ for our free file-folder 
Guide to Greater Used 


Magnus Chemical Co., Inc. 
50 South Avenue 
Garwood, New Jersey 


magnu 


CHEMICAL COMPANY 


Car Profits. Address: 






grease away with water. 


e For Interiors that Sell 
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“Well, awright ... if this is 
the best you've got, I'll take a 
couple.” 





pect to go for small cars on a 
larger scale next year.” 

Minneapolis began thinking in 
terms of small cars after a study 
showed that each of 25 new cars 
for the Fire and Police Depart- 
ments would cost more than $200 
more than ’58s. 

The City thus followed the lead 
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MAGNUSOL MOTOR WASH — Just spray, then flush dirt and 


MAGNUS #115 STEAM CLEANER — The safe, non-fuming, non- 
clogging liquid cleaner. No pre-mixing; no waste. 


WIPE OFF — The fast, low-cost cleaner for vinyl and plastic 
upholstery. Just spray on; wipe off. 


PLUSH — The easy-to-use, highly economical cloth upholstery 


and rug cleaner for removing “deep down dirt.” 


e For Exteriors that Sparkle 


an \ | l is 


MAGNUS CARFOAM — The economical carwash that floats 


“7 = the dirt away. Available in liquid, paste or powdered form. 
— MAGNUS FFIIl — The non-yellowing, non-peeling protective 


coating for rust-free chrome. 


e For Quick, Sure Engine Performance 
. METAFFIN —The highly penetrating sludge preventive. Insures 


quick starts in coldest weather. 


TOPEX — Cleans, cools and lubricates all combustion areas. 
Frees sticking valves, increases power and pep. 
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AUTOMOTIVE CLEANING AND MAINTENANCE 
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A WORLD-WIDE ORGANIZATION SPECIALIZING IN THE CLEANING AND PROTECTION OF ALL SURFACES. “@ aus =” 





of Minnesota, which has deferred 
new-car purchases pending an in- 


vestigation of small-car prices, 
* * + 


_ ANOTHER economy move, the 
Oklahoma City Postoffice hag 
replaced trucks with nine station 
wagons on special delivery routes, 
according to Henry Friend, acting 
postmaster. 

In Harrisburg, Pa., Gov. David 
L. Lawrence has cancelled an order 
for a new Cadillac for his personal 
use. He said it was in line with his 
austerity program, The car was 
ordered before he took office in 
January, he said. 

The Rochester (N, H.) Police 
Department received two bids 
from dealers in neighboring com- 
munities and one, from Turcotte’s 
Motor Sales, Berwick, Me., was 
the lowest of four submitted, 

Al Warren Ford, Manchester, N. 
H., has been awarded the contract 
for six dump trucks for the New 
Hampshire highway department, 
The firm’s bid totalled $18,702, 

Carlsbad Auto Co. (Ford), Carls. 


| bad, N. M., was the successful bid- 


der at $8,426.01 on three new trucks 
| for Eddy County. 

In Cleveland, the City Utilities 
Department announced a record 
budget for replacement of wornout 
vehicles. More than $333 million 
will be spent this year to launch a 





four-year program that will end 
in the updating of all 600 vehicles, 
a department spokesman said, 


‘Car Tire Volume 
‘For Replacements 


Rises 51 Percent 


NEW YORK. — Replacement car 
tire shipments in January rose 51.56 
percent above December, more than 
offsetting a decrease of 28.91 per- 
cent in original equipment, the 
Rubber Manufacturers Assn. re- 


ports. 
Total manufacturers’ shipments 
of car tires during January 


amounted to 8,715,742 units, an in- 
crease of 12.62 percent over the 
7,739,376 tires shipped during De- 
cember, according to the associa- 
tion. 

Production of car tires in Janu- 
ary amounted to 8,858,782 units, as 
compared with December's 8,046- 
197 tires, an increase of 10.10 per- 
cent. Month-end inventory of 17,- 
997,577 tires was 1.01 percent higher 
than the 17,817,687 units on hand 
at the end of December. 

Shipments of truck and bus tires 
during January came to 1,090,063, 
dropping 5.44 percent below the 
1,152,767 tires shipped in December. 
Production for January amounted 
to 1,324,927 units, as compared with 
December's production of 1,329,978 
tires, a decrease of 0.38 percent. 
Inventories in the hands of manu- 
facturers at the close of January 
were 3,401,446 tires. increasing 7.28 
percent above the December inven- 
tory of 3,170,719 units. 

Automotive inner tube shipments 
for January amounted to 4,800.057 
units, as compared with December 
when 3,410,974 tubes were shipped, 
an increase of 40.72 percent. Janu- 
ary’s production of 3,805,739 tubes 
was 9.02 percent higher than the 
3,490.958 units produced during the 
previous month. Inventory at the 
end of January came to 7,536,106 
units, dropping 12.54 percent below 
| the December inventory of 8,616,988 
| tubes. 
| 


Car Buyer Told: Pick 
| ‘Safe’ Colors 


ATLANTA.—A California optom- 
etrist has advised purchasers o 
new cars to give more than cas 
thought to the color of the autos 
they select. 
| Dr. E. F. Richardson said fo 
safety’s sake avoid solidly tinted 
windshields. When purchasing * 
two-toned car, he said, the lighter 
color should be on top to make the 
car more easily seen by other me 
torists at night. 

Dark hoods and fenders reductt 
the glare confronting drivers of om 
coming cars, he added, and buyef 
of solid color dark cars should us 
white wall tires to make the cal 
easier to see at night. 


Fire Damages Dallas Shop 


DALLAS.—Fire caused an est 
mated $15,000 damage to the paitt 
shop of Chuck Hutton Co. Thre 
cars and a boat in the shop wef 
damaged. 
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Depend on Alemite Lube Equipment to Help 


WRITE FOR COMPLETE CATALOG TODAY! 


ALEMITE 


ee ee” es hae ee Se 





Steady lube customers are a constant source 
of extra service sales and profits! For more lube 
job “returns,” modernize your lube department 
with Alemite’s complete line of quality 


equipment. Alemite offers you this unmatched 
he N protection in writing: (1) a 27-month “Sealed-in 


Air Motor” warranty (2) a 12-month 


| Equipment Warranty (3) a 12-month warranty 
on high-pressure hose. And wherever you 


are located, you can be sure of prompt 

maintenance and repair service from one of 

Alemite’s 484 service centers coast-to-coast! 
Look to Alemite—the lube 
equipment leader—for 


the superior service that 
brings customers back. 












Everything you need 
to handle more lube jobs faster: 


a) . 
De Luxe Portable Equip- ATI e la me tet islet 
ment — Feather-t t ys y " 
a P 
or) 120-lb. refinery drun wien 


| 


a 


i 
— 


—S 


Electronic Wheel Balancer 


Overhead Hose Reels— “Super-H” High-Pressure 
Distinctive new design! Section. Pump—Powers both Wall 
alized construction permits in- Alemiters and portable units. 
stallation of additional units. Instant recovery — no pressure 
Reels are interchangeable. drop, no time lag. 





LAT i c Dept. AP-49, 1860 Diversey Pkwy., Chicago 14, Ill. 








Used-Car Notes 





READING, Pa—Charles R. 
Golden jr., who was vice-president 
and general manager of Golden 
Bros., Inc. (Ford), which went out | 
of business last September, has | 
opened a used-car lot at 1131 Lan- 
caster. 


ell jr. have opened Powell Motors 
at 1511 S. Nevada Ave. Roach will 
be manager of the used car lot.| 





Dreiling Elected President | 
* Of Denver Independents 


* * 
Roach, Powell Open Lot | DENVER.—Bill Dreiling, veteran 
COLORADO SPRINGS, Colo. —| Denver auto dealer, has been named 


* * 
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mobile Dealers Assn. of Colorado, 
succeeding John D. Shay. 

Michael Maraico was elected vice- 
president, and Howard Stark gen- 
eral manager. New directors in- 
clude Vern Sheets, Dick Risley, Al 
Woldt jr. Howard Marrs, Carrol 
Kopfer and Miles Welsh. 

* * * 


Oklahoma City Group Fears 
Concentration of U.C. Lots 


OKLAHOMA : CITY. — The City 
Planning Commission approved an 


Perry Roach and William H. Pow-| president of the Independent Auto-| warning. that a concentration of 


such lots in the area may result 
in downgrading. 

The City Council still must act 
on the application of Jimmy Ruth 
Motor Co. H. B. Lee, planning 
commission, mentioned the increas- 
ing number of used-car lots on N. 
May St. and said any concentration 
of a particular type of business 
might detract from other businesses 
in the area. 
| * 


Election in Spokane 
SPOKANE.—New officers of the 


application for permission to open | Independent Used Car Dealers 
a used-car lot on N. May St. after 


Assn. of Spokane County are Ches- 
ter L. Bothum, president; Peter E. 





AMMCO, with 31 Mobile Show-How Units, 
is Ready, Eager and Able to Cooperate 100% 


with Your Car Factory 
Service Promotion Pro 


gram 


now...this new brake shop on wheels 


puts you in the 





Brakes are one of the “Big-Profit” services . . . 
Here's the basic equipment you need to do fast, 
dependable work! 

It's AMMCO’'S new Brake-Shop-On-Wheels— 
Drum Lathe, Shoe Grinder, Drum Micrometer 
and other accessories—all on rugged mobile 
bench that you can use and store anywhere. 
The Brake-Shop-On-Wheels pays for itself and 
shows a good profit too, with just one complete 
brake job a week. Easy terms. 

SEND FOR NEW BOOKLET that explains the 
terrific money-making opportunity in Brake 
Service that's waiting for you. 





AMMCO TOOLS, INC. 
2150 Commonwealth Avenue, North Chicago, Ill 















Peterson, vice-president; Glen C, 
Bailey, secretary, and Lloyd L. La- 
Bonte, treasurer. 

* * 


Ore. UsedCar Dealers 


Name Bisio President 


PORTLAND, Ore.—Ernest J. 
Bisio, Bisio Motors, has been elected 
president of the Oregon Used Car 
Dealers Assn. Other officers are: 

Vice-president, Reuben Roth; 
secretary, Don Harris; treasurer, 
Peter Dunn; sergeant-at-arms, 
James Spasson. 

* * + 


Rombousek Opens Deal 


MIDDLETOWN, N. Y.—M. Fran- 
cis Rombousek, former Buick 
dealer, has opened Honey’s Auto 
Super Market on Route 84 one mile 
outside the city. He is handling 
Borgward and used cars. 


. * + 


Sunday U. C. Ban Sought 


AUSTIN, Tex.—A bill to prohibit 
the sales of used cars on Sunday 
has been introduced in the Texas 
Legislature and hearings on the 
proposal are under way. 

> . = 


Lot Opens, Another Moves 


MANCHESTER, N. H—tThe 
opening of a new used-car estab- 
lishment and the removal of an- 
other to a new location have been 
announced here. A & M Motors, 
which has opened at 744 Valley St., 
is operated by Al Ackerson and 
“Mitch” Mitchell. Pratte Auto Sales 
is operating at a new location at 
McGregor and N. Main Streets. 


> > * 


Indiana Auction 
To Honor Drake 


TERRE HAUTE, Ind.—Col. C. B. 
Drake, veteran auto auctioneer and 
auction owner and operator, will 
be honored today (Apr. 20) at the 
Greater Terre Haute Auto Auction 
|at Vigo County Fairgrounds. 


Drake conducted auctions in 
|}many cities from the Atlantic to 
the Mississippi from 1926 through 
1939. Until a few years ago he 
owned and operated the Decatur 
(Ill.) Auto Auction, 

He is a member of the faculty 
at the Repperts School of Auction- 
eering and is a former president of 
| the National Auctioneers Assn. The 
| Illinois Auctioneer Assn. and the 
| National Auto Auction Assn. were 


| organized in Drake’s Decatur home. 
> > * 





Big City Motors Opens 


SOUTH ST. PAUL, Minn. — Big 
| City Motors has opened at 510 
| North Concord. The firm formerly 
was known as Mid-City Motors and 
| was located at 700 University Ave. 
St. Paul. Owners are Dick Rund 


and George Mikres. 
> > 


Danville Auction Collects 


Fees Only If Car Is Sold 


DANVILLE, Va.—The Danville 
| Auto Auction has announced it is 
| accepting registrations for sale on 
a “no-entrance-fee” basis. 

As the car is sold, the normal $5 
|; entrance fee and the $5 selling fee 
| will be collected, an auction spokes- 
man said. There will be no fees if 


the car is not sold, he added. 
> > > 


Illinois Independents Install 


New Officers and Directors 


CHICAGO.—C,. H. Johnson has 
been installed as president of the 
Illinois Independent Automobile 
Dealers Assn. Other officers are: 

Dave Bain, vice-president; Jack 
Levin, treasurer; Frank Barton, 
secretary; Lou Spritz, board chair- 
man; Dave Flink, executive secre 
tary, and directors Fred Lutz, Jack 
Okin, Bill Rothman, Tom Mangos, 
Herb Levin, Barney Rubinsky, 
Jack Shames, William Zimmerman, 
Mike Scheckman, Sid Rubin and 
Willis Levin. 


Campbell Ford Deal Sold 


To Reeves, Kines and Shaw 


MESQUITE, Tex. — H. W. 
Campbell, Inc., one of North 
Texas’ oldest Ford dealerships, 
has been purchased by M. D. 
Reeves, Seagoville, and Douglas 
Kines and Bill Shaw, Forney. 

The Campbell dealership owns 
Ford franchises for both Forney 
and Mesquite. Kines, who has 
been with Campbell for 25 years, 
will be secretary-treasurer of the 
new company. Shaw will be pres 
ident and Reeves vice-president. 
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“Brand Names” Dealer Award-Winner says: 


"IF YOU’VE SOLD 


Gloria Taylor (left) star Dodge dealer and owner of Taylor Motors, King William, 
Virginia, was awarded a Certificate of Distinction in the Automobile Dealer 


Gloria Taylor says: “One of the reasons I won a ‘Brand 
Names’ Dealer Award is—women! I’ve always noticed the 
tremendous influence a woman has on the purchase of the 
family car. What’s more, a woman likes the fine things of 
life—so she'll choose quality every time. I find that a woman 
invariably prefers the better—more expensive—models. 


“Of course you have to approach a woman in a special 
way. You have to inspire her confidence. It takes an under- 
standing of women, I guess, but I see it happen every day— 
if the car’s been sold to her, it’s as good as sold to them.” 


Ladies’ Home Journal says: It’s because the Journal 
approaches women a special way that more women buy and 
read the Journal than any other magazine. And—because 


Never underestimate the power of a woman... 


nor the power of the No. 1 magazine for women... 


NO. IN CIRCULATION x NO. f] IN NEWSSTAND SALES x NO. IN ADVERTISING 





YOU’VE SOLD THEM’ 





category of the 11th Annual Competition, sponsored by the Brand Names Founda- 
tion, Inc....the first woman to be selected, from thousands of entries! 


the Journal inspires confidence in women —it’s the number 
one choice of advertisers-to-women. 





Efficient Miss Taylor heads a 20-man organization 


“JOURNAL 


A CURTIS PUBLICATION 





. 
HER... 








TURNINGS ... 
Clean and Economical, 


LP Gas Gains Favor 


By Joseph M. Callahan 


neering Editor 


7 GAS or liquid petroleum 


eration as an automotive fuel in the U. S. because of its 
economy and clean-burning qualities. 

More than a million cars, buses, trucks and tractors have 

been converted to LP gas, and individual owners are con- 


verting their vehicles at an 
estimated rate of 10,000 a| 


year. | 

Also, it has been pretty well es-| 
tablished that 100 percent LP gas) 
installation in Los Angeles-County | 
cars could just about eliminate the) 
smog problem. 

This solution was seriously con- 
sidered and comprehensively stud- 
ied by an air pollution group in| 
Los Angeles and finally discarded) 
principally becayse of an aoe onl 
$1 billion installation cost and an 
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Basically, LP gas is a mixture of 
butane and propane which is ex- 
tracted from crude oil and natural 
gas. When bottled in steel tanks 
under pressure, LP gas turns to 
liquid. 

Upon release from the tank, it 
resumes its vaporous form and is 
ready for burning in an internal- 
combustion engine, heater or 
kitchen range. Cooling the liquid 
petroleum speeds up its vapori- 
zation. 

LP gas is a clean-burning and 
dry fuel with an octane rating of 
over 100. It produces almost perfect 
|combustion in the cylinders and 
| therefore forms no sludge, lead, 
| varnish, carbon or other impurities. 

* * = 
STS have indicated that the| Swivel Cushion— 
eventual supply problem. use of LP gas will increase an| This revolving car seat, consisting of a 

Perhapsthe engine’s life from three to four | base plate and upper cushion, can be in- 
greatest growth| times, increase oil life as much as) stalled on any American car, according to 
in the use of LP| tenfold, triple spark-plug life,| its developer, Milner Metal Forming Co., 
gas has been in make oil filters last five timeS| Cleveland. The seat reportedly compresses 
industrial trucks) longer and double the life of muf-| over the existing seat so that the overall 
because this fuel’s| flers and tailpipes. In addition, this| height remains about the same. 
almost complete| fuel reportedly eliminates vapor} . © © 
lack of exhaust| lock. |have a dual-fuel carburetor which 
fumes and nox-| A major drawback to the use of | permits a quick switch to conven- 
ious gases makes| LP gas in cars is the relative scar-| tional gasoline when the LP is ex- 
it ideal for power-| city of places that sell it. In many| hausted. 
ing a vehicle in-| areas it’s almost impossible to pur- The transition can be made 
side a factory. |chase. Because of this, most users! while the car is moving merely 


is getting increasing consid- 
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Only an Alemite Wheel Balancer 
corrects both up-and-down and side-to-side 
unbalance...handles all size wheels on-the-car... 
Never becomes obsolete! No attachments to buy! 


Faster, easier balancing— 
to build your service profits 
with these exclusive advantages 


of Alemite 


EXCLUSIVE HAND STROBE LIGHT 


Works indoors and outdoors. Easy 
to operate. Built-in meter shows 
positive proof of balancing. 


EXCLUSIVE PICK-UP 


Dual control for 
both up-and-down and 
side-to-side unbalance. 


Wheel Balancing: 


e Fastest, most accurate wheel balancing ever 
— without adding or removing anything from 


wheels. 


e New damage-proof extra sensitive dual 
vibration pick-up ¢ Powerful spinner turns 
wheels at speeds up to 100 m.p.h. ¢ Dual hand 
and foot controls for both spinner and brake, 
for easier, more convenient operation ¢ 
Feather-touch safety brakes for positive, 
time-saving stops ¢ New folding handle 
takes less storage space. 





WRITE FOR CATALOG — fi 
OR ASK FOR FREE WHEEL BALANCER DEMONSTRATION 


eas 


CORPORATION Dept. AP-49, 1850 Diversey Parkway, Chicago 14, Illinois 











by manipulating a special dash- 
board switch, resulting in only a 
slight lurch as the fuel sources 
are changed. 

An LP fuel system, which costs 
about $300 installed, consists of a 
74-pound tank (when filled), a line 
of strong tubing, an LP gas reg- 
ulator that converts the liquid to 
vapor and feeds the vapor, a sole- 
noid that automatically shuts off 
the LP gas when the ignition is 
turned off, an LP filter, a dual-fue] 
carburetor adapter, a solenoid on 
the gas line to permit switching 
fuels and a three-way toggle switch 
for the dashboard. Installation re- 
quires three to four hours. 

* * a 

yrs GENERALLY worthwhile to 

connect the LP regulator to the 
car’s cooling system to aid in the 
vaporization of the LP gas. The 
tank, which holds the equivalent of 
eight gallons of gas, can be re. 
moved in seconds by releasing a 
coupling. A meter shows how much 
gas the tank contains at any time. 

LP gas users report that it 
makes their cars run much 
smoother than conventional pe- 
troleum, although it gives them 
about 10 percent less mileage. 
However, they also say that oil 
changes and engine maintenance 
are reduced about two-thirds. 

Savings in fuel costs range from 
phenomenal to nothing, generally 
depending on the distance of the 
user from the great petroleum fields 
in the Southwest where the LP gas 
is captured and sold for as little 
as 11 cents a gallon, In the North- 
east, LP gas costs as much as 30 
cents a gallon. The average saving 
is six to 12 cents a gallon. 

The problem of fuel availability 
is helped somewhat by the Liquified 
Petroleum Gas Assn., 11 S. LaSalle 
St., Chicago, which sells a booklet 
for $1 listing every known LP gas 
station in the country. 

= > > 


weet Tr a0ees Wanted by the 
Armed Forces” is the title of an 
interesting publication prepared by 
the National Inventors Council in 
cooperation with the Army, Navy 
and Air Force. 

Not surprisingly, a goodly 
number of the desired inventions 
have to do with automotive en- 
gineering. It’s entirely possible 
that some Automotive News 
readers may eventually solve 
some of the problems posed. 
Some of the automotive inven- 
tions needed are: 

1. An auto lighting system that 
will not create glare for oncoming 


| drivers, especially for military ve- 


hicles in convoy. 

2. A personnel and supply vehicle 
that will negotiate the major types 
of Arctic terrain, including hard 


rock, frozen ground, soft snow, 
deep snow, slush, shallow ponds, 
deep ponds, floating ice, ice with 


ridges up to 20 feet high, marsh, 


|muck, swamps and brush. 


3. Light and efficient air inlet 


| and exhaust grilles that will sur- 


vive small-arms fire and shell 
fragments. 

4. Shock absorbers that will more 
efficiently reduce high frequency 
vibrations and shocks. 

5. Dirt-immune hydraulic valves. 

6. Self-cleaning oil filters. 

= - 7 


AN IGNITION system which 

* would operate from _ subzero 
temperatures to 135 degrees Fahr- 
enheit and whose spark plugs 
would have to be replaced only 
when the engine is overhauled. 

8. An improved carburetion 
system that will prevent carbure- 
tor icing on gasoline engines with 
up to 800 horsepower. 

9. A simple, inexpensive device 
for heating crankcase oil flow and 

easy starting in temperatures a8 
low as 65 degrees below zero. 

10. A starting motor engagement 
drive that will operate from 65 de- 
grees below zero to 125 above zero 
without malfunction or service 
during temperature change. : 

The National Inventors Council 
is a civilian agency consisting of 
distinguished inventors and scien 
tists who wish to assist firms and 
individuals in bringing creative 
ideas to the attention of the mili 
tary. 

Anyone with solutions to the 
existing problems is urged te 
write directly to the National In- 
ventors .Council, Department of 
Commerce, Washington, D,. C. _ 
The council does not pay for i 

ventions. However, if a prop 
submitted to the council is adopted 
by the armed services, the inter 
ested service branch can negotiate 
with the inventor. 
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LOOK: 
POST: 


LATEST REPORT ON U.S. PAID CIRCULATION* OF THE BIG 3 SHOWCASE MAGAZINES 


9,802,916 
9,499,892 
9,326,212 





16,589,020 


STATES IN WHICH LIFE DELIVERS 
MORE CIRCULATION THAN LOOK 
OR POST 

14 states and District of Colum- 


bia, accounting for 46.4% of U.S. 
population. 


STATES IN WHICH LOOK DELIVERS 
MORE CIRCULATION THAN LIFE 
OR POST 


14 states, accounting for 38.5% 
of U. S. population. 


STATES IN WHICH POST DELIVERS 
MORE CIRCULATION THAN LOOK 
OR LIFE 


20 states, accounting for 15.1% 
of U. S. population. 


*National and state circulation figures are based by LOoK on U. S.-to- 
total and state-to-total percentage figures (in publishers’ latest single- 
issue analyses) as applied to average total circulations for second half, 
1958, issues. 


It takes the great magazines to cover the world’s greatest mar- 
ket: America. The figures above show how LOoK, LIFE and Post— 
America’s Big 3, big-image, showcase magazines — cover the 
United States through average-issue circulation . . . through cop- 
ies that are bought and paid for. While each of the Big 3 maga- 
zines reaches deep into every state, every county, every market, 
each delivers more circulation than the other two in specific states 
and regions (see map). 


But paid circulation—the foundation on which magazines base 
their advertising rates—is only the initial measure of a maga- 
zine’s impact. As average issues of LOOK, LIFE and Post flow into 


the U. S. market, they are read by people in 29,750,000 different 
households—more than are reached by all morning newspapers 
combined ...10,000,000 more households than are reached by the 
top-ranked network TV program. And in these homes, LOOK, 
LIFE and Post make 81,950,000 reader impressions on 54,300,000 
different people. 


At the latest-announced, one-time rates, a full-page, full-size, 
four-color advertisement in all three of the Big 3 magazines will 
cost less than $115,000. Whatever your U. S. consumer market 
may be, no other advertising medium...no other group of media... 
can deliver so much visual impact on so many people so efficiently. 






AMERICA’S FAMILY MAGAZINE POX 1 < the exciting story of people 





Highways & Safety 





The nation’s traffic toll went up 
again in February for the second 
straight month, the National Safety 
Council reports. Highway deaths 
in the first two months of this year 
totalled 5,290—3 percent more than 
the 5,130 recorded in the same pe- 
riod last year. 

The February increase was 2 per- 
cent—2,410 deaths this year against 
2,360 last year. January had! 
brought a 4 percent increase over 
1958. 

Disabling injuries in January and | 
February were estimated by the) 
Council at 200,000. 

> > * 


Wilt Named to Head 
Trumbull Safety Check | 


Jack M. Wilt (Pontiac), Warren, | 
O., has been appointed chairman of | 
the 1959 Vehicle Safety Check in| 
Trumbull County. 

Trumbull County received “in| 





National Award of Excellence in 
1956 and 1958, and the Grand Award | 





in 1957 for the best county vehicle) 


safety check in the U, S. 
* * * 


Vancouver Inspections 


Cut Faulty-Car Crashes 


Compulsory semiannual vehicle 
checks in Vancouver, B. C., have 
cut accidents attributable to 
faulty vehicles from 10 percent to 
less than three-tenths of one per- 
cent of all accidents, according 
to H. S. Gray, superintendent of 


| the inspection station. 


He said about one-third of the 
vehicles checked are rejected 
until repairs are made. Up to 
1,400 cars and trucks are checked 


| each day at the municipal sta- 


tion, and inspections in 1958 to- 
talled 235,000, Gray said. 


N. Y. Thruway Revenue Sets 


Record, but Road Is in Red 
The New York State Thruway 





Driving Simulator 
‘Can Aid Safety, | 
‘Says Cornell Lab | 


| performance 
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revenues in 1958 reached a record 
$34,908,052, but total financial re-| 
quirements were $37,504,224, leaving | 
$2,596,172 to be paid out of bond 
proceeds. 

The Authority said its operating 
and maintenance expenses were 
$11,937,168 and that $1,325,000 of its 
gross revenue was placed in op- 
erating reserve funds, to boost total 
1958 expenses to $13,262,168. Over- 
all debt service totalled $24,242,056. | 


* * * 





Factors affecting human driver | 
in traffic situations 
can be investigated scientifically 
with a driving simulator proposed | 


| by Cornell Aeronautical Laboratory, 


|\like an airplane mockup that 


Inc., according to Charles H, Hut- 
chinson, CAL engineer. 

The simulator would be much 
is 


| used in pilot training, Hutchinson 


said. 
Findings could suggest improve- 
ments in roads and autos and leg- 


Authority reported that its gross/islation required to reduce the 


ARO Follow-up Service 





1 — Complete inspection to 





Sure Cure For Lube 


insure proper operation and appearance. 


3 — Gives operating instructions to your personnel. 


Another ARO First! A.F.S. (Aro Follow-up 


Equipment Service Headaches | 











Proposed Driving Simulator— 


This is an artist's sketch of a driver simulator proposed by Cornell Aeronautical 


Laboratory, Inc., to study human driver performance. 


Closed-circuit TV of a model 


traffic situation, reflected by mirror arrangement, projects it on a big screen sur- 


rounding the driver in a full-scale vehicle mockup. 
os Se 


accident rate on the nation’s high- 
ways, he added. 

The physical setup for the sim- 
ulator, which would cost from $3.5 
to $4 million, would include a full- 
scale vehicle mockup mounted on a 
platform subject to electromechan- 
ical controls, Hutchinson continued. 

A half-hemisphere screen would 





| 


2 — Makes any necessary adjustments. 





| with 





4 — Furnishes preventive maintenance tips. 


Service) meets a widespread need. It’s the sure 


way to get top performance—and top profits— 
in your newly equipped lube department right 


from the start! 


You get A.F.S. free of charge—a BIG PLUS when 
you purchase Aro Lube Equipment! The follow- 
up man who will call on you is your Aro Repre- 
sentative. His call will cover all five points offered 
exclusively by A.F.S. to help you boost lube 
profits. Be sure to look into Aro quality-built lube 
equipment for all your needs. . . everything from 
overhead reels and cabinet models to hand guns 
and grease fittings. Ask your ARO Representative 
for full details. 





ARO MOBILE 
DEMONSTRATOR 


5 — Tells you where you can obtain future service on the equipment. 





Watch for it in your territory! It shows every type of 
modern lube equipment in actual operation. Helps 


you find your best buy! 


THE ARO EQUIPMENT CORPORATION 
Bryan, Ohio 
Aro of Calif., 3141 $. Grand Ave., Los Angeles 7, Calif. 


Aro Equipment of Canada, Ltd., Toronto 15, Ontario 
Offices in All Principal Cities 


Ro} 


LUBE EQUIPMENT 


Automotive— Farm— Industry 


* * * 


encircle the vehicle linked by 
closed-circuit TV to a nearby model 
scene having topography and traf- 
fic, he added. 

The driver's reactions to traffic 
situations flashed on the screen by 
the TV camera thus can be studied 
with a view to making suggestions 
for improvement in safety, he said, 

> cz * 


Congress Urged to OK 
Road Funds This Year 


Congress should pass legislation 
this year to insure funds for the 
continuance of the Federal-aid 
highway program, Edward B. But- 
ler, public relations director of 


| General Tire & Rubber Co., told the 


Kansas City Chamber of Com- 
merce, 

“Since this program is for the 
common good,” said Butler, “Con- 
gress can rightly elect to borrow 
from the general fund or issue 
short-term bonds to provide the 
highway funds, Either decision will 
be right and smart. Whichever 
course Congress takes, it is a gold- 
plated investment.” 


National BBB 
Begins Study of 


Credit Insurance 


NEW YORK.—A comprehensive 
nationwide study of the sale of 
credit life and credit accident and 
health insurance in connection with 
automobile time payment contracts 
is being undertaken by the install- 
ment contracts committee of the 
Assn. of Better Business Bureaus, 
according to Victor H. Nyborg, 
president of ABBB 

The committee has been making 
an examination of conditions over 
the past several months, the results 
of which have prompted this na- 
tionwide fact-finding activity. 

All Better Business Bureaus are 
being requested to participate in 


| the study by asking time-payment 


buyers to examine their papers on 
transactions within the last year 
and to report any apparent irregu- 
larities to their bureau for investi- 
gation. The inquiry will determine 
whether the coverage was included 
the purchaser's knowledge 
and consent, and also whether 
premium charges were separately 
listed. 

All cases wil] be summarized on 
uniform reporting forms and for- 
warded to the installment contracts 
committee for study and evalua- 
tion. If the findings warrant, 4 
summary report will be prepared 
for release to credit insurance 
companies, auto finance companies 
and banking and insurance author- 
ities. 


Okla. Senate OK’s 
Sunday Sales Ban 


OKLAHOMA CITY.—By a vote 
of 25 to 14 and over vigorous ob 
jections from some members, the 
State Senate approved a House bill 
banning auto sales on Sunday. 

Senator Don Baldwin, an oP 
ponent, said the bill offered no pro 
tection for persons who observe 4 
day of worship other than Sunday. 

Senator Buck Cartwright, said 
the bill was brought about by thé 
car dealers trying to stop two d 
ers. He addéd that the bill allows 
auto men “to sell anything rela 
to automobiles except the automo 
bile itself.” 
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Along Chicago’s Auto Row... 


Car Ads Still Bring Complaints 


By W. M. McCarty 
Staff Correspondent 

CHICAGO.—While Chicago area 
automobile salesmen are exerting 
every effort to make 1959 a better 
year for sales, unfortunately auto- 
motive advertising, and Better Bus- 
iness Bureau investigations of the 
same, remain on approximate par 
with one year ago. 
The price sticker law has ac- 
complished some good in that it 
has prevented dealer price-pack- 
ing over the manufacturer’s rec- 
ommended prices, but as far as 
making any indelible differences 
to the average car purchaser, the 
price tag law has done little. 
Early in February, U. S. Attorney 
Robert Tieken warned auto dealers 
here that they will be prosecuted if 
they remove factory price lists 
from new cars. The attorney said 
the law still applies if a dealer sells 
a car to another dealer. 

Following the warning by the 


Refinish Institute 
Drafting Manual 
On Standards 








CHICAGO.—The Automotive Re- 
finish Institute has announced it | 
is preparing a specifications manual | 
defining standards and procedures | 
for quality and efficient shop-refin- 
ish operations. 

J. R. Mason, Rinshed-Mason Co., 
said the manual will form the | 
foundation of the group’s activity. | 
He is ARI president and chairman | 
of the standards and awards com- 
mittee. 

He said the manuals will be 
available to trade schools, auto 
dealers, auto-refinish shops and 
other allied groups. 

The institute was founded in 1957 
“to upgrade body-shop operations, 
advance the standards of the auto- | 
motive painter and retail man and | 
to promote better salesmanship in 
retail painting and refinishing out- 
lets.” 

Other officers of the group are 
L. J. O'Doherty, Acme Quality 
Paints, Inc., chairman; J. H. Gus- 
tafson, Minnesota Mining & Mfg. 
Co, secretary; W. E. Marsden, 3M, 
vice-chairman, and A. S. Boehm, 
Black & Decker Mfg. Co., treasurer. 


Tool Engineers | 
To Honor Romney 


DETROIT. — George Romney, | 
president of American Motors, is 
one of seven persons who will re- 
ceive a national honor award from 
the American Society of Tool En- 
gineers at its annual meeting Apr. 
18-22 in Milwaukee. 

Romney will receive the society's 
Progress Award for his work as a 
“gifted organizer and _ respected 
leader in major industry, a builder 
of men and outstanding exponent 
of friendly industrial relations. His 
concept of automotive transporta- 
tion is a definite contribution to 
the American economic welfare.” 

The society's annual Eli Whitney 
Memorial Lecture will be delivered 
at the meeting by Swan E. Berg- 
strom, president of Cincinnati Mill- 
ing Machine Co. 


Anchorage Sells 
All U. S. Makes 


ANCHORAGE, Alaska.—With ap- 
Pointment of Wallace Motor Co. as 
the franchised Buick dealer here, 
every standard American-made 
automobile is represented through 
a dealership in Alaska’s largest city. 

There are now six franchised 
dealers in Anchorage for standard 

erican-made cars. They include: 

Alaska Sales and Service (Cadil- 
lac-Chevrolet-GMC-Oldsmobile- 
Pontiac); Imperial Motors (Chry- 
sler-Dodge-Imperial-Plymouth) ; 





Hoyt Motors (DeSoto-International- 
Plymouth); Nu-Kar Sales of Alaska 


(Studebaker); Wallace Motors 
(Buick-Rambler) and Westward 
Ootor Co. (Edsel-Ford-Lincoln- 


attorney, the Chicago Automobile 
Trade Assn. received many dealer 
inquiries as to how the price stick- 
ers can legally be removed from 
demonstrators and personal cars 
used by dealers and their salesmen. 


The dealers were informed that 
in order to do this it is first neces- 
sary to secure registration and li- 
cense plates (not dealer plates) in 
the company name. In order to 
avoid payment of the use tax, an 
application for tax exemption must 
be filed with the Illinois Depart- 
ment of Revenue. . 

The department will issue such 
an exemption upon the dealer’s 
statement that the car will re- 
main in company inventory and 
the use tax will be paid at the 
time the car is sold to the ulti- 
mate consumer. The price sticker 
may not be removed as long as 
dealer plates are used on the car. 


|The bill represents the first major 
| piece of legislation 
| the 1959 legislature on behalf of the 
| automotive industry. 





In other legislative action, despite 
Gov. William G. Stratton’s veto of | 
a similar bill in the last session of | 
the Illinois Legislature, a model bill 
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devoted to regulating automobile 
time sales and establishing definite 
rate limits and a separation of 
finance and insurance charges has 
been introduced in the Senate. 


The bill is supported by both the 
Illinois Automotive Trade Assn. 
and the Chicago Auto Trade Assn. 
as well as National Finance Co. and 
the larger independents. 


The bill provides rate limits rang- 
ing from $8 per $100 on new cars 
to $16 per $100 on cars four years 
old or older, and removes auto- 
mobile time sales from the pro- 
visions of the present statute cov- 
ering all consumer time contracts. 


“Remember the rags they wore 
when they made the deal?” 





other dealers accused by the bu- 
reau of utilizing advertising “not 
in the public interest” also have 
corrected copy. 

Another dealership, handling 
Ramblers, was requested by the 
| BBB to publish corrections of pub- 
|lished prices. A Pontiac dealership 
was another warned by the bureau 
to correct its advertising which 


introduced in 


The Chicago Better Business 
Bureau closed 1958 with contin- 
ued reports on auto dealerships. 
One Mercury dealer “publicly cor- 
rected his errors” after the bu- 
reau had accused him of being a 
“bait-switch-pack” dealer. Two 
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used Agate type 1/16 of an inch 
high and buried in a reverse cut 
which informed potential buyers 
that advertised cars were executive 
driven and equipment was optional. 


Among 1959 charter members in 
the BBB’s “Ads We Can Do With- 
out” club is a Ford dealer who 
advertised: “Drive free* to the 
vacationland of your choice!” Ac- 
cording to the BBB the asterisk 
was explained as meaning that the 
money saved when purchasing a 
’59 Ford at this dealership would 
more than pay transportation to a 
dream vacationland. 

The sale of automobile service 
warranties by others than li- 
censed insurance companies is in 
violation of the Illinois insurance 
code, according to a Better Busi- 
ness Bureau report citing an 
opinion of Joseph S. Gerber, Ili- 
nois department of insurance, 

Last April, the Chicago BBB re- 
ported that complaints were con- 
tinuing to mount against some 
companies selling service warran- 
ties. At the same time the Secretary 
of State of Illinois was refusing to 
license, or incorporate, several war- 
| ranty companies, seeking admission 
|in Illinois, Instead, applicants were 
referred to the state’s department 
of insurance. 











How much of your overhead does 
your service department pay for? 
Socony Mobil can help you increase 
that amount. Here’s how: 


We can advise you how to set up 
and operate an efficient lubrication de- 
partment. Sometimes a simple change 
can speed up job turnover . . . increase 


volume. 


We’re ready to give you the benefit 
of years of merchandising experience 
... Suggest sales tips . . . give you vital 
retailing information that can change 
labor and parts sales figures from red 


to black. 


And, of course, there’s our lubrica- 
tion training program. We’ll instruct 


Socony Mobil can help boost your 
service absorption in many important ways! 


your men on the most up-to-date 
equipment . . . show them proper 
lubrication techniques on the make of 
car you sell. 


Here’s why it’s good business 
fo do business with Socony Mobil 


@ You get America’s top sellers... 
Mobilgas, Mobiloil, Mobiloil Special! 


e@ You get the help of experienced men 
to help you boost service absorption. 


e@ Yet get expert on-the-job training for 
your personnel. 
@ You get the benefit of merchandising 


and lubrication knowledge unsurpassed 
in the petroleum industry. 


Another reason you’re Miles Ahead with Mobil 





Mobil means 
business ... more 
business for you! 
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Million Units for First Time... 





British Car Output Sets Ma 


By F. ©, Livingston 
Staff Correspondent 


LONDON.—British auto produc- 
tion in 1958 topped one million 
units for the first time, according 
to the Board of Trade, The total 


output during the 12- 
month period totalled 312,356 


and 

In 1937, the best production year 
before World War II, output to- 
talled 379,000 units. The 1957 figure 
was 860,842, down from the top 
postwar year, 1955, when the total 
hit 897,560, 

Individual makers also reported 
record production. 

Ford of reported 
the 1958 output of 417,000 units 
was 17 percent higher than the 

record of 355,772 in 1955. 

For the first time, sales to both 
the home and overseas markets 
exceeded 200,009 in 1958, Ford 
added. Exports totalled 216,000, of 
which 42,000 were shipped to the 


U. 8S. This was almost double the 
1957 figure. Fords represented three 
cars in every 10 shipped from Bri- 
tain, and accounted for 38 percent 
of exports to European markets, 
the company said. 

Vauxhall (GM subsidiary), also 
reported record production of 174,- 
616 units, compared with 150,227 in 
1957. Of this total 119,177 were cars 
and 55,439 were trucks. 

Exports totalled 103,411 vehi- 


Colo. Dealer Is Fined 


For Sunday Car Swap 


GRAND JUNCTION, Colo.— 
The first fine for violation of the 
1955 law barring Sunday deals 





has been levied here against | 


Eugene C. Clark, a trucker who 
deals in cars on the side. 

He paid a $150 fine for receiv- 
ing an old car from two youths 
in exchange for a second-hand 
car, The law forbids selling, bar- 
tering or exchanging motor ve- 
hicles on Sunday. 








cles, compared with 84,422 the 
previous year, for another record. 
U. 8S, shipments were: 21,048 cars 
— all Victors — compared with 
4,607 in 1957. 


Jaguar also reported record pro-| 


duction in 1958 and said sales in 
the U. S. and Canada exceeded $22 
million, compared with $14 million 


in 1957. Sales in Europe were up| 


42 percent, the firm added, with 
Switzerland, France and Belgium 
the top three customers. 

* . = 


First True BMC Car 
O new Farina-styled autos 
have been announced by British 
Motors Corp. 

The first is the first real BMC 
car, It is not a Morris or an 
Austin, but a product of BMC’s 
combined design and production 
organizations working as one 
unit. It is known as the Wolseley 


| and bears a strong resemblance 


| 
rk 








In one New Jersey court, a 
midget was excused from paying 
a parking fine. Reason: He could 
not reach the coin box of a park- 
ing meter. 





at the front end to transatlantic 
and continental tastes, 

The other car is the Austin A-55 
Cambridge sedan. Compared with 
the old A-55, the new model is 12 
inches longer, two inches wider and 
one inch lower in height, and the 





LET SOLEX WORK FOR YOU.... 


Want to give your car sales a shot in the arm? Then let 
So_ex Green Tint Safety Glass go to work for you. It’s so 
easy to sell customers on the extra value of a car equipped 
with SoLex, that you’re bound to see a definite increase in 


your profits. 


SOLEX gives your customers more safety for their money 
because its soft green tint reduces eyestrain and fatigue 
caused by harsh sun glare. Yet it meets all Federal Stand- 
ards for light transmission in autos. 

The extra comfort provided by SoLex is another guar- 
anteed sales booster. SOLEX absorbs over 50% of the total 


Watch the 
GARRY MOORE SHOW 
Tuesday nights 





PAINTS + GLASS - 


CHEMICALS + BRUSHES - 


_ A ~~ aa’ “ ia \ 
AROS. 





solar heat entering the car—which means it also improves 
the efficiency of auto air-conditioning systems. 

Take advantage of the sales appeal of SoLex. Ask to 
have all your cars equipped with this high-quality, profit- 
making accessory. SOLEX comes in any of several types of 


Pittsburgh Auto Safety Glass. 


SOLEX® THE BEST GLASS UNDER THE SUN 





All PPG Automobile Safety Glass complies 


with every recognized safety code. 


PLASTICS + FIBER GLASS 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 





| lower hood line increases the im- 


| pression of length. 
4 S @ 


* 
Rolls to Build IH Engines 


| par ratenctytepee will supply diese] 
engines to power the new range 
|of 15-to-30-ton heavy-duty trucks 
recently introduced by Interna- 
tional Harvester Co, of Canada, 
The engines will be built in Eng- 
land. 
* aa » 


French Ban Rolls Mascot 


oa a new public-safety law 
in France, the famous “flying 
lady” mascot on the radiator of 
Rolls-Royces has had to be re. 
moved. 

The “flying lady” has been the 
Rolls-Royce symbol ever since 1911, 
when sculptor Charles Sykes de- 
signed it after he had taken his 
first ride in a “Silver Ghost.” 
| The new law requires all radia- 
tor mascots, sharp ornaments and 
protruding handles to be removed 
from cars in France. 

= * * 


Perkins Closes Deal 


= British diesel manufacturer, 
F. Perkins Ltd., has given an 
11 percent interest in the company 
to Oliver Corp., Chicago, in return 
for manufacturing and world sell- 
ing rights of three Oliver gasoline 
outboard motors and specialized 
plants for making them. 
« = > 


|3-Wheel Truck Bows 


AMBRETTA has introduced a 
three-wheel delivery truck 
| which has the same single-cylinder, 
| two-stroke 150 cc motor as the 
company’s motor-scooter, Maximum 
loading capacity is 672 pounds. 
« > > 


Vauxhall Uses U. S. Test Field 


AUXHALL is making extensive 
use of GM’s new 10-acre test- 
ing field in Florida, Vauxhall is 
sending samples of projected ma- 
|terials and current production 
| items for assessment in Florida. 
> 7 > 


British Spend More 
| A ppnimnger ini issued by the Treas- 
ury show that personal incomes 
in Britain in 1958 were 6 percent 
higher than in the previous year, 
with consumer spending also up 6 
percent for cars, motorcycles and 
fuel. 








New Glass for Autos 


ILKINGTON BROTHERS, 
LTD., leading British glass 
makers, has come up with a new 
glass-making method, which it said 
will eventually lead to substantial 
| reductions in the costs of glass 
making. 

One outstanding feature of the 
| new glass is its evenness and com- 
| plete lack of distortion, the firm 
| said. Basis of production is a con- 
| tinuous ribbon of glass floating on 
a bath of molten metal in a con- 
trolled atmosphere, so that it 
emerges with a brilliant smooth 
finish, Pilkington said. This does 
away with the need for a grinding 
| process, the firm said, and glass 
ican be made in widths up to & 
maximum of 100 inches. 


School Asks Funds 
For Atom Project 


| ANN ARBOR, Mich—The Uni- 
| versity of Michigan has started & 
campaign to raise $2 million for 
its Memorial-Phoenix Project for 
| atomic research. 
| James C. Zeder, Chrysler Corp. 
vice-president and campaign chair- 
|man, outlined the program to 1 
state business and industrial lead- 
‘on, He said the $2 million would 
|pay for five years of research om 
the peaceful applications and im- 
| Plications of atomic energy. 
Other committee members aré 
|U. of M. Prof. Fred Black, former 
| American Motors vice-president; 
Andrew Kucher, Ford Motor Co 
| engineering and research vice-pres 
|ident; Earl Cress, president, An® 
| Arbor Trust Co.; Halsey Davidson, 
| vice-president, Campbell-Ewald Co.; 
George Parker, vice-president, Na 
|tional Bank of Detroit; Raym 
Perring, president, Detroit Bank & 
| Trust Co., and Dean Ralph Swayet, 
Alan MacCarthy and Lyle Nelson 
all of the University. 


Edsel for Jacobson 
WHEATON, Minn.—Jacobso® 

| Motors, headed by Lawrence J 
son, has been awarded an Edsé! 
| franchise. 
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olume Low in This Area... 





Optimism in South 
Rises with Profits 


By L. H. Houck 


Staff Correspondent 


McGEHEE, Ark.—New and used- 
car sales are up and dealer opti-| 
mism for future business is at a 
new high in 750-mile area extend-| 
ing south from Jefferson City, Mo., 
to Monroe, La. 

Rice farmers are enthusiastic 
with their crop returns, cotton far- 
mers slightly pessimistic because 
of lower prices but not hurt, indus- 
try is booming, employment in the 
hundreds of small factories in this 
area is normal to up and there} 
is a general fever of enthusiasm for | 
prospects in 1959, 

New-car inventories generally 
are low, with some dealers in all 
lines complaining about shortages 
of cars, and many dealers report- 
ing back orders because of in- 
ability to deliver color and body 
style selections. 

Best news of all is the report 
from almost all dealers interviewed 
that their new 1959 sales reflect a 
larger margin of profit than they 
had been able to get for several 
years. 

In several areas where the com- 
petition is rated as stiff as any- 
where in the country, there was 
still reports of deals being made 
at a profit as compared to last year, 
when profits could not be found. 

Another thing that makes the 
market in this particular area dif- 
ferent from most is the low volume 
of sales for foreign cars. Here, 
where in many areas a low income 
group takes in 60 percent of the 
population, it would be expected 
that for low cost and economy pur- 
poses the imported car would be 
a popular seller. 

However, one dealer explained, 
this low income group is barely 
able to buy the lowest priced 
used-cars and so the market for 
imported cars is largely restricted 
to those enthusiasts who want 
sports cars. 

One dealer said that his particu- 
lar market consisted of 40 percent 
normal income comparable with 
the rest of the U. S. and 60 per- 
cent with sub-normal income, with 
hour-wage scales ranging from 40 
to 60 percent below northern states. 

For this reason the sales of 
medium-priced cars exceed the na- 
tional ratio of medium and low- 
priced cars to highest-priced mod- 
els. The volume in luxury cars is 
much lower here than in most other 
places and the volume of lowest- 
priced models in all lines is higher. 

Here are some samples. A dealer | 
at Morrilton, Ark., reported a bet- 
ter December business than last | 
year, with deals showing much 
greater profit and unfilled firm 
orders on hand. He also reported 
that there was much good business 
in prospect. 

Service business is extra good, 
credit and repossessions normal 
or below. The local economy is 
firm and prosperous with employ- 
ment high at an oil mill, a cotton 
mill and a garment plant. 

Several Ford dealers reported 

higher sales and profits for their 
areas and the age-old battle be- 
tween Ford and Chevrolet for top 
volume is in full swing, with Ford 
ahead in some counties and Chev- 
rolet in others. 

Chrysler dealers throughout the 
area report good business for 
Chrysler, Dodge, DeSoto and 
Plymouth, with Plymouth volume 
climbing steadily upward despite 
inventory shortages. 

Here in McGehee business was 
reported good. Profits were up as 
compared with a year ago and 
unfilled orders were on hand for 
Several dealers. Employment is 
normal to slightly down, with Janu- 
ary and February traditionally the 
off months in the area. 

Dealers report service business 

ming, which might indicate 

that owners are having overhauls 
°n their two and three-year-old 

bs, but overhauls are down as 
compared with regular routine 
Maintenance service. One dealer 
said that service business was 
booming because the people are 








finally learning that it pays to 
keep their cars up in good oper- 
ating shape because regular 
maintenance saves them money. 


Dealers offering both eight and 
six-cylinder models reported de- 
mand for the two engines was 
about 50-50 instead of mostly to- 
ward the more economical six. 

Greatest change in the market 
picture as compared’ with similar 
trips during the early fall of last 
year, is the unanimous enthusiasm 
of dealers, who report profits and 
prospects of more profits. 

What about the price stickers? 
One volume dealer reported that 
there was no question but that the 


price stickers helped stabilize the| 


market and helped dealers show a 
profit but other factors, he thought, 
also helped. He said he thought that 
the substantial dealers had learned 
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to say “no” to non-profitable deals 
and let them go wherever they 
wanted. 


In the some ten dealers inter- 
viewed, no one objected to the 
price sticker, although there is 
discounting on the suggested list 
price as shown by the sticker. 


Some dealers said that the re- 
ports of the large number of deal- 
ers going out of business through- 
out the country had a sobering in- 
fluence on deals, with the result 
that many established dealers are 
holding out for normal profits in 
every sale. 

On the other hand, there are lots 
of dealers in this area who have al- 
ways made a profit and who are 
continuing business in the same old, 
profitable way. 

Lack of new cars after new mod-| 
els were announced was the cause| 
of complaint from some dealers, | 
who said their volume would be 
even greater now had they been 
able to get cars. 

Others pointed out that it is the 
sales in the first half that tell the 
tale of whether a dealer will have 
a profitable year and that lack of 
cars caused from strikes cut into 
volume which may not be picked 
up again. 


CAR OWNERS TA 


SHOPS WHO OFFER | 


This High Profit Service 
Are Y. 


B-6A Illustrated 








Savidge Honored Twice— 
Winner of the Quality Dealer award and 25-year plaque is S. L. Savidge, center, 


long-time Dodge-Plymouvth dealer in Seattle. Savidge, who received both awards 
at a special luncheon in his honor, is showing the original full-page ad he ran in 
February, 1933. At left is Gordon James, Dodge Portland regional manager. The 
dealer's son, S. L. Savidge jr., is on the right. 
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The Hew 1959 Streamlined 
BRAKE-MOBILE 


Merchandises Brake Service 


The BRAKE-MOBILE is a completely 
PORTABLE BRAKE SHOP—move the 
shop ... not the car, to any bay for 
servicing brakes. 


Saves time for the mechanic and the 
customer—ideal for dealers operating 
with limited space for service operations. 





DEPARTMENTALIZED BRAKE SERVICE INFORMS YOUR CUSTOMERS 
THAT YOU ARE EQUIPPED TO HANDLE THEIR BRAKE SERVICE 


A Brake Department 
MERCHANDISES 


Brake Service 


The B-9A Brake De- 
partment is com- 


plete in every 
respect—available 
with either Brake 
Dokter or Bench 
Grinder for Shoe 
Fitting. 







= 





B-9A Brake 





Department 


A Brake Department 
SELLS 


Brake Service 


stream- 
lined Merchandiser, 


The new 


with all steel work 
bench, requires a 
minimum of wall 
space—9’ long, 5’ 


high. 


Let Barrett Equip Your Brake Shop tor Rapid Customer Service 
See your local Barrett Jobber or Write Direct. A Representative will call. 


BARRETT EQUIPMENT CO. 















BRANCH 


2101 CASS AVE. * ST. LOUIS 6, MO 


OPERAT 
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Service Management 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 








Updating Shops. 











Is Called Key Be a 
To Higher Profit ——— oe 


Many Dealers Need 
More and Modern 
Tools, Study Shows 


eee one of every 
three dealer service shops needs - 
additional or new equipment or 5 
modernization of present tools for 
effective performance on today’s 
cars, according to a recent survey. 

The survey was made by field 

men for a number of shop-equip- 
ment makers who call regularly 
on dealers, They checked shops 
they visited during the last three 
weeks. 

A large sample of shop equipment 
was selected to indicate what the 
average dealer may find in his own 
shop on close inspection. 

Many dealers who have shown a 
keen interest in increasing shop 
output and profits with the same 
space and mechanics have only to 
study the movement of the vehicles 
in the shop to eliminate the waste 
time curbing their profit potential, | 
the study showed. 

Others will find they must mod-| 
ernize or replace equipment or | 
tools that have been greatly im-| 
proved from a time-of-operation 
standpoint. 


Vaintenance 














juardian | 
Maintenance — 





| Promotion Material— 


Point-of-contact material for Guardian Maintenance includes pennant strings, safety 
| Service posters, reprints of the announcement advertisements in color, service en-| 
trance banners and window stickers. General Motors dealers will use the material | 
to identify themselves with the Guardian Maintenance program and to tie in the) 
local dealership with the barrage of national advertising that will announce the pro- 
| gram and keep it boiling. Other items like napkin-size paper cleaners with a pleasant 
| thank-you message are also available. 








Backshop a | 


..+ by Jack Weed 


+ * 


Improvements Cited 


ANY dealers, for instance, have | 
not judged their shop opera- 
tions and equipment in the light | 
of such auto improvements as in-| I DOFF my hat to Fred Donner,| pace with the sale and increased 
creased compression ratios, changes | Jack Gordon, Bill Hufstader and! population of cars and trucks. 
in types of frames and other im-) al! the rest of the management of| Of course, there are other, should 
provements since they bought much | General Motors for recognizing that | we say, extenuating circumstances? 
of their present equipment. — |the time has come when this in-| But let's face it, customer-dealer| 
mn view of the tocmendens jump | dustry can not go along any longer! relations and customer apprecia-| 
in “breakdowns” reported by the | condoning and ignoring some of|tion of the product would have| 
en eS ee > Se & |the bad—and sometimes vicious- | been much better today if customer 








New GM Program 
Could Build Fire 
Under All Service 


_ Guardian Maintenance pro- | men who call on the dealers from 


gram, which will be announced 
nationally in Saturday Evening 
Post, Life and Look with their first 
issues in May, bids fair to bring 
on an all-industry resurgence to 
active service’ promotion and a 
drive for more service business by 
dealers in all makes of cars and 
trucks. 

Although the program is pro- 
moted by General Motors Corp. 
and its divisions and is being 
most enthusiastically accepted by 
their dealers, other dealers will 
soon catch the basic greater- 
profit, more-contact theme that 
underlies the entire program. 
When the point-of-contact signs 

and banners go up in dealer shops 
all over the country, many old- 
time dealers are of the opinion that 
this movement will catch on just 
about as fast as when a promotion 
was started years ago to move the 
lubrication department to the front 
of the dealer’s service shop. 


Although 
versal dealer acceptance and 
a spontaneous development. It will 
take some time for many dealers 
to get their houses in order to do 
justice to the program. 


* * > 


EALERS will 

much reorganization of their 
own shops in a large percentage of 
eases before they even begin to 
feel the full benefits and profits 
that will unquestionably follow. 


Dealers contacted say they see 





its timing could not} 
have been better to get almost uni-| 
en-| 
thusiasm, it cannot possibly become | 


have to do too) 


the zone or district offices. 
The program is a five-point plan 


to run until next Apr. 1. 
* * * 


Safety Check Tiein 

T WILL start May 1, fitting into 

the time-honored May Safety 
Month theme that has been pro- 
moted by thousands of dealers each 
year. The first weeks will concen- 
trate on the safety services with a 
proposed “Circle of Safety” inspec- 
tion. It will be implemented by 
specials aimed at bringing the car 
owner into the dealer’s shop during 
May and June. 

These will include brakes, lubri- 
cation and exhaust as well as the 
10 other safety check points that 
are normally promoted in the May 
safety campaign. 

The program will be announced 
by General Motors in the three 
national magazines with two- 
page advertisements, It also will 
be sold by full-page advertise- 
ments in metropolitan newspa- 
pers and by radio “spots” on the 

important stations of the nation. 

Following this initial blast for 
the two-month period, the program 
will be further bolstered by news- 
paper advertising by the corpora- 
tion and by a barrage of local 
newspaper and radio spot an- 
nouncements by dealers. 

> > > 

FTER the first two-month pe 
‘% riod, the corporation will an- 
nounce the second phase of the 
program directed at “Performance 
Service Specials,” selling the serv- 
ices that are required for peak pet- 
formance and benefits for vacation 


















































| practices that have crept in during) jabor sales had kept pace with ve- 
M-E-L Schedules the past few years. hicle sales. 
Contest to Push | 


7. 
Service Sales | 
E M-E-L division’s 1959 Treas-| 
ure Chest Program, designed to} 
increase sales and profits in the| 
parts and service department, will! 
open May 1 and run through Oct. 
31. 

The cooperative effort of the 
service and parts and accessories | 
units of the division is a nation- | 
wide contest with competition on 
a district basis, One parts man- | 
ager and one service manager in 


Regardless of how the “dedi- 
cated” officials down the line of 
command worried and tried to 
stem the tide of increasing bad 
habits, it took the General Mo- 
tors high command to realize 
that: 1. habits are perhaps the 
hardest thing to change in all 
business relations; 2, that no one 
department of any automotive 


firm could do the job alone, and | 


3, that it took a sincere approach 
from the top executives to do 
the job that everyone who gave 
the problem any serious thought 
knew had to be done. 


Parts business would have re- 
| mained with the dealer at an in- 
| creasing high level as parts are not 
| Sold until some customer labor is 
performed and when the dealer 
does not do as much repair business 
he doesn’t sell as many parts—or 


| accessories. 
7 7” * 


Take It from NADA 


| well run profitable retail automobile 
| business prove time and again that 


if a dealer is really to be successful | 
;}and make money year after year'| 


| through good times and bad, he is 


| NADA's own figures, as well as| 
the operating figures from any| 


each of the 21 districts will win | doing a good service job and selling | 






jin this drive to bring the new-car 
buyer home for service not only a 


much needed added profit from| 


their service operation but also in- 
|}creased contact with car owners 
and the opportunity to heal some 
bad dealer-customer relations that 
have crept into the retail end of the 
automotive industry during the last 
| few years. 

As they point out, it is the first 
service program that has been 
| introduced by any corporation or 
factory in approximately 20 years 
that has had complete factory 
backing and attention from the 
top executives in the corporation 
down through the divisional gen- 


AAA Affiliates Get 


Spring Service 





motoring. 

The third two-month deal in 
September and October will fea- 
ture the “Protective Service Spe- 


Col. 1) 






(Continued on Page 35 












Tips on Selling 






HE AAA has sent its service 
station affiliates a booklet, 
“Avoid Spring and Summer 
which calls attention © 








Trouble,” 





a trip for two to Mexico. 

The division will back up the 
program with sales and promo- 
tional materials for participating | 
dealers, Merchandise prizes will be 
awarded leading contestants in 
each district who do not win trips. 

The contest is a part of a new 
three-pronged service policy. Other 
facets of the program are: 

1. The M-E-L Quality Service 
Program. This is designed to in- 
terest and help the dealer in im- 
proving his service and place it 
on a more profitable basis, 

7“ * * 


The M-E-L Service Training 

* Program, designed to give me- 
chanics the best possible factory 
training. 

The new program is being car- 
ried on under the slogan “Customer 
retention is necessary for penetra- 
tion. We cannot survive on new 
business alone.” 

D. A. Kuhn, M-E-L national 
(Continued on Page 43, Col. 1) 





Service New Products 
Page 42 





In stepping up to this situation : = 
with the Guardian Maintenance | (Continued on Page 41, Col. 1) 
program, they have shown con-| 
cretely that the philosophy that | 
made the corporation what it is) 
today and which has been basic in| 
its customer relations still is the) 
“hard core” around which sound 
sales and service operations revolve. | 

* * * 


Tackled by M-E-L 
HE M-E-L division of Ford is} 
attacking the problem from a| 

slightly different, but, I believe, an} 

effective angle. 

While I understand that the 
“top management” team of 
M-E-L is just as solidly back of 
their approach to the problem of 
regaining public confidence in 
their product and in their dealers, 
the M-E-L program is still being 
operated by the service depart- 
ment alone. 

More and more, top management 
executives are recognizing that 
most of the problems they and the 
industry have been facing during 
the past few years are basically 
tied up in the fact that dealer sale 
of customer labor has not kept 


Right Star 


and perhaps the most important 
service department? 


“At this time,” said Townsend, ‘ 


adequate service. 
“I believe a large number of 





eral and sales managers to the 


t to Service 


Profit Idea of the Month . 


GARY, Ind.—How many thousands of dealers are missing the first 


step toward building an effective 


Literally thousands, Jack Townsend (Pontiac) believes when they 
allow new cars to be delivered by salesmen. New cars at Townsend 
Pontiac are all delivered by the service manager. 


‘the new-car owner is introduced to 


the service manager. We make quite a ceremony out of it. We make 
the owner realize that the service department is a vital link in the 
business, We impress on him the importance of maintaining frequent 
contact with the service department.” 

The service manager in turn shows the buyer the quality and types 
of service available. He points out the pitfalls of failing to maintain 


dealers have salesmen deliver new 


cars,” said Townsend. “From a purely economic standpoint it is a 
waste of a salesman’s valuable time and, further, it often results in 
the new owner calling back on salesmen, expecting them to give his 
car service. But the main drawback of salesmen delivering new cars 
is that it doesn’t provide that vital first close relationship with the 
service department that is so essential.” 





| torists 


| June and the safety program 





things they should suggest to me 
in preparation for spring 
and summer driving. 

Since these stations compete 
with car and truck dealers for 
this profitable service work, it 
is felt that franchised dealers 
should make preparation to 
this competition, 

The AAA’s “things to do” alse 
coincide to a great measure with 
both the aims of GM's Guardiat 
Maintenance program for May 
















the Inter-Industry Safety Commit 
tee. 

The booklet urges stations ® 
suggest these services: 

Change oil and install new filter 
cartridges; clean radiator and ad 
rust inhibitor; lubricate chassis, 
inspect and rotate tires, and clea? 
and shine the finish. 

Check fan belt, thermostat, wate 
pump, packing and hoses, differet 
tial, brake fluid, spark plugs, Wi 
ing, battery, voltage regulator 
generator, all lights and turn 
nals, shock absorbers, wiper blades 
carburetor and fuel system, mu 
fler and tail pipe and brakes. 




















Make your lubritorium a Golden Invitation to new service sales 


with LINCOLN 


CEILING 
LUBREELS* 


fk fin 


to merchandise your 
SELECT 


modern lube services! 


For 


“GUARDIAN MAINTENANCE’ 


that Builds and Keeps 
MORE SERVICE SALES 


styling ... dramatic functional styling attracts 
customer attention, inspires confidence in your 
service ... makes your lube room a Golden Invi- 
tation to new sales. 


Oo MODY, Preside efficiency . .. exclusive air-power actuation and 
ee iattmaiad smooth, uniform retraction help men do faster, 


Carmody Pontiac, Inc. 
lA : neater, better work. 


East St. Louis, Ilinois 


dependability . . . maintenance is the lowest... 


“Golden Standard Lubreels help make our ‘first-time’ visitors installation is simplicity itself. 


regular customers. People have come to know that the gold panel 
stands for the finest lubrication available. As for us, we know Call your Lincoln Sales and Service Wholesaler. 
it not only for ‘looks that attract,’ but for fast, efficient lube He’ll be happy to advise and assist you in plan- 
work and minimum maintenance. We like the complete service ning all your lubritorium requirements. No obli- 
facilities our Lincoln wholesaler gives us, too.” gation, of course. 


Lead with Lincol/n 


*Trade Name Registered 


LINCOLN ENGINEERING COMPANY ¢« Division of The McNeil Machine & Engineering Co. Linco!n 


Engineers and Manufacturers ¢ AUTOMATIC LUBRICATING EQUIPMENT « SAINT LOUIS 20, MISSOURI 
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Could Build Fire Under All Dealer Service .. . 


GM Program Has Wide Potential 


(Continued from Page 36) 


cials,” the operations necessary to 
get the car ready for the change 
in the season. 

The November-December pro- 
gram calls for “Preventive Service 
Specials” which will bring to the 
owner’s attention the things he 
should have done to put his vehicle | 
in proper shape for cold-weather | 
driving. | 

The January-February-March | 
program calls for “Dependability | 
Service Specials” that will call at- 
tention to the things to be checked 
for the changeable spring weather. 

* . + 


Promotion Kits Ready 


LREADY dealers have ordered 

their -point of contact material 
and practically every GM dealer 
will blossom out with these ban- 
ners, window cards and other ma- 
terial designed to catch the eye of| 
the driving public and further im- 
press upon them the importance of 


the Guardian Maintenance pro- 
gram. 

All this month travellers for 
the various divisions have been 
going over a plan book with deal- 
ers. This plan book not only 
again emphasizes the benefits 
that the dealer can derive from 
the program but also outlines the 
things the dealer will be expected 
to do to implement the program. 

Even this plan book leaves no 
opportunity for the dealer to forget 





Glenn Mitchell Is Erecting 
New Building in San Diego 


DETROIT.—Glenn Mitchell Col- 
lision Estimator, Inc., has an- 
nounced expansion of its facilities | 
in San Diego, Calif. A building 
duplicating in size the current 
structure, is being erected on the 
adjacent lot, the firm said. 

Glenn Mitchell compiles and pub- 
lishes current parts lists, prices, 
and flat-rate information for 
American and foreign-built cars. 
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|every vehicle and protecting the 
| investment of the owner.” 







that this plan has the active inter-| 
est of all top executives in both! & 

the corporation and the divisions. | figitt 
Inside the front cover is a amnnel 
entitled “Service is Our Obligation | . 
and Our Opportunity” that is| 
signed by the general sales man-| 
ager of each division. 

This message says “it is not 
enough to build a good car or truck 
and sell it. The division and the| 3rd in 33 Years— 
dealer have a vital interest in main- 
taining the peak performance of 


SAAMI saan Bi6 ied 


* 


— message adds, “This means 
that right now is the time for 
you (the dealer) to alert your 
people to your plan of action and 
to opportunities which this great 
new program offers for expanded 
service business and additional | 
profits.” 

After 1957 and 1958, there is 
hardly a dealer in the business 
that doesn’t thoroughly under- 
stand the need for increasing his 


* « 


20,000 square feet. 


business where he can increase 
his profits. 

NADA operating figures for last 
year indicate that reporting deal- 
ers had an average gross of $330.31 
per new vehicle sold from their 
service operation. Many dealers 
can understand this much more 





To Chrysler Motors Corporation Dealers: 








Your key 

to fastest 
turnover 

at lowest 
overhead 


DEALER BALANCED STOCK PLAN 


To make more money in the growing parts market, be cer- 
tain you have the right parts and accessories in the right 
place at the right time. The best way to do this is with the 
MoPar Dealer Balanced Stock Plan, the MoPar Master 
Parts Record Control System and the MoPar Physical 
Inventory and Analysis Pad. 

Experienced MoPar parts specialists are ready now to 
help you set up these plans. They are proven ways to save 
time, money, eliminate parts obsolescence, improve serv- 
ice, build stronger customer loyalty. 

Call your MoPar Wholesaler today. He'll be glad to 
give you complete details about the Dealer Balanced Stock 
Plan, the MoPar Master Parts Record Control System and 
the Physical Inventory and Analysis Pad. They are avail- 
able only from MoPar. 


Invest in your future ... buy 100% MoPar 


Sell . . . the line that keeps your customers sold on you... 
Genuine Chrysler Corporation Parts and Accessories 





MoPar Division, Chrysier Motors Corporation, Detroit 31, Mich. 


Randall & Blakely, Inc. (Ford-Mercury), has moved into this new building in Griffin, 
Ga. This is the third new building the firm has occupied since it went into business 
as a Ford dealer in 1926. The dealership's newest facilities include 20 mechanical 
stalls, five body shop stalls, three wash racks and a paint booth. The building covers 


| with absorption or covering fixed 
| expenses. 

| So it is expected that with the 
| push for doing something about 
| Service coming from the very top 
| of the corporation and the division 
| down through the line of command, 
most GM dealers will be giving 
their service operation a deeper 
study from a different angle than 
they have viewed this end of the 


business for some years. 
= * nad 


Profit Plus Goodwill 


_—— plan book emphasizes that 
this is a unique advertising and 
merchandising program aimed at 
not only bringing back profitable 
business that has been allowed to 
slip away to competitors but that 
it also will develop customers out 
of owners so that increased repeat 
vehicle sales can be expected and 
owner-dealer relations greatly im- 
proved. 

It points out that competition 
now outnumbers General Motors 
dealers approximately 15 to 1 and 
that most of this competition is 
located much more conveniently 
for the customer than the aver- 
age dealer’s shop. 

It also emphasizes that 

(Continued on Page 40, Col. 1) 


every 


Attendance Tops 
30,000 for 11th 
Pacific Show 


SAN FRANCISCO.—The 11th an- 
nual Pacific Automotive Show 
closed after drawing attendance of 
more than 30,000. 

Admission for the first two days 
of the show was limited to spon- 
soring wholesalers and exhibitors, 
while Saturday and Sunday were 
open to all automotive trade execu- 
tives and fleet operators. 

More than 350 leading national 
manufacturers of replacement 
| parts, service station and truck 
|maintenance equipment, tools, 
chemicals and accessories displayed 
and demonstrated the latest inno- 
vations in the industry. 

Outgoing president of the Auto- 
| motive Show was Robert D. Woot- 
| ten, of Berkeley, Calif. Newly 
| elected officers for the 1960 show, 
| to be held in Denver, were Walter 
| Olson, Havre, Mont., president; J. 
K. Wilkinson, Pomona, Calif., first 

vice-president, and W. D. Hender- 
|son, Sacramento, Calif., second 
vice-president. 

Permanent officers of the organ- 
lization are S. B. Sturtevant, Van 
Nuys, Calif., secretary; Andrew D. 
| Shaw, Los Angeles, treasurer, and 
J. Leonard Gibson, Los Angeles, 
executive manager. 


Stiffer Checkups 


Urged in Maine 


AUGUSTA, Me.—A tougher auto 
inspection program has been de 
manded by Stanton S, Weed, state 
motor vehicle director, who called 
|the present setup a farce. 

Addressing the legislature's 
transportation committee, he urged 
passage of a bill which would 
stiffen personnel and equipment re 
quirements, transfer administration 
from the secretary of state to the 
state police and boost semiann 
inspection fees from 50 cents to $1 

Weed said the inspection program 
adopted 22 years ago has become 
little more than a revenue pro 
ducer, He admitted, however, that 
a number of inspection stations 4 
“bend over backward to do a g 
job.” The bill was defeated, however. 





| 











CHEVY 6 
WINS ITS CLASS 
IN MOBILGAS 

ECONOMY RUN! 














Biscayne tops low-priced 6 class 
with 22.38 m.p.g. in 1,898-mile test 
...the best mileage of any 
full-sized car! 


From Los Angeles to Kansas City—over every kind of terrain—a Chevrolet Six 
with Powerglide automatic drive took all comers to win in its class the world’s 
most conclusive test of automobile economy. It’s a matter of official record now 
—Chevy Biscayne 6 gets more out of a gallon than any other six in its class. 








Conducted and sanctioned 
by the United States 
Automobile Club 





Chevrolet’s great standard engine, the 
Hi-Thrift 6, specializes in coaxing 
extra miles out of a tank of regular. 
It’s engineered to go easy on gasoline 
with an economy-contoured camshaft, 
modified valve lifters and a recali- 


brated carburetor. It’s engineered to 


just plain go, too, with an extra punch 
in low and mid ranges that’s great for 
passing and hill climbing. 

Add full-sized car comfort and 
you've got a winning combination— 
one that Chevrolet dealers offer as a 


specialty of the house! . . . Chevrolet 


What America wants America gets at America’s No. 1 dealers 


Division of General Motors, Detroit 2, 


Michigan. 
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Could Build Fire Under All Dealer Service .. . 


GM Program Has Wide Potential 


(Continued from Page 38) 


person in the dealer’s organization 
has a big stake in the success of 
the Guardian Maintenance pro- 
gram, whether he is in the office, 
shop, salesroom or on the used-car 
lot. 

It suggests that the dealer call 
all employes together and give 
them the facts about the program 
so they all will become better sales- 
men for the dealership and will be 
constantly on the alert to steer 
service business to the dealership. 

* a. ” 


HE dealer is advised to set the 

stage for service selling action 
by making the service department 
orderly and “spic and span.” He 
should take a good look around the 
shep and note what can be done 
to make the place sparkle. 

A thorough cleaning and a good 
coat of paint can do wonders not 
only to add more customer appeal 

the facilities but also to bring 
new outlook on the objectives 
of the service mt to the 
men who work there. Good light- 
ing also helps to show off the 
shop to its best advantage, the 
dealer is told. 

The dealer is also being asked 
if he has enough mechanics to 
handle the volume of work passing 
through the shop. Are mechanics 
and service salesmen satisfactorily 
trained on the dealer’s particular 
make of car or truck? 

Are they as neat looking as pos- 
sible and familiar with the dealer’s| 
service policy? Does the service) 


department have adequate super-| 
vision? Has the dealer set up reg-| 
ular work procedures for final in- 


spection of all service work? 
. > > 


Benefits Pinpointed 
oo key man in the plan is) 
pinpointed by the benefits the) 
program can bring the dealership. | 
For instance, the plan book points) 
out for the serviceman, labor sales) 
account for approximately $97.50 | 
of the amount that the average) 
service customer spends annually. | 
For the parts man, most labor) 
sales mean parts sales, too, and) 
the parts volume totals about $74.50 
annually per vehicle. 

Salesmen benefit because cus- | 
tomers who come back for serv- 
lee are more likely to come back 
to the dealership for a new or | 
used car or truck. 

It points out that the dealer who) 
expects to stay in business knows 
the value of repeat customers and 











Mechanics’ Patrol 
Helps One in 50 
On Pa. Turnpike 


HARRISBURG, Pa—One of | 
every 50 vehicles which travelled) 
the Pennsylvania Turnpike during | 
January utilized the services of the | 
Turn pike's patrolling authorized | 
service mechanics. 

In its monthly report of the) 
activities of 16 authorized service | 
mechanics, the Turnpike Commis-| 
sion said 3,906 service calls were} 
made during the month. The num- 
ber is about 2 percent of the 2,250,- 
000 vehicles which used the system 
during the month. 

Lack of fuel was a major reason 
for repair calls. Service vehicles 
provided fuel to 689 motorists while 
approximately 400 others obtained 
fuel themselves at Turnpike serv- 
ice stations. 

Tire failures accounted for 621 
service calls; generator failure, 200; 
battery, 164; radiator, 101; fuel 
pump, 92; overheating, 85; fan belt, 
67; water pump, 27, and various 
mechanical repairs to engine, trans- 
mission and brakes, 1,744. 





Service Station Operators 


Unite to Fight Oil Firms 


PHILADELPHIA.—Two hundred- 
and-fifty owners of independent 
service stations in Philadelphia 
have formed an association to 
fight efforts of major oil companies 
to regulate retail prices of gasoline. 

Albert Nappen, a station opera- 
tor, said he will represent dealers 
in contesting an action of Gulf Oil 
Co. requiring him to sell his gaso- 
line at fair-trade prices. 


that service is the best way of| things the dealer should do or 


keeping in frequent contact with | supervise before the program | 


them. 
+ +” + | 

— is even a message for the ‘ 
girls in the office, It notes that! to others — to review the me- 
service income helps to maintain | Chanic-training program, check 
a sound, profitable business that| tools and equipment, check the 
can provide steady employment) Parts department inventory, check 
and opportunity for all. 
The plan book outlines the | mailing lists, put up point of serv- 
---- —— ice displays, followup each owner 


g0es into effect. 


DeSoto Salutes Brewer 
BURLINGTON, Vt.—Harold Ray,| Maintenance program. 
manager of Brewer Bros. (DeSoto- a 


Plymouth), has been presented a . 
silver plaque in recognition of the, Duties for Dealers 


dealer. 


dealer should do himself are to 
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| the customer reception area, update | 


| by telephone and tell all car and| 
truck buyers about the Guardian | 
|hold a general meeting of all em- 








all 


Customers want 
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Rambler Service Center 


Opens in New York City 

NEW YORK.—To assist those 
New York commuters who own 
Ramblers to obtain quick while- 
they-work service on their cars, 
American Motors Sales Corp. has 


Among the things he can delegate | (panes Be Sweaters a 


service center at 125 West End 
Ave., (Eleventh Ave.) 


Rambler Service Center can 
service 75 automobiles simultane- 
ously, It is equipped to handle all 
major and minor repairs, as well 
as body and paint work, on all 
American Motors cars. 





ployes, conduct a special meeting 


work area, evaluate the service 
personnel needs, review the cus- 


tomer handling methods, review 
pricing policies, schedule local 
tiein advertising, plan local public- 
ity, send out announcement letters 
or cards, keep everyone informed 
on future campaigns and, last but 
far from least, organize and set up 
a quick service area if his building 
can be made to accommodate such 
an area. 

Everything in the plan book, of 
course, is sound service procedure 
regardless of the program but is 
doubly necessary if this program 
is to be successful as it is aimed 
at creating a more receptive at- 
titude on the part of the customer 
toward the dealer and the prod- 
uct. 

A promotional package of the 


| with service and parts personnel,| magnitude of this GM plan, can’t 
I |inspect the service department 
firm’s 25th anniversary as a DeSoto | preg among the things the | 


help but have a desirable and 
worthwhile effect on all dealer 
service, 
























































~ 


CLACOMPLILELM ILM 





EXPANSION METIOM 


is just one of the MODERN 
POWER ring actions...and 
with Ramco you get them all! 


MODERN POWER is something a customer 
may never ask for. But he needs it! 


And it takes ring sets with a complete combination 
of MODERN POWER features to power up to 
customer standards. Only RAMCO has them all! 


One of them is circumferential expansion action... 
the newest development in ring design. It 
provides new conformability, instant seat-in, 
immediate oil control. And only RAMCO 

has it for any age engine: car, truck, tractor! 


That’s just one reason why we hope you’ll call 
your RAMCO jobber. Soon! 
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(Continued from Page 36) 


customer labor in proper relation 
to his vehicle sales. 

A great deal of the high in- 
crease in warranty and policy ex- 
pense could have been eliminated 
if more customer labor had been 
performed as pre-delivery make- 
ready or in the early stages of 
the new car’s use. 

There can be no question in any 


factory man’s mind today but that} 


perhaps the majority of their deal- 
ers should be making more profit 
from their operation. Yet, we as an 
industry have sat back and allowed 
competition to start making serious 
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inroads on the dealer’s most profit- 
able service business. 

This competition, it is claimed, 
today outnumbers the dealer’s serv- 
ice shops at least 15 to 1 and is 
still increasing at an alarming 
rate, One reliable source told me 
that his investigation shows that 
while dealer service has dropped 47 





Cohn Heads Chevy Club 
ASHEVILLE, N, C.—Herbert P. 


| Chevrolet Co., has been elected 
president of Chevrolet’s retail serv- 
ice managers club of North Caro- 
lina. 
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percent in the last five years, the 
independents have increased 58 per- 
cent, My informant gave me no 
statistical base for this statement 
so I am passing it along for what 
it is worth without conclusive evi- 
dence, 
= * = 
Why Wait? 
we have to wait until 

thousands of dealers are in 
serious trouble before we make any 
determined attempt to get back to 
the solid basis on which all highly 
successful dealers operate is more 
than I will ever understand. 

I am completely mystified as to 
why we let bad habits become so 
imbedded in the foundation of 
our factory-dealer relations and 
our dealer-customer relations that 
it takes a “bombshell” approach 
to wake up the industry to the 
things it has been doing wrong. 
Paraphrasing Chevalier’s great 


a Te 


CHROME , 

TAPERED | 
FACE 

COMPRESSION | 
RINGS 








song, “Thank Heaven For Little 
Girls,” I would like to say “thank 
Heaven” that the great majority of 
all General Motors dealers (I 
understand) have expressed them- 
selves as enthusiastically in accord 
with the GM program even though 
they know that they will have to 
shoulder much of the responsibility 
|and the work that it will take to 
|}cure the evils that have crept up. 

A great deal of credit should go 
to the divisional teams in the field 
| that have held the dealer meetings 
in which this program has been 
outlined. 

Every dealer I have talked to 
jabout the program has the right 
idea of what it is designed to ac- 
complish, knows that there is a 
| serious job to be done, is champing 
j}at the bit to get his share in the 
program under way and feels that 
|this is the first really solid cus- 
tomer-dealer relations program 
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that has been presented in at least 


20 years. 
* * + 


More Profit Certain 


I CERTAINLY hope that the 
dealers to whom I have talked 
echo the sentiments of the majority 
of General Motors dealers, If they 
do, I feel absolutely certain that 
next year’s NADA operating figures 
will show a much higher net “take” 
on this year’s business than they 
have shown for several years. 

We have taught the public to 
buy on price and the public 
| seems to enjoy this habit. The 
only way dealers can get back 
to obtaining a higher gross on 
vehicle sales is to make appre- 
ciative customers out of their 
new-car and truck buyers, 

After all, this program basically 
is not new. 

It endeavors automotively to ac- 
complish the same type of confi- 
dence building that has built most 





of the great department stores of 
the nation, has turned the selling 
of insurance into a dignified occu- 
pation and is the structure under 
which all small-town merchants, in 
and out of the automobile business, 
must live if they are to stay in busi- 
ness. 

Now, if we can get service pro- 
motion back under the direct su- 
pervision of the service manager 
where it belongs (even though he 
is operating a “loss” department 
and isn’t supposed to know any- 
thing about seliing) I will gamble 
that dealers will be much better 
off financially and that the factory- 
dealer relations will become more 
sound. 


It Takes Labor 


* * 
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=> all remember you don’t 
sell parts until some labor has 
been done and you don’t keep cars 
and trucks running sweet unless a 
mechanic who knows his business 
has worked on them from time to 
time. 

Dealers have lost service busi- 
ness through loss of confidence 
more than for any other reason. 
And for the same reason, they 
have lost repeat sales of both 
new and used vehicles. 

If any competition thinks that 
this GM program is just a “one 
shot” promotion or a “fancy-Dan” 
stunt, they won't have to talk very 
long with the executives on the 
13th and 14th floors of the GM 

Building in Detroit to have that 
notion knocked out quickly. 

While the initial program is set 
up for only one year, the thinking 
of everyone I have talked to at GM 
is that this program will be in 
force for years if it takes that long 
to get it established and running 
smoothly. 

+ > 

CAN’T swing away from this 

writing machine without a brief 

comment on the unusual bit of pro- 
motion by the boys at Plymouth. 

They had a vocational school boy 
presented with a car with the en- 
gine all torn down and the parts in 
a heap on the “People Are Funny” 
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|show and had Art Linkletter tell 
| the kid that if he and his four pals 
|could assemble the engine, get it 
back in the car and drive it to the 
next week’s show it would be pre- 
sented to his family. 

This can’t help but do quite a 
little to set the stage for the 
series of “car fix” sessions that 
Plymouth is staging in several 
cities this spring with the aid of 
the automotive classes in the vo- 
cational schools of those cities. 
This program is a “brain child” 
of George Cutler, service manager 
of Plymouth, who first established 
it on the Coast when he was 
West Coast service manager. 

I believe that this program can 
do much to bring a higher type of 
student into the automotive classes 
of vocational schools and do much 
to relieve the serious problem on 
automotive mechanics. 

All dealers will continue to face 
this problem until we can hold our 
present mechanics and bring more 
into the retail service shops, 





Russian Cars Enter 


Market in Denmark 


LONDON.—A_ Russian-Danish 
trade agreement under which 
Russian cars will be sold in Den- 
mark has been reported here, 

The cars and their approximate 
Danish selling prices were re- 
ported to be the Moskvich, $2,315; 
Volga, $3,715, and Tchaika, $4,315. 
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AIR CAP—An air cap for automotive 
spray painting, designed especially for 
use with acrylic and enamel automotive 
finishes, has been announced by DeVilbiss 
Co., Toledo, O. Designated model 154, the 
spray nozzle is designed to give a “super- 
soft-spray,” which is described as having 
a wider, wetter pattern. Other features in- 
clude a sturdier ring to withstand bumps 
ond resilient O-ring for three-way sealing 
agoinst air leakage. The item is offered 
separately for use. with JGA and MBC 
spray guns for applying the new finishes. 
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LiFT—Featuring a 40-inch lift, with air 
or hydravlic operation, the Hi-Jak, an) 
instant cor lift, hos been introduced by) 
Beverly Equipment Engineering Co., 3860/ 
W. 139 St., Hawthorne, Colif. This lift 
features adjustable fingers permitting its 
vse on ali mokes of cars, both domestic 
and foreign, it is said. The Hi-Jok lifts 
front, rear or sides, by cross members, A-| 
frames or bumpers. it is equipped with) 
safety pressure relief valves. The unit has 
@ capacity of 3,000 pounds, is 55 inches 
long, 23 inches pie ond, 23 inches wide. 








LUBRICANT—Protect-A-Point, a specially 
developed cam rubbing block lubricant 
contained in a small medical-type capsule, 
is now packed with every Echlin contact 
set and contact assembly. This lubricant 
is soid to stop rapid wear and is easily 
and conveniently applied directly from 
the capsule to the rubbing block when 
ignition contacts are installed. The lubri- 
cation continues for the life of the con- 
facts and helps maintain correct spacing 
between points to prevent excessive cur- 
rent flow that otherwise shortens contact 
life, it is said. Echlin Mfg. Co., Branford, 
Conn. 





> . * 





BODY PANEL—A Buick body replace- 
ment panel has been announced by Scho- 
field Mfg. Co., 1140 E, 222nd St., Cleve- 
land 17, O. Described as the lower rear 
section of the 1955 and 1956 Buick Spe- 
cial and Century rear fenders, the panel 
is available in right hand and left hand 
styles. Designated as P-383-L (left) and 
P-383-R (right), these panels are the new- 
est additions to the more than 600 auto- 
body replacement panels in the Schofield 
system of avtobody repairs. 


Auto ‘Beauty Treatment’ 


Osrow Products Co., Inc. Glen 
Cove, N. Y., has introduced a car- 


NEW PRODUCTS 


wash product called Wash & Wax 
Whirl-A-Way. The company said it 
washes the car and leaves a coat of 
hard Carnauba wax to protect the 
surface. No polishing is needed, 
Osrow said. 





STORAGE EQUIPMENT—A line of tool 


| storage equipment, including a standard 


tool shelving section, has been announced 
by lyon Metal Products, inc., 3 Plant 
Ave., Avrora, Ill. Lyon tool shelving can 
be tailored and retailored to fit changing 
requirements. No tools necessary for as- 


| sembly with the patented Lyon shelf clip 


and stud assembly, it is said. The line 
features a complete line of tool storage 


inserts and shelving accessories. 
* * * 





STEAM CLEANER—A heavy-duty steam 
cleaner has been developed for aviomo- 
tive and general industrial maintenance 
operations by Circo Equipment Co. Clark, 
N. J. Automatic controls maintain opera- 


r 


| tion ot peck efficiency, and time-consum- 


ing adjustments of burner and other set- 
tings hove been eliminated, it is said. 
The units are available in two capacities: 
Model “275,” 110 volts, 1% horsepower; 
model 360," 220 volts, three horsepower. 
Fuel capacity of both units is 15 gallons; 
soap copacity 15 gallons of concentrated 
solution. 





WORM GEAR CLAMPS — Murray Co., 
Towson, Md., has added a non-collared 
screw worm gear clamp to its line of 
automotive and plastic pipe clamps. The 
model is available with a double-plated 
carbon screw and stainless steel housing 
and band, or with all-stainiess steel 
throughout, The non-slip feature of the 
collared screw of the regular clamp is 
replaced by a precision-machined slot in 
the screw-head, permitting the use of vir- 
tually any size screwdriver, it is said. 
This clamp is designated as series “E,” 
and bears the same parts numbers as 
Murray's regular worm gear series “GS” 
clamps. 


| high by 





NAMEPLATES —A line of injection- 
molded plastic nameplates available in a 
range of colors and up to four inches 
16 inches long has been an- 
nounced by Norgen-Stemac Co., 5403 S. 
Delaware St., Littleton, Colo. Plates are 
available in solid color or combinations 
of two or more colors. Color is acrylic 
enamel which bonds permanently to the 
name plate and is highly resistant to 
cracking or chipping, even after long pe- 
riods of use, it is said. Fastening methods 
are optional and include screw, speed 
fastener or adhesive types of application. 





DOOR SIGN—A “Sound Horn” sign has 
been announced and made available by 
Crawford Door Co., 10-20263 Hoover Rd., 
Detroit 5, Mich., for use 
service centers and other locations re- 
quiring frequent opening of sectional 
doors for entering vehicles. Printed in 
three colors, the hexagon shaped sign | 
measures 18 inches across. The combina- 
tion of white, yellow and black was 
selected because of its visibility and as-| 
sociation with standard troffic “stop” signs, 


in automobile | 


ment are offered by Tropiglas, ac- 
cording to Tropical Paint Co., 1210 
W. 70th St., Cleveland 2, O, Made 
of spun glass threads, criss-crossed 
at random to make a tough glass 
mat, Tropiglas is inorganic and 
does not rot or disintegrate with 
age as do conventional roofing felts, 
the firm said. 





ISLAND MERCHANDISER — Universal 
Lighting Products, Inc., 55 Bergenline Ave., 
Westwood, N. J., has extended its line! 
of service station lighting and equipment 
with the introduction of a series of island 
TBA merchandisers. The “Series A-1" is 
designed to fit a wide variety of island 
layouts and hos provision for stocking as 
well as displaying TBA merchandise. A 
wraparound top and cantered oil shelves | 
ere said to capture peak iliumination | 
from the island canopy light at night) 
and afford maximum visibility during the 
day. The unit contains a builtin storage | 
rack for empty oil cans, with removable 
oil salvage drip pan. | 








it is said. It is available as a vinyl decal 
or metol sign. Signs are available from | 
local Crawford distributors at no charge | 
for use where Crawford operators have | 


been installed. 
> o > 


Glass Cleaner 


A “film-free” glass cleaner in 
reusable plastic one-gallon con- 
| tainers and in self-contained mer- 
| chandising display cartons has been 
introduced by Durkee-Atwood Co.,| 
215 N. E. Seventh St., Minneapolis 
13, Minn. | 





| 








| 

STEEL CABINET—A steel cabinet spe- 
cially designed for merchandise display 
has been announced by Republic Steel 
Corp.'s Berger Division, Canton, O. Called 
the “Displayer,” the product provides 20) 
square feet of merchandising space in a/ 
floor area only 2 by 3 feet. The unit is 
finished in a gray baked-on enamel! over | 


a coat of Bonderizing. The unit is 63 
inches high with five shelves. Starting | 
with a 24-inch shelf at the base, the 


| shelves step back to 12 inches at the top. | 


> * * | 








BLASTING CABINET—An_ improved 
double-duty blasting cabinet has been 
added to the Cyclone Sandblast utility 
line. It features two independent ceramic- 
nozzied blast guns. One is vertically 
mounted through the top of the cabinet 
and is controlled by a quick acting floor- 
level foot-valve. The other is a flexible 
trigger-operated handgun especially useful 
for the cleaning of small articles, crevices, 
angles, and heavy objects, it is said. The 
cabinet features a strong perforated-steel 
floor which screens the abrasive prior to 
automatic recycling. Cyclone Sandblast 
Equipment Co., 42 Clara St., San Francisco 
7, Calif. 
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| repair, reconditioning or replace- 





TIRE RACK—A spare tire rack that is 
said to increase trunk room up to 40 
percent has been developed by the Milner | 
Metal Forming Co., 3325 Regent Rd.,| 
Cleveland 27, O. The tire rack, called | 
Stow-A-Spare, is constructed of plated | 
steel. When mounted at the front of the 
trunk compartment, behind the rear seat, 
the rack firmly holds the spare, prevent- 
| ing rattle or vibration. Easily installed in 
}any American car, the rack places the} 
tire in a position which makes it acces- 





is said. ° 





INDUSTRIAL CLEANER — Ace-Sycamore, 
Inc., 448 DeKalb Ave., Sycamore, Ill., has 
announced its series of Ace drum con- 
version units—designed for low-cost, ‘‘out- 
in-the-plant" cleaning. Four models are 
offered. Each model consists of a number 
of Ace components, or units, starting with 
model 155-PDT which includes the com- 
plete set—power unit, dust bag, support 
rod, cover, dolly and a 55-gallon steel 
drum. Other models range on down to 
the standard set made up of a cover, dust 
beg and support rod. Customers may 
order just the units needed and use any 
55-galion steel drum. 





JACK REPAIR KiT—The Jack Saver 
Repair Parts Kits, designed to eliminate 
downtime with immediate on-the-spot re- 
pairs for most minor breakdowns on over 
30 different brands of jacks has been 
announced by Blackhawk Mfg. Co., 5325 
W. Rogers St., Milwaukee 46, Wis. Parts 
ere said to enable the user to correc 
hydraulic jack problems due to 
packings, leathers, springs and other ecs- 


worn cups, 


| ily replaceable ports. Kits are available 


for hand jacks, service jacks and remote 
controlled jacks for all makes and models 


of every major manufacturer, it is said. 
cae a 





PUMP BRACKET—A pump suppor 
wall bracket, designed to hold a lubricant 
pump off the floor while drums are being 
changed, has been developed by Lincoln 
Engineering Co., 5799 Natural Bridge 
Ave., St. Louis 20, Mo. The bracket, of 
16-gauge sheet steel, zinc-plated to ‘© 
sist corrosion, eliminates the need for 
pump elevators or hoists, it is said. The 
operator merely hooks the drum cover 
flange on the bracket while he slides if 
a fresh drum of lubricant. The brackel 
includes two mounting holes, top and 


Revolutionary advantages in roof | sible even when the trunk is packed, it| bottom, for securing to any type surface 


with 5/16-inch diameter bolts or screws 
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Designed to Boost Sales ... 


M-E-L Service Contest 


(Continued from Page 36) 


service manager, noted that parts 
and service operations have a 
considerable effect on the profit 
standing of the dealership, 

The Quality Service Program 
began last year, but is being ac- 
celerated this year. Briefly, it is 
a plan to use trained fieldmen to 
help dealers to take stock of their 
service facilities and operations and 
place them on a more profitable 
basis. 


* * * 


Expense Item Low 

—— the program began, key 
men in the service department 

in Detroit met with and trained 
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power up 


with Ramco ¢ 
10-up sets 
Notice how the C-9 and Spiro-Seal 


cling to the inside of this glass? 
We call this action “circumferential expansion,” 





field representatives, who in turn 
visit dealerships. The basic goal in 
the program is to motivate the 
dealer to improve his service and 
show him it can be done without 
spending a great deal of money. 

The program starts at the 
dealer level with a visit from a 
field representative who outlines 
the areas the dealer should check 
in his service department, Using 
a checklist, the dealer and field- 
man rate his new-car delivery 
system, quality appearance of 
facilities, proper treatment of 
customers, customer comfort and 


time..! 


and both rings have it. 


That’s why C-9 (in newer engines) and Spiro-Seal (in older 
engines) give such amazing cylinder conformability—no 
matter how worn, tapered or out of round the cylinder may be. 


That’s why you should know more 
about RAMCO MODERN POWER rings. 


Call soon? 
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Why MODERN POWER with ( \ 
circumferential expansion action is \ city... 


important to you is explained in detail in 
this colorful, illustrated book. 
Yours FREE when you mail coupon. 
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convenience, quality workman- 
ship, and customer followup, 

Each of these areas is broken 
down. For example, in the area 
of quality workmanship, the check- 
list is broken down into personnel, 
training, service stalls, tools and 
equipment, and courtesy and work- 
manship practices. Each of these, 
is further broken down so that the 
dealer gets a complete picture of 
the service end of his business— 
and the profit potential it has, 

After a dealer has been contacted 
and shows interest in taking part 
in the Quality Service Program, he 
indicates changes he will make and 
when he will have them completed. 
After the changes are made and 
approved by a representative of the 
division, the dealer is awarded a 
plaque certifying that he is a Qual- 
ity Service Dealer. 

+ * = 
UT each dealer who is awarded 
the plaque is checked from 

time to time to make certain he 
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Automotive News Voted 


Safety Council Award 


CHICAGO.—The National 
Safety Council has chosen Auto- 
motive News as a recipient of its 
Public Interest Award for 1958. 
The award is made annually to 
public information media for ex- 
ceptional service to safety. 

Similar awards also will be 
presented to Ford Motor Co., 
General Motors, Chrysler Corp., 
Chevrolet, E. IL duPont de Ne- 
mours & Co., Esso Standard Oil 
Co., Mack, Shell Oil Co., Sinclair 
Refining Co., Standard Oil Co. of 
California and Standard Oil Co. 
(Indiana). 





is keeping his service operation up 
to the requirements of the pro- 
gram. The minute he falls below 
these rigid requirements his plaque 
is taken from him. 

At present, 138 dealers are in 





RAMSEY CORPORATION i 
3737 Forest Park Bivd., St. Lovis 8, Mo. 


Yes! Send a free copy of MODERN 
POWER FACTS to: 
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the process of complying with the 
program, 20 have completed it, 
and nine have been awarded 
plaques, Plans are to contact all 
M-E-L dealers in the next two 
years to interest them in partici- 
pating in this program. 

The Service Training Program is 
termed the best solution to the 
problem facing all mechanic train- 
ing programs: Whether to bring 
the mechanic to the classrooms or 
bring the classroom to the me- 
chanic. Each has its advantages 
and disadvantages. 

The division believes it has solved 
the problem by incorporating the 
best advantages of both methods. 

os * * 





30 Instructors Named 


7 first thing the division did 
was to assign 30 fulltime dis- 
trict training instructors to the 21 
sales districts, The big districts got 
two, The second major step is the 
availability of 35 permanent train- 
ing centers located strategically 
throughout the country, but basic- 
ally in the major centers. 

Servicemen also use a fleet of 
specially equipped station wagons 
to bring the classroom to the me- 
chanic. 

The program laid out for 1959 
will make available more than 100 
manhours of training for each 
M-E-L dealership. 

Training combines theory and 
practice under the direct super- 
vision of a full-time instructor who 
uses the latest training aids and 
booklets in his work, 


Commerce Dept. 
Offers Report 
On Vapor Lock 


WASHINGTON.—Three major 
factors contribute to vapor forma- 
tion in automotive fuel systems 
which leads to vapor lock, accord- 
ing to a report of research for the 
Army released to industry through 
the Office of Technical Services, 
U. S. Department of Commerce. 

The factors were identified as 
fuel characteristics, climate and 
fuel system design. All three con- 
tribute to the premature vaporiza- 
tion of fuel which limits the 
amount of liquid fuel reaching the 
carburetor and can cause engine 
misfiring or loss of power or halt 
it completely, the report says. 

Tests reviewed in the report show 
that vapor lock can be eliminated 
from military vehicles by reducing 
fuel-system restriction and temper- 
ature, increasing the system's 
vapor-handling capacity and using 
a submerged pusher-type fuel 
pump. Specific design revisions for 
each fuel-system component are 
given. 

The report, PB 131843 “A Corre- 
lation of the Factors Which Affect 
Vapor Lock in Automotive Fuel 
Systems,” may be ordered from 
OTS, U. S. Department of Com- 
merce, Washington 25, D. C. It has 
109 pages and is priced at $2.50. 


DeVilbiss School 
Has Full Schedule 


TOLEDO.—In its 36th year of 
operation, DeVilbiss Co.’s school of 
spray painting has scheduled fac- 
tory or field schools for every week 
except Holy Week and the week of 
Memorial Day in the first six 
months of 1959, according to I, B. 
Thomas, chief instructor. 

Field schools have been held or 
are slated for three West Coast 
cities plus Salt Lake City; Dallas; 
Kansas City; Ft. Scott, Kans.; St. 
Louis; Chicago; Atlanta, and 
Springfield, N. J. 

Separate factory schools are held 
for industrial product finishing, 
maintenance painting, general re- 
finishing, service training, automo- 
tive jobbers and portable equip- 
ment jobber personnel. Each school 
is of five days’ duration, There is no 
fee for the course and all equip- 
ment and materials are furnished, 
but the student pays his own trans- 
portation and living expenses. 


Bridges to Build 
BIRMINGHAM, Ala. — Construc- 
tion will start shortly on a new 
building for Roy Bridges-Volks- 
wagen at Fourth Ave. and Twenty- 
second St. S. Roy Bridges, president, 
said the present Rambler operation 
will continue at 728 Twenty-first 
St. S. Volkswagen operations will 
be removed to the new building. 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE 
NO. 131 OF A SERIES 


WORKING HARD 
PLAYING HARD 


a Ford Industrial Engine 
for every application 


Concrete mixers, rotary rigs, log loaders, irrigation pumps, 
sawmills, generators, yes, even Ferris wheels—these are but a 
few of the almost limitless power applications being handled 
today by Ford Industrial Engines. In addition to eight basic 
gasoline engine designs including 4-cylinder, 6-cylinder, and 
V-8 models — ranging from 134 to 534 cu. in. displacement, 
the Ford Industrial Engine line also features two economical 
Diesel Engines. 


Since each Industrial Engine must be tailored to suit the 
demands of a specific application, Ford Division has estab- 
lished a nationwide network of Industrial Power Headquarters 
to provide dealers with the technical assistance and necessary 
equipment to take full advantage of this potentially profitable 
market. 


Combine Ford Motor Company’s vast research and engi- 
neering facilities with its cost-cutting volume manufacturing 
methods. Add the broad line of Industrial Engines available, 
the presence of nearby specialized field help, and the on-hand 
accessibility of normally needed replacement parts. All 
together it makes a pretty impressive profit potential for you 
as a Ford Motor Company dealer. For complete information 
about a Ford Industrial Engine franchise write: Industrial 
Engine Dept., Ford Motor Company, P.O. Box 598, Dearborn, 
Michigan. , 


FORD MOTOR COMPANY 


The American Road, Dearborn, Michigan 


FORD + THUNDERBIRD +» EDSEL +» MERCURY + LINCOLN + CONTINENTAL MARK IV 
ENGLISH FORD LINE + TAUNUS + FORD TRUCKS + FARM AND INDUSTRIAL 
TRACTORS AND IMPLEMENTS + INDUSTRIAL ENGINES 














46 
Modern Tools Needed .. . 


Updating of Shops 
Called Key to Profit 


(Continued from Page 36) 


AAA in the past year and the 
desire of many dealers to increase 
their service profits, this survey | 7 : 

should be of sufficient importance | Old Tool Wastes Time 

for every dealer to take a new yf A TOOL is not designed to 
look at his equipment. meet the needs of the modern 
As experienced dealers know, in-| CT OF is so badly worn that it 


creased service profits come only| W@stes mechanic time, it will be 
from increased customer labor.| impossible for the dealer to achieve 
And maximum profit will come| his objective. The cost of repairing 
from better shop efficiency and|°F replacing that tool will be ab- 
making it possible for mechanics|S°tTbed by waste time and loss of 
to do more jobs with less waste| Profit many times over during the 
— a dealers h al 
Many dealers are seeking a 20 y ors nave gone along 
percent increase in shop edictonsy| with the idea that because a 
by handling more jobs with the| large part of their equipment is 
same number of employes and| only five or six years old, their 
facilities. ; shop is adequately equipped and 
To do this every piece of equip-| efficient. 
ment must be able to do its job’ Just one instance of how wrong 


| accurately and in the least amount 


| of time. 
* * 





| 
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this thinking can be is the case 
of a compression tester designed 
for cars of five or more years ago. 


The tester still works perfectly 
on the old cars but it’s a time 
waster when a mechanic tries to 
get an accurate reading on a 
modern car with its greatly in- 
creased engine output and higher 
compression. 

An accurate reading in such cases 
is impossible. This kind of opera- 
tion also tends to increase “come- 
backs” and dissatisfied customers. 

* ” +” 


Shop Efficiency Cut 
A DEALER with this type of 
compression tester does not 


have adequate equipment to boost) 


his productivity and won’t have 
until he gets a tester that will 
allow his mechanics to make fast, 
accurate tests. 

In the field of engine testing, 
the tremendous strides made in 
test-equipment design enables a 
mechanic with modern equip- 
ment to analyze an engine and 
its electrical condition in about 
10 minutes. It used to take ap- 
proximately 1% hours. 

Thus, to get maximum profit and 
top productivity and to take care 


of an increased number of cus- 
tomers, it is essential that dealers 
check every piece of equipment 
from the standpoint of age, condi- 
tion and its ability to handle the 
modern cars. 

One batch of survey reports cov- 
ering 647 shops indicates that 227, 
or 35.1 percent, have adequate 
equipment and 201, or 3.1 percent, 
could do at least 20 percent more 
jobs with present equipment. 

However, 33.8 percent will have 
to add or replace one or more 
pieces of test equipment to increase 
| their shop output. 


| ? * 
| 





Another Group’s Report 


| ANOTHER group of 174 deal- 
ers, 25.9 percent had sufficient 
modern electrical-test equipment, 


11.5 percent needed additional) 


equipment and 31.6 percent could 
handle 20 percent more jobs with 
the same facilities. This means 31 
| percent either have obsolete equip- 
ment or lack pieces needed to do a 
proper job. 

Last year’s AAA reports show 
that although only one million 
cars were added to the national 
fleet, AAA trouble calls went up 
5.6 million, The No. 1 cause of 





New 1959 facts 


on automotive buying habits 


Here are new facts about the market for automobiles and 
allied products in the Milwaukee area . . . just put together 
from survey information obtained since January 1. 


The Milwaukee Journal 1959 Consumer Analysis reports on: 


Automobile Ownership 
Number and per cent of families owning cars 
Make and model of car 
Bought new or used 
Number of families owning more than one car 
Make and model of second car owned 


Families planning to buy a car in 1959 
Whether new or used, and what make if new 


Brand use and other subjects 
Tires, gasoline, motor oil, antifreeze, batteries, spark 
plugs, gasoline credit cards, insurance, income (family 
average tops all but four of the 25 largest U. S. markets) 


If you have anything to do with sales or advertising of auto- 
mobiles or any of the allied products mentioned above, the 


Consumer Analysis can be valuabl 


e in your planning. 


Copies are available from the National Advertising Depart- 
ment, or our national representatives. 








trouble was battery and electrical 
defects. 

The third highest cause of failure 
on the road was ignition failure. 
The sixth highest was starter 
trouble and the seventh was car- 
buretor trouble. 

With 22.07 percent of the fail- 
ures for battery and electrical 
defects, 13.83 percent for ignition, 
4.28 for starter and 3.63 percent 
for carburetor, it clearly demon- 
strates that either the customer's 
car was not properly and thor- 
oughly checked in the shop or 
that the equipment failed to show 
that a failure was imminent or 
that a maladjustment existed. 

Another point was brought out 
in the AAA reports—batteries are 
|taken for granted far too often. 
| Many batteries that failed were put 
|} back into service after being 
charged. 

A battery check while the car 
was in the shop would have pre- 
| vented the customer’s trouble, kept 
|him “sweet” and avoided many 
complaints that the car was caus- 
ing a lot of trouble and expense. 

* = = 


City Dealers Complain 


A NOTE from one electrical-test 
surveyer is worthy of comment, 
He said: “I note that the dealers in 
the city are complaining while most 
of the dealers in the small towns 
show an increase (in business). It 
appears that the dealers (in the 
cities) have let the independent 
shops take over. 

“Most independent shops cither 
have better-equipped places or 
better mechanics, I notice that in 
selling and instructing the inde- 
pendents they want to learn and 
will use the equipment more than 
the dealers. They are also more 
interested in staying up to date 
and having their equipment in 
good shape.” 

The things pointed out by this 
field representative are things the 
dealer himself must correct. A 
service manager who allows his 
men to go untrained and not use 
the provided equipment is running 
a sloppy operation. 

And he will continue to run a 
slack operation that will cause 
customer complaints unless he is 
closely supervised and knows that 
the dealer demands that every job 
is tested before it is turned over 
to the customer. This is especially 
true of all electrical and minor 


motor work. 


‘Power Tools Surveyed 
| [HE survey of power hand and 


valve tools indicates that 526 
percent of tools like drills, impact 
wrenches, sanders and valve re- 
facers and valve-seat grinders are 
in good condition. 

It shows 33.4 percent in fair 
condition but in need of servicing 
and that 82 percent should be 
replaced, In this survey it was 
found that 685 percent were 
owned by the dealerships and 
31.5 percent by the mechanics. 

One group of field men survey- 
ing hoists reported that 51 percent 
were modern, 30 percent could 
easily be modernized and that 19 
percent were so obsolete they 
should be replaced. 

Another group reported that % 
percent of the lifts were in good 
condition, that 90 percent of the 
dealers contacted had adequate 
equipment and that 60 percent of 
the hoists had or could have adap 
ters that enable them to handle 


foreign and small domestic cars. 
> a. - 


Front-End Equipment 


cH field men for one of the 
largest producers of front-end 
and wheel-balancing equipment 
separated their findings into metro- 
politan and small-community deal- 
ers. 

They found that in metropoli- 
tan areas, 23 percent of the equip- 
ment was modern, 31 percent 
needed repair or modernization 
and 46 percent should be replaced 
or the dealers did not have 
equipment. 

In the smaller cities they found 
that 43 percent of the equipment 
was modern, 31 percent needed re 
pair or modernization and that 
only 26 percent was not usable and 
needed replacement, Fewer small- 
town dealers were without adequate 
equipment than their big-citY 
brethren. 

The survey also brought home 
emphatically that changes in frame 
sizes and shapes had outmod 
many frame-straightening ™* 
(Continued on Page 52, Col. 1) 
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FROM NEW YORK: “All four of my brakes are always perfectly adjusted whether 
I’m on the throughway or driving in bumper-to-bumper traffic in the city.” 


FROM ATLANTA: “Knowing our brakes are never out of adjustment gives me a 
wonderful safe feeling. I'm at ease even when taking the children to school.” 


Bendix * Self-Adjusting Brakes give dealers 
a double-barreled sales appeal: safety plus 
economy. And those in close touch with 
today’s market know that these two appeals 
—safety and economy—are among the most 
powerful sales points that can be made to 
the American buying public. 

Car prospects quickly realize that there’s 
real safety in always maintaining the brakes 
at maximum stopping power. And the 
obvious savings that they make by elim- 
inating the expense and bother of periodic 
brake adjustments. What’s more, with all 


Bendix 


pivision SOUTH Bend, IND. 


brake shoes always correctly adjusted, 
there’s always the right clearance between 
pedal and floor. And that’s a feeling any 
car buyer appreciates. 

Reasons like these make self-adjusting 
brakes a good “talking piece’’ for dealers. 
It won’t be long before car buyers every- 
where will know about self-adjusting brakes 
—and want them. But this latest advance- 
ment in brakes joins power brakes and 
power steering as examples of how Bendix 
pioneers and develops improvements to 
meet the needs of the automobile industry. 


*REG. U. S. PAT. OFF. 





FROM DENVER: “There's new pleasure in mountain driving now that | know 
my brakes always have maximum stopping power.” 


FROM MINNEAPOLIS: “In all kinds of weather, self-adjusting brakes give me 
stopping power at its best—and save the cost of brake adjustments.” 








When shoe clearance exceeds a prede- 
termined amount, a ratchet sets up the 
star wheel adjuster one notch—as the 
brakes are applied when the car is in 
reverse. This automatically adjusts the 
shoes to exactly the right fit within the 
drum and compensates for lining wear. 





Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 





DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTo- 
motive News. 


For Make Servicemen 


CADILLAC DIVISION—AFA 
Course — Detroit, May 1; Dallas 
May 7; Charlotte, N. C. May 8; 
Cleveland, May 14; Oklahoma City, 
May 23. Air Conditioning — Mem- 
phis, Apr. 27; Detroit, Apr, 28; 
Cincinnati, May 4, 11, 18; Boston, 
May 4, 11; Union, N. J., May 6, 11; 
Denver, May 11; Portland, Ore., 
May 11, 18; Cleveland, May 11; 
Philadelphia, May 11, 18; Houston, 
May 12; Milwaukee, May 18; Pitts- 
burgh, May 20. Carburetion—Union, 
N. J., Apr. 27; Dallas, May 4; Bos- 
ton, May 18; Omaha, May 18; San 
Francisco May 19. Charging Cir- 
cuitse—Los Angeles, Apr. 27; Union, 
N. J., Apr. 28; Philadelphia, May 
4, 6; Chicago, May 4, 11, 18; Port- 
land, Ore., May 4; Omaha, May 5; 
San Francisco, May 14; St, Louis, 








Having the proper tools for quick, quality 
servicing can bean important factor for success 
in your “Guardian Maintenance” program! 


Kent-Moore “‘quick service’’ tools let 

you do more jobs with greater ease 

and precision on every GM line—Cadillac, 
Buick, Oldsmobile, Pontiac, Chevrolet 

and GMC. Engineered for “‘in and out”’ 
service operations, these work-saving tools 
are the same high quality as the 
time-saving Rate-Maker Special Service 
Tools used by GM dealers everywhere for 


Get your “‘Guardian Maintenance”’ program 
off to a fast start—contact Kent-Moore 


How GM Dealers can 
give faster, better, more profitable 
“GUARDIAN MAINTENANCE” service 


May 18; Tarrytown, N. Y., May 18; 
Union, N. J., May 18. Chassis Sus- 
pension—San Francisco, May 5, 7. 
Diagnosis—Cincinnati, Apr. 27; 
Chicago, Apr. 27; Boston, Apr. 27; 
Minneapolis, Apr. 28; Dallas, Apr. 
28; Denver, May 4; Los Angeles, 
May 4, 11, 18; Charlotte, N. C., May 
5; Cleveland, May 5; Memphis, May 
5; Omaha, May 12; Houston, May 
19. Electrical & Accessories — De- 
troit, May 11. Engine Testing — 
Portland, Ore. May 6; Chicago, 
May 6, 13, 20; Omaha, May 7; Tar- 
rytown, N. Y., May 14, 20; Union, 
N. J., May 14, 20; San Francisco, 
May 12; St. Louis, May 20; Okla- 
homa City, May 19; Los Angeles, 
May 29. Hydra-Matic Transmission 
Diagnosis — Charlotte, N. C., May 
11, 13. Power Brakes — Tarrytown. 
N. Y., Apr. 30, May 7; Detroit, May 
14. Power Steering — Washington, 
Apr. 27. 

FORD DIVISION—From Apr. 27 
to May 22, the 35 Ford district 


major repair work. 


today for full details on “quick service”’ tools. 
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school instructors will be conduct- 
ing courses on the four-wheel-drive 
trucks, the Master-Vac power brake 
for passenger cars, the two-speed 
Fordomatic, and the Transmatic 
transmission. Also Ford district 
school instructors along with fleet 
service engineers will be conducting 
fleet courses on Fordomatic, en- 
gines, rear axles and the electrical 
system. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
(free of charge) to all service per- 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1, rear axles, 2. standard 
transmissions, 3, automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
diesel engine (one-week tuneup 
class or two-week overhaul), 5. 
gasoline engine tuneup, 6. gasoline 
engine overhaul, 7, power steering 
(in-line or booster type), 8. carbure- 
tion, 9. four-wheel drive, 10. air- 
suspension, 11. hydraulic brakes. | 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 


Prepare now for May-June safety service specials with 
“quick service” brake and exhaust system tools—just a 
few of the many tools available from Kent-Moore. 


*. E N T - yt O O R E ORGANIZATION, INC. 


ENGINEERS AND MANUFACTURERS OF SERVICE TOOLS AND EQUIPMENT 





Dealers Cited for Service— 


In recognition of outstanding achievement in establishing and maintaining quality 
service for their customers, Detroit metropolitan dealers, Frank Adam, Inc.; Park 
Northwest Lincoln and Mercury, and Evans Motor Sales, Inc. were presented with 
Lincoln Quality Service plaques by M-E-L division. The plaques were presented by 
C. J. Fournier, left, divisional service representative for the central region, and 
accepted by dealers, from left, Frank Adam, Harold Jones and Stu Evans. Looking 
on is E. F. Coll, far right, M-E-L Detroit district sales manager. 








Paso, Houston, Denver, Salt Lake/| Philadelphia, Washington, Pitts- 
City, Detroit, Cleveland, Kansas/| burgh, Buffalo, Portland, St. Louis 
City, Oklahoma City, Omaha, Los|and Minneapolis. Address inquiries 
Angeles, Memphis, New Orleans, | to Service Training Activities, GMC 
New York (two centers), Oakland, ae & Coach Division, Pontiac 
11, Mich. 
INTERNATIONAL HAR- 
| VESTER — Atlanta motor truck 
|technical training center is con- 
| ducting training for dealer and 
| fleet servicemen. Includes territor- 
ies of Birmingham, Ala., Cincinnati, 
Louisville, Memphis, New Orleans, 
Atlanta, Charlotte, N. C., Jackson- 
ville, Fla., and Richmond, Va. 
Dallas motor truck technical 
training center is conducting train- 
ing for dealer and fleet servicemen. 
Includes territories of Denver, 
Dallas, Houston, Lubbock, Tex., San 
Antonio, Kansas City, Little Rock, 
Ark., St. Louis, Tulsa, Okla., and 
Wichita. The training center in- 
structions includes engine overhaul 
| procedures emphasizing the fitting 
of pistons and rings, crankshaft 
bearings and the importance of 
valve reconditioning. 
| Gasoline and LPG engine per- 
formance, diagnosis, ignition, and 
carburetion together with minor 
and major tuneups is part of the 
training provided. The electrical 
isystem highlighting generators, 
| starters and voltage regulators, is 
taught. Automatic, Select-O-Matic 
and Roadranger transmissions, the 
|new International Harvester rear 
|axles as well as air and hydraulic 
brake systems are included. Also 
included is an introduction to 
|Cummins diesel engines covering 
| the similarity of service procedures 
| between diesel and gas engines. 
| The training is conducted by the 
Tell-Show-Do method. As each 
serviceman performs the various 
| service operations, correct diagno- 
sis, service procedures and the use 
of special tools are emphasized. 
Atlanta classes are limited to 16 
men per week and Dallas classes 
ito 20 men per week to allow the 
|instructors to give individual at- 
|tention to each serviceman. Fleet 
maintenance supervisors and serv- 
icemen—Classes especially designed 
for fleet maintenance operations 
covering the above subjects are 
|conducted at regular intervals at 
| both training centers. 
| STUDEBAKER - P ACK ARD— 
Technical training centers in New 
York, South Bend, and Los Angeles 
have scheduled courses on all 
phases of the Studebaker Lark and 
Hawk models as well as Mercedes- 
Benz passenger cars for Apr. 27- 
May 22. The courses are tailored to 
dealer mechanic needs and grouped 
in relation to basic requirements— 
(1) elementary, (2) overhaul re- 
pairs, (3) advanced classes on 
heavy repair procedures and special- 
ized unit rebuilding. A special two- 
week course on Studebaker models 
has been established for newly 4p- 
pointed dealer servicemen. Subjects 
cover a brief history of prior mod- 
els and provide a working knowl- 
edge of the current passenger cars 
and trucks. Training will be con- 
ducted at New York by F. X. Cogh- 
lan, at Los Angeles by L. J. Young, 
and at South Bend by A. S. Kidder. 
WHITE MOTOR CO.—Gasoline 
school—May 18-22 (White); Diesel 
school—May 4-8 (Cummins). 
Schools will be held at the White 
Motor factory, Cleveland. 
For All Servicemen 
ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mic h.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
(Continued on Page 50, Col, 1) 
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FREE test PROVE 8 out of 10 SELL 4 out of 5 


for every car! need alinement! on having it done! 
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the BEAR DRIVE-OVER SCUFF TESTER 


! ! 
sells ALINEMENT on SIGHT! mae janis 


The sure way to cash in on Maintenance Promotion “AUTOMATIC 
Programs and get car owners coming in for Free safety- SALESMAN” 
tirewear checks . . . is to make QUICK as a WINK tests with SIGN FOR 
the Bear Scuff Gauge! With this drive-over tester you can: YOUR pty 

</ Double your alinement jobs! IF YOU 

V/ Make the most convincing quick fest ever made to car owners ACT NOW! 


to prove their need for alinement work! 


V/ Make quick, easy toe-in checks for pre-delivery servicing of both 
new and used cars and trucks. It’s a MUST for customer 
satisfaction! 


/ Quickly check rear wheels for bent rear housings, out-of-line 
frames, etc.! 


</ Double check all work...prove it is done right... Satisfy 
yourself and your customer. 


There’s NOTHING LIKE IT FOR SAVING TIME AND MAKING MONEY 
.. Proved and approved by leading car factories, safety organiza- 
tions, etc. Easy to buy out of Profits on your Bear Jobber’s Finance <p Gop Gan Gun Gan GD Ge GD aD a 
Plans. FOR SPECIAL OFFER MAIL COUPON TODAY. Bear Mfg. Co., Dept. A-14, 


Rock Island, Illinois. 
a EE. A i: 4 


Send complete information 
and special sign offer on 
BEAR SCUFF TESTER. 





 DRIVE-OVER SCUFF TESTER ) 

_ ANOTHER BEAR EXTRA! THIS BIG “CHASE OUT THE 

| KIL-JOYS” POSTER another reward for QUICK 

, ACTION! With it, you cash in on Bear’s NEW 
ee oe “o. NATIONAL AD CAMPAIGN WHICH 

———— BEGINS IN THE MAY 16th ae Ve, 

Copyright 1959 Bear Mfg. Co,, R648AN 


(write i 
your name and 
address in ee i 
below and mail today!) 
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Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 48) 


performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 
A nominal fee is charged. For 
starting dates, contact local Allen 
representative or write directly to 
Educational Department, Allen 
Electric & Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Mich, 
AMMOO TOOLS, Inc., North Chi- 
cago—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 


Tools, Inc., 2128 Commonwealth | 


Ave., North Chicago, Ill. Instruc- 
tion facilities available through 31 
mobile units manned by factory- 
trained technicians. No instruction 
charge. 
AUTO MECHANICS INSTITUTE, 
Los Angeles, Calif——Seven courses 
starting the first Monday of each 
month; automatic transmission re- 
building, master tuneup, engines 
and automotive fundamentals, parts 
counterman and parts salesman, 


brakes, body and fender, service | 


station attendant. Evening classes 
are run continuously on power 
steering and power brakes and 
automotive air conditioning. Con- 
tact Frank O. Bregnard, Auto Me- 
chanics Institute, 50th & S. Ver- 
mont Ave., Los Angeles, for further 
information. 

JOHN BEAN DIVISION, Lansing 
—Arrangements have been made 
with the Ferris Institute to conduct 
continuous classes on wheel align- 
ment, wheel balancing and frame 
straightening—collision repair. Con- 
tact A. J. Gerard, John Bean Divi- 
sion. 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co.. 2101 Cass Ave.. St. Louis 6. Mo. 

BEAR MFG. ©O., Rock Island, 
Ii.—School offers training in align- 
ment, balancing and frame 
straightening for four-week pe- 
riods. Next class Apr. 27, May 11. 
Address all inquiries to Mildred T. 
Clark, registrar, 2103 Fifth Ave., 
Rock Island, Il. 

BENDIX PRODUCTS DIVISION, 
Seuth Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors. The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual] course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 


BINKS MFG. CO. Chicago— 


Classes are held for a period of one 
week once a month. Anyone inter- 


ested in spray painting and spray) 


equipment may attend. No tuition. 


Next class will be held May 4-8.) 


Contact William R. Brooks, in- 
structor. 

DE VILBISS ©O., Toledo—Apr. 

27, May 4, 11, 18, Factory school, 
Toledo. Apr. 27, Field School, Ft. 
Scott, Kans. May 18, Field school, 
Chicago. 
INLAND MFG, CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring: Use 
and maintenance of equipment; 
fundamentals of merchandising, ad- 
vertising and pricing. Write to 
J. V. Grasso, 1108 Jackson S&t., 
Omaha, Neb. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located in Stratford, Conn. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 am. to 4 p.m. All 





phases of brake service work such 
as major adjustments, minor ad- 


justments, and complete brake | 


overhauls of all types of both new 
and old brake systems will be cov- 


ered. Personal instruction is aug- | 


mented by a technical, 60-minute, 





color, sound, motion picture show- | 
ing adjustment procedure as well | 


as changes made in 1959 brakes. 
Individuals who successfully com- 
plete the course will receive a cer- 
tificate showing that they are qual- 
ified to work on all types of auto- 
mctive brakes. The course will be 
conducted by A. D’Andrea, director 
of service training. For further in- 
formation, write to J. W. Hefferon, 
Raybestos Division, Bridgeport 2, 
Conn. 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
the operation and application of 
automotive test equipment. Two 32- 
hour evening classes are to be held 


NOW...FROM AUTO-LITE 
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each month. Courses will be con- | 
ducted in Sun’s Automotive Divi- | 
sion Training Center, Harlem and 
Avondale Aves., Chicago, Ill. For 
further details, write R. C. Heidrich. 


THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at | 
various times during the year, de-| 
pending upon the demand. 

UNITED MOTORS SERVICE— | 
Instruction in factory-approved 
service methods, using the latest | 
equipment, is available in (1) auto-| 
motive electricity (Delco-Remy), | 
starting, lighting and ignition sys- | 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), | 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- | 
falo, Minneapolis, Oklahoma City, | 
Milwaukee, Kansas City, Salt Lake | 
City, Omaha, Pittsburgh and Cin-| 
cinnati. 
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It’s a Smasher— 


“Plymouth Comes Through Again” is dramatically emphasized by Guy Moothort, 
left, of Guy Moothort, Inc. (Chrysler-Plymouth), Compton, Calif., with a 1959 Plymouth 
“breaking through” his showroom window. Actually, Moothart removed a plate of 
glass and inserted a section of plywood, cut to fit around the top of the car and 
painted to look like broken glass. Pete Deluca, right, general sales manager, said 
the unusual display is a great attention-getter. 


mm ss dd 


' 
: 





QUIET, RUGGED 





qo = 















— 
3 














































gr 
ass 
cia 
sp 
inc 
Ea 

in 
nes 
car 
of | 

4 
prc 

Here is a starting motor built to your design. By 

T REDUCTION SERVICE Auto-Lite talked with engineers throughout ng 

NEW cos the country before designing this motor. vit 
FOR MANUFACTURER CUSTOMERS Then we designed in those features that you ma 
wanted most. le 

ee oe otieiatatte atamaineae — LIGHTNESS . . . The use of a new concept ti 
important new cost reduction service of the Electrical an frame gy ated makes this ~y in | 
Products Group of Auto-Lite. Included are greatly ex- lighter than former designs, yet just as yea 
panded research and engineering activity, facilities for sturdy. ln 

field training and servicing and District Managers pre- QUIETNESS .. . A shunt coil mounted 

so a & customers and prospects in Chair Gtive fer with three series coils limits light load speed . 
; and improves pinion to ring gear meshing. a 

This quiets the motor and extends gear life. you 

RUGGEDNESS . . . This design has sur- = 

vived rugged tests of heat, freezing, high ws 

impact, current overload, humidity, and its 

dust. Long term, harsh endurance tests nat 

RELAYS AND were run; 40,000 to 50,000 starts . . . the can 

aOLTAGe EAKER equivalent of 12 years or more of normal and 

as service. 

Sporoes: Radical brush rigging minimizes arcing at the f ™ 
commutator and cuts current loss, due to dust T 

grounding, to a negligible factor. And this new o 

12-volt model comes with either a positive iP 

shift or a Bendix drive .. . covers a wide lo 

een, lamit10N pencrienes variety of applications. | 0 

GOVERNORS RSEPOWER in 

DISTRIBUTORS lo 

5: 

ELECTRICAL PRODUCT ¢ 

J GROUP M 

® THE ELECTRIC AUTO-LITE COMPANY, TOLEDO 1, onl rs 
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Auto Markets 


(Continued from Page 20) 


the long-faced. pushers of a month| 


Thompson.) 
ago. ae * e * 


Columbus, O. 


New-car registrations in Franklin 
County (Columbus), O., in March 
numbered 2,738, compared with 2,- 
303 in February and 2,070 in March, 
1958. 

Used-car sales totalled 7,347, a 
gain of 2,522 over the previous 
month and 1,109 over the year- 
earlier month. 

March new-car registrations by 
makes were: Ford, 765; Chevro- 
let, 684; Plymouth, 201; Oldsmo- 
bile, 171; Pontiac, 170; Buick, 118; 
Rambler, 118; Dodge, 99; Cadillac, 
56; Mercury, 51; Studebaker, 51; 
Volkswagen, 26, and Simca, 25. 


Renault, 20; DeSoto, 18; Chrysler, | 


17: Edsel, 16; Fiat, 12; Goliath, 12; 
Opel, 12; Hillman, 11; Metropolitan, 
11; SAAB, 8; Triumph, 8; Isetta, 
6: Volvo, 6; Austin, 5; Vauxhall, 5; 
Continental, 3; English Ford, 3; 
Jaguar, 3; Lincoln, 3; MG, 3; Mer- 
cedes-Benz, 3; Alfa Romeo, 2; Im- 


GREATLY EXPANDED 
RESEARCH AND 
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graduate engineers and scientists, 
assisted by skilled laboratory techni- 
dans and draftsmen, are engaged in 
special projects for the military and 
industry. 

Each individual laboratory specializes 
in its own area of research and engi- 
neering. Any two or more laboratories 
can be co-ordinated under the Director 
of Research in a team effort to approach 
a particular problem or series of 
problems. 


Attitude of Inquiry 
By maintaining a practical attitude of 
nquiry, Auto-Lite engineering is made 
vital and anticipates the needs of the 
many industries we serve. 


Low voltage ignition, co-axial starters, 
crmets, ceramics, transistorized igni- 
ton have all been under development 
in the Auto-Lite laboratories in recent 


low you can take advantage of this Service 


Asa part of the new Auto-Lite Cost 
Reduction Service, the Electrical Prod- 
ucts Group District Managers are at 
your service. They can tell you how 
Auto-Lite can make available to you 
the skills and know-how of 
engineering and research laboratories, 
is manufacturing facilities, and its 
nation-wide service organization. They 
tan help you with your cost reduction 
and product improvement programs. 


! THE ELECTRIC AUTO-LITE COMPANY 
j HECTRICAL PRODUCTS GROUP - TOLEDO 1, OMI0 


| Please send me further information on... 

| 0 Distributors CO Relays, Solenoids, 
| © Pump & Traction Governor Switches 
| Motors 0 Starting Motors 

O FHP DC Motors 0 Voltage Regulators 
| 








O Generators 0 Oil Filled Coils 
Company Position 
| Address 
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ENGINEERING FACILITIES | 


1533 followed, 


In 19 modern laboratories hundreds of |March in 





its 19 | 


| 1,036 
| quarter. 
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perial, 2; Morris, 
Porsche, 2; Willys, 1, and miscel- 
laneous, 7. 

New-truck sales numbered 2339, 
up 55 from February and 45 from 
March last year, Used-truck sales 
totalled 706, compared with 296 in 
February and 523 in March, 1958— 


(Ernest L. Arms.) 
* * * 


Boise, Id. 
New-car registrations in Ada 
County (Boise), Id. shot up. to 


276 in March, after numbering 195 
in February. 


New-truck sales also rose 
| 


sharply, from 79 to 143. 


By makes, new-car registrations | 


were: Ford, 55; Chevrolet, 52; 
Rambler, 26; Pontiac, 23; Olds- 
mobile, 21; Buick, 17; Cadillac, 
13; Volkswagen, 11; Plymouth, 
10; Mercury, 7; Volvo, 5; Dodge, 
4; Studebaker, 4; Triumph, 4; 
Imperial, 3; Simca, 3; Austin, 2; 
Chrysler, 2; DeSoto, 2; English 


Ford, 2; Fiat, 2; MG, 2; Renault, 


2; Edsel, 1; Willys, 1, and mis- 
cellaneous, 2. 


| The new-truck count was: Chev-| 
| rolet, 


55; International, 42; Ford, 
29; GMC, 5; 


Diamond T, 1, 
* 


Dayton, O. 


Auto sales in the 
continue to improve. 

Total car registration in March 
reached 17,299, up from 13,463 in 
1958. Sales of new cars, trucks, 
scooters and motorcycles were 2,- 
495, compared with 1,407 during the 
same period of 1958. 

Chevrolet again led the way with 


and White, 1. 
* oa 


in order, by Ford, 
457; Pontiac, 230; Oldsmobile, 204; 
| Rambler, 151; Plymouth, 131; 
Buick, 124; Cadillac, 60; Stude- 


baker, 58; Mercury, 48, and Dodge, 
38. 
Foreign-car sales totalled 137.— 


| (Bill Francois.) 


* * * 


Indianapolis 


New-car sales jumped to 2,961 in 
the Indianapolis area} 
after numbering only 1,709 in the 
previous month. 

New-truck sales, meanwhile, rose 


to 301 from 170 in the previous 
month. 
By makes, new-car registra- 


tions were: Ford, 784; Chevrolet, 
592; Pontiac, 302; Oldsmobile, 
299; Plymouth, 150; Buick, 136; 
Rambler, 92; Cadillac, 91; Mer- 
cury, 89; Dodge, 63; Studebaker, 
49; English Ford, 29; Opel, 29; 
DeSoto. 28; Chrysler, 27; Renault, 
18; Volkswagen, 17, and Edsel, 
15. 

Fiat, 14; Hillman. 13; Imperial, 
13; Lincoln. 11; Volvo, 11; Austin- 
Healey, 8; Mercedes-Benz. 8: Mor- 
ris, 8; Simca, 8; Vauxhall, 8: MG, 
7; Continental, 6; Metropolitan, 4; 
Taunus, 4: Triumph, 4; Isetta, 3; 
Peugeot, 3; Willys, 3: Goliath. 2; 
Jaguar, 2, and miscellaneous, 11. 

New-truck registrations were: 
Ford, 93; Chevrolet, 69; GMC. 43;| 
International, 29; Mack, 14; White, | 
14; Dodge. 10; Willys, 9; Stude- 
baker, 6; Volkswagen, 6; Kenworth, 


|4; Autocar, 2; Reo. 1, and miscel- 


laneous, 1.—(C. L, Kern.) | 
7 * +. 


Middletown, O. 


New-car sales are booming in| 
Butler County and Middletown, O. 

There were 790 new-car registra- 
tions in March, more than double) 
the 352 tallied in the year-ago 
month. 

For the first quarter, the new-car 
count was 1,849 compared with 
in the corresponding 1958 





By makes, registrations were: 

hevrolet, 201; Ford, 183; Pontiac, 
64; Oldsmobile, 62; Rambler, 54; 
Buick, 41; Plymouth, 34; Mercury, 
30; Cadillac, 21; Studebaker, 19; 
Volkswagen, 16: Dodge, 11; DeSoto, 
9; Jaguar. 7; Edsel, 4; Chrysler, 4; 
English Ford, 4; Simca, 4; Opel, 
4; Imperial, 3; Willys, 2; Morris, 2; 
Goliath, 2; Lincoln, 2, and miscel- 
laneous, 7.—(Ernest C. Kish.) 


—— 


Renault Dealer Expands 


SEATTLE.—Forty Million, Inc., 
has opened its third Renault outlet 
in the Seattle area, Dick Meinhardt 
is manager of the dealership on 
Rainier Ave. 
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2; Peugeot, 2; | 


Dodge, 3; Willys, 3; 


Dayton area 
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REPUBLIC PARTS BINS 


and Planned Storage... 
boost service profits 


Controlled stock turnover is the key to service parts profits. Planned Storage with 
Republic Parts Bins keep you on top of inventory control. Improves customer 
relations and service. 

With Republic’s Planned Storage Service, factory-trained experts design bins 
and shelving to your specific needs. Orders flow in, items flow out—because space 
is utilized efficiently. With Republic Flexi-Bilt Parts Bins on the job, parts, numbers, 
can be tagged clearly, easily. 

Start saving today. Call your Republic representative and let him take the worry 
and work out of your parts inventory. Or, send coupon. 


7 Bendall Motor Sales, Inc., Alexandria, Virginia 


Tie 2 


BERGER DIVISION 
DEPT. C-7778 
1078 BELDEN AVENUE - CANTON 5, OHIO 
I want to learn more about: 
0 Republic Planned Storage Service 
0 Republic Flexi-Bilt Parts Bins 


Name Title 


BERGER DIVISION 


CANTON 5, OHIO 


Firm 


Address_— 





Zone—__State 
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Modern Tools Needed . . . 


Updating of Shops 


Called Key 


to Profit 


(Continued from Page 46) 


chines, This seriously handicaps the 
operator and ups the price the 
dealer has to quote to get insurance 


work on wrecked cars. 
* + - 


Lube Equipment Poor 


E of the survey teams on 
lubrication equipment found 
that over 13 percent of lubrication 
equipment is so badly run down it 
must be replaced because it is past 
the stage of economic repair. An- 
other 15 percent is rated as being 
in poor condition and should either 
be extensively repaired or replaced. 
This survey also brought out 
the fact that over 34 percent of 








Maintenance Tips .. . 





Here’s How 
Experts 
Do It 


Dodge Coolant Loss 


E Dodge Technical Bulletin 

states that if continued coolant 
loss is experienced and investiga- 
tion does not reveal the source to 
be an internal leak, the exhaust 
manifold should be examined. 


In mid-1958, a change was 
made incorporating cap screws 
instead of studs and nuts to hold 
the exhaust manifolds in place. 
Since the cap screws extend into 
the water jacket, they are sealed 
with a nonhardening type gasket 
cement. However, if a cap screw 
loosens slightly in service, it will 
allow the coolant to leak past 
the threads. 


The coolant could be visible on 
the outside of the exhaust manifold 
but it is also possible for it to leak 
inside the manifold. It would then 
pass through the exhaust system 
unnoticed. 


Therefore, with any persistent| 
coolant leak, the exhaust manifold 
cap screws should be checked for 
tightness and if necessary, they 
should be removed, recoated with 
nonhardening gasket cement, and 
replaced.—Cuex-Cuart Service 


Butietin 
7 > a 


Pontiac Tail Cate Leak 


DD” to production variations in| 
some Safari tail gate weather- 
strips, it is possible for a leak to 
occur between the upper corners 
of the tail gate and the quarter 
panels at the belt line. If the tail 
gate weatherstrip is on the low 
side of thickness tolerance, it will 
not make a sufficient contact on! 
the lip of the tail gate opening. | 

When this condition exists, it 
will be necessary to shim out the | 
weatherstrip to effect a proper | 
seal. The correction for this com- | 
plaint is as follows: | 

1. Loosen the weatherstrip at the| 
upper end of the tail gate (down! 
approximately 8 inches). 

2. Clean the area where the 
weatherstrip attaches. 

3. Cut rubber spacer to proper 
dimensions. 

4. Insert and cement spacer. 

5. Cement tail gate weatherstrip 
back into place.—Pontiac Cnrarts- 
MAN Service News 





Mid-West Opens New Outlet 
Mid-West Motors (Dodge-Plym- 
outh), 601 Truman Road, Kansas 
City, has opened its third imported- 
car showroom at 1035 Minnesota 
Ave., Kansas City, Kans. It will 
handle Renault and Peugeot exclu- 
sively. Joe Kort has been named 











MR. LUBE SAYS— 


A.F.S. 
s NEW 


Only ARO has it! 
SEE PAGE 32 






the lubrication equipment is over 
10 years old, 6 percent is over 15 
years old and some has been in 
continuous operation for 20 years 
or more. 

Two surprising facts were de- 
veloped. First, the oldest equipment 
was found in the Northcentral and 
Eastern states. Second, by far the 
greatest percentage of old and 
worn-out equipment was found in 


Flint Buick Sales Climb 


FLINT.—Retail sales of new 
Buicks in Flint during March were 
the best of any month in three 
years, according to George G. 
Spaulding, manager of Buick’s two 
retail stores. Deliveries amounted 
to 197 units, he said, more than 
triple the total for March, 1958. 
Downtown Buick sold 117 new cars, 
and East Side Buick sold 80. 


dealerships selling the highest- 
priced cars. 

These findings were substantiated 
by the survey of another large 
maker of lubrication equipment 
who found that 56 percent of the 
equipment now in dealers’ shops 
was in good or fair operating con- 
dition and 44 percent was in poor} 
condition and should be repaired or 
replaced. 

This crew also found that 30 per- 
cent of the lube equipment was less 
than five years old, 44 percent be- 


tween 5 and 10 years and 26 percent | 


over 10 years old. 
* * * 


Compressors Rated Low 


: WAS found that 11 percent of 
the air compressors are more 
than 15 years old, and 13 percent 
of the dealers’ servicemen said 
their compressors do not put out 
enough air for the shops’ needs. 


Undercoating machines are in | 
better shape than most service | 
equipment, field men said, with | 
only 27 percent found to be in 
poor conditien. | 
Wheel-balancing equipment was 

found to be far from adequate for 
the needs of modern cars, At least 
37 percent was judged in such poor 
condition that it should be replaced. 
While 43 percent of the wheel- 





b AMM 
The first automobile built by 
the Duryea brothers had no 
brakes. To stop, it had to run out 
of fuel, break down or hit some- 
thing. 





aligning equipment was found to! 
be 10 years old or older, only 13) 





parts added to make them faster 
and more accurate, the field men 


said. 
= * * 


Brake Tools Fair to Good 


grote of brake equipment 
found that while most of it was 
in fair to good condition, at least 
75 percent could be replaced from 
a time-saving standpoint because it 
had been outdated by major im- 
provements made since it was 
bought. 

One maker pointed out that a 
30 percent saving in time could 
be accomplished by utilizing the 
turn-and-grind method of finish- 
ing off drums, The firm added 
that there had been an upswing 
in the number of heat-check and 
hard-spot drums which require a 
modern lathe in order to increase 
roduction. 

However, the survey indicated a 
lack of necessary equipment in 
shops driving for greater profits. 
One survey indicated that only 61.9 
percent of the shops contacted had 
brake-drum lathes, only 16.5 per- 
cent had radius grinders, only 216 
percent had brake machines and 
only 59.3 percent had other miscel- 


percent was seen needing replace-|janeous brake-service tools they 
ment, Some of the equipment con-| should have had. However, 748 
sidered good still should have some| percent had bleeder tanks. 





with the new Allen Scope-Analyzer 












How you |, 


A DOLLAR-A-MINUTE || 


Put these facts together; an outstanding profit picture becomes clear. 
1) National statistics show the average top tune-up sells for $24.00. 


2) Shop tests show 24 minutes with the new Allen Scope-Analyzer will 


bring in $24.00. 


Your tune-up-time can be worth a dollar-a-minute. 


Best of all, you get the exclusive Dial-Chek with every Allen Scope. It's 
the only sales tool of its kind—helping you sell more tune-ups, right on the spot. 


Only one tune-up a week will pay for your Allen Scope-Analyzer—and 


show a profit, too. It's the most economical unit of its kind available today. 


= 


SIX STEPS TO PROFIT 





SCOPE + DIAL-CHECK 


Sells the tune-up to the car 
owner fast. Quickly pin- 
points ignition problems. 


2 MINUTES 






VOLT-AMP TESTER 


Checks battery, generator, 
and regulator, plus the 
charging circuit. 


5 MINUTES 

























































DISTRIBUTRON 


Checks timing and distribu- 
tor advance (plus additional 
ignition checks). 


6 MINUTES 






ALLEN ELECTRIC and EQUIPMENT COMPANY 
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$99 Down, Discounts, 36-Month Terms... 


| 
Competition Sharpens on Imports 


By L. H. Houck 
Staff Correspondent 

ST. LOUIS.—The imported-car 
business in St. Louis is getting its 
second wind with 36-month terms, 
$99 down, immediate delivery, ad- 
vertised discounts, all colors in all 
body styles and many other fea- 
tures of the domestic car market. 

A year ago imported-car deal- 
ers were congratulating them- 
selves that their business was on 
a different level than that of 
domestic dealers, who were then | 
apparently in a rat race of dis- | 
counts and overallowances, 

Now it turns out that not all) 
imports are sports cars and not all | 
imports are good. Buyers have | 
learned that an economy car is not | 
a sports car and the prestige that | 
follows the driver of a sports car| 
does not always accrue to the | 
owner of an economy car. 

Both types of imports will find 
their markets in this area but com- | 
petition is now getting geared up| 
to where it may be compared with | 
that in domestic cars, 

Some import dealers are also re- 





maining open evenings—as late as 
10 o’clock. 

There is also some confusion 
regarding who is an authorized 
dealer for what in some lines. 
For example, a Renault adver- 

tisement over the signatures of 
Service Center, Pierre’s Sales and 
Riviera Sales, has this caution 
note: 

“The dealers listed below are the 


Road-Fund Diversion 


Rapped in Connecticut 


HARTFORD, Conn.—The Con- 
necticut Highway Users Confer- 
ence has joined the groups pro- 
testing Gov. Abraham Ribicoff’s 
plan to use $21 million in motor- 
vehicle fees to help balance the 
State’s budget. 

The conference has written all 
legislators to protect the planned 
diversion and has hired Robert 
H. Weir, former State budget 
director, to make a study of the 
effect the program would have 
on the State’s highway future. 











DWELL-TACH-VOLTAGE 


Check and adjust points, 
engine idle and other R.P.M. 
checks with two connec- 
tions 


3 MINUTES 


MODERNIZE YOUR PR 


to) 
equipment you have. Ask yo 


MICHIGAN retention 
Send for = Se 
free folder. 


QUALITY PRODUCTS BACKED BY 107 AUTHORIZED 
SERVICE CENTERS FROM COAST TO COAST 





Check and set idle mixture 
plus calibration of overall 
carburetion. 


6 MINUTES 


o make a Tae) tee Lb ea 


COMBUSTION ANALYZER 


lin St, Louis, These dealerships and 
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ESENT EQUIPMENT 
of the tune-up 


ur Allen representative 


| for your Renault.” 


|of John Barry Motors suggests that 
| buyers will be misled if they are 


|eign Car Dealer,” advertises a 1959 | 


| electric wipers, defroster, turn sig- 
;nals and whitewall 










































































ONLY factory authorized agencies 


no others can give you a factory 
guarantee, genuine parts and fac- 
tory trained service men to care 


A similar condition exists with 


Volkswagen and the advertisement “he 





told there is any other Volkswagen | 
dealer in St. Louis. 
New to the imported-car | 
market here are low downpay- 
ments and long terms. 


Missouri Sales and Service, whic 


Open Look in Oregon— 


This is the new home of Vinton & Larson (Buick) in McMinnville, Ore. It is said 
to be the only new dealership built in Oregon in 1958. 


h | ready for immediate delivery in Peugeot for $2,215 with immediate 

uses the slogan, “Authorized For- |! colors and all body styles. delivery from stock. 

London Motors advertises 1959 Riviera Sales advertises Renault ! 
Simca deluxe model, with heater,| English Fords for $99 down and /| for $195 down, which includes 


: freight, handling and dealer prep- 
Scmutee taatcn Pook Geter an | aration and terms of 36 months at ' 


: $42.62 per month, This deal includes 
Price advertising by authorized | 4 six-month factory warranty, 


import dealers for new cars is | pioneer Distributors (Lloyd) ad- 
relatively new, at least in St. | vertises Lloyd for $1,095 “and a 
Louis, and may reflect an effort | clean 1951 model tradein.” 

to attract more sales to a sagging Gruet Motor Co., a 24-year-old 
market. car-selling company, offers “big 


Pierre’s Renault Sales, advertises | discount” on ’59 Jaguar coupes. This 
- | is an authorized Jaguar dealership. 


tires for $99 
down and $48.32. per month. 

Reina Imported Car Co., author- 
ized Fiat dealer, advertises Fiat, 
with heater, defroster, turn signals, 
factory undercoating and sunroof 
for $99 down cash or trade, and 
$35.45 a month. 


The ad states that 50 cars are! 














Promotion Experts 
Tour Nation in 


IChevy Sales Push 


BALTIMORE. — Two teams of 
Chevrolet sales-promotion officials 
|are visiting the division's retailers 
throughout the nation in a cam- 
paign to keep sales enthusiasm at a 
high level during the spring season. 


| Meeting with Maryland dealers 
and salesmen here were Leon C. 
Dorn, assistant national sales pro- 
motion manager, and Bart Smith, 
also of the home office. 

They will stage similar get- 
togethers with retailers in 25 cities 
in the Eastern half of the country. 
Another pair is covering the West- 
ern U.S. 


Commenting on the purpose of 
the sessions, Dorn said, “In a busi- 
ness as competitive as ours, Chev- 
rolet cannot afford to relax. We led 
the nation in sales last year, but 
Ford was not far behind and the 
race is as hot as ever this year.” 

Dorn emphasized that this is the 
day of the hard sell. “You can’t 
wait for a customer to come in 
and place an order,” he said. “You 
have to go out and convince people 
that they want your product, But 
first you have to be sold on the 
product yourself.” 

He added: “You must sell the 
shoppers, the be-backs and espe- 
cially the women. You must sell 
the owners of medium-priced cars 
and the owners of competing 
makes.” 


Jobber Rebates 
Halted by FTC 


WASHINGTON. — The Federal 
| Trade Commission has ordered Eis 
| Automotive Corp., Middletown, 
|Conn., to stop selling its hydraulic 
| brake parts and cables and other 
|automotive products to competing 
customers at different prices. 

The FTC adopted a hearing ex- 
aminer’s initial decision holding 
that the company’s so-called redis- 
tribution discount resulted in job- 
ber customers belonging to group 
buying organizations paying less 
than their independent competitors. 
This, ruled the examiner, violated 
the Robinson-Patman Amendment 
to the Clayton Act. 

The examiner had found that Eis 
paid rebates only to those inde- 
pendent jobbers purchasing a mini- 
mum of from $1,200 to $2,000 a 
year, and then only on their sales 
to subjobbers and on 50 percent or 
less of total purchases. Group job- 
bers, however, were granted rebates 
on all purchases, regardless of 
whether they resold to other job- 
bers. 
AUTO-TURNTABLE 
Assembled in 30 Minutes 


SCOPE 


Prove out the job—to you 
and the customer—with the 
engine running. 







2 MINUTES 


AMER-STAGE 
805 East 134 St. 
Bronx 54, N. Y. 
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Sales of $27.4 Billions... 


Dealer Impact on U.S. 
Charted by NADA 


WASHINGTON. — The nation’s; Arizona—185 dealers; 4,000 em- 
auto dealers had total sales of $27.4| ployes (avg. 22). Payroll, $19 mil- 
billion last year and total payrolls| lion; sales, $140 million ($760,000 
of $3.1 billion, according to the| per dealer); 12.7 percent of retail 
NADA research department. | employment; 8 percent of retail 

In detailing the franchised |©™ployes; 12.5 percent of retail 
dealers’ impact on the U.S. econ- | Sales. 
omy, NADA estimated the dealer | Arkansas—470 dealers; 7,000 
population at 38,000. They had | employes (avg. 15). Payroll, $25 
700,000 employes (an average of | million; sales, $250 million ($530,- 
19 apiece) and accounted for an | 90 per dealer); 16.9 percent of 
average of $720,000 sales per | 
: dealer. 
—.| NADA also estimated that fran- | 
chised dealers provided 13.1 per- 
«|cent of the nation’s retail payroll, 


tail employes; 16.8 
retail sales. 

CaLirorNiA—2,060 dealers; 56,000 
| employes (avg. 27). Payroll, $298 


| million; sales, $2.38 billion ($1.16 


percent of 





et ll 





~—= | employed 7 percent of the nation’s! —.,: . 
pm: mg Tes - | retail work force and were respon-| Sana baacets GA Geneeek oF chal 
ie coe ee ™, | sible for 14.8 percent of the nation’s | Tn i 
» a a at . | ; 
ee - as ., | retail sales. NADA’s report: — ee ee ee 
| ALaBaAMA—460 dealers; 11,000 em-| CoLorano—430 dealers; 8,000 em- 


New Plant for Biljac Oldsmobile— 


Biljac Oldsmobile has moved into this new plant in Jackson, Miss. The large, well- 
lighted building is located on the edge of the downtown section, just off “Automo- 
bile Row." 


|Ployes (avg. 24). Payroll, $40 mil-| ployes (avg. 19). Payroll, $34 mil- 
lion; sales, $350 million ($760,000/ lion; sales, $270 million ($630,000 
per dealer); 16.6 percent of retail| per dealer); 14.2 percent of retail 
payroll; 7 percent of retail em-| payroll; 7.9 percent of retail em- 
| ployes; 15.9 percent of retail sales.| ployes; 15.1 percent of retail sales. 


O Don’t just wish for a lift that handles all cars... 






Provides unobstructed view 
— easy access to work 











3-Position Pads. 

No Adapters Required. 
Pads can be positioned 
to various heights 

as required 





K ERE IT 1S! 


THE ADJUSTABLE FRAME-GRIP LIFT 
WITH TELESCOPING ARMS 


Passenger Cars—all 
Frame Designs 


Telescoping arms 
Picks up cars 
and light trucks 


adjustable from 


a minimum of 60” 


Wagons of all Sizes 


at points F to a maximum of a si —_— 
recommended Foreign Cars—Sports Cars cided, | 1? i €: 4 Pas 
by car ideal for Light Trucks . mS a 3 
manufacturer , 


WRITE FOR DESCRIPTIVE FOLDER | 


THE UNITED STATES AIR COMPRESSOR CO. 


S300 Harvard Avenue « Cleveland 5S, Ohio 


HYDRAULIC LIFTS 


AIR COMPRESSORS . 





retail payroll; 6.9 percent of re- | 


ConNEcTicuT—-500 dealers; 10,000 
employes (avg. 20). Payroll, $50 
million; sales, $410 million ($820,. 
000 per dealer); 13.3 percent of re- 
tail payroll; 7 percent of retail em- 
ployes; 14.4 percent of retail sales, 

De.tawarE—90 dealers; 2,000 em- 
ployes (avg. 22). Payroll, $9 million; 
sales, $80 million ($890,000 per 
dealer); 12.3 percent of retail pay- 
roll; 7.2 percent of retail employes; 
13.9 percent of retail sales. 

District of Columbia—60 deal- 
ers; 3,000 employes (ayg. 50), Pay- 
roll, $22 million; sales, $140 mil- 
lion ($2.3 million per dealer); 9.3 
percent of retail payroll; 5.1 per- 
cent of retail employes; 11.7 per- 
cent of retail sales. 

FLoria—660 dealers; 16,000 em- 
ployes (avg. 24). Payroll, $71 mil- 
| lion; sales, $660 million ($1 million 
|}per dealer); 13.4 percent of retail 
payroll; 6.6 percent of retail em- 
ployes; 14.9 percent of retail sales. 

Georcia—650 dealers; 14,000 em- 
ployes (avg. 22). Payroll, $53 mil- 
lion; sales, $500 million ($770,000 
per dealer); 14.4 percent of retail 
| payroll; 7.5 percent of retail em- 
ployes; 15.5 percent of retail sales, 

Ipano—300 dealers; 4,000 em- 
ployes (avg. 13). Payroll, $16 mil- 
lion; sales, $110 million ($370,000 
per dealer); 18.5 percent of retail 
payroll; 11.1 percent of retail em- 
ployes; 17.5 percent of retail sales. 

ILLInois—2,180 dealers; 38,000 em- 
ployes (avg. 17). Payroll, $186 mil- 


|lion; sales, $1.72 billion ($790,000 
per dealer); 11.5 percent of retail 
payroll; 5.9 percent of retail em- 


ployes; 14.3 percent of retail sales. 

Indiana—1,150 dealers; 20,000 
| employes (avg. 17). Payroll, $90 

million; sales, $820 million ($710,- 

000 per dealer); 13.8 percent of 

retail payroll; 7.5 percent of re- 
| tail employes; 16.5 percent of re- 
| tail sales. 
| JIowa—1,160 dealers; 15,000 em- 

ployes (avg. 13). Payroll, $56 mil- 
jlion; sales, $520 million ($450,000 
per dealer); 15.4 percent of retail 
payroll; 8.5 percent of retail em- 
ployes; 15.6 percent of retail sales. 

Kansas—880 dealers; 17,000 em- 
ployes (avg. 19). Payroll, $50 mil- 
lion; sales, $440 million ($500,900 
per dealer); 17.9 percent of retail 
| payroll; 12.4 percent of retail em- 
| ployes; 18.2 percent of retail sales. 

Kentucky — 640 dealers; 11,000 
employes (avg. 17). Payroll, $0 
million; sales, $380 million ($590, 
| 000 per dealer); 14.8 percent of re- 
|tail payroll; 8.2 percent of retail 
employes; 15.9 percent of retail 
| sales. 
| Lovurstana—490 dealers; 11,000 em- 
ployes (avg. 22). Payroll, $43 mil- 
|lion; sales, $380 million ($775,000 
|per dealer); 144 percent of retail 
payroll; 7.3 percent of retail em- 
ployes; 15.6 percent of retail sales. 

Maine—300 dealers; 5,000 em- 
ployes (avg. 17). Payroll, $19 
million; sales, $140 million ($465,- 
000 per dealer); 16.4 percent of 
retail payroll; 8.6 percent of re- 
| tail employes; 154 percent of 
retail sales. 
| Marytann—400 dealers; 11,000 
employes (avg. 28). Payroll, $46 
| million; sales, $390 million ($975,000 
per dealer; 12.2 percent of retail 
| payroll; 6.3 percent of retail em- 
ployes; 13.5 percent of retail sales. 

MassacHvusetts—1,020 dealers; 
20,000 employes (avg. 20). Payroll, 
$93 million; sales, $790 million 
($775,000 per dealer); 11 percent of 
retail payroll; 6 percent of retail 
employes; 13.3 percent of retail 
sales. 

MicuicaN — 1,550 dealers; 33,000 
employes (avg. 21). Payroll, $174 
million; sales, $1.61 billion ($1.04 
million per dealer); 15.2 percent of 
retail payroll; 7.4 percent of retail 
employes; 18 percent of retail sales. 

Min Nesota—1,220 dealers; 16,000 
employes (avg. 13). Payroll, $65 mil- 
lion; sales, $550 million ($450,000 
per dealer); 13.5 percent of retail 
payroll; 7.6 percent of retail em- 
ployes; 14.9 percent of retail sales. 

Mississippi—530 dealers; 8,000 
employes (avg. 15). Payroll, $28 
million; sales, $250 million ($470,- 
000 per dealer); 19.5 percent of 
retail payroll; 10 percent of retail 
employes; 18.3 percent of retail 
sales. 

Missourr—1,040 dealers; 18,000 
employes (avg. 17). Payroll, $7 
million; sales, $740 million ($710,000 
per dealer); 12.5 percent of retail 
payroll; 6.7 percent of retail em- 
ployes; 14.9 percent of retail sales 

Montana—400 dealers; 4,000 em- 
ployes (avg. 10). Payroll, $19 mil- 
lion; sales, $160 million ($400,000 
per dealer); 18.7 percent of ret 
payroll; 10.6 percent of retail em- 
ployes; 18.1 percent of retail sales. 

Nesraska—600 dealers; 8,000 em- 
(Continued on Page 55, Col. 1) 
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NADA Also Charts Payrolls ... 


Dealer Impact Analyzed 


(Continued from Page 54) 


ployes (avg. 13). Payroll, $28 mil- 
lion; sales, $270 million ($450,000 
per dealer); 14.4 percent of retail 
payroll; 8.2 percent of retail em- 
ployes; 15.9 percent of retail sales. 
Nevava—80 dealers; 1,000 em- 
ployes (avg. 13). Payroll, $6 mil- 
lion; sales, $60 million ($750,000 
per dealer); 13.1 percent of retail 
payroll; 7.5 percent of retail em- 
ployes; 13.2 percent of retail sales. 

New Hampshire—250 dealers; 
3,000 employes (avg. 12). Payroll, 
$12 million; sales, $110 million 
($440,000 per dealer); 16.6 percent 
of retail payroll; 8.7 percent of 
retail employes; 15.4 percent of 


retail sales. 

New Jersey—1i,080 dealers; 20,- 
000 employes (avg. 19). Payroll, 
$102 million; sales, $900 million 


($830,000 per dealer); 12.3 percent 
of retail payroll; 6.1 percent of re- 
tail employes; 13.7 percent of re- 


tail sales. 
New Mexico—200 dealers; 4,000 
employes (avg. 20). Payroll, $15 


million; sales, $140 million ($700,000 
per dealer); 16.9 percent of retail 
payroll; 8.9 percent of retail em- 
ployes; 16 percent of retail sales. 
New Yorx—2,400 dealers; 48,000 
employes (avg 20). Payroll, $238 
million; sales, $2.22 billion ($925,000 





per dealer); 8.8 percent of retail 
payroll; 4.5 percent of retail em-| 
ployes; 11.2 percent of retail sales.| 

North Carotina—880 dealers; | 
17,000 employes (avg. 19). Payroll, 
$65 million; sales, $550 million 
($625,000 per dealer); 15.9 percent 
of retail payroll; 8.2 percent of re- 
tail employes; 15.3 percent of retail 
sales. 

North Dakota—450 dealers; | 
4,000 employes (avg. 9). Payroll, 
16 million; sales, $140 million | 
($310,000 per dealer); 19.5 percent 


General Tire Profit 





. 
In First Quarter 
. - | 
Tops $6 Million | 
AKRON.—General Tire & Rubber | 
Co. earned $6,034,547 on consoli-| 
dated sales of $137,388,350 for the) 
three months ended Feb. 28, accord- 
ing to William O'Neil, president. 
For the comparable first fiscal 
quarter in 1958 estimated earnings | 
totalled $1,754,124 on sales of $96,- 
565,835, he said. 
Virtually all units contributed to| 
the substantial gains, O’Neil said. 
“Among our units which have} 
now begun to realize their earning 
potentials are the synthetic rubber 
facility at Odessa, Tex., our plastic 
and industrial products unit and 
RKO-Teleradio, which had one of 
its finest quarters to date,” he 
added. “We are well on our way to} 
our best year.” 
At a board meeting following the 
stockholders annual meeting, all of-| 
ficers were reelected. They include: | 
W. O'Neil, president; M. G.| 
O'Neil, vice-president and executive | 
assistant to the president; T. F.| 
ONeil, L. A. McQueen, C. J. | 
Jahant, C. F. O’Neil, D. A. Kimball, 
J. E. Powers, J. A. Andreoli, O. G. 
Vennedge and H. M. Dodge, all 
vice-presidents; C. A. Hill, treas- 
urer, and F. W. Knowlton, secre- 


All 17 directors also were re- 
elected. 


Midland-Ross Buys 


Castings Maker 


CLEVELAND.—In a cash trans- 
action, Midland-Ross Corp. acquired 
all the assets of Nelson Metal 
Products Co., Inc., Grand Rapids, 
Mich., producer of zinc and alumi- 
num die castings for the automo- 
tive industry. 

Nelson Metal Products will op- 
erate under Midland-Ross’ Owosso 
(Mich.) division, headed by David 
EB. Walbert, vice-president and gen- 
eral manager. The business will be 
continued in Grand Rapids under 
the present management. 

This is the third acquisition for 
Midland-Ross in 13 months, In 1958, 
the company acquired Hartig En- 
gine & Machine Co., Mountainside, 
N. J, and the transportation divi- 
Sion of Consolidated Metal Prod- 
ucts Corp. Albany. 


of retail payroll; 11.2 percent of 
retail employes; 18.1 percent of 
retail sales. 

Oxn10o—1,950 dealers; 39,000 em- 
ployes (avg. 20). Payroll, $189 mil- 
lion; sales, $1.61 billion ($825,000 
per dealer); 13.3 percent of retail 
payroll; 6.8 percent of retail em- 
ployes; 15.3 percent of retail sales. 

OKLAHOMA—770 dealers; 11,000 
employes (avg. 14). Payroll, $37 
million; sales, $380 million ($495,000 
per dealer); 15.1 percent of retail 
payroll; 8.5 percent of retail em- 
ployes; 16.5 percent of retail sales. 

Orecon—500 dealers; 9,000 em- 
ployes (avg. 18). Payroll, $43 mil- 
lion; sales, $330 million ($660,000 


per dealer); 15.9 percent of retail | 
8.9 percent of retail em-| 


payroll; 
ployes; 15.4 percent of retail sales. 

PENNSYLVANIA—2,500 dealers; 46,- 
000 employes (avg. 18). Payroll, $195 
million; sales, $1.72 billion ($690,- 
000 per dealer); 13 percent of retail 
payroll; 6.8 percent of retail em- 





ployes; 14.7 percent of retgil sales. 

Rhode Island—150 dealers; 
3,000 employes (avg. 20). Payroll, 
$12 million; sales, $140 million 
($935,000 per dealer); 11.5 per- 
cent of retail payroll; 6 percent 
of retail employes; 138 percent 
of retail sales. 

South Carotrna—400 dealers; 
7,000 employes (avg. 18). Payroll, 
$28 million; sales, $250 million 
($625,000 per dealer); 15.4 percent 
of retail payroll; 7.3 percent of re- 
tail employes; 14.7 percent of retail 
sales. 

SoutH Daxota—400 dealers; 4,000 
employes (avg. 10). Payroll, $16 
million; sales, $140 million ($350,000 
per dealer); 17.7 percent of retail 
payroll; 9.5 percent of retail em- 
ployes; 17.2 percent of retail sales. 

TenNessEeE — 450 dealers; 12,000 
employes (avg. 27). Payroll, $50 mil- 
lion; sales, $490 million ($1.09 mil- 
lion per dealer); 141 percent of 
retail sales; 7.1 percent of retail 
employes; 16.1 percent of retail 
| sales. 


Texas—2,250 dealers; 39,000 em- 
ployes (avg. 17). Payroll, $161 


000 per dealer); 14.1 percent of 
retail payroll; 7.4 percent of re- 
tail employes; 16.7 percent of re- 
tail sales. 


UtaH—200 dealers; 4,000 employes 


million; sales, $1.64 billion ($730,- | 
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A multipurpose craft, invented 
about 1923, could be used as an 
automobile, a hydroplane, an am- 

| phibious boat or a nonsinkable 
| lifeboat. 





| (avg. 20). Payroll, $16 million; sales, 
| $140 million ($700,000 per dealer); 
|15.1 percent of retail payroll; 8.2 
percent of retail employes; 15.8 
percent of retail sales. 
VerMontT—190 dealers; 2,000 em- 
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ployes (avg. 11). Payroll, 9 million; 
sales, $60 million ($315,000 per deal- 
er); 20.1 percent of retail payroll; 
10.8 percent of retail employes; 17.1 
percent of retail sales. 
Vircinia—840 dealers; 17,000 em- 
ployes (avg. 20). Payroll, $68 mil- 
lion; sales, $550 million ($650,000 
per dealer); 16.1 percent of retail 
payroll; 8.7 percent of retail em- 
ployes; 15.8 percent of retail sales. 


WasHINGcToN—600 dealers; 12,000 
employes (avg. 20). Payroll, $56 
million; sales, $410 million ($685,000 
per dealer); 13.5 percent of retail 
payroll; 7.7 percent of retail em- 
ployes; 12.9 percent of retail sales. 

West Virginia—500 dealers; 
8,000 employes (avg. 16). Payroll, 
$31 million; sales, $230 million 
($460,000 per dealer); 168 per- 
cent of retail payroll; 8.7 per- 
cent of retail employes; 15.7 
percent of retail sales. 

Wisconsin—1,350 dealers; 17,000 
employes (avg. 13). Payroll, $74 
million; sales, $630 million ($470,000 
per dealer); 14 percent of retail 
payroll; 7.2 percent of retail em- 
ployes; 15.1 percent of retail sales. 

Wromine—185 dealers; 3,000 em- 
ployes (avg. 16). Payroll, $9 million; 
sales, $80 million ($434,000 per deal- 
er); 19.8 percent of retail payroll; 
12 percent of retail employes; 19.5 
percent of retail sales. 





Now... true acr 





refinishing with Ditzler’s 


Acrylic Color Mixing Service 
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ow you can match all of the long- 


lasting, brilliant 


colors featured on many of today’s 
new cars with Ditzler’s Acrylic Color 


Mixing Service. 


e Ditzler has made available a com- 
plete new series of DURACRYL base 
colors and hundreds of laboratory- 
tested formulas. These colors are true 
acrylics, not modified lacquers. With 
them you can duplicate precisely 
the beauty and depth of color, high 
gloss and outstanding durability of 
modern acrylic finishes. 


Exact-weight 


precise mixes. 


Complete line of 
DURACRYL” base colors. 


Smooth-running, quiet power agitator. 
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new acrylic 


e Ditzler’s Acrylic 


Ditzler Color Division, Pittsburgh Plate Glass Company °¢ 


DITZLER 


PAINTS « 


GLASS * CHEMICALS « 


e With this mixing service, pioneered 
and perfected by Ditzler, you can 
mix these colors as easily and quick- 
ly as conventional lacquers. You can 
prepare the amount you need when 
you need it, for a spot repair or a 
complete refinishing job. There’s no 
waiting, no waste. 


offers you added opportunity for 
profitable business on millions of new 
cars originally finished with acrylics. 
Get in touch with your nearest Ditzler 
jobber for further information. 


BRUSHES 


et a 


Color Mixing Service 


tion 
Detroit 4, Mich. 










DDL-7096! 
ROMAN RED 


@ DURACRYL is now be- 
ing used on the produc- 


lines by all car 


manufacturers using 


acrylic finishes as orig- 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Chevrolet Dealers Sponsor Students— 


from left, are W. J. Bundy, Detroit; W. E. Heingartner, Brooklyn; G. H. Creswell, Balti- 


©. Mclaughlin, school director. Second row: C. A. Greiner, Detroit; E. J. Farley, Ook- 


Dillsburg, Pa.; Hudson Davis, Borger, Tex.; J. W. Skinner, Clay Center, Kans.; R. D. | 
Banks, Warren, O«4 H. V. Butler, Edwardsville, Ill.; H. N. Scherger, Huntington, Ind.; 
C. L. Creswell, Baltimore; M. L. Humphrey, Milwaukee, and E. W. Bates, Springfield, | 
lil. Third row: Mannie and Edwin Rosen, Nyack, N. Y., and R. H. King, GM of Canade. | 





1. Bay K-3000 Bumper Jock — 
rotating saddles 

that lift from braces, full year 

gvarantee. i 


Portable, Air-Operated 
BAY-LIFT Eliminates Wasted 
Waiting Time of Mechanics 


Nobody likes the delay in service garages that 
occurs when mechanics are held up, waiting 
for suitable lifting equipment to be free. It's 
frustrating to the mechanics. It's a profit- 
robbing situation, a major drag on the 
efficiency of any shop. 


| > 


} » 
irl 
1 


Progressive service operators the nation over 
are putting low-cost Bay-Lifts to work, with 
surprising results. The Bay-Lift is rolled under, 
where the car stands, air hose is attached and 
—whoosh—the vehicle is at any desired height, 
over the head of the mechanic or lower, in 10 
seconds or less. It's locked automatically at 
any height, for absolute safety. And working 
conditions are clear and convenient, more so 
than by any other lifting method. 


Time saved by a Bay-Lift goes far beyond 
elimination of waiting time. Every job goes 
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Across the Nation... 





Auto Dealer Changes 


MOULTRIE, Ga—Wright Motor| door to Mohr’s service depart- 
Co. (Ford-Renault), has opened its} ment, Mohr’s downtown location 
new plant on N. Main St., bringing} now covers four acres. 
all departments under one roof. 
R. B. Wright a. is president. Trio Open Fiat Deal 


* * * 


ROSEBURG, Ore.— Frank Mur- 


McMillian Buys Qut Dad | phy, Allen E. Clute and Claude H. 
HOUSTON.—Don McMillian has| Esselstrom are partners in Hill Top 
purchased control of Earl Mc-| Motors, Inc. (Fiat), 988 NE Steph- 
Millian, Inc. (Ford), from his/ ens St. 
father, Earl McMillian. 
= 


* * * 


Mallets Closing Chevy Deal 


Studebaker Adds McKay MANCOS, Colo.—Mallet Motor 

eat ; : | ROSEBURG, Ore. — Forrest M.| Co. (Chevrolet) is closing shop, 
Lined up for a photograph at the General Motors Training Center in Detroit are | McKay announced he has acquired| according to Mr. and Mrs. E. E. 
sponsors of the most recent graduates from the Chevrolet Dealer Sons School. The a Studebaker franchise and has| Mallet, owners. They are moving 
dass was the 49th in a training venture launched by the company in 1938. First row, | taken over Riverside Motors, 1410|to Delta, Colo. where Mallet will 


join R. N. Musgrave Chevrolet 


SE Steph St 
more; E. |. tg lego! ae oe oa = — a ae” 2s (Chevrolet-Cadillac-Oldsmobile). 
Ledge, Mich.; W. H. Parker, Cockeysville, 7 ck, orain, 3 ses Liupa » Mohr Adds Building ; ‘ + 
Esko, Minn.; T. J. DeFelice, Red Bank, N. J.; W. T. Argabrite, Henderson, Ky., and T. D Behe vas A ' Rambler Deal Sold 





sdb, how badly you need a BAY-LIFT® 


depends on how often you 
keep a good man down! 


faster with a Bay! Hard-to-get-at jobs become 
easy. Even smaller shops turn out 3 to 5 extra 
jobs per day. 

You should try this unique piece of equip- 
ment to even begin to realize what it can do 
for your operations. Send us a note on your 
letterhead; and we'll have a representative 
call to demonstrate. 


ONLY $380.00 


BAY 
IFT 


DIVISION OF LIFE TIME PRODUCTS CORP. 
P. O. BOX 85-A, CANFIELD, OHIO 


Bay Overseas Division, 276 West 43rd St., 
New York 36, N. Y. 
Cable Lopreh, New York 


BAY-WORLD'S MOST WIDELY USED AIR LIFT 





was a Rambler dealer in Denver 
and at one time managed a Pack- 
ard dealership in Aurora, a Denver 


suburb. 
i * +. 


VW Adds Colorado Outlet 


GRAND JUNCTION, Colo.—For- 
eign Cars, Inc., has been appointed 
a Volkswagen dealer, Carl Ober. 
holtzer announced, The firm wil] 
discontinue handling other foreign 
lines, he added. 


* * * 


Renault Signs Matthews 


CORAL GABLES, Fla.—Interna- 
tional Motor Sales, 525 N, W. Forty- 
second Ave., has been appointed a 
Renault-Peugeot dealer. The firm 
is owned by John Matthews. 

* = aa 


Smithweck Joins Johnson 


MOBILE, Ala.—T, M. Smithweck 
has been named vice-president and 
general manager of Johnson Chev. 
rolet, Inc. He formerly was genera] 
manager of Anderson Motor Co. 
(Chevrolet-Oldsmobile), Marietta, 
Ga. Smithweck succeeds C, F, 
Johnson jr., who has joined his 


| father in Motors Investment Corp 
i Roberts, Brattleboro, Vi. Thomas, Union City, Pa.; G. B. Lefever,| has opened a two-story addition FORT COLLINS, Colo.—Donald | e . 
+ + Mang fl ee ae ” which will be used for office space |M. Knittel and Rollie Madison, 
and for the commercial fleet | both of Denver, have purchased 
sales, renting and leasing organ- | Fort Collins Motor Sales Co. (Ram- 
izations. The new building is next | bler) from Milton G. Lucke, Knittel 


* * 


Triumph Dealer Named 


LEWISTON, Me.—Twin Cities 
Motor Co., 669 Main St., has an- 
nounced its appointment as a 
Triumph dealer. 

> > > 


Hughes Joins Horgan Ford 


NEW YORK.—Bob Hughes has 
joined Ralph Horgan, Inc. (Ford), 
as truck-fleet specialist. He had 
been fleet manager for the former 
Caswell Motors. 

> . ” 


Ferguson Opens New Outlet 

CORPUS CHRISTI, Tex.—Fergu- 

son Motor Co., Inc. (Dodge-Chry- 

sler-Imperial-Simca) held its for- 

mal opening at 1201 North 

Chaparral. Charles Ferguson is 
president of the firm. 
© . > 


3 Utah Deals on the Move 


SPANISH FORK, Utah.—Smith 
Auto Co. is moving into the 
building formerly occupied by 
Holley Buick Co., which is estab- 
lishing a Buick, Pontiac and 
GMC dealership in American 
Fork, Utah. Harmon Motor Co. is 
scheduled to take over the Buick 
and Rambler franchises here. 

* 


Naylor Buys Ford Outlet 


SPRINGVILLE, Utah.—G. Lowry 
Anderson Ford Sales has been pur- 
chased by George F. Naylor and 
renamed Naylor Ford Sales. Naylor 
had been sales manager of the deal. 
Anderson is retiring. 

o > > 


Raton Motor Adds Rambler 


RATON, N. M.—Raton Motor Co. 
(Lincoln-Mercury) has added the 
Rambler line, according to J, Allen 
Wikoff, owner. 

> 


Dunmire to Build 


OREGON CITY, Ore.—George W. 
Dunmire, GM-lines dealer, has an- 
nounced the construction of a new 
car headquarters in the adjoining 
community of Gladstone, to be 
completed in early summer, He has 
sold his auto holdings in Oregon 
City. 

> * . 


Kostick-Coffield Opens 
LADYSMITH, Wis.—Kostick- 
Coffield, Inc., has been awarded & 
Chevrolet franchise. Partners are 
Fred Kostick and John L. Coffield 
> > * 


Hopper Motor Moves 
BOISE, Id.—Hopper Motor Co. 
(DeSoto-Plymouth), after 20 years 
in a downtown location, has moved 
to a new location at 2815 Overland 
Rd. 


+ . * 
Montclaire Motors. Opens 
SCRANTON, Pa.—Montclaire Mo- 

tors has opened at 417 Poplar St, 
as a Renault and Peugeot dealer. 
Joseph Emmi is president; Carl 
Evans, vice-president, and 
Dante, secretary-treasurer. 

. 7 7 


Renault-Peugeot Deal Bows 

RALEIGH, N. C.—Harmon- 
Bailey has been formed to handle 
the Renault, Peugeot and used 
cars formerly sold by Harmon- 
Dale Co. Harmon-Dale will con- 
tinue to handle Volkswagen. Paul 
Bailey will manage the new firm. 

7 7: +. 


VW Deal in Denver 


DENVER.—William G, Bauer 
(Continued on Page 57, Col. 1) 
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Across the Nation... 








Auto Dealer Changes 


(Continued from Page 56) 


and J. J. Joseph have opened Auto 
Land (Volkswagen) at 7405 E. Col- 
fax. The firm also will carry boats 
and boating accessories, 

* * 


Triumph Adds Dealer 


BOISE, Id.—Foreign Motors, Inc., 
1119 Main, has been awarded a 
Triumph franchise. 

a + * 


Eger Takes Rambler 


DENVER.—Bill Eger, a high- 
volume used-car dealer, has pur- 
chased Rambler Center, Twelfth 
and Broadway. He will continue 
to operate his lots at 1214 W. 
Alameda and 1101 W. Alameda, 

* 


* * 


Rambler Deal Opens 


FORT COLLINS, Colo.—Donald 
M. Knittel and R. E, Madison have 
purchased Fort Collins Motor Sales 
(Rambler), 354 Walnut. Both men 
formerly were with Rambler 


Center, 1147 Broadway, Denver. 
a * * 


Marsell, Ray Add Deal 


CORTEZ, Colo.—Marsell Motors 
(Ford), has purchased the former 
C, H. Webb Motor Co. (Ford-Mer-| 
cury-Edsel-Lincoln), Dolores, Colo., | 
according to Floyd Ray and Paul 
Marsell, owners. Charles Jurgelonis 
will manage the Dolores deal which 
was operated by Ezell Motors until 
1958. 


* + > 


Dreyer Motor Sold 


TEXARKANA, Ark, — Dreyer} 
Motor Co., Ford dealer for 43 years, 
has been purchased by Hope Auto 
Co. (Ford), Hope, Ark. The Tex- 
arkana dealership will be renamed 
McLarty-Ford. Inc. 

« = 


Albany Deal Adds Triumph 


ALBANY, — DeRusso-Richards, 
Inc., 105 Colvin Ave., has added the 
Triumph line. The firm also handles | 
Simca. 


> > 


2 Take Over Metro L-M 


HOUSTON. Dr. Howard W. | 
dacobe and Raymond M. Pearson 
have taken over Metro Lincoln-| 
Mercury, 1300 Louisiana, and re- 
named it Jacobe-Pearson Motor Co. | 
The firm handles Lincoln, Mercury, | 
— Continental and the German 

ord. 





| 
j 
> * 


Rancho Rambler 


SALT LAKE CITY. Rancho 
Rambler has held its formal open- | 
ing in Salt Lake City, according | 
to S. Dean Weaver, general man- 
ager. The service department is 
under direction of Frank Anderson. | 

- > > | 


| 


Merle Kelly Jeep Moves 


KANSAS CITY.— Merle Kelly| 
Jeep & Equipment, Inc., 1832 Mc-| 
Gee, has moved to larger quarters 
at 2555 Grand Ave. 

> > 7 
Riviera Imports Opens 

MINNEAPOLIS.—Riviera Im- 
Ports, Inc. (Renault-Peugeot), has 
opened at 2538 Hennepin Ave. 
Irving I. Reiter is president. 

” - oo 


Pennington Sells to Hagood 


ROYCE CITY, Tex.—Richard A. 
od, Houston, has purchased 
Superior Chevrolet Co, from Lester 
Pennington and his associates, 
*- * 7~ 


Campbell Takes Lark 


VANCOUVER, B. C. — Campbell 
Motors, 1234 Kingsway, has taken 
over the Studebaker dealership. 

* o ~ 


Kaufman Adds Borgward 
MILWAUKEE.—P. J. Kaufman 
Import Cars, 3064 N. Third St., has 
n appointed a Borgward dealer. 
oe ” a” 


Willys Signs Miller 
LAKEVILLE, Ind.—Miller Motor 
Sales, 121 S. Michigan St., is a new 
dealer for Willys Jeep. 
* * * 


White Adds Buick-Opel 


ZANESVILLE, O.—White Buick, 
Ine, (Buick-Opel), has been opened 
here by Hugh White. White is 
founder of White Chevrolet Co. 
here; Jim White Chevrolet Co., 
Toledo; Jim White Chevrolet, Ko- 





komo; White-Allen Chevrolet Co., 
Dayton; White Chevrolet, Inc., 
Lima, and Jim White, Inc., Ann 
Arbor, Mich. 


* * * 


Dawson Adds Borgward 


TUCSON, Ariz.— Frank Dawson 
Motor Co. (Dodge-Plymouth) has 


been appointed Borgward dealer | 


for Tucson and Southern Arizona. 
* * oe 


Smith in Groveport 


GROVEPORT, O—Ralph E.| 


Smith is president and general 

manager of Ralph Smith Chevrolet, 

the new Chevrolet dealership here. 
* * * 


Texas Motors Adds Outlet 


FORT WORTH.—Tezxas Mo- 
| $T. PETERSBURG, Fla. — For-| drinks and 


tors (Ford) has opened its third 
location at University Drive and 
White Settlement Rd. Tom Mer- 
ritt and Sid Castles are co- 


managers. The site has about 


30,000 square feet. 
+. * * 


Beaudry Adds Lark 


TUCSON, Ariz.— Beaudry Motor 
Co. has added a Studebaker fran- 
chise to its Chrysler line. Lee J. 
Beaudry heads the firm, Studebaker 
was handled here by J & B Motors 
from 1939 until January of this 
year. 

+ * * 
Platt in New Quarters 


JACKSONVILLE, Fla.—Platt 
Pontiac, Inc., has opened its new 


| quarters at 3261 Kings Ave. (US-1 
| South). 


* * 


Murphy Bankrupt 


gone into bankruptcy. 


x * * 


Tom Smith Adds Goliath 


EAST POINT, Ga—Murphy | 
Mercury Co., 338 N. Church, has | 


|Mobile Hot Dog Stand— 








ATLANTA.—Tom Smith Motors, 
Ine, (Dodge-Chrysler-Imperial), 
| 3483 
| added Goliath. 

*« 


* * 


| 
| 
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This Lambretta hot 


dog 
stand was designed by Admor Bar and 


three-wheel 


Kitchen Equipment Co., New York, The 


Peachtree Rd., N. E., has! equipment contained in the unit includes 


a frankfurter boiler and several covered 
compartments for frankfurters, saverkraut, 


Crump Named Lloyd Dealer onions and rolls; ice boxes for bottled 


|eign Cars Corp. of Florida has an- 
|nounced the appointment of Guy 
|Crump as a Lloyd dealer here. 


storing perishables, and a 
showcase with plexiglass doors for storing 
cookies, cakes, candy and cigarets. Heat 
is provided by Coleman burners. 





Spicer Drive Lines 
Get Specified For 
The Toughest Jobs 


This self-propelled oil field vehicle is designed for top dependability 
in some of the roughest, toughest work you’ll find. Loads are heavy, 
often excessive. Dirt and grit are always present, and the equip- 
ment must be ready for prolonged and uninterrupted service any 


time of the night or day. 


Under these conditions . . . where highest quality, dependability 
and durability mean everything . . 
transmissions, clutches, universal] joints, PTO’s, and drive lines. 
Take a good look the next time you’re admiring a hardworking 
piece of equipment. You’ll probably find the name Spicer on the 


critical power train 





components. 


The vehicle shown is one of a type manufactured by Fred 
E. Cooper, Inc., of Tulsa, Oklahoma, employing Spicer 
Series 1700 heavy-duty drive shafts. Cooper also builds a 
line of skid units using dependable Spicer transmissions. 


Converters, Gear Boxés, 


ings. 


Gears, Forgings, Stampings. 


. you'll usually find Spicer 


DANA CORPORATION 


DANA PRODUCTS Serve Many Fields: 
AUTOMOTIVE: Transmissions, Universal Joints, Pro- 
peller Shafts, Axles, Pgwr-Lok Differentials, Torque 
Power Take-Offs, 
Take-Off Joints, Clutches, Frames, Forgings, Stamp- 


INDUSTRIAL VEHICLES AND EQUIPMENT: Transmis- 
sions, Universal Joints, Propeller Shafts, Axles, Gear 
Boxes, Clutches, Forgings, Stampings. 

AVIATION: Universal Joints, Propeller Shafts, Axles, 












« Toledo 


Propeller S 
Power 


AGRICULTURE: Universal 


Shafts, Axles, Power Take- 
Off Joints, Clutches, Forgings, Stampings. 


MARINE: Universal Joints, Propeller Shafts, 


57 


‘No Bad Laws’ 
Passed This Year, 
Utah Assn. Says 


SALT LAKE CITY.—The Utah 
Automobile Dealers Assn, reported 
that 110 of the 536 bills introduced 
in the State’s 1959 legislative ses- 
sion pertained in some way to the 
motor-vehicle industry. 

“Generally speaking, dealers 
fared pretty well during the ses- 
sion,” the UADA said. “No really 
bad legislation was passed, how- 
ever revenue measures approved 
will reflect higher taxes. One won- 
ders how much longer individuals 
and businesses will be subjected 
to ever-increasing demands.” 

Among the bills that did not 
pass, the UADA said, was one 
which “would have reduced con- 
ditional sales contract charges to 
the point where financing many 
sales would have been practically 
impossible.” 

Also defeated were proposals for 
| higher taxes on diesel fuel and in- 
| creases in the State sales tax and 
State income tax, A measure to 
divert highway funds for payment 
of “damage” suits also was voted 
down. 








1, Ohio 


RAILROAD: Transmissions, Universal Joints, 
, Generator 
Drives, Pressed Steel Parts, Traction Motor 
Drives, Forgings, Stampings. 


Drives, Rail Car 


ler 
ake- 


Joints, Pro 
, Power 


Gear Boxes, Forgings, Stampings. 
Many of these products manufactured in Canada by Hayes Stee! Products Limited, Merritton, Ontario. 





How to Treat Buyers eee 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Chevrolet dealers in Southern 
California have come up with a 
unique television sales meeting for 


all personnel in the area. 
A new approach to sales pres- 


entations, it takes the form of a 


half-hour live television program 
(not closed circuit) over Station 
KTTV in Los Angeles. 
The latest program, 


scheduled 
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| 

sonnel before the television sets for 
the show. Some dealers served an 
early breakfast prior to the tele- 
cast, while others assembled sales- 
men in restaurants and hotels for 
the program, 

Informed well in advance of the 
content of this special meeting, 
| some dealers held their own meet- 
ings with their personnel as soon 
as the program ended. | 

In the light of the success of the 


with the conveniences and added 
economies of television video tape, 
a longer, more elaborate 35-minute 
program was created for the most| 
recent venture, Southern California “first,” plus the | 
Special tapes of William G.| economies achieved over closed cir- 
Power, national advertising and|cuit or mass meetings, the South- 
sales promotion manager for Chev-|ern California Chevrolet Dealers 
rolet, were recorded in advance,| Assn. plans to use this approach 
and additional tapes were made by|whenever a _ special 
Robert M. O’Connor, Southern| arises. 
California zone manager, and local | . *. @ 


campaign | 


shortly after the end of the shut-| personalities, such as Don Drys- 
down of Chevrolet’s Van Nuys/|dale of the Los Angeles Dodgers; 
(Calif.) plant, served as a pep talk| sportscaster Jim Healy, and Tom| 
for salesmen; outlined future as-|Frandsen, television master of 
sociation promotional] campaigns; | ceremonies. 
showed the type of advertising and A steady barrage of direct mail | 
merchandising the dealers were do-| and telegrams alerted dealers and 
ing to help their salesmen, and| sales managers to have television | 
built a central sales meeting to| sets in their sales meeting rooms 
which each dealer could add his| for the morning of the program. | 
own individual plans “live” at the| The program took place at 8 a.m. | 
conclusion. | Response at the dealer level has 
A similar “trial balloon” had been| been gratifying, officials said, All| 
employed by the same dealer group|of the 97 Chevrolet dealers in the) 
in February, 1957, when a shorter| association gathered their new and 


live telecast was presented, but| used-car salesmen and service per-| added this year to a list of hori-| all those concerned with marketing | 


70% 


since 1956... 


Outdoor Campaign Begins 

A consistent hard-hitting 12- 
month campaign emphasizing the 
selling power of standardized out- 
door advertising will be launched 


this month by the medium’s na-| 
tional sales organization, Outdoor) 


Advertising, Inc. 


The campaign will show how | 


the attributes of outdoor adver- 
tising translate effectively into 
action at the retail level, an offi- 
cial said. 

Large city newspapers are being 


N\IUO , 
ee By 


—/ 


In the 1920s, a seat in one run- 
about model was located outside 
the car. It pulled out of the body 
like a dresser drawer and, when 
not in use, could be pushed back 
in. 


zontal and vertical trade publica- 
tions. The combined newspaper 


and trade paper coverage, accord-| 
|Club of New York. 


ing to OAK, is designed to reach 


WITH EXPANDERS have been 


used as replacements 


ee vitae re 


most expensive and most popular cars! * 


programs at both advertiser and 


agency levels. 
* * * 


Screen Ads fot DeSoto 


Recent release of four new 
DeSoto new-car commercials 
brings to 16 the total films cur- 
rently available to dealers. 

The lineup now includes seven 
commercials featuring the 1959 
DeSoto; six on the company’s 
Top Value used cars, and three 
promoting car service. 

+. * + 


Redbook Ups Ad Rates 


Redbook magazine will increase 
its annual average net paid cir- 
culation guarantee to 2,850,000 ef- 
fective with the September issue, 
This is 150,000 copies above the cur- 
rent guarantee. 

Basic rate for a black and white 
page will go up from $9,635 to $10,- 
260; the four-color page rate from 


| $13,580 to $14,460, officials said. 


ad * * 


| 
3 Awards for Transfilm 


Transfilm, Inc., won three pro- 
ducer awards out of nine for tele- 
vision commercials in the 38th an- 
nual advertising and editorial art 
competition of the Art Directors 


The Transfilm commercials were 
produced for Ford cars through J. 
Walter Thompson Co.; Chemstrand 
nylon through Doyle Dane Bern- 
bach, Inc., and TEK Hughes divi- 


| sion of Johnson & Johnson through 
| Young & Rubicam, Inc. 
* = * 


Volkswagen Picks Agency 


Volkswagen has awarded its 
American car advertising account 
to Doyle Dane Bernbach, Inc., 
and its truck account to Fuller 
& Smitk & Ross. J. M. Mathes, 
Inc., formerly handled Volks- 
wagen advertising. 

It is estimated that 80 percent 
of the $1 million budget for this 
year will be earmarked for auto 
ads, with the rest for trucks. 

> 


* * 


\N. ¥Y. Times Sets Mark 


| The New York Times has just 
completed the biggest first quarter 
in advertising and circulation in its 
history. 

Advertising for the first three 
months of this year totalled 14,- 
544,194 lines, a gain of 1,922,347 
lines over the first quarter of 
last year, officials said. 

| Circulation for the six-month pe- 

riod ended March 31 averaged 673,- 

|974 weekdays, up 40,868 over the 

|1958 period, and 1,347,036 Sundays, 

|}a gain of 55,902. 
> 





* * 


National Carbon Campaign 

A public service program to 
teach motorists how to prepare for 
|hot weather driving has been an- 
| nounced by National Carbon Co., 
|a division of Union Carbide Corp. 
| Radio and television stations 
threughout the U. S. will partici- 
pate in the drive which gets under 
way late this month and continue 
through June. 

Featuring interviews between 
station commentators and National 
Carbon automotive technical per- 
| sonnel, the program will detail the 
various automotive inspections and 
services which should be performed 
every spring. Antifreeze draining, 
flushing, summer rust inhibition, 
protection and improvement of 
body, trim and tire appearance, and 
safe driving practices are topics 


included in the program. 
* * - 


Ad Agencies in the ’60s 


New product research and de 
velopment is going to be a chal 


lenge in the 1960s and the adver 
tising agency is going to play a big 
part in the progress of that ef, 
according to J. Davis Danforth, &- 
ecutive vice-president of Batten, 


Barton, Durstine & Osborn, Ine, 
and board chairman of the Ameri 
can Assn. of Advertising Agencies. 

Speaking before the Adcraft 
Club of Detroit, Danforth said 
“We will be selling many new 
products, including cars that 
be as different as the 707 jet 
plane is today from the old DC- 
People are going to have more 
leisure. They are going to drivé 
more and they are going to drive 
further and they are going # 
own more automobiles per fam- 
ily.” 

However, said Danforth, “what: 
ever we do see happen in the world 
of mechanical improvements, on¢ 
guy won’t be replaced or madé 

(Continued on Page 68, Col. 1) 
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Modern System by 1975 Is 


Goal... 





Europe Plans Big Road Network 


ROME.—(UTPS)—European road 
experts are taking steps now to 
avert what could become a colossal 
headache by 1975. 

They are planning a sweeping 
modernization of the continent’s 
existing road system and many 
new highways to handle a traffic 
flow expected to triple what it 
was four years ago. 

The problem is considered one of | 
the biggest facing the six countries | 
forming the European Common 
Market — France, Germany, Italy, 
Holland, Belgium and Luxembourg. 

Pointing to the seriousness of the 








Speaker Ties 
Golden Rule 
To Auto Sales 


MINNEAPOLIS.—The best new- 
car salesman in Minneapolis during 
the next 10 years will be the one) 
who most nearly follows the Golden | 
Rule, Dr. William H. Alexander, 
Oklahoma City, told 700 auto sales- 
men. 

Speaking at a breakfast rally | 
sponsored by 43 Minneapolis new-| 
car dealers, Dr, Alexander said he 
was confident the current “Live 
Better by Far” campaign will suc- 
ceed “because you people believe 
in what you’re doing.” 

“There’s one thing more powerful | 
than anything man has ever in-| 
vented,” Dr, Alexander said, “and 
that’s belief. It can lift all mankind 
to a new level.” 

More than 70 “oldtimers,” sales- 
men with more than 25 years in 
the industry, were honored at the 
rally and received cufflinks and tie 
clasps with an antique auto motif. 

The audience was told that more} 
than 5,000 new cars are available 
for the “Live Better by Far” pro- 
motion. Dealers placed special or- 
ders with the factories in order to 
have a wide selection of models 
and colors available. 

Pennants, placards, carnival hats 
and a seven-piece band added to) 
the circus atmosphere at the kick- 
off breakfast. A 100-pound locomo- 
tive bell rang furiously every three | 
minutes to proclaim door-prize 
drawings. Bell ringers were L. F. 
Johnson, of Bud Johnson Plymouth, 
and Rudy Luther, of Hansord Pon- 
tiac, who are co-chairmen of the) 
promotion. | 








Patent Granted | 
On Load Leveler 


MONROE, Mich.— Monroe Auto| 
Equipment Co. announced that 
U. S. Patent No. 2,874,955 has been | 
granted on its stabilizing unit sold 
under the trade mark “Load- 
Leveler.” | 

The patent covers the unit, as 
well as a vehicle suspension system 
which includes a main spring, a 
hydraulic shock absorber and an 
auxiliary spring carried by the 
Shock absorber so as to provide 
improved suspension characteristics 
when a vehicle is both lightly 
loaded and heavily loaded. 

Monroe developed the “Load- 
Leveler” and introduced it to the 
automotive trade in June, 1957. The 
company applied for its patent at 
the same time. 














A Fine HOLMES Wrecker 
ls a Travelling Billboard, 


selling your service department 
throughout your territory. 

HOLMES Wreckers—3 to 30 Tons 
HOLMES Towing Slings {The only 
safe way to pick up the new cars.) 

New HOLMES 4 Wheel Dolly 
HOLMES, the greatest name in 
wreckers sold the world over. 
We ere as close to you as your telephone, 


write for Demonstration. 


Holmes Michigan Representative: 


ARTHUR H. KITSON, INC. 


20818 Harper Avenue, Detroit 36 
Phone TUxedo 4-1115 


Serving the Automotive Industry 
for over 11 years. 


RET eal NA ty pesmi, 





situation, road planners cited the 
following facts: 

The number of vehicles on the 
road in the six countries has in- 


creased from 5.7 million in 1938 to! 


26.3 million in 1958. 


The total for the 17 countries | 
within the European Conference | 
of Transport Ministries soared | 
GM to Refund Tuition 





For Study to Aid Skills ! 


| 


DETROIT.—Generaf Motors has 
announced a new tuition refund 
plan under which it will pay tuition 


| costs up to $250 a year for salaried 


employes wishing to further their) 
education in spare-time study pro-| 
grams. 

Employes may take college-level 
courses designed to maintain and 
improve their skills in performing 
their work. To be eligible for a 
tuition refund, an employe must be 
on the payroll at the beginning and 


9.7 million to 38 million in the 
same period. 

In Britain, France, Germany and 
Italy alone there are more than 
30 million vehicles today, about 15 
million autos, trucks and buses and 
another 15 million motorcycles and 
scooters. 

Experts think there will be about 
50 million vehicles in West Europe 
alone by 1960. 

The road experts have concluded 
that there is no point in building 
higtt® ays which may be “hopelessly 
outdated” within two years. Hence 
they are setting 1975 as their target 
date for complete road moderniza- 
tion. 

One project now under way 
will link Hamburg, Germany; 
Rotterdam, Holland, and Ant- 
werp, Belgium, to the Ruhr and 
Switzerland by ultramodern roads 
capable of carrying the heaviest 
traffic. 

This work is expected to be com- 
pleted by 1961. 

In the Mediterranean theater, 





PEE f RIDE! SEE HOW YOU... 





Lead Milwaukee Sales Campaign— 


Members of the promotion committee of the Milwaukee County Automobile Dealers 
Assn.’s “Live Better By Far in a Brand New Car” sales campaign included, William 
Laev (DeSoto-Plymouth), Phil Tolkan (Pontiac); John D. Madden (Dodge-Plymovth), 
association president; Jim King jr. (Chevrolet), and Fred Barrett (Edsel), committee 
chairman. 





end of the course term and com-/Genoa and Savone, Italy, will be| Naples and the South of Italy by| North-to-South road which will 


grades. 


| plete his study with satisfactory| linked to Switzerland by 1962, and| 1963. 


will have special road outlets to 


| avoid cities and junctions as much 
West Europe also will have one| as possible, the experts said. 





HOLMES provides 3 PROVEN WAYS 


to STEP-UP dealer EARNINGS 


HOLMES 400 WRECKER 


A small, power-operated unit with a 
rated 4-ton capacity, that can be very 
profitably used on trucks of 2- to 1/%- 
ton capacity. Designed low in height, 
ideal for use in congested areas. Built 
with a non-swinging, extendable boom, 
dual rear end controls and out board 
leg for side recoveries. Send today for 
model specifications, price, etc. 









1. EXPANDS SERVICE OPERATIONS—Modern Wrecker Ser- 
vice with HOLMES Units such as shown, greatly expands many 
profitable service operations. In providing Today’s most advanced 
type of Road Service, a shop naturally gets the important Road 
Calls—Earns good Tow Fees and actually picks-up many new 
customers that would never get into the shop otherwise. 


2. INCREASES SHOP PROFITS—Wrecked or disabled cars 
represent a vast market for most every known type of shop work. 
Getting such jobs into the shop helps to absorb fixed expenses, 
stabilizes work loads, and permits more profitable use of all service 
facilities. It only takes two or three of these jobs per month to 
substantially increase shop profits. 


3. STEPS-UP NEW CAR SALES—In addition to being the 
shop’s most productive Service Salesman, HOLMES WRECKER 
SERVICE provides a valuable source of new car prospects. Being 
first to contact the owners of cars in need of extensive repairs, is an 
important advantage in selling new cars. Send Today for Details. 





IMPROVED TOWING SLING 





The Car-Guard Towing Sling with New, 


Improved Rubber-Covered Nylon straps 
permits Towing of all cars, without scar- 
ring or defacing light chrome and body 
parts. Telescopic V-Type Space Bars 
provide a very fast method of hook-up. 
Can be installed on almost any Tow 
Truck. Send for full Details. 


Handles _ badly 


conventional 


tion Dolly for 


that can NOT Be Towed with 
equipment. 
tremely valuable for retrieving 
late model cars with Automatic 
Transmission and Air Suspen- 
sion. Fits all width of cars, with 
or without wheels. 
can quickly assemble and posi- 


today for full Details. 






NEW, SPEED-KING TOWING DOLLY 


wrecked cars 


Ex- 


One-man 


towing. Send 








Chattanooga 7, * 


Tennessee 








60 
For Used-Car Sales ... 








the “Outstanding High School 
Sportster” as nominated by a 
newspaper sports editor. Photos 
of the sports champions appear in 
a monthly newspaper ad, which 
also lists a number of used cars 
styled to conform with a teen- 
ager’s pocketbook as well as his 


ST. PAUL.—Time was when the} 
used-car dealer shuddered when a) 
teen-ager came calling. 

For one thing the teenager | 
usually had little money but a | 
terrific sense of curiosity. Time | 
waster, about summed up the | 
dealer’s viewpoint. But, today, the | 
teenager has come into his own. | tastes. 

Most of them have after-school} Another car dealer has a little 
jobs which in turn add up to cash) different approach. He wants to 
the used-car vendor can use. Let's! help Junior latch onto a job out of | 
see what car dealers are doing to| the goodness of his heart plus the 
lure the teenager. s |implicit desire to sell him a car. 

One car merchandiser reasons| Consequently he, too, has a bulletin 
that sports is the great common _ - 
denominator as far as teenagers 
are concerned. With the coopera- 
tion of all of the high school athle- 


tic directors, public and parochial, | 
he arranges a bulletin board in his) NEW YORK.—UvU. 8S. Rubber Co.| 


used-car showroom. announced it is closing its lastex 


On this board are photographs) plant in Manchester, N. H., to 
showing baseball, football, basket-| consolidate production in fewer 
ball, baseball teams, photos loaned | Plants near to customers and 
for the occasion by the schools. The | 8°Urces of raw materials. 
display changes weekly, when pos-| The plant will be offered for sale 
sible. . |or lease, the firm said, with some 

In addition, the dealer offers | machinery being shifted to other 
a $5 cash award each month to | plants and some being scrapped. 


U. S. Rubber Is Closing 
New Hampshire Plant 


— 


aia taal 


’ — 
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FEATURING PRE-SET 






















not under, the car. 





















7%" UP, clears tact” 
battery boxes, 


etec., for light 
ks. 








clearance under 
mufflers, tail 
pipes. 


Made by the pioneer manufacturer of the “Frame- 
Kontact™ Hoist, Globe’s long, specialized experience has 
produced benefits and advantages which are exclusive in 
Globe “Continental” design. 
justment, the 3-position pads (patent applied for), wide 
and long reach and large free undercar working area. 

Three “Continental” models are available: single 
post semi- or full hydraulic, two post full hydraulic. 
Stroke 70”, 8000 Ibs. capacity. Maximum wide spread 
of pads: 78”; maximum reach: 87”—quick, positive 
contact to any chassis pick-up point. 


WRITE TODAY 
iustrated folder (A- 
606) 
description and speci- 
fications of GLOBE 
CONTINENTAL 
HOISTS, 
Ce., East Mermaid 
Lane at Queen St., 
Phila. 18, Penna, 


GLOBE PATENTS — “Frame-Kon- 
jy ~~ eng Patents: 2458986 
— 2593630 — 2593635 — 2612344 
— 2612355 — 2654443, Other U.S. 
and foreign pats issued and pend 
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Dealers Lure Young Buyers 


board displayed right on his car lot. 
Any store, business firm or family 
that can use the services of a stu- 


dent for after-school labor merely! 


writes out a message outlining the 
job. Such bulletins are displayed on 
the board for a week at a time. 
Interspersed between such notes 
are brief descriptions of cars on the 


+ 









lot which can be had for a modest Pontiac Unveils New Hardtop in Canada— 

This is the new Pontiac Laurentian Sport Coupe, introduced by General Motors of 
Canada to meet customer demands for hardtop styling in the moderate price range. 
The absence of side pillars and the high rear window give the car a light, airy 


price. The dealer finds that teen- 
agers drop in every day or so to 
see what’s new in the way of after- 
school employment. 

This dealer has another “gim- 


mick” in this regard. He presents | 


a five-minute radio program, 
known as “Teenagers, Help 


Wanted.” This is heard Fridays | 


at 6:05 p.m. 

It consists of a brief talk by a 
counselor from a local high school 
as to job trends as they pertain to 
teenagers, plus a reminder from 
the dealer to “check my jobs-avail- 
able bulletin board on my used-car 
lot from time to time.” 

Many favorable comments from 


CONVENIENCE FOR 
RAPID, EASY HANDLING OF ALL CARS AT RECOMMENDED PICK-UP POINTS 


Providing all of the widely accepted advantages of 
“Frame-Kontact” lifting, Globe “Continental” Hoists in- 
corporate a unitized superstructure having swivel arms and 
sliding pads. Spotting is quick, positive, easy. 

The exclusive Globe PRE-SET feature permits position 
adjustment of arms and pads for 90% of all cars on the 
road today before the car is driven over the superstructure. 
Handling of other cars, including some late U. S. models 
and foreign cars, is also facilitated by the versatility and 
simplicity of PRE-SET adjustment. Any change in adjust- 
ment is easily accomplished by the mechanic at the side of, 


These include the PRE-SET ad- 


for 


ef complete 


Glebe Hoist 


lifting is covered by the 


appearance and afford excellent visibility. 


Before the introduction of the Laurentian, 


hardtop models were available only in the Parisienne series—Pontiac's top line. 


parents as well as the teenagers 
have resulted. 

Another dealer has a Saturday 
morning “Learn to Drive” school 
conducted by one of his mechanics. 
For the assembled teenagers, the 
mechanic demonstrates what’s es- 
sential in driving a car safetywise. 

Each youngster is given an op- 
portunity to get in and drive the 
ear around the block with the 
licensed driver-mechanic as in- 
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THE WORLD'S MOST COMPLETE LINE OF AUTOMOTIVE AND HEAVY-DUTY TRUCK HOISTS! 


structor. No charge is made for 
the session. 


In collaboration with a local 


|bank, the dealer in question uses 


a@ newspaper advertisement urging 
the teenager to open a savings ac- 
count and save systematically for 
that car he’s always dreamed of. 

The prospective teenaged buyer 
saves until he has half the amount 
needed for a car. If he plunks this 
| half-payment down, the dealer will 
finance the rest if he has a partime 
position and seems to be halfway 
|on the reliable side. 

Then there’s the auto dealer who 
offers Saturday evening Coke par- 
ties for guys and dolls. Tables are 
set up on the lot and free Cokes 
| are provided for teenaged boys and 
|their gals. Square dancing is fea- 
tured now and again, with prizes 
for the best dancers and the best 
| original costumes. 

Saturday night specials in used 
cars are offered, available from 7 
until 11, when the social breaks 
up. 

This dealer also pleases parents 
with his guarantee that every used 
car sold a teenager will be perfect 
insofar as brakes and steering me- 
chanism are concerned. No guaran- 

|}tee can be placed on tires, trans- 
mission or motor. The dealer does 
| guarantee that every car sold to a 
teenager will run safely. 

One dealer has a special teenaged 
salesman who is on duty from 
|4 p.m. until closing time. He is a 
| youngster interested in cars. He 
| works on commission just as do 
the other salesmen. 

He was picked because of his 
many contacts with fellow teen- 
agers, and, so far, these contacts 
have paid off. 


| Seiberling Claims 
‘Longer Wearing 
°59 Tire Tread 


| AKRON.—Seiberling Rubber Co. 
|has announced that treads of all 
Py 1959 tires are being made with 
a new-type rubber compound said 
improved” 


| 





|to give 
wear. 

| Abrasion tests show the new 
tread rubbber will wear longer than 
any previously known combination 
of materials used in tire manufac- 
ture, the firm said, 

Seiberling has trademarked the 
new tires “Carbojet,” after a new 
process used for the manufacture 
of the rubber compound. 

Carbojet uses a new synthetic 
rubber compound produced by the 
Copolymer Rubber & Chemical 
Corp., Baton Rouge, La., of which 
Seiberling is one-seventh owner. 

In preparing the new rubber 
compound, carbon black, a reinfore- 
ing agent, is dispersed through the 
rubber in latex form by a new 
method, the firm said. Utilizing ® 
high-velocity jet of steam, the car- 
bon black is reduced to micro 
scopic fineness by the steam jet 
Then it is combined immediately 
with latex and the materials are 
coagulated to form the new type 
of synthetic rubber. 


“substantially 





Winners Again 
DETROIT.—For the fourth 
straight year, two Detroit auto 
salesmen, Richard Moran and 
Blum, both of Clohecy Pontiac 
Inc., 22520 Grand River, have bee? 
named top Pontiac salesmen in the 
Midwest. 
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With No Gimmicks ... 


Woman Dealer a Success 


BANGOR, Me.—Because she was 
her father’s “only son” with a 
hankering to prove that a good 
business Woman could be as suc- 
cessful as a good businessman, 
Mrs. Doris Knight Cunningham 
(Studebaker-Packard and Mercedes- 
Benz), has carved for herself a 
niche in the annals of the automo- 
tive industry in her operation of 
Knight Auto Sales here. 


She used no special gimmicks 
to become northern and eastern 
Maine’s largest and most promin- 
ent Studebaker-Packard dealer— 
just common sense, an under- 
standing of human nature, cour- 
tesy and Yankee ingenuity. 
Perhaps her biggest asset in the 

business of selling cars is her sin- 
cerity, her pleasant smile, and her 
ever-present optimism which is the 
dominant note of her philosophy 
for successful salesmanship. 

The fact that she is a woman 
didn’t stop her from entering one 
of the toughest of businesses in 
which the competition is extremely 
intense. Selling cars is a man’s 
business, they said. Hardly the 
place for a woman. 

Mrs. Cunningham had other 
ideas. She would show them all 
that a woman could at least stay 
even with them, and perhaps out-| 
sell them. It would take a lot of 
doing, she thought, but it was a| 
challenge worth accepting. 





The years since have proven to | 
her competitors that she was an 
associate worthy of their steel. 
Those who know Mrs, Cunning- 

ham do not wonder at her success. 
The only woman ever to win mem- 
bership in Studebaker’s distin- 
guished Century Club, one has only 
to talk to her and look at the! 
record to see how she did it. 

She scoffs at talk of recession 
or depression and says that too 
many people are taking the pessi- 
mistic outlook without good reason. 

“Optimism,” she points out, “is 
the life blood of industry. We all) 
must have confidence in the future 
and in what we do. We must have) 
confidence in ourselves to build for | 
this nation a solid, sound economy | 
that can withstand any number of 
setbucks. 

“We must think constructively 
in terms of expansion and growth 
for in that direction lies the 
success of any enterprise. 

“What about the future? Of 
course, it’s promising,” she said. | 
“We here at Knight’s are hopeful | 
of bigger and better days ahead, | 
and all of us are working to make| 
this a fact.” 

Mrs. Cunningham quotes with 
pride Knight’s 35-year-old motto: | 
“Our Reference—Anyone You 
Meet.” 

“We here at Knight’s have kept} 
the industry clean,” said Mrs. Cun- 
ningham. “We have been honest in 
our dealings with our clientele, and 
we have stood behind our product. 
My family has been doing business 
with some of our customers for| 
three generations, and we hope to| 
serve them even longer.” 

She also had a good word for 
her competitors, saying: “In all | 
the time I have been in business, 
I have never seen any indication 
of unethical practices or adver- 
tising. The auto industry is to be 
commended for the excellent man- 
ner in which it is being con- 
ducted.” 

Mrs. Cunningham stresses that 
quality merchandise is an excellent 
starting point. 

“We've never had a car at 
Knight's that didn’t sell,” she states. 
She even tests many of the cars 
personally before turning them over 
to her customers. 

“I want to make sure everything 
is 100 percent in order. I am not 
&@ mechanic, but I can tell whether 


$200,000 Fire Destroys 
Olds, Damages 10 More 


PITTSBURGH.—A new Oldsmo- 
bile was destroyed and 10 others 
damaged by smoke as fire swept 
Amon Motor Co. in suburban Ems- 
worth. An official of the firm esti- 
Mated damage at $200,000. 

A blazing wrecker was pulled 
from the burning garage to pre- 
vent total destruction. Other cars 
also were driven out of the garage. 





things are right or wrong,” she 
added vwrith a smile. 

Mrs. Cunningham entered the 
automobile business with her 
father, the late Arthur W. Knight, 
in 1925 and became owner of her 
present business 11 years ago: The 


Ford ‘4-Letter Award’ 


Is Presented to DeVan 


MOBILE, Ala.—Ford Motor Co.’s 
prized “Four-Letter Award” has 
been presented to Ben G, DeVan, 
managing partner, DeVan Motor 


DeVan, a Ford dealer 30 years, is 
immediate past president of the 
New Orleans District Ford Dealer 
Advertising and also is a past 
president of the Alabama Automo- 


bile Dealers Assn, His partner in| with Studebaker for 25 years and 
DeVan Motor Co. is M. C. Stall-| at present serves the company in 


worth jr. 





1 Stop the waste, confusion, and 
clutter of part-filled dead paint 
cans, (as above)! With the Tinto- 
meter system, you can immedi- 


| 





| 


company has had the Studebaker 

franchise since October, 1944, 

She liked the automobile business 
from the start and was particularly 
fond of people. 

“I like everyone,” she said, “and 
have done business with persons 
from every part of Maine and out 
of state.” 

Mrs. Cunningham is just as much 
at home selling a truck as she is 
extolling the virtues of the most 
luxurious car. She looks for repeti- 
tions of the day when she person- 
ally sold eight cars, and of the day 
when Knight’s sales hit the 22- 
vehicle mark. 

“I expect to see those days again,” 
she said. 

Before beginning its sales of new 
cars, Knight’s was in the used-car 
business and still retails them! 
today. 

“The used-car market is hold- | 
ing up well,” says Mrs. Cunning- 
ham, “and business, as of this 
moment, at Knight’s, is running 
ahead of last year’s.” 

Mrs. Cunningham’s husband,| 
Horce B. Cunningham, has been| 





an administrative capacity. Their 


ately make less than pint 


quantities. 


manufactured by 


RINSHED-MASON COMPANY 


Detroit 10, Mich. 
Anaheim, Calif. 


Windsor, Ontario 
Canada 





2 Your paint costs you less. For 
example—you actually gain an 
average of 46% over the cost of 
factory packaged lacquer in pints. 
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“Charlie started out at the bot- 
tom here and he’s been losing 
ground ever since.” 





son, Arthur F, Cunningham, is sales 
manager for Mercedes-Benz. 
The building housing the show- 
rooms of Knight Auto Sales was 
once an old stable and later a 
bakery. The company has grown 








61 


from humble beginnings and a 
three-man staff to a going concern 
with modern showrooms, service 
department and body shop. Today 
there are 22 employes. 

The original three were Mrs. 
Cunningham, her father, and a 
mechanic, Linwood Nowell, of 
Brewer, Me., who is still with the 
firm after 31 years. Another long- 
time employe is Calvir. Robertson, 
also of Brewer, who for 21 years 
has been with Knight’s as a sales- 
man. 

Mrs. Cunningham was elected to 
the board of directors of the NADA 
make advisory committee for 
Studebaker-Packard-Mercedes-Benz 
for Maine; she is a past president 
of the Bangor Automobile Dealers 
Assn.; a past director of the Ban- 
gor Chamber of Commerce; a 
director of the Soroptimist Interna- 
tional Club of Bangor; a director 
from Maine for the Studebaker- 
Packard Dealers Advertising Assn. 
of New England; a member of the 
Bangor Business and Professional 
Women’s Club, and a member of 
the Eastern Maine General Hospital 
Auxiliary. 


The back pages of every isste of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 


PROFIT in refinishing 


3 You can add big PLUS busi- 
ness with complete coverage on 
passenger car colors . 
foreign cars, sport cars, fleets, 
road building equipment, 


. PLUS 


out- 


board motors, household appli- 
ances and many other products. 


RINSHED-MASON CO., 5935 Milford Ave., Detroit 


Rush me details on the Tintometer. 
|_| Have your R-M Jobber call. 


NAME a 
COMPANY 
ADDRESS 


CITY 





. LONE 


STATE 
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‘Thimble Run’ Staged by Coast Plymouth Dealer .. . 


Mileage Tests Lure Prospects 


pas the strangest sight 
in any Plymouth dealership in 
America can be seen every day in 
Compton, Calif. Out of the drive- 
way of Guy Moothart’s Chrysler- 
Plymouth every few minutes goes 
a specially painted 59 Fury with 
a fifth wheel—sign of the engineer’s 
testing trade—bringing up the rear. 

This is Guy Moothart’s method 
of getting the public behind the 
wheel of the new ith. 

Moothart calls it the “First An- 
nual Thimble Run.” It was backed 
by clever teaser ads—a photograph 
of a thimble with a question mark 
superimposed—and a telephone 
number below. 

Readers started calling the num- 
ber to ask what it meant. Here’s 
the conversation they got when 
they dialed: 

“Guy Moothart Chrysler-Plym- 
outh ... Thimble Run headquarters 
..+ may I help you?” . 

> aa o 
callers were invited to come 


Here’s what happened when they 
did: 

A salesman, wearing a thimble 
pinned to his lapel, informed 
them that Moothart is looking for 
the person who can drive a new 
Plymouth the farthest on a 
thimbleful of gasoline. 

The salesman shows the caller 
the pushbutton controls and other 
features of a standard Plymouth 
“so you'll be able to get better 
mileage,” and takes him for a 
practice drive. 

Then the salesman takes the con- 
testant to another Plymouth. This 
Fury is identical to the demonstra- 
tor except that it is painted like a 
Mobilgas Economy Run car. 

= + * 
a IS adorned with Flying Red 

Horse flags on the front fenders, 
has a fifth-wheel attached to the 
back, and has a Vacomat Gasoline 
Mileage Tester mounted on the 
instrument panel. 

The contestant looks at the 


down and ‘see for themselves.| “thimbleful” (actually several 


thimblefuls, but still a small 
amount) of gasoline and begins 
driving over the same route on 
which he had practiced. 

When the gasoline drops below 
the bottom-line in the glass-con- 
tainer of the Vacomat tester, the 
salesman records the elapsed mile- 
age and turns the valve on the top 
of the tester (to return the normal 
gasoline supply to the carburetor 
and prevent stalling). 

This operation, devised by Moot- 
hart and his general sales manager, 
Pete DeLuca, will be continued for 
nearly six weeks, during which 
time some 2,500 to 3,500 people are 
expected to compete for three 
trophies plus a top prize of 100 gal- 
lons of gasoline. 

” * + 
oe and third-place winners 
will receive 50 and 25 gallons 
of free gasoline, respectively, 
addition to smaller trophies. 

The object is to impress the 
contestants with Plymouth’s ease 
of handling, pushbutton instru- 


in 








‘Thimble Run’ Test Car— 








A familiar sight on streets of Compton, Calif., is this specially painted Plymouth 
Fury used in a mileage-test promotion staged by Guy Moothart's Chrysler-Plymouth, 
The object of the “Thimble Run” is to get prospects behind the wheel of the ‘59 


Plymouth. 

* * * 
ments, smooth ride and other 
features, said Moothart. 

These promotion-minded sales 
executives said they have found 
over the years that clever promo- 
tions pay off in sales. 

Moothart, 46, has been a Chrysler- 
Plymouth dealer in Compton since 
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WAGNER SHOE EXCHANGE PROGRAM lets you take 
full advantage of Wagner's production facilities when you 
exchange shoes. The slow, tedious job of delining and 
relining the shoes is eliminated. Sets that come to you 
from the Wagner Supplier consist of clean, inspected, 
completely reconditioned shoes equipped with the right 
premium quality lining. 

In addition to the exchange shoe program your Wagner 
Supplier offers sets made up with top-quality lining on 
all-new shoes, packed one axle set to a box. Sets with 
Wagner “WP” Lining are extensively used on high horse- 
power passenger cars and commercial vehicles equipped 





LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING * AIR HORNS 
AIR BRAKES © TACHOGRAPHS © ELECTRIC MOTORS © TRANSFORMERS * INDUSTRIAL BRAKES SS GS GS GS GS Gl ee Ge ee oe 


= installation sheet 
makes it very easy for you 


to do brake relining jobs... 
Wagner Lockheed 


come with installation 
instructions in every set 


Now, Wagner makes brake relining work easier 
and more profitable for you. 


Wagner furnishes “HOW-TO-DO-IT” 
Installation Instructions with every set of 
lined brake shoes. It’s simple for any 
mechanic to handle brake relining jobs. 


Wagner Lockheed Lined Brake Shoes 
come to you with the lining contour 
ground to compensate for normal drum 
distortion. With correct clearance 


provided towards the ends of the shoe, 
lining contacts the drum over most 
of its surface. This feature assures jobs 


that give safer, smoother stops. You have 
less grief—there will be fewer “free 
adjustments—and you'll make more money. 


with or without automatic transmissions and power brakes. 
Sets are available with either standard or over-size thick- 
ness—for all popular passenger cars and some light trucks. 


In addition to sets, the Wagner line includes friction 
materials in blocks, rolls, slabs and cut segments—providing 


the right lining for every job. 


The complete Wagner line not only consists of brake lin- 
ing, but includes hydraulic brake parts, fluid, and power 


brake repair kits. 


FOR DETAILS consult your nearest Wagner Supplier, or 
mail coupon to us for FREE copy of CATALOG BU-579. 


FIRM 


Wagner Electric Corporation 
6393 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A, 
(Branches in principal cities in U.S. and in Canada) 


Please send us Bulletin BU-579 
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* * * 


1954. A Californian since the age 
of 10, he has never forgotten his 
boyhood on an Idaho ranch and 
still loves horses. 

In his stable are a gaited Morgan 
and a Palomino roping horse, He 
also sponsors the “Guy Moothart 
Chrysler Trail Blazers,” a mounted 
posse, 

+ + * 


—pa. 34, gave up a law course 

as too involved and time-con- 
suming after nearly two years at 
the University of Oklahoma. 

Now he works from 9 a.m. to 9 
p.m.—longer than lawyers’ hours, 
He says he sees his son and daugh- 
ter “about a half-hour every night 
—before they are popped into bed.” 

Both Moothart and DeLuca be- 
lieve dealers should get off the 
“price-price-price” approach and 
start selling Plymouth’s features 
and desirability. 

“Get them to fall in love with the 
car and get full grosses” is DeLuca’s 
advice. 

The two men believe in a clean 
used-car operation, and in whole- 
saling undesirable merchandise. 
“We have some people who have 

> * 7 



















Getting the Lowdown— 


A salesman for Guy Moothart's Chry- 
sler-Plymouth shows a “Thimble Run” 
contestant a Vacomat gasoline-mileage 
tester which supplies a king-size thimble- 
ful of gas to the carburetor in a mileage- 
test promotion staged by the firm. 

> * 7 
bought 10 to 12 used cars from 
us,” DeLuca said, “We fix any 
minor complaint free, and share the 
costs on major expenses, We have 
satisfied customers—and more cus 
tomers.” 

Moothart and DeLuca have & 
string of successful promotions be 
hind them. 


“WE BELIEVE in five or six dif- 
ferent promotions a year,” 
Moothart said. “We feel a dealer 
who sits and waits for customers 
just can’t expect customers. We 
give people a reason for coming in 
—a reason that makes them antici- 
pate what we're up to next. I guess 
you could say we keep things hum- 
ming around here.” 

By jumping on the Plymouth 
Silver Special promotion during 
August (including street parades 
mounted horsemen, cars, bands 
girls), the dealership sold 46 spe 
cially priced Silver Specials plus 
a number of more expensive jobs 
Moothart said. 





Changes in Minnesota 


Wood City Motors, Cloquet, Minn, 
is a new Pontiac dealership. Ow 
ers are Carl A. Fredrickson 


Rodney Swanson. At Madelia 
Minn., Soreide Pontiac has ch 

its name to Soreide Motors 
taken on Buick and Chevrolet. 4 
Hallock, Minn., Kittson Motos 
(Pontiac-GMC) has closed. 
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Financial 


Champion Spark Plug Co. has 


issued its first published annual 
report. Consolidated net sales in 
1958 were $94,293,000, a 6 percent 
increase from sales of $89,283,000 
in 1957. 

Net earnings rose 13 percent to 
$15,551,801 last year, up from $13,- 
783,099 in ASe%. 


x * 


Hertz Reports Volume Up, 
Earnings Down in 1958 


Hertz Corp. has reported a rec- 
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Fibres, Inc. Net sales totalled $21,- 
555,243, compared with $47,375,065 
in 1957, 

The firm said there are “sound 
prospects for profit” in 1959 if pre- 


1959 


months ended Jan. 31. 

In the year-earlier period, Hoover 
earned $922,540 on sales of $11,658,- 
958. 


361 and $58,085,769. 
* 


Front 





sales of $12,463,234 in the six|Net loss of $3,057,838 and net 
profit of $1,199,555; sales, $47,852,- 





ord volume of $90,558,749 for 1958, | 
and indications are “that in 1959) 
Hertz will experience new highs in| 
both volume and profits,” said Wal-| 
ter L. Jacobs, president. 

Jacobs said 1958 volume was up 
12.2 percent from the 1957 volume} 
of $78,757,364. Net earnings for 
1958, after taxes, were $4,747,831, | 
compared with $5,696,725 for 1957, 
he added. 


= * + 


Hupp 
Hupp Corp., Cleveland, annual) 
report 1958 vs. 1957: Net earnings | 
of $1,005,099 in 1958, compared with 
loss of $128,936 in 1957; sales, .$56,- 


467,243 and $53,413,803. 
i ae 


58 Net Loss of $159,815 
Reported by Motor Wheel 


Motor Wheel Corp. has -reported | 
a net loss of $159,815 for 1958, com- 
pared with a net loss of $804,392 
for the preceding year. Net sales 
declined from $64,726,638 to $49,- 
527,610 

M. F. Cotes, president, said the 
decrease in net sales was due pri- 


marily to the “lowest automotive 
industry production in. the last 
10 years,” and noted that sales of 


the company’s consumer products 
had been equally affected by the 


recession. 
ee 8 #8 


Associates Obtains 
$25 Million Loan 


Associates Investment Co. has 
placed a $25-million capital riote 
issue directly with institutional in- 
vestors, according to Board Chair- 
man Robert L. Oare. 

The issue matures Apr. 1, 1984. 

Oare said the money has been 
obtained to enlarge the capitaliza- 
tion of the company in preparation 
for an expected increase in busi- 
ness. The funds will be used im- 
mediately to reduce short-term 
debt. 


Good Year Seen 


By Federal-Mogul 


Barring some major changes in 
the national economic picture, 1959 
should be one of Federal-Mogul- 
Bower Bearing’s best ‘years, G. S. 
Peppiatt, president, told stockhold- 
ers in the company’s arinual report. 

Dollar volume in January and 
February of 1959 was well above 
the same months last year, Peppiatt 
said. “For the entire year 1959. our 
earnings should benefit both from 
increased volume and the progress 
we have made during the past few 
years in our programs of reducing 
costs and improving quality and 
efficiency,” he stated. 

Total sales in 1958 were $98,626,- 
000, down 9.6 percent from the 
Tecord $109,070,000 in 1957. Net 
earnings in 1958 were $8,628,000 or 
6.1 percent less than peak earnings 


in 1957 of $9,190,000. 
* * * 


American Brake Shoe 
Notes Sales, Profit Dip 


Sales and earnings of American 
Brake Shoe Co. declined during| 
1958, but prospects for 1959. are 
much improved, according to the| 
company’s annual report. 

Shipments in 1958 were $137,998,- 

| compared with $186,851,369 in 
1957. Net earnings were $4,777,738 


in 1958 and $9,124,438 in 1957. 
aie 


Pacific Finance 


Ups Volume, Profit 


Pacific Finance Corp. reported an 
after-tax profit of $6,852,777 for 
1958, an increase over the $6,407,915 
earned in the previous year. 

he volume of retail auto busi- 
ness increased from $172,437,900 in 


dictions of a 5.5 million car year 


1957 to $182,730,948 last year. Retail |*T¢ Tealized. 


auto credit outstanding at the end 


of 1958 amounted to $186,884,409, | 


up from the $167,869,528 outstand- 
ing on Dec. 31, 1957. 


President Maxwell C. King ob- 
served that the auto industry “is 


| enjoying a favorable reception of 
| its 1959 models and predicts mark- 
|}edly improved sales for the year. 


This will, of course, favorably af- 
fect our own business.” 
+ . i 


Hastings Net Climbs 


Hastings Mfg. Co., Hastings, 
Mich., reported net earnings of 
$519,929 for 1958, compared with 
$298,024 for 1957. The company 
makes piston rings and other auto- 
motive components. 

* > * 


National Automotive Fibres 


Optimistic After Loss in °58 
A loss of $382,951 in 1958, com- 
pared with a net profit of $1,018,052 
in the previous year, has been re- 
ported by National Automotive 
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Dayton Rubber 


Dayton Rubber Co., fiscal quar- 
ter ending Jan. 31, 1959 vs, 1958: 
Net sales, $19,757,402 and $18,222,- 
727; net profits, $273,896 and $200,- 
963. 


* * * 


Corning Glass 


Corning Glass Works, report for 
year, 1958 vs. 1957: Net income, $17,- 


| 163,543 and $16,533,404; sales, $159,- 


CARS OF EVERY 


CITROEN OUTPERFORMS ALL OT 
PROOF- POSITIVE OF C 
ING SUPERIORI 


HISED 


137,729 and $159,069,721. 


* x » 


American Airlines 


American Airlines, Inc., annual 
report, 1958 vs. 1957: Revenues, 
$317,240,000 and $305,956,000; 
ings, $16,080,000 and $10,886,000. 
(Earnings figures include profit on 
disposal of property.) 

* + * 


|Hoover Ball & Bearing 


‘Reports Lower Income 


Hoover Ball & Bearing Co. re- 


ported net income of $701,099 on| 
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and special service schools provided at Citroen’s expense. 


Sign with Citroen, and your profits start immediately! 





| public’s response 
models, and the encouraging pros- | 


earn- | . : ” 
pects for our insurance operations.” | 


ported. 


MAKE ENTERE 


HERS IN MECHA 
1 TROEN'S TEN YEAR LEAD 


CITROEN DEALER... 
No other car offers so many powerful sales features. Only Citroen has as standard 
equipment—Air-Oil Suspension. ..Front-Wheel Drive ...Disc Brakes... Automatic 
Jacking ...33 mile per gallon gas economy. As a Citroen dealer you receive the 
full support of National and Local Advertising, Publicity, and a complete Sales 
Promotion Portfolio...plus Technical Assistance with factory trained engineers 


GAC See Gains 
In Profit for 759 


In General Acceptance Corp.’s 
annual report, F. R, Wills, pres- 
ident, stated, “We expect signifi- 
cantly better earnings in 1959. The 
pronounced recovery in net in- 
come during the second half of 
1958 is an initial indication of what 
we can anticipate in the near fu- 
ture.” 

Commented Wills, “Our optimism 
is supported by a continuing strong 
demand for instalment loans, in- 
creased confidence on the part of 
consumers as evidenced by the 
to the 1959 car 


The 1958 report shows a net in- 
come of $1,864,839. In 1957, a record 
net income of $2,251,752 was re- 


* * * 


Industrial Rayon 


Industrial Rayon Corp., Cleve- 
land, report for year, 1958 vs. 1957: 


D ONLY 129 FIN 





NICAL ENDURANCE AND 


* 
Sealed Power Reports 


Dip in Sales, Earnings 


Sealed Power Corp., Muskegon, 
Mich., manufacturer of piston rings, 
pistons, cylinder sleeves and other 
engine parts, reported that 1958 
earnings were 27.5 percent below 
those of 1957 and sales were down 
16 percent. 

In 1958, the company earned 
$973,587 on sales of $19,255,401. The 
1957 figures were: Earnings, $1,- 
342,067; sales, $22,929,247. 

* > > 


3-Month Sales Up 19 Pct., 
Gould-National Reports 


| A 19 percent increase in sales 
during the three months ended 
| Jan. 31, has been reported by 
Gould-National Batteries, Inc, Con- 
solidated net sales totalled $19,349,- 
987, compared with $16,560,825 in 
the third quarter of the previous 
year. 

Earnings declined 10 percent, the 
firm said, totalling $672,228. The 
| figure last year was $754,958. Nine- 
|}month profits were $1,903,704, a 22 
percent dip from the $2,443,561 for 
the like period in the previous year. 













i cel Pe ra 


On the highway 





--.Or in your showroom 
-..@ winner every time! 


For your application and additional 
information, call or write: 


CITROEN CARS CORPORATION 
(SOLE IMPORTER AND DISTRIBUTOR OF 
S. A. ANDRE CITROEN, PARIS, FRANCE) 
300 PARK AVENUE, NEW YORK, N. Y. 
8423 WILSHIRE BLVD., BEVERLY HILLS, CALIF. 









FORD—GM—CHRYSLER 


LOW PRICES MUFFLERS 


TOP QUALITY 
List Your 





PMP 5230 49-53, 6 & 8 Cyl., All Models 1954, 6 Cyl., All Models 

PMP 5231 Fairlane, 55, 56, All Models 

PMP 5232 1954, 8 Cyl., All Models 

PMP 5233 55, 56, 8 Cyl., Except Fairlanes, Conv. & Station Wagons 11.60 
PMP 5260 Truck, 1948-53, 6-8 Cyl., 2-2 Ton, All 


MERCURY 
PMP 6230 
PMP 6233 1956, 8 Cyl., Custom & Medalist 2 Dr. Sed., Cust. 

4 Dr. Sed. & 
PMP 6234 1956, 8 Cyl., Montclair, Monterey, Dual Exhaust sys. .... 


PMP 6235 1955, 8 Cyl., MC Custom Single Exhaust System .............. 

PMP 6232 1955, MC, Montclair, Monterey Dual Exhaust System...... 

PONTIAC 

PMP 0867 KAISER, 1946-47, All Models 
FRAZER, 


NOW 
CLEAN-O-MATICS 


PMP 0992 PONTIAC, 1955, All Models 


YMOUTH 
PAP 2279 1955-SE (8) Simgle, Exc. Comm. ooo cccccccceecceeeeeeeeeeee 12.65 
PMP 2281 


Steeesceeeeeseresesooees 


950-56, 6-cyl., 2-2 Ton, All 
I Ya-%q Ton, ee 100, FC 150, 100-22, 150-22, 
50- 


ovcese Qittteeeneeerenereaessesreeeceeeeenesssseeeeee esse eens esses seeeeese es 


9.10 

5.25 
5.25 
5.25 
4.35 





1949-51, 8 Cyl., All Models 4.75 


7.65 
7.25 
7.65 
7.25 


Hardtop, Single Exhaust 


PONTIAC, 1934-54, All Models 


4.00 
5.15 


12.75 


"4952-56 & Cyl, Series 605, 4 Dr. Sed. 


(Rear) 3.80 


7.00 





5.50 
— 1956 ato Firefiite and Estate 

Factory s 
poser, 1956 (8), D63-1, D-63-3, Coronet, Cust. Royal, 


Lancer, Exc. Conv., duals 

PLYMOUTH, 1956 (8), nap Poon hover. Belvedere, 
Exc. Conv., Factory equipped duals ..................0..-cccceeeseee 16.30 . 
PLYMOUTH, 1949-56 (6), Exc. Conv. Cpe. 

DODGE, 1949-56 (6), Exc. Roadster 
Conv. Cpe. & 8 Pass. Sedan 

DESOTO, 1949-52 (6), Exc. Conv., Cpe. 


& 8 Pass. Sedan 
CHRYSLER, 1949-52 (6), Exc. Conv., Cpe. 


| 
| 
| 
| 


11.75 864.95 


Jobber Inquiries Invited || 


BROOKLYN 12, NEW YORK 
Slocum 6-8501 


1146 EAST NEW YORK AVE. 





THE GREATEST ADVANCEMENT 
IN PARTS WASHERS SINCE 1947 


" the New GRAYMILLS 





Eight exclusive new features that mechanics, service 
managers and owners need for greater convenience 
and safety; easier, faster parts cleaning; low cost 
maintenance and on-the-job versatility. All of these 
features can be yours at less than you would pay for 


ordinary parts washers. 


GRAYMILLS CORPORATION 3761 N. Lincoln Avenve + Chicago 13, Illinois 


Phone: GRaceland 7-4100 


PARTS WASHERS 


SS CLEANING TIME + MORE PROFIT TIME 





NU ce 


| the board. 


| town; 


| district—Troy E. Fairchild, Ash- 


| cording to J. F. Wolfram, Oldsmo-| 


|} sales figures were based on both| 
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Eight Directors 
Are Elected by 


Kentucky Dealers 


LOUISVILLE.—Eight men have 
been elected to three-year terms as 
directors of the Kentucky Automo- 
bile Dealers Assn. 

They are: First district—Charles 
B. Wilson, Paducah; second district 
—C. L. Blancett, Calhoun; third 
district—Ben F. Long, Louisville; 
fourth district, Howard Pearce, 
Shelbyville. 

Fifth district— Dallas Queen, 
Maysville; sixth district — Maurice 
Canfield, Richmond; seventh dis- 
trict—J. T. Hughes, Prestonburg; 
eighth district—J. T. Catron, Cor- 
bin. 

Wilson and Long were reelected. 
The others are new members of 


There also are 16 holdover direc- 
tors. They are: First district—C. M. 
Williamson, Hopkinsville, and Wil- 
liam Lester, Central City; second 
district--Harry Holder sr., Owens-| 
boro, and O. H. Wallace, Bowling 
Green; third district—Cliff F. By-| 
erly and Carl F. O’Daniel, both of 
Louisville. | 

Fourth district—S. C. Harlin,| 
Glasgow, and Frank Wilson, Bards- | 
fifth district—Robert H.| 
Kelly, Covington, and Edward) 
Weber jr., Newport; sixth district 
—Fred Bryant, Lexington, and 
Raleigh D. Crook, Danville; seventh 








land, and W. E. Venters, Pikeville; | 


}eighth district—C. Y. Blakeman, 
| Middlesboro, and Paul Dexheimer, 


Somerset. 


Air Conditioners 


Up 30% on Olds 


LANSING.—Despite one of the!. 


coldest winters on record, national | 
Oldsmobile sales of air condition-| 
ing units through the first five| 
months of the 1959 model year! 
showed a 30 percent increase over| 
the comparable period for 1958, ac-| 


bile general manager. 
Wolfram said the comparison) 


factory and dealer installed units! 
from the start of both model years| 
through February. Statistics show! 
the peak months for sales of air 
conditioners to be June, July and 
August. | 
According to Wolfram, the 
Southwest region accounted for the| 
greatest sales concentration of air 
conditioning units. This area in- 
cludes the Dallas zone, where 87) 
percent of Oldsmobiles sold were} 
equipped with air conditioners; the 
Houston zone with 79 percent; and 
the Oklahoma zone, 74 percent. 


What's New? 


Overallowance Isn’t, 
Dodge Finds 
DETROIT.—There’s nothing new 
about an overallowance, and Dodge 
has a 1921 booklet to prove it. The 
brochure is entitled “Information 
on Used-Car Values for Dodge 
Dealers.” Researchers found the 
booklet while compiling material 

for Dodge’s 45th anniversary. 

The booklet considers a car for 
which one dealer offers $200 and 
another, $300. It asks: “Does the 
second dealer really think it’s worth 
$300, or is he willing to sacrifice 
$100 to make the sale? And if he 
is willing to make this sacrifice 
day after day, how can he stay in 
business ?” 

The early writer offered this 
solution: “Customers should be told 
frankly that the profit margin in 
a Dodge does not provide for ab- 
sorbing used-car losses. There is 
only one price for a Dodge and 
all purchasers benefit alike, whether 
they trade in a car or pay the full 
amount in cash.” 


Four Deals Open in Minn:; 
Fifth Adds Studebaker Line 


MINNEAPOLIS.—Four new deal- 
erships have opened in Minnesota 
communities. They are Winnebago 
Implement & Auto Co. (Chevrolet), 
Winnebago; Ahola Ford Sales 
(Ford-Mercury), Ely, and Wood 
City Motors (Buick-Pontiac), Clo- 
quet; Cook & Tverberg Motor Co. 
(Studebaker), Austin. 

Wenzlaff Auto (Mercury-Edsel), 
Pipestone, has been named a 
Studebaker dealer. 
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bring results—or you owe wus nothing. Lease-purchase plan for as littie as $80.00 
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GREY 


ONE OF THE NATION'S 
LARGEST AND MOST. MODERN 
PRODUCTION "FOUNDRIES 
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FOUNDRY DIVISION. 


AND MANUFACTURING “PLANTS 


CHATTANOOGA 2, TENNESSEE 





SUCCESS OR FAILURE 


(for the Automotive Dealer) 


CAN BE DECIDED IN THE SERVICE DEPARTMENT 


a 


a 
Oe 
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FLASH-A-CALL SERVICE CONTROL Dept. AN-207 
2170 Se. Canalport Avenue, Chicago &, Ill. 
FIRM NAME 

MAKE OF CAR 
NAME & TITLE 


city = 


insta cemeenes 





America’s No. 1 
Multi-stop 
Truck Franchise 
Available 


Limited number of exclusive DIVCO franchises now available in key 
areas! DIVCO dealers make DOUBLE profits—sell body and chassis as 
complete unit. Well established product acceptance—big, growing 


market—sound leasing and financing plan—all make selling job easy. 
Aggressive factory sales assistance and advertising. Expanding 31 model 
line offers specialized truck for every type of multi-stop delivery. Little 
competition in many fields (i.e. 75% of all retail milk is delivered in 
DIVCOS). Facilities and personnel to sell and service trucks necessary. 
Relatively small capital investment. Mail this coupon today for more 
information on a profitable DIVCO franchise in your area. 


DIVCO TRUCK DIVISION e DIVCO-WAYNE CORP. 
22000 HOOVER RD., DETROIT 5, MICH. 


Please provide me with complete information on the Divco franchise. I understand 
there is no obligation and that my inquiry will be held in strictest confidence. 


Name — 





Company 
Address 
City 
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Bulletin Board 





Leasing Pros and Cons 


“The Pros:and Cons of Equip- 
ment Leasing for Smaller Manufac- 
turers, Department Stores and 
Supermarkets” — 16 pages, free. 
Foundation for Management: Re- 
search, 121 W. Adams St., Chicago 


3, Ill. 
= + 
Truck-Trailer Parts 


Truck-trailer replacement parts 
catalog — 28 pages, free. Transit 
Parts Co., 35700 Vine St., Wil- 
loughby, O. 


* > * 


Exhaust Wall Chart 


“Exhaust System Selector,” de- 
signed for use as a wall chart or 
catalog insert—eight pages, free. 
Maremont Muffler Division, 168 N. 
Michigan Ave., Chicago 1, Il. 


AEA Offers Catalog 


“1959 AEA Electrical and Fuel 
Systems Catalog” — free. Automo- 
tive Electric Assn., 16223 Meyers 
Rd, Detroit 35, Mich. Also avail- 
able from AEA service distributor 
members. x 


Corrugated Board 


A folder of technical information 
on moisture- resistant corrugated 
board—four pages, free. Hinde & 
Dauch Division, West Virginia 
Pulp and Paper Co., 4265 Decatur 
St, Sandusky, O. 


Zine Industry Review 


“A Review of the Zinc Industry 
in the U. 8S. During 1958”—16 
pages, free. American Zinc Insti- 
tute, Inc., 60 EB. 42nd St., New 
York 17, N.Y. 

> > > 
Dise Grinding 

Illustrated bulletin (DH4) on new 
time savings possible with disc 
grinding—eight pages, free. Besly- 
Welles Corp., 110 Dearborn Ave., 
South Beloit, Il. 

* > > 


Executive Selection 


“Executive Selection: How Psy- 
chologists Can Help” —127 pages, 
$1250. A report by graduate stu- 
dents of the Harvard Business 
School, Available from Manage- 
ment Reports, Box 136, Cambridge 
38, Mass. 


> > > 
MoPar Parts Guide 
“Replacement Parts and Service 
Guide”—104 pages, free. Published 
by MoPar division, Chrysler Corp. 
Available from MoPar wholesalers. 
> 


Research Report 


“Research Highlights of the Na- 
tional Bureau of Standards,” An- 
nual Report, 1958, National Bureau 
of Standards Miscellaneous Publi- 
cation 226—138 pages, 45 cents. 


Superintendent of Documents, U.S.| 


Government Printing Office, Wash- 


are incorporated in the revised six- 

volume 1958 edition of the National 

Fire Codes — $7 per volume. Na- 

tional Fire Protection Assn., 60 

Batterymarch St., Boston 10, Mass. 
> * + 


Welding Catalog 
Harris..Calorific Co., 5490 Cass 
Ave., Cleveland, O., has published 
an illustrated catalog covering all 
phases of the gas welding and cut- 
ting business—free. 


> : * 
Tung-Sol Service Guide 
Tung-Sol Lamp and Flasher 
Servicing Guide, 1959 edition—free. 
Available to jobbers through Tung- 
Sol representatives for distribution 
to dealers. 
* * 


V-Belt Drives 


“Space-Saving V-Belt Drives” —44 
pages, free, Bulletin A-695. Dodge 
Mfg. Corp., Mishawaka, Ind, 

= « « 


Creeper Catalog 


A catalog describing four tilted- 
wheel casters, designed especially 





for use on creepers and dollies— 
free, Faultless Caster Corp,, Evans- 
ville 7, Ind. 

+. + 


Kaiser Aluminum Booklet 


A listing and description of 
Kaiser aluminum mill products are 
contained in a fully illustrated 24- 
page booklet—free. Kaiser Alumi- 
num & Chemical Sales, Inc., 919 
N. Michigan Ave., Chicago 11, Ill. 

. * * 


Floodlight Catalog 


Floodlight catalog 320 including 
new. listings and prices — free. 
Crouse-Hinds Co., 1347 .Wolf St., 
Syracuse 1, N. Y. 

> aa * 


Tuneup Wall Chart 


Wall chart of tuneup specifica- 
tions and original-equipment tune- 
up parts listings—16 pages. Avail- 
able through distributors of the 
Automotive Electric Assn. 

> + « 


Mounting Tubeless Tires 
Folder on proper mounting of 
tubeless tires—free. Big Four In- 
dustries, Inc., 5938 Carthage Court, 
Cincinnati 12, O. 
> aa 


> 
Vinylfoam Cushioning 
“Vinylfoam, a Better Product at 
a Lower Price” (Bulletin J-1040)— 
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“Gordon is what we call a 
salesman’s salesman.” 





16 pages, free. Union Carbide Plas- 
tics Co., Division of Union Carbide 
Corp., 30 E. Forty-Second St., New 
York 17, N. Y. 


= > + 
Maintenance Booklet 
“How to Make Your Own Ma- 
-chine and Repair Parts Quicker 
and Easier,” a 24-page booklet 
designed to help solve mainte- 


65 


nance and repair part problems— 

- free, La Salle Steel Co., P. O. Box 
6800-A, Chicago 80, Ill. 
. + + 


Avisco Fiber Facts 


“1959 Fiber Facts,” a glossary of 
textile terms and information about 


.| American Viscose and its products 


—free. Public« Relations Depart- 
ment, American Viscose Corp., 1617 
Pennsylvania Blvd., Philadelphia 3, 
Pa, 

+ + + 


Oscilloscope Uses 


“101 Ways to Use Your Oscillo- 
scope” (Catalog No, TEM-2)—180 


“pages, $2.50. Howard W. Sams & 


Co., Ince., 2201 E. Forty-sixth St., 
Indianapolis 6, Ind. 
e * * 


Axle-Shaft Wall Chart 


Wall chart highlighting the com- 
mon faults responsible for most 
axle-shaft breakdowns—14 by 17 
inches, free. U. S, Axle Co., Inc., 
Pottstown, Pa. 

> * * 


Wheel-Aligning Catalog 
Catalog listing wheel-aligning and 
wheel-balancing accessories and 
supplies —12 pages, free, Catalog 
L-1615. John Bean division, Food 
Machinery & Chemical Corp., Lan- 
sing 4, Mich. 





ington 25, D. C. 
> 


* 7 
Advertising, Promotion 

A book, “Retail Advertising and 
Sales Promotion Manual,” Volume 
II—480 pages, $16.95. National Re- 
Search Bureau, Inc., 415 N. Dear- 
born, Chicago 10, Ill. 

. - 


= 


Airco Regulators 


A Catalog (ADC 705F) covering 
Air Reduction’s complete line of 
cylinder, manifold and station pres- 
sure regulators—36 pages, free. Air 
Reduction Sales Co., 150 E. Forty- 
Second St., New York 17, N. Y. 

* + ” 


Screw-Thread Labs 


Booklet describing function and 
facilities of three new screw-thread 
metrology laboratories—free, 16 
Pages. A. W. Scott, Advertising 
Dept., Standard Pressed Steel Co., 
Jenkintown 44, Pa. 

* * * 


Ex-Cell-O Catalog 
An 88-page catalog listing the 
activities of Ex-Cell-O Corp.—free. 
Ex-Cello-O Corp., 1200 Oakman 
Blvd, Detroit 32, Mich. 
ea + of 





Repro-Templets Catalog 


The 1959 Repro-Templets catalog 
~—free. Repro-Templets, Inc., Oak- 
Mont, Pa 


* * 


* 
Fire Safety Standards 
Changes in fire safety standards 


Read how to get your share! 
ee 
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10,000 secretly marked FRAM Oil and 
Air Filter Cartridges were distributed last 
year and installed in old and new cars across 
the country during regular servicing. These 
cars are now on the road! 





FRAM WILL GIVE YOU the cash amount 
already assigned to the cartridge you find 
... up to $1,000! The car-owner will get the 
same amount . . . so will your wholesaler 
salesman! Everybody has a chance to win! 





oe 





CHECK EVERY CAR! Check both oil 
filter cartridge and air filter cartridge. Start 
NOW! Treasure Hunt ends June 30, 1959, 
and is subject to Federal, state and local 
laws and regulations. 





FILTERS PAY UP TO $1,000...if 
tagged like this! Each Treasure Hunt Tag 
has a predetermined value—based on a 
drawing supervised by bank officials. Values 
are: $1,000, $500, $100, $50, $10, $5, $1. 





MOTORISTS ARE LEARNING ABOUT 
Treasure Hunt...from repeated announce- 
ments over CBS and Mutual networks dur- 
ing Spring change-over, and from FRAM 
national magazine advertising. 





Le 





k " ie 
ANOTHER BIG “PLUS"’! This luxuri- 
ous sweater can be yours... at no extra cost 
... to use as an award in an oil-change and 
filter-change drive among your own men, 
See FRAM D-8 PROMOTION at right! 











WHEN YOU FIND a Treasure Hunt Car- 
tridge, do this: (1) Detach Treasure Hunt 
Tag (2) Mail to FRAM with your name... 
your customer’s name . . . and your whole- 
saler salesman’s name. All three win! 





a —_ 
YOU CAN’T LOSE! Whether or not you 
find a winning tag, you’re bound to get all 
the extra sales built by this Treasure Hunt: 
Added oil changes, lube jobs and new Oil 
and Air Filter sales! 


D-8 promotion for your men. . . At no 
cost to you! You get one beautiful 
SWEATER packed with 2 FREE FRAM 
CARTRIDGES (1 C-4 & 1 CH-6PL) and 
SCORE CARD for only $4.50... with the 
purchase of any 24 FRAM cartridges. When 
you sell the 2 FREE FRAM Cartridges at 
regular list, you recover the entire cost 
of the D-8. 


RUN YOUR OWN SALES DRIVE! 
FRAM makes it easy . . . with FULL in- 
structions and FREE SCORE CARD. Just 
assign point value for each oil and filter 
change . . . set a time limit .. . and award 
sweaters to winners! 


FRAM CORPORATION 
Providence 16, R. I. 


FRAM’S “TREASURE HUNT CARS” 
ARE ROLLING! 


IN THE FABULOUS 


FRAM °60,000.00 


SILVER ANNIVERSARY 


TREASURE HUNT! 
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Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe 


— Germany.—Larger | 
Volkswagen distributors hav- 
ing several service outlets in the 
same city are. installing data plates 
in the VWs of their regular cus- 
tomers. 

When the customer calls for 
service, the service consultant 
pulls this plate from the car and 
hands it to the invoicing depart- 
ment which thus has the name, 
address, car’s data, etc. 

By printing the invoice with this 
plate, work can start without delay 
and without the need of having 
plates at each service outlet. 

Some dealers supply those me- 
chanics which always do the same 
type of work with the plates on 


which the particular parts are) 





listed. When the mechanic picks up 


parts from the parts counter he} 
takes these plates along so the) 


parts clerk can print his record of 
the issues. ; 
+. * * 


Selling by Water 


lands, a low. country of waterways. 
A large motorboat houses a display 
of cars, a motion picture theater 
and, for Dutch children, a small 
Citroen driving circuit. 

The boat will visit every village 
which can be reached by water— 
and most can. 

= - > 

Small-Car Automatic 

MITHS MOTOR ACCESSORIES 

division, London, is the licensee 
of the U. S. firm, Eaton Corp., for 
production of magnetic powder 
clutches, 

Using two of these clutches 
connected to different shafts of 





Carolina Group Elects 
KINSTON, N. C.—H. M, Morris 
jr. (Lincoln-Mercury) has been 
elected president of the Kinston 
Automobile Dealers Assn. Other 


officers are N. C. Frederick (Ford), | 
| vice-president, and James A, Mid-| 


(trom has started a one-year | gett (Dodge-Plymouth), secretary- 
promotion drive in the Nether-| treasurer. 


a transmission, Smiths succeeded 
in making a full automatic three- 
speed transmission which can be 
used in small cars without undue 
loss of power or slippage. 

Electrical controls are used for 
the smooth functioning of the unit. 
Smiths is ready to supply vehicle 
makers with the device, The trans- 
mission is said to have no creep. 

* = + 


Citroen Expands 
4 pew Common Market of Europe 
has presented some problems to 
Citroen. In order to pep up produc- 
tion, a new factory will be built. 
Since decentralization is a I eel 


} in France, the new plant will be 
|in the North, not far from La} 
| Barre-Thomas, the factory where | 
|Citroen makes rubber parts and| 
| ball bearings. 


Wheels, stamped metal parts | 


| and parts assembly will be lo- 


cated in this plant in the green, 
wide-open country. 
Citroen has announced a large| 
price reduction for the small car} 
in Germany, while in France, | 


w~_ 


GROUND - IN THE 


WATER 











| 


Citroen just increased prices by 
about 5 percent, 

od ad . . 
Insurance a Must 


OMPREHENSIVE insurance is 

now compulsory in France. 
Tourists must present statements 
from their insurance firms that 
cars are covered while in France 
or take out a short-time policy in 
France. 

am = * 


Tractors for Slavs 





es state buying of- 
fice has awarded a contract to 
Massey-Ferguson of England for 
5,000 farm tractors with Perkins 
diesel engines. 


Boats Scuttled 


N ORDER to obtain more space 

for automobiles at the next Lon- 

don Automobile Show, Oct, 21-31, 
boats will be dropped. 
* > * 


A Taunus Tale 


HE German Ford, Taunus, has 


* * 


received new taillights for bet-| 


ter optical efficiency. 
> * * 


Figures from France 

ir FRANCE, 1958 was a success- 
ful automotive year, with auto 

output totalling 924,231 units. 
Citroen produced 178,858, of 


YOU START BETTER WITH BENDIX STARTER DRIVES 


For nearly fifty years—and in well over 125,000,000 installations—Bendix* Starter Drives 
have become the accepted standard for automotive vehicles. Not so well known perhaps—but 
equally important—is the fact that these units are also first choice for aircraft, locomotives, 
earth movers, inboard and outboard marine engines. In short, whatever the type of internal- 


combustion engine, you can start it better with a Bendix Drive. 


Bendix-Elmira 


ECLIPSE MACHINE DIVISION 





ELMIRA, NEW YORK 







Send” 






*REG. U. S. PAT. OFF. 


which 126,371 were the small two- 
cylinder job, and 52,487 were types 
DS and ID-19. 

Facel-Vega made 179 of the 
highly expensive luxury cars. 

Panhard made 34,784 cars, 

Peugeot built 145,346, of which 
23,589 were 203s and 121,757 were 
the. 403 model. 

Renault made 363,924 vehicles, in- 
cluding 73,420 small 4-CVs, 280,604 
Dauphines and 9,900 Fregates. 

Simca produced 189,010 cars, of 
which 160,460 were Arondes. 

* * * 
2 Patents Announced 


} jf pememete pete and Ope] have 
announced new patents, The 
former’s is on a torsion-bar spring 
which has been made shorter by 
placing a torsion bar into a hollow 
torsionetic spring. 

Easier shifting into any gear 
when the car is standing still is 
achieved under its new patent, Opel 
| said. When tooth is against tooth, 
the driver won’t have to release the 
clutch for a moment before shifting 
gears, the firm added. 

* * + 


Renault Cuts Car Prices 


INCE the first tariff reduction 

made as a part of the European 
common market, Renault has re- 
duced the prices of its cars for sale 
in West Germany. However, the 
prices of some accessories have 
| been increased. 
* * > 


Ford Output Up 47% 


ro of Cologne reported that it 
produced 128,532 vehicles in 
1958, an increase of 47 percent over 
1957. Exports took 44 percent of 
the total, the firm added, with 185 
percent going to America. 

Ford also announced that a 
warm-water heating system for the 
carburetor now is standard equip- 
ment on the 17-M model. The de- 
vice, which gets its water from the 
regular heating system, will pre- 
vent icing of idling jets, the firm 
said. 

o * 


Buses Get TV Sets 


Acinus-DavutTsz now is equip- 
ping its long-distance excur- 
sion buses with television sets. 

- . > 


New BMC Car Due 


RITISH MOTOR CORP. is ex- 

pected to introduce a smal! 
front-wheel-drive car soon. The car, 
the first of its kind made bya 
major British manufacturer, will 
be built by Austin and Morris, 
reports say. 





French Experimenting 


vos French are experimenting 
with electronic ignition systems, 
which they call “ignition by capaci- 
tator discharge.” They have re 
ported good results in tests on en- 
gines using heavier fuels than 
gasoline. 

Starting July 1, 1961, only cars 
hinged in front will be registered 
in France. Authorities say there 
are too many cars with rear-hinged 
doors which cannot be closed if 
they should accidentally spring 


open while the car is moving. 
> * > 


Skoda Offers New Model 


N CZECHOSLOVAKIA, Skoda has 

introduced a new model Octavia 

It features a new front end which 

does away with the cross leaf 

spring, and has wheel suspensions 

with upper and lower support arms. 
* > > 


Hottest Hotrod 


RSCHE will'turn out a few 

units of its 1500 RKS Spyder, 
a hand-made model which some 
sources call the hottest hotrod ever 
built. 

It has a four-cylinder, air- 
coeled rear engine which turn 
out 8,000 r.p.m. and delivers about 
16@ horsepower from a 91.5-cubic- 
inch engine. 

The frame consists of a web o 
welded tubes; the cylinder bore 
are hard-chrome plated, and thé 
engine housing and cylinders af 
light alloy castings. A five-s 
transmission and a DeDion tyP 
rear axle are used. 

Top speed is over 150 miles p@ 
hour, but this is not a strict raciné 
model such as may be planned fo 
1961. 


Domestic Names Jarvis 


CHICAGO.—Robert H. Jarvis hé# 
been appointed general manager 
Domestic Motors, Inc, (Stud 
baker). Robert G. Oakley is presi 
dent of the firm which operates 
outlets. 
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Here’s proof how Chemstrand TV commercials 
on the Perry Como Show sell nylon cord tires! 


We’ve invested millions to reach millions on the 
top-rated Perry Como Show with the great safety 
story of nylon cords. The big question: How well is 
our message getting across to this huge TV audience? 

To get the answer, Gallup and Robinson, a 
leading independent research organization, inter- 
viewed a cross-section of people who had seen our 
nylon cord commercial on the February 21 Como 
Show. Here are a few typical quotations from the 
dozens of interviews. 

“They had a pretty convincing sales point in 
that nylon cord. It can take heat, abuse and strain 
and it won’t rot. I feel pretty certain I would buy 
them for their safety.” 


THE CHEMSTRAND CORPORATION 


“Anything that is made with nylon is supposed 
to be stronger and last longer than other material. 
I’ve heard nylon tires are better.” 

“If I were in line to buy new tires, I would in- 
quire into nylon.” 

“You know nylon tires are good and nylon in 
tires would make them stronger.” 

“They said that nylon can withstand heat and 
bumps on the road. The commercial definitely 
made me want to buy it.” 

“T’ve heard nylon tires are better.” 

“They showed the difference in the nylon cord 
tire and an ordinary tire. This safety factor is 
terrific. Who wouldn’t want tires that are safe.” 





“They said nylon won’t rot and can take the 
wear and tear of driving. I prefer nylon tires.” 

“IT have nylon tires on my truck and station 
wagon. I wouldn’t have anything else. If I didn’t 
know. about them I’d have become interested.” 


It adds up to this: car owners are getting our 
message . . . are getting nylon cord tires. Result: 
we intend to keep up and step up our TV and 
print advertising campaigns selling nylon cord. 
The signs are clear: traffic is shifting to nylon. 
Go with it. 


CHEMSTRAND NYLON | 


Chemstrand makes only the yarn; 





America’s finest mills and manufacturers do the rest. 


GENERAL SALES OFFICES: 350 FIFTH AVENUE, NEW YORK 1, N. Y. - DISTRICT SALES OFFICES: 350 Fifth Ave., New York 1; 314 Overwood Rd., Akron, Ohio; 197 First Ave., Needham Heights, 


Mass.; 129 West Trade St., Charlotte, N. C.; California Office: 707 South Hill St., Los Angeles 14. Canadian Agency: Fawcett & Co.,34 High Park Blvd.,Toronto,Canada * PLANTS: CHEMSTRAND® NYLON—Pensacola, Fla.; ACRILAN® ACRYLIC FIBER—Decatur, Ala. 






Factories Use Video . . . 





Auto Advertising 


(Continued from Page 58) 


obsolete, and that is the advertis- 
man. 
“Nothing mechanical will ever 


replace the ingenuity and spark 
that creates successful advertising 


several thousand able new people 


thea 
5 5 


F 


“To attract able young people, 


agencies-have to do still more to| ness are working on 
improve their own image. Through! now. We have done 


numerous articles and books that 
have pictured agency people as a 
thoroughly screwball, off-beat 
group, many directors of our 
clients, top businessmen, bankers, 
lawyers and other professional 
people who have no reason to be 


-| closely associated with advertising, 


have acquired a most inaccurate 
and damaging impression of our 
business.” 

Although he admitted there have 
been some practices and people 
that have helped earn this reputa- 
tion, Danforth said the best offen- 
sive against these attacks is the 
behavior of the advertising frater- 


it will be done, 
know, but I can assure you that 
a lot of good brains in busi- 
right 
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job for our clients than we have 
done for ourselves. 

“In the next decade, total adver- 
tising will grow and grow and grow 
and it will become even more im- 
portant that leaders in business, 
government and education learn 
to respect us and the important 
work we do. 

“The national advertisers of this 
country and the advertising agen- 
cies have exactly the same objective 
—to create adequate profits for the 
advertiser. We must, working to- 
gether, in a spirit of- mutual respect 
build marketing and advertising 
programs that will move the moun- 
tain of goods to be produced and 
successfully marketed in 1959 and 
in the years ahead,” Danforth said. 

> 


U. S. Steel Promotion 


New automobiles are being pro- 
moted as gifts for mother, bride 
and graduate in U. S. Steel’s Steel- 
mark “Giftime” Newspaper Service. 

All daily papers plus 2,500 
| weeklies have received the serv- 
| fee, which consists of six full- 
| size pages of ads, stories and pic- 
tures. 


The new automobile gift idea is 
promoted by an 875-line ad bearing 
the headline, “The Best Gift of All 
is a Brand New Car,” with the sub- 
head, “Widen the World for 


Mother, Bride or Graduate with the 
One Gift That Everybody Wants 
Most.” 


Brockway Picks Barlow 

Brockway Motor Trucks, a di- 
vision of Mack Inc., has 
named Barlow Advertising 
Agency, Inc. New York, to 
handle its advertising and public 
relations. 

* + 


* 
New Renault Marketing Film 


es INC., premiered a 20- 
minute color motion picture 
entitled “The Import of Small Cars” 
at the International Automobile 
Show in New York. 

Produced for Renault by 
Allend’or Productions, the film is 
designed to show the American 
consumer the advantages of pur- 
chasing small foreign automo- 
biles. 


Through the use of animated car- 
toon sequences, the problems of 
developing foreign trade in the 
U. S. are illustrated. Then the 
background of Renault and its 
entry into the American market is 
illustrated through the use of his- 
torical film footage and special 
color sequences shot in France at 
| the Renault plant. 
| Further film sequences produced 


















JOYCE QUICK SPOT LIFT 


216,759, 
66% OF ALL 


structed by 


struct any of 


26% OF ALL 


fast removal, tire and 


and brake work. 


ices were performed. 


PERFORMED ON FRONT AREAS 
OF CARS...completely unob- 


27,748,000 JOBS 


ONLY 8% OF ALL SERVICES ARE 
PERFORMED IN MIDDLE AREAS 
OF CARS...QUICK SPOT 
moveable arms do not ob- 


85,463,000 JOBS 


PERFORMED ON REAR AREAS 
OF CARS...completely un- 
obstructed by QUICK SPOT.* 


Quick Spot provides relaxed wheel suspensions 
allowing wheels to drop below fender wells for 


Axle engaging type lifts crowd wheels under 
fender wells. This makes it necessary to use 
additional, expensive equipment for wheel, tire 


* Percentages computed from 1958 Service Job Analysis pub- 
lished by Motor Service Magazine. The percentages allow for 
type of service as well as the total number of times the serv- 


000 JOBS 
SERVICES ARE 


QUICK SPOT.* 


these services.* 


SERVICES ARE 


brake work. 


Designers and builders of lifting equipment since 1873 


U.S3.A.: 2027 &: 


FIRST STREET, DAYTON 3, 


Canada: Midiand Foundry & Machine Co., Ltd., Midland, Ont. 





Undercar Comparison Proves 
JOVC? Beccd Spod litt 
Frees More Profit Areas! 


FORE AND AFT TYPE 
TWO-POST LIFT 


DON’T SAY “TWO-POST,” SAY JOYCE “QUICK SPOT”! 
write for descriptive literature Bul. 155-L 
THE JOYCE-CRIDLAND COMPANY 








— 


in the U. S, illustrate the various 
procedures relating to the import 
of foreign cars and the comparative 
economic advantage and practical. 
ity of the small car over the models 
being produced in Detroit. 

> ca = 


Meltzer Opens in N. Y. 


Richard N, Meltzer, Inc., which 
handles advertising and public re. 
lations for Simca, has opened an 
office at 230 Park Ave., New York. 


The new office will service East- 
ern Simca dealer groups and other 
national and local accounts, It also 
will serve as the Eastern headquar- 
ters for the Simca news bureau, 
which handles public relations for 
the Chrysler Corp. import. 

aa 


TV Guide to Expand 


Preliminary construction work is 
now underway on a wing which wil] . 
double the present office space of 
TV Guide magazine’s national] 
headquarters at Radnor, Pa. 

The new two-story section will 
provide 44,000 additional feet of 
space. It will include office space, 
a photo laboratory and projection 
room, a mai] room with loading 
dock and additional storage area. 

With the addition, the building 
will have facilities for 650 employes 
compared to the present staff of 
400. The new wing is expected to be 
completed by the fall of 1959. 

> > . 
Highway Display Ideas 

A free, illustrated booklet of 
design ideas for highway displays 
has been made available by Minne- 
sota Mining & Mfg. Co., St. Paul, 
Minn. 

Called “Welcome and Watched 
For,” the 8%-by-ll-inch bookie 
emphasizes with full-color photo- 
graphs and art, five basic elements 
and their combined use in achiev- 
ing outstanding highway displays. 

Theme and mood, legibility, color 
harmony, proportion and simplicity 
are discussed and augmented with 
concise suggestions for those who 
| work to give the motoring public 
|“stopping and shopping” informa- 
tion around the clock. 
| * * * 


| Johne-Manville Campaign 

| Johns-Manville, manufacturer of 
| brake linings, has launched a na- 
| tionwide “Wheel of Safety” checkup 
| program, designed to help J-M 
service dealers sell more brake jobs, 
tires and related wheel service. 

Backed by a national consumer 
advertising campaign which breaks 
in Life magazine on May 4, which 
builds up the J-M dealer as a local 
safety expert, the program features 
a merchandising kit urging motor- 
ists to have their brakes, tires 
wheel alignment inspected by an 
expert. 

The checkup kit includes a win- 
dow poster telling car owners the 
J-M asbestos brake lining dealer is 
available for the “wheel of safety’ 
|} inspection, reprints of national ad- 
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|vertisements which can be dis- § S; 
played and tied-in with the local J na 
dealer’s own campaign and appro § sh 
priate lapel buttons for garage and § in 
service station attendants. Then, to i 
help convert prospects into cus § pr 
tomers, a J-M steering wheel tag § on 
is used as a guide in making the J an 
wheel checkup and reporting find § ch 
ings to the customer. wo 

A postcard or stuffer is also made J ca: 
available for mailing to customer § 0’ 
to remind them about the fre § Ag 





safety service, Finally, a car doo 
sticker notes when the next check 
up is due. 






Personnel Changes 


John F. Herrick from Wester 
advertising-manager to assistant 
the advertising manager of 
New York News .. . John P. 
Campbell from Western ad staf 
member to manager of the Westem™ 
|advertising office . .. Arthur M 
See from sales promotion manage 
|of Saks—34th to director of 
| advertising of the New York H@ 
ald Tribune . . . Herbert G. Wym® 
from advertising director of 
Pittsburgh Post-Gazette to adv@ 
tising director of the Toledo B 
succeeding Leroy F. Newmyer, 
was named general manager of 
Blade in December. 


Ford Deal Adds Lloyd 


PORTLAND, Ore.—Hollywo* 
Ford has been named an import 
dealer and distributor for? 
German-built Lloydwagen. 
Colley has joined the firm to heat 
the Lloydwagen department. 
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Car Wash Roof Lets in Daylight— 


The sloping roof on the Air Port Car Wash, Buffalo, is constructed of Structoglas 
fiberglass reinforced panels, a versatile material that transmits natural daylight. Al- 
though the roof of corrugated panels is translucent, it is said to be immune to the|tion of new facilities in Kenosha 
kind of damage thot shatters glass. By using Structoglas instead of conventional | and Milwaukee. 
roofing, the owner of the building was able to make considerable reductions in the 


construction cost. 


How They're Pushing Sales 


Dealer Ad Ideas 


Tribute to ‘Comebacks’ 


"RE proud of our comebacks,” 
declared Ryan-McArthur Mo- 
tors (Chevrolet), Hattiesburg, Miss., 
in a tribute to its regular customers. 
“We like to see new customers 
come in,” the ad continued, “but we 
take a special pride in the old cus- 
tomers who come back time after 
time. 

“If you are not now a customer 
of ours, we firmly believe that you 
will like doing business with us. 
So the next time you're thinking 
of buying a car, or need service for 


‘See-Drive’ Show 
Slated for May 
On Long Island 


WESTBURY, Long Island, N. Y 
—Automobiles of six nations will 
be featured at a “see-and-drive” 
auto show scheduled for May 8-17 
at Roosevelt Raceway here. 


Visitors to the World Car Show 
‘8 will be permitted to test-drive 
the vehicles as well as look at them. 
The drives will be conducted on the 
trotting track with a hardtop course 
available for sports-car driving. 

Cars from France, Italy, Great 
Britain, Germany, Czechoslovakia 
and the U. S. will be represented. 
Sponsors claim that this is the 
nation’s only “see-and-drive” auto 
show. Another such event is held 
in Frankfort, Germany. 

Special attractions will include 
Precision-driving and safety dem- 
ostrations, movies, fashion shows, 
an antique-car parade and tire- 
changing contests for men and 
women. There also will be a sports- 
tar-driving exhibition by Paul 
~ Walter Hansgen and Dave 


Rebhan Named 
Used-Car Chief 


DEARBORN.—Eugene B. Rebhan 
been appointed used-car man- 
ager for Mercury-Edsel-Lincoln, He 
entered the auto business as a 
‘alesman in Buffalo in 1933. 

In 1948 he be- 
came general 
manager of a 
Lincoln - Mercury 
dealership in 
Knoxville, Tenn., 
and later held 
similar positions 
in Elizabethtown, 
Ky., and Louis- 
ville. 

In 1952 Rebhan 
joined Lincoln- 
Mercury as as- 





E. B. Rebhan 


sistant national used-car manager 
and in 1955 he became assistant 
8eneral sales manager of Packard 
Motor Car Co. Two years later he 
Tejoined Ford Motor Co, as used- 
car manager for Edsel. 





your present car, pay us a visit. 
We'll do our best to make you a 
comeback customer, too.” 

7 . > 


Mid-Town Ads Are ‘Tops’ 


A BILLBOARD campaign 
launched in the Montreal area 
by Mid-Town Motor Sales (Pon- 
tiac-Cadillac) was tops—literally. 

For the first week 72 panels 
carried a series of nothing but gaily 
| colored spinning tops. Then Mon- 
trealers were told what the tops 
meant. 


Subsequent messages said the 
tops signified Mid-Town is “Tops 


“Tops for Values” and “Tops for 
Speedy Delivery.” 


Tallman Marks 34th Year 


J L. TALLMAN, INC., Decatur, 
ja? Til, placed a four-column-by- 
10-inch ad in the Decatur Herald 
;}to announce its 34th anniversary 
|as a Cadillac dealer. 


| “For 34 years we have stressed 
| the highest ethics in selling and 
| merchandising the finest in new 
}and used automobiles,” the com- 
| pany said. 

| © 
Cars Donated for Auction 


AG GALYEAN, INC., Charles- 
ton, W. Va, donated a 1959 
| Dodge and a Simca for sale at the 
annual auction for the benefit of 
the Charleston Symphony Orches- 
tra. 





> - 


Import Queries Answered 


ANswuns to some questions of | 


persons interested in foreign 
| cars make up a four-column-by-10- 
| inch ad by Jaremko Motors in a 
Spokane newspaper. 

| The firm, which handles cars 
made by British Motor Corp., pro- 


these: 


Do you really get more for your 
money? How do these cars compare 
in price? Are these cars better built 
dollar for dollar? What happens if 
you break an important part? Are 
imported-car parts more expensive? 
How should I choose an imported 
car? 


Car registrations by 


AMC 
Ram- 
bler 


Chrys- 


states as compiled rv 


by R. L. Polk & Co. 


for Trades,” “Tops for Service,” | 


vided answers to questions like} 


nee! De- 
rial Soto 
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Current Prices on U. S. Cars 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 


(Copyright, 1959, by Automotive News) 


BUICK—LeSabre—4-dr. sed., $2,804; 2- 
dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-seat stat. wag., $3,320. Invicta—4-dr. 
sed., $3,357; 4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra —4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 





Further Expansion 
Of AMC Plants 
Hinted by Romney 


MILWAUKEE. — Further expan- 
sion of American Motors Corp. fa- 
cilities was hinted by President 
George Romney following inspec- 


The two factories are being al- 
tered to increase production capac- 
|ity from about 330,000 to 440,000 
| Cars a year as part of a $10 million 
expansion program. 
| “We are taking a look now at 
|further expansion,” he said at a 
press conference. But plans are not 
| finalized yet, he added. 
| Romney said the plants now are 
|}up to a record production pace of 
1,575 cars a day, with an April out- 
| put of 40,500 units scheduled, 

“We'll be turning out more cars 
in one set of facilities than any 
| other manufacturer,” he continued. 

Romney said it was too early to 
discuss what the 1960 Rambler will 
look like, but he did say that the 
size would not be changed He 


AMC is planning more styling 
changes in 1960 than in any of the 
last three years. 


Engine Dealers 


In Ford Parley 


Ford industrial product dealers 
| from 26 states and Canada met in 
Detroit last week for the fourth 
annual Industrial Products Sales 
and Service Training Conference. 


The dealers market Ford's indus- 
| trial engines and power units in 


ever auxiliary power is required. 
The meeting covered new prod- 
ucts, product improvements, serv- 
ice, policy and warranty program, 
advertising and sales promotion, 
| according to L. E. Henn, Ford divi- 
| Sion industrial engine sales man- 
aget. 


Truck istrations tates 
cdeened tase 2 
representatives in 


by R. L. Pol 
state capitals. 


would not discuss reports that! 


DEARBORN.—Representatives of | 


the major construction fields, irri-| 
gation, lumber, petroleum, or wher- | —4-dr., 2-seat Villager, $2,971; 4-dr., 3-| hardtop, $2,822; 4-dr. 2-seat stat. wag., 


top, $3,818. Electra 225—4-dr. Riviera sed. 

(6-window hardtop), $4,300; 4-dr, hardtop, 

$4,300; conv., $4,192. (Twin-turbine Dyna- 

flow standard on Invicta, Electra and 

Electra 225. Power steering and power 

— standard on Electra and Electra 
) 


CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
dr, hardtop, .252. Eldoradeo—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
Special—4-dr. hardtop, $6,233. Seventy-Five 
—8-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 


OHEVROLET — (Prices are for six- 


cylinder models. For V-8s, add $118.) 
Bis. -dr. sed., $2,301; 2-dr. sed., 
$2,247; util. sed., $2,160. Bel Air—4-dr. 
sedan, $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,556. Impala—4-dr. sed., $2,- 
592; 4-dr. hardtop, $2,664; 2-dr. hardtop, 
$2,599; conv., §2,849. Station Wagons— 


2-dr. 2-seat Brookwood, $2,571;.4-dr. 2-seat 
Brookwood, $2,638; 4-dr, 2-seat Parkwood, 
$2,749; 4-dr, 3-seat Kingswood, $2,852; 
4-dr. 2-seat Nomad, $2,897. Corvette — 
hardtop cpe. or conv., (V-8 std.), $3,875. 


CHRYSLER—Windsor—4-dr. sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 
wag., $3,691; 4-dr. 3-seat stat. wag., $3.- 
878. Sara’ -dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr, hardtop, $4,026. 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlite, power steering, power brakes 
standard on Saratoga, New Yorker and 
300-E.) 


CONTINENTAL — 4-<dr. 
4-dr. hardtop, $6,845.30; 2-dr. hardtop, 
$6,598.30; conv., $7,056.20; town car, $9.- 
208; limousine, $10,230. (Tur b o-Drive, 
power steering, power brakes standard on 
all models.) 


DeSOTO—Firesweep—4-dr. sed., $2,904; 
4-dr,. hardtop, $3,038; 2-dr. hardtop, $2,- 
| 967; conv., $3,315; 4-dr. 2-seat stat. wag., 
$3,366; 4-dr. 3-seat stat. wag., $3,508. 
Firedome—4-dr, sed., $3,234; 4-dr. hard- 


sed., $6,845.30; 


top, $3,398; 2-dr. hardtop, $3,341; conv.. 
$3,653. Firefiite—4-dr. sed., $3,763; 4-dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 


conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
216; 4-dr. 3-seat stat. wag., $4,358. Ad- 
| venturer—2-dr. hardtop, $4,427; conv., $4,- 
| 749. (Torquefilte standard on Fireflite and 
Adventurer. Power steering and power 
brakes standard on Adventurer.) 


| DODGE—Coronet Six—4-dr. sed., 
| 586.50; 2-dr. sed., $2,515.50; 2-dr. hard- 
|} top, $2,643.50. Coronet V-8—4-dr. sed.. 
$2,707; 2-dr. sed., $2,636; 4-dr. hardtop. 
$2,841.50; 2-dr. hardtop, $2.764; conv., 
$3,089. Royal—4-dr. sed., $2,934; 4-dr. 
hardtop, $3,068.50; 2-dr. hardtop, $2.990. 
Custom Royal—4-dr. sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
conv., $3,421.50. Station Wagons-—4-dr. 2- 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 
| $3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 
318; 4-dr. 3-seat Custom Sierra, $3,438.50. 
EDSEL—(Prices are for V-S models. 
Deduct $83.70 for six-cylincer Rangers; 
deduct $96.50 for six-cylinder stat. wags.) 
| Ranger—4-dr. sed., $2,683.50; 2-dr. 
$2,629; 4-dr. hardtop, $2,755.50; 2-dr. 
| hardtop, $2,690.50. Corsair—i-dr. sed., $2,- 
| 812; 4-dr. hardtop, $2,884.50; 2-dr. hard- 
top, $2,819; conv., $3,072. Station Wagons 


$2,- 








seat Villager, $3,054.70. 


FORD—(Prices are for six-cylinder mod- 
els. For V-Ss, add $118.) Oustom 300— 
4-dr. sed., $2,273; 2-dr. sed., $2,219; busi- 
ness sed., $2,132. Fairlane—4-dr. sed., $2,- 
411; 2-dr. sed., $2,357. Fairlane 
sed., $2,530; 2-dr. sed., $2,476; 4-dr. hard- 
top, $2,602; 2-dr. hardtop, $2,537. Galaxie— 
4-dr. sed., $2,582; 2-dr. sed., $2,528; 4-dr. 
hardtop, $2,654; 2-dr. hardtop, $2,589; 


'conv., $2,839; retractable hardtop (V-8 


sed., | 


500—4-dr. | 


standard), $3,346. Station Wagons—2-dr., 2- 
seat Ranch Wagon, $2,567; 4-dr. 2-seat 
Ranch Wagon, $2,634; 2-dr, 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 
4-dr, 3-seat Country Squire, $2,958. Thun- 
derbird—(V-8 standard) — 2-dr, hardtop, 
$3,696; conv., $3,979. 

IMPERIAL—Custom—4-dr. sed., $5,016; 
4-dr, hardtop, $5,016; 2-dr. hardtop, $4,- 
909.50. Crown—4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
103; 4-dr. hardtop, $6,103. (Torquefiite, 
power steering, power brakes standard on 
all models.) 

LINCOLN—Lincoln—4-dr. sed., $5,089.60; 
4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- 
902.10. Premiere—4-dr. sed., $5,594.20; 4- 
dr, hardtop, $5,594.20; 2-dr. hardtop, $5,- 
347.10. (Turbo-Drive, power steering, power 
brakes standard on all models.) 

MERCURY— Monterey —4-dr. sed., $2,- 
831.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, 
$2,917.50; 2-dr. hardtop, $2,853.50; conv., 
$3,149.50. Montelair—4-dr. sed., $3,308; 4- 
dr. hardtop, $3,437; 2-dr. hardtop, $3,- 
356.50. Park Lane—4-dr. hardtop, $4,031; 
2-dr. hardtop, $3,954.50; conv., $4, 5 
Station Wagons—2-dr. 2-seat Commuter, 
$3,144.50; 4-dr, 2-seat Commuter, $3,215; 
4-dr, 2-seat Voyager, $3,793; 4-dr. 2-seat 
Colony Park, $3,932. (Mere-O-Matie stand- 
ard on Montclair, Voyager, Colony Park. 
Multi-Drive, Mere-O0-Matic, power steer- 
ing, power brakes standard on Park Lane.) 

OLDSMOBILE—Sertes 88—4-dr. sed., $2,- 
902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,- 
036; 2-dr. hardtop, $2,958; conv., $3,286; 
4-dr. 2-seat stat. wag., $3,365. Super 88— 
4-dr. sed., $3,178; 4-dr. hardtop, $3,405; 
2-dr. hardtop, $3,328; conv., $3,595; 4-dr. 
2-seat stat. wag., $3,669. Series 98—4-dr. 
sed., $3,890; 4-dr. hardtop, $4,162; 2-dr. 
hardtop, $4,086; conv., $4,366. (Hvydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) a 

| PLYMOUTH — (On six-cylinder models, 
|}add $119.50 for a V-S engine). Savoy Six 
| —4-dr, sed., $2,282.75; 2-dr. sed., $2,232; 
business cpe. (V-8 not offered), $2,142.75. 
| Belvedere Six—4-dr, sed., $2,439.75; 2-dr. 
| sed., $2,389.25; 4-dr. hardtop, $2,524.75; 
| 2-dr. hardtop, $2,461.25. Station Wagon 
Six—2-dr. 2-seat Deluxe, $2,574.25; 4-dr. 
2-seat Deluxe, $2,641; 4-dr. 2-seat 
$2,761.50. Plymouth V-8—(On the follow- 
| ing models, a V-8 engine is standard and 
}@ six-cylinder engine is not available.) 
| Belvedere — conv., $2,814.25. Fury — 4-dr. 
| sed., $2,690.50; 4-dr, hardtop, $2,771.25; 
2-dr. hardtop, $2,714.25. Sport Fury—2-dr. 
| hardtop, $2,927.25; conv., $3,125.25. Sta- 
tion Wagons—2-dr. 2-seat Custom, §2,- 
| 814.25; 4-dr. 3-seat Custom, $2,990.75; 4- 
| dr. 2-seat Sport, $3,020.75; 4-dr, 3-seat 
| Sport, $3,130.50. 

| PONTIAC—Catalina—4-dr. sed., $2,704; 
|2-dr. sed, $2,633; 4-dr. hardtop $2,844; 
| 2-dr, hardtop, $2,768; conv., $3,080; 4-dr. 
| 2-seat stat. wag., $3,101; 4-dr. 3-seat stat. 
| wag., $3,209. Star Chief—4-dr. sed., $3,- 
005; 2-dr. sed., $2,934; 4-dr. hardtop, $3,- 
138. Bonneville—4-dr. hardtop, $3,333; 2-dr. 
hardtop, $3,257; conv., $3,478; 4-dr. 2-seat 
stat. wag., $3,532. 

RAMBLER—American—2-dr. Deluxe sed., 

$1,835; 2-dr. Super sed., $1,920; 2-dr. 2- 
seat Deluxe stat. wag., $2,060; 2-dr. 2-seat 
Super stat. wag., $2,145. Deluxe Six—4-dr. 
| sed., $2,098, Super Six—4-dr. sed., $2,268; 
|4-dr. hardtop, $2,343; 4-dr. 2-seat stat. 
| wag., $2,562. Custom Six—4-dr. sed., $2,- 
| 383; 4-dr. 2-seat stat. wag., $2,677. Rebel 
V-8—Super—4-dr. sed., $2,398; 4-dr. 2-seat 
stat. wag., $2,692; Custom—4-dr. sed., $2,- 
513; 4-dr. hardtop, $2,588; 4-dr. 2-seat 
stat. wag., $2,807. 

4-dr. sed., $2,587; 4-dr. 2-seat stat. wag., 
| $2,881. Custom—4-dr. sed., $2,732; 4-dr. 





| $3,026; 4-dr. 
| $3,116. 

STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $1,995; 2-dr. sed., $1,925; 2-dr. 2-seat 
| stat: wag., $2,295. Lark Regal Six—4-dr. 
sed., $2,175; 2-dr. hardtop, $2.275; 2-dr. 
| 2-seat stat. wag., $2,455. Lark Regal V-8— 
4-dr, sed., $2,310; 2-dr. hardtop, $2,410; 
2-dr., 2-seat stat. wag., $2,590. Sliver 
| Hawk—six-cylinder cpe., $2,360; V-8 cpe., 
$2,495. 


2-seat hardtop stat. wag., 
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"S71 °68 
June 


Prices marked with an asterisk 
indicate a urtit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
> * > 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Apr. & 
The spring demand is upon us. Coupled 
with retail sales on the upgrade and a 
strong market we had a fine sale. We 
need more cars. Sold over 83 percent 
BUICK—'57 Special Estate Wagon, $1,750* 

(ps); Century conv., $1,500° (ps) 

"56 Special conv $1,250° (ps); RM 2- 
r., $1,135*° (ps) 

'S5 Special Riviera 2-dr., $860*; 
$620°; Super Riviera 2-dr., 
(ps), $750° (ps); Century 4-dr 

'S4 Super Riviera 2-dr., $480°; 
Riviera 2-dr., $475° (ps) 

"53 Special 4-dr., $160° 

CADILLAC—'5S (62) conv., $3,850*° 

"56 (62) sedan de Ville, $1,865* 

"54 (62) sedan de Ville, $1,240° 

"50 (62) sedan de Ville, $120*° 
CHEVROLET—'59 Biscayne 2-dr., 

‘58 Biscayne (8) 2-dr., $1,585°, 

"ST One-fifty (6) station wagon. 
4-dr., $965; 2-dr.. $920; Bel 


2-dr., 
775° 
$610°. 
Century 


(pes). 
(ps) 
(ps). 


$1,900°. 
$1.550° 
$1,310; 
Air (6) 





ARIZONA 





Herry Gelt's | 
ARIZONA AUTO AUCTION 


“Ale conditioned units in high demand.” | 
We Issue Auction Checks—Gvaranteed Titles 
The Southwest's Newest and Finest! 








COLORADO 


— 
COLORADO AUTO AUCTION 
SOUTH 











Denver Auto Auction 
4% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 





CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |2th year 
of continuous operation 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 





DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 





"67 °S8 
Sept. 


"68 
duly 


'S7 °68 
Aug. 


"67 
Oct. 
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"63 
dan. 


"57 °58 
Dec. 


"57 °58 
Nov. 


"58 


Figures alongside bars represent dollars. 


$1,285, $1,225; Two-ten 
$1,160, $1,145, $1,- 


4-dr., 
4-dr., 


$1,300, 

$1,165°, 

Air (8) $1,200* 
(ps), $1,125*. 

'55 Two-ten (8) station wagon, $1,025", 
$845; Two-ten (6) 2-dr., $705*, $635, 
$630, $565*, $550; One-fifty (8) 2-dr., 
$610. 

’54 Bel Air conv., $500 

‘53 Two-ten station wagon, $550, 
Bel Air 4-dr., $280°*, $255, $200 

"51 Deluxe station wagon, $195, 
$170, $130; conv., $105* 

‘50 Deluxe Hardtop 2-dr., $130 
CHRYSLER—'55 Windsor 4-dr., 
DeSOTO—'56 Firedome Sportsman 

$1,000* (ps) 
DODGE—'55 Coronet 

"53 Coronet 4-dr., 

FORD—’'5S Fairlane (8) 
Fairlane (8) Victoria 
(ps) 

’S7 Fairlane (8) 500 conv., 
$1,425° (ps). $1,350° 
Custom (8) 300 2-dr., $1,015, $950 

‘56 Fairlane (8) conv., $1,000° (ps); 
Victoria 2-dr., $950, $910; Custom (8) 
2-dr., $850; Main (6) 2-dr., $375 

‘55 Custom (8) 4-dr., $1,050°, 2 at 
750; Fairlane (8) Victoria 2-dr., 
$720° 

"4 Crest 
tom (8) 
$225 


Hardtop 4-dr., 


$405°; 


$190, 


$900° 
2-dr., 


2-dr., $400 
$210, $175°*, 
500 conv., 
4-dr., 


$115 
$1,855; 
$1,690° 


$1,550° (ps) 
(ps). $1,315*; 


(8) Victoria 2-dr., $610; Cus- 
2-dr., $415, $355, $305, $300, 


MARYLAND 


| BEL AIR—Bel Air Auto Auction. Ti- 


tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 2% 
Just 4. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





MISSISSIPPI 
JACKSON — Greater Jackson Auto 


Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 











For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Leok in LUCAD. 








'53 Custom (6) ranch wagon, $450; 4-dr., 





$350, $315, $240, $225, $220, $195. 
IMPERIAL—’'53 4-dr., $305*° (ps) 
LINCOLN—'54 Capri Hardtop 2-dr., $520*, 
$425* 
MERCURY—'56 Monterey Hardtop 4-dr., 
$950°* (ps) 
55 Monterey 4-dr., $750* (ps) 
"54 Monterey 4-dr., $405 
"53 Custom 2-dr., $340, $200 
"51 4-dr., $130 
NASH—'53 Statesman (6) 4-dr., $150 
OLDSMOBILE—'58 (88) Super conv., $2,- 
400 
"57 (88) Holiday 4-dr., $1,640° (ps), 
$1,600*; Holiday 2-dr., $1,575* (ps), 
$1,560° (ps) 
56 (98) Holiday 4-dr., $1,300° (ps) 
‘55 (88) Super Holiday 2-dr., $900* (ps); 
(88) Holiday 4-dr., $725* (ps) 
"53 (S88) 4-dr., $155° 
"52 (S88) 4-dr., $205°; (98) Holiday 2-dr., 
$180° 
PLYMOUTH—'59 Belvedere Hardtop 4-dr., 
2,350° (ps) 
"58 Belvedere (8) conv., $1,850° (ps); 
Savoy (8) 4-dr., $1,390 
'S7 Belvedere (8) 4-dr., $1,275*°; Savoy 
(8) 2-dr., $1,085°*, $850, $750; Plaza 
(8) 4-dr., $935° 
"56 Savoy (8), $800° 
‘55 Belvedere (8) Hardtop 2-dr., $745* 
PONTIAC—'56 Star Chief Catalina 2-dr 
$1.050° ‘pes 
‘55 Chieftain conv., $910° (ps); station 
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NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 


Albany 5, N. Y. 


Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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March 
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April 
to Date 
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Prices of '58s added and '50s dropped in December, 1957. Prices of ’59s added and ’5is dropped in December, 1958. 


(Copyright, 1959, by Automotive News) 


$750° 
Chieftain 
$230*, $160* 
RAMBLER—’'56 4-dr., $1,020. 
‘55 station wagon, $465 
"54 2-dr., $250 
"53 Hardtop 2-dr., $280, $175 
STUDEBAKER "53 Commander (8) Hard- 
top 2-dr., $230* 
WILLYS- ‘57 Jeep, $700 
MISCELLANEOUS—'56 Ford % 
up, $700, $635 
$105 


"52 Chevrolet \%- 
DANVILLE, VA. 


wagon, 


°s3 Catalina 2-dr., $305*, 


-ton pick- 


ton panel, 


Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Apr. 8 
Still short of clean ‘55, "56 and ‘57 units 
BUICK—'5S Special 4-dr., $2,025* (ps) 

‘57 Century 2-dr., $1,435* (ps); Special 

2-dr., $1,430°, $1,305° 

"56 Special 2-dr., $1,005; Super 4-dr., 

$805* (ps) 

"55 Special 4-dr.. $965, $755*; 2-dr., 

$820*, $730°, $705° (ps) 

"54 Special 2-dr., $615°; RM 4-dr., $550° 

(ps) 
CADILLAC—'58 (62) coupe de Ville, $3,- 
650° (ps) 

"57 (62) coupe de Ville, $2,850; sedan 

de Ville, $2,705* (ps) 

"56 (62) 2-dr.. $1,700* (ps) 

‘54 (62) sedan de Ville, $2,700° (ps). 

‘48 Fleetwood 4-dr., $240* 


“ee 


NEW YORK 





GREATER NEW YORK 
AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 
Sele Every Tvesday—12 Noon 
Auctioneer—CARL MARKER 


Guaranteed Checks and Titles 
Phone—BEdford Village 4-3100 








NEW YORK CITY'S 


Shuline Aulo Auctions 





EXCLUSIVELY FOR AUTO DEALERS 
You ore 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 

NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


TOLEDO—Dealers’ Automobile Auc- 
tion, Sports Arena. (Tuesday) 
1:00 P.M 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory” gives directions to top U. S. 
Auto Auctions EVERY WEEK. 




















CHEVROLET—’58 Station Wagon (8) 
dr., $1,905; Biscayne (6) 4-dr., 
365. 

’57 Bel Air (8) $1,680", 
4-dr., $1,545*, $1,430*; 
(6) 2-dr., $980*. 

’56 Bel Air (8) 4-dr., $1,080*, $1, 055°, 
$965*; Two-ten (8) r* -dr., $960": One. 
fifty (6) 4-dr., $580. 

’55 Bel Air (8) 4-dr., $940*; 2-dr., $505: 
Two-ten (6) Del Ray, $815, 2 at 
$705, $695*; Two-ten (8) 4-dr., $805; 
2-dr., $805. 

’54 station wagon 4-dr., $660*; Bel Air 
2-dr., $360; Two-ten 4-dr., $370. 

*53 Bel Air 2-dr., $355; 4-dr., $340; Two. 
ten 4-dr., $335; One-fifty 4-dr., $330, 

"52 Deluxe 4-dr., $300*; 2-dr., $255*, 

DeSOTO—’57 Firedome 2-dr., $1,505* (ps), 

DODGE—’56 Coronet (8) 4-dr., $705*, 

’55 Coronet (8) 2-dr., $595*. 

FORD—'58 Fairlane (8) 500 2-dr., 
Custom (8) 300 4-dr., $1,505, $1,425*' 

*57 Fairlane (8) 500 Victoria, $1,389; 
Fairlane (8) 2-dr., $1,205; Custom (8) 
300 4-dr., $1,110, $1,105*, 2 at $735; 
2-dr., $1,055; Custom (8) 2-dr., $1,- 
015*, $1,005*; 4-dr., $980. 

"56 Fairlane (8) conv., $1,230*; 4-dr., 
$1,205* (ps), $1,030 (ps), $985*; 2-dr,, 
$1,015; Victoria 4-dr., $755*; station 
wagon (8) 2-dr., $970; Custom (8) 4 
dr., $780; 2-dr., $655. 

55 Fairlane (8) Victoria 2-dr., 
2-dr., $925* conv., $790*; 
wagon (8) 4-dr., $895*; 
4-dr., $695, $655; 2-dr., 
$655. 

’54 Custom (8) 
2-dr., $455, 
dr., $175. 

"53 Main (6) 2-dr., 
$290*; Custom (8) 2-dr., 

HUDSON—’54 Hornet (8) 2-dr., $205*. 

MERCURY "56 Monterey 2-dr., $990*, 
$855*; Medalist Hardtop 4-dr., $865*, 

55 Montclair conv., $615*. 

53 Monterey 4-dr., $405 

NASH 55 Custom (6) 4-dr., $870* 

‘52 Statesman (6) 4-dr., $120* 

OLDSMOBILE—’'56 (88) Super Holiday 4 
dr., $1,300*; (98) Holiday 2-dr., $1,- 
235; (S88) 4-dr., $1,065, $865* 

"55 (88) Super Holiday 4-dr., $1,075¢ 
(ps), $1,035; (88) 2-dr., $715* 

PACKARD—'53 Clipper 4-dr., $215 

PLYMOUTH— 57 (8) 4-dr., 

"56 Belvedere ir., $1,040° 
$sso? 

"55 Belvedere 
4-dr $435° 

"54 Belvedere ( 
4-dr.. $155 

"53 Belvedere (6) 2-dr., 

PONTIAC 56 Chieftain 4 
Chief 4-dr., $860*; 2-dr., 


WILLYS—'52 station wagon 


DETROIT 


City Auto Auction. Sale every 
Monday. Prices are for sale of Apr. 6. Sale 
slightly off. Sold 210 cars from 356 con- 
signments 
BUICK—'58 Super 2-dr., $2,.275* 
'S7 Century 2-dr., $1,555°; 
(Continued on Page 71, 
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Super 2-dr., 
Col, 1) 



























































































1 
, 
PENNSYLVANIA 
CORRY AUTO AUCTION 
Rovte 6, Corry, 
EVERY FRIDAY—1 00 P.M. y 
Guaranteed Checks— 
Guaranteed Titles 
“The , friendliest auction with the most oe Ol 
tion.” For reserved numbers call 
36-391. Auctioneers: Ray Austin, 
Cc Odi Adcock. Owner: George 
y- 
MANHEIM " 
AUTO AUCTION, INC. n 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
%& Dual Lane Selling . 
%& Auction Checks Issued Po! 
¥%& Titles Guaranteed : 
Patronize the . 
NATION'S LARGEST AUCTION RA 
Phone Manheim MOhawk 5-240! art 
Is 
— ‘S 
TENNESSEE __ 
n_————_—_———lEE——— 
JOHNSON AUTO [n< 
BUI 
AUCTIONS 7 
Lawrenceburg, Tenn.—Tuesday Ra 
Huntsville, Ala.—Friday " 
100% Insured—No Registration Fee ‘. 
aT "52 
CAD 
WASHINGTON cur 
‘ 
EE 7 
SOUTH SEATTLE AUTO AUCTION . 
10844 E. Marginal Way = Seattle 88, Watt ( 
Phone PArkway 5-6490 v 
SALE EVERY WED. 11 A.M. § 
“WE HAVE BUYERS!" sf 
“Take Home a Guaranteed Auction 4 
Bill Johnson Bob McConkey ‘ 
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Used-Car Auction Prices 


(Continued from Page 70) 


$1,550* (ps); 4-dr., $1,540* (ps); Spe- 
cial 4-dr., $1,365. 
56 RM 2-dr., $1,100* (ps); Special 4- 
dr., $1,065*; 2-dr., $935*, $925*, $900*. 
55 Century 2-dr., $775*, $705*; Super 
2-dr., $750*%, $690*; Special 2-dr., 
$690*, $575*; 4-dr., $475*. 
53 Special 2-dr., $310. 
52 RM 2-dr., $110*. 
CADILLAC—’55 (62) 4-dr., $1,265* (ps). 
CHEVROLET—’58 Impala (8) conv., $2,- 
185*; 2-dr., $2,150* (ps), $2,040*, $2,- 
010*, $2,000*, $1,995*; Brookwood (8) 


4-dr., $1,900; Bel Air (8) 2-dr., $1,- 
680°. 

'57 Two-ten (8) station wagon 4-dr., 
$1,500*; 2-dr., $1,100; Bel Air (8) 2- 
dr., $1,365*, $1,200. 

56 Bel Air (8) 2-dr., $1,135*, $1,105*, 
$1,100*, $1,050*, $995°; 4-dr., $900°*, 
$850*; Two-ten (8) 2-dr., $995*, $950, 


$725; One-fifty (8) 2-dr., $700. 

55 Two-ten (8) station wagon 4-dr., 
$905; station wagon 2-dr., $710; 4-dr., 
705; Two-ten (6) station wagon 4- 
dr., $655; Bel Air (6) station wagon 
2-dr., $825; 4-dr., $580*; Bel Air (8) 
2-dr., $820, $750°, $715*; 4-dr., $765*, 
$715*. 

"54 Bel Air 2-dr., $540*, $455, 2 at $380; 
4-dr., $500*, $350. 

‘63 Bel Air 2-dr., $340*; Two-ten 2-dr., 
$200; 4-dr., $180. 

62 2-dr., $270°. 

41 2-dr., $310. 


CHRYSLER —'55 Windsor 2-dr., $800*, 
$710* (ps). 
63 Windsor 4-dr., $260*, $195. 
DeSOTO—'57 Fireflite Hardtop 2-dr., $1,- 
550°; Firedome 2-dr., $1,450°, $1,410°. 
"56 Firedome 4-dr., $1,135*, $935*; 2-dr., 
$875°. 
DODGE—’'56 Royal (8) conv., $945* (ps); 
Coronet (8) 4-dr., §900°; 2-dr., $900°. 
‘55S Royal (8) 2-dr., $690° (ps). 
"S4 Coronet (6) 4-dr., $320°. 
EDSEL—’'5S8 Citation 4-dr., $1,750*. 
FOR D—'59 Thunderbird 2-dr., $3,700° 


(ps), $3,660° (ps). 
"58 Fairlane (8) 500 2-dr., $1,870° (ps), 


$1,800°, $1,780° (ps); 4-dr., $1,850° 
(ps), $1,725° (ps); Custom (8) 300 
4-dr., $1,450. 

‘S57 Fairlane (8) 500 Victoria, $1,510°; 
2-dr., $1,435° (ps); 4-dr., $1,310°; 
Country sedan (8) 4-dr., $1,615° (ps), 
$1,450°, $1,400°; Fairlane (8) 2-dr., 
$1,275*; 4-dr., $1,250°, $1,200°; Cus- 
tom (8) 2-dr., $840 

'S6 Fairlane (8) Victoria 2-dr., $1,260°, 


$925°; 2-dr., $925° (ps); Country 
sedan (8) $1,110*, $1,005° (ps), $950; 





Ranch wagon (8), $850; $700, $675°, 
$650° 

‘SS Country sedan (8), $950°; Country 
sedan (6), $540; Fairlane (8) $900°, 
$880; 4-dr., $650° (ps), $595°; Custom 
(8) 4-dr., $630, $590; 2-dr., $450. 

‘H Custom (8) Ranch wagon, $595°; 
2-dr., $325; Custom (6) 4-dr., $290; 
Crest 4-dr., $425°. 

‘SS Custom (8) 4-dr., $340, $295°, $275; 
2-dr., $275; station wagon (8), $325. 

"52 Custom (6) 4-dr., $155° 

LINCOLN — ‘56 Premiere 2-dr., $1,450° 
(ps); Capri 4-dr., $1,250° (ps). | 

"HM Capri 2-dr., $550° (ps), $540°, $440°, 
$430; 4-dr., $535°. 

MERCURY —'58 Commuter, $2,210°*. 

‘ST Monterey 4-dr., $1,350°, $1,250°; 2- 
dr., $1,290°, $1,230° 
‘% Custom 4-dr., $1,090°, $720°; sta- 
tion wagon, $1,050° (ps), $875*, $835° 
(ps); Montclair 2-dr., $885°. 

‘SS Montclair station wagon, $780°; 
Monterey 4-dr., $690°; Custom 2-dr., 
$610 
‘MH Montclair 2-dr., $500°, $435°; Cus- 
tom 2-dr., $400, $310° 
‘S33 Custom Hardtop 2-dr., $295. 

YASH ‘55 Ambassador 4-dr., $720*; 
Statesman 4-dr., $460 
‘Hh Ambassador 2-dr., $460°; Statesman 
2-dr., $200. 

OLDSMOBILE — ‘56 (98) 4-dr., $1,330° 
(ps); conv., $1.325° (ps); (88) 2-dr., 
$1,150°; 4-dr., $1,025°. 

‘SS (88) conv., $1,150°, $§885°; 2-dr., 
$810° 
"4 (88) 4-dr., $365°. 

"33 (88) 4-dr., $315°; 2-dr., $285°. 

"S2 (88) 2-dr $225°: 4-dr., 170°. 

PACKARD—'55 (400) 2-dr., $800° (ps), | 
4-dr., $750° 

"53 Clipper 4-dr., $135 

PLYMOUTH—'57 Suburban (8) 2-dr., $1,- 
370°; Belvedere (8) 4-dr., $1,225*, $1,- 
210°; Savoy (8) 2-dr., $1,200°; 4-dr., 
$45° 

'M Belvedere (8) 4-dr., $795*. 

55 Belvedere (6) station wagon, $615°; 
2-dr., $485; Belvedere (8) 2-dr., $575°; 
Savoy (6) 4-dr., $230 
"M4 Belvedere 2-dr., $400. 

"49 2-dr., $295. 

PONTIAC—'57 Star Chief 2-dr., $1,575° 
(ps); Chieftain 2-dr., $1,320°. 

55 Star Chief 2-dr., $750° (ps); Chief- 
__ tain 4-dr., $620°, $610°. 

53 Chieftain 4-dr., $250°; 2-dr., $160°. 


‘52 Chieftain 2-dr., $125° 
RAMBLER—'59 Ambassador station wag- 
on, $2.467*; 4-dr., $2,100* (ps). 


STUDEBAKER—'52 Champion 2-dr., $100*. 


MISCELLANEOUS — '54 International 1- 
ton pickup, $750 

53 Ford pickup, $300 

PORTLAND, ORE. 

Portland Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Apr. 7. 
BUICK—'58 Century Riviera 2-dr., $2,410* 

(ps) 


56 Super Riviera 4-dr., 2 at $1,300° 
(PS); Special Riviera 2-dr., $1,180*. 
55 Century Riviera 2-dr., $1,030*, $1,- 
| (ps), $995*; Estate Wagon, $1,- 
‘53 Riviera 2-dr., $320*. 

52 Special 2-dr., $195. 


CADILLAC—'57 (62) conv., $3,080* (ps). 


54 (62) sedan de Ville, $1,490° (ps). 
CHEVROLET—’'59 Impala (8) Hardtop 2- 
dr., $2,760° (ps), $2,510; 2-dr., $2,- 
150" (ps). 
58 Impala (8) Hardtop 2-dr., $2,360* 
(ps), $2,330 (ps), $2,205*; Bel Air 
(8) Hardtop, $1,950* (ps); Station 
wagon, $1,830*; Hardtop 4-dr., $1,735° 
(ps), $1,750* (ps); Biscayne (8) 4- 
dr., $1,775*, $1,650*; Delray (6) 4-dr., 
$1,625*. 


57 Bel Air (8) Hardtop 2-dr., $1,795*; 
4-dr., $1,745*, $1,550*; conv., $1,710* 
(ps); Two-ten (8) station wagon, $1,- 
695*; 4-dr., $1,410*, $1,405*, $1,380*; 





2 at $1,350*, 
(8) 4-dr., $1, 





2 at $1,275; 
030°, 


One-fifty 


’56 Two-ten (8) 4-dr., $960*, 
’55 Bel Air (6) Hardtop 2-dr., $1,220*; 


Two-ten (8) 
One-fifty (6) 


station wagon, $1,060*; 
station wagon, $950*; Bel 


Air (8) Hardtop 2-dr., $940*; Two-ten 
(6) 4-dr., $845, 
’54 station wagon, $600. 


'53 Two-ten 4 
’50 2-dr., $290. 


DeSOTO—’57 Fireflite 


-dr., 
’51 Styleline Deluxe 4-dr., 


$420*, $395, $320. 
$125°. 


2-dr., $1,765* (ps). 


'55 Fireflite 4-dr., $1,135* (ps). 


DODGE—’57 Coronét (8) 
(ps). 
, 2 at $1,460* (ps), $1,- 


$1,715* 
"56 Sierra (8) 


Hardtop 2-dr., 


180*; Custom Royal (8)«Hardtop 4-dr., 


$1,240° 


(Ps). 


‘55 Coronet (8) Hardtop 2-dr., $985*. 


"53 4-dr., 


Coronet (8) 


$340°*; 


station wagon, $335; 


4-dr., $335*; Meadow- 


brook (6) 4-dr., $330*. 


FORD—’59 (6) station wagon, $2,350. 
’58 Thunderbird conv., $3,495* (ps); (8) 


station wagon, $1,950* 
(ps), 
(8) 500 Victoria 2-dr., 


$1,850* 
lane 
Custom (8) 
"57 
(ps), 


(8) station wagon, $1,785*, 
$1,450, 


(ps), $1,925°, 
$1,700*; Fair- 
$1,835°*; 


$1,705* 
$1,350; Fairlane (8) 500 


$1,795°*, 
300 2-dr., $1,395. 


Victoria 2-dr., $1,530*; 4-dr., $1,470*; 
Custom (8) 300 4-dr., $1,265*, $1,160*; 
$1,075. 

station wagon $1,295*; 


2-dr., $1,085, 


"56 (8) 











ATLANTA: 


BALTIMORE: 


BUFFALO: 


DES MOINES: 


Fairlane 


(8) 2-dr., $975* (ps); Custom (8) 
Victoria 2-dr., $925*; 2-dr., $885*; 4- 
dr., $880*; Main (8) 4-dr., $800. 
’55 (8) station wagon, $1,150*, $1,055°; 
Fairlane (8) Victoria 2-dr., $935*; 2- 
$835*, $825*; Custom (8) 4-dr., 
$795*. 
’54 Main (6) 4-dr., $450. 
IMPERIAL—’ 54 4-dr., $780* (ps). 

53 Crown Imperial 4-dr., $355* (ps). 
MERCURY—’58 Monterey Hardtop 4-dr., 
$2,085* (ps). 

’57 Montclair 4-dr., $1,400* 
‘56 Monterey Hardtop 2-dr., 

150*. 
’55 Monterey 4-dr., $1,015* (ps); Hard- 
top 2-dr., $1,005*. 
NASH—’55 Ambassador (8) 4-dr., 
Statesman (6) 4-dr., $490*. 


OLDSMOBILE—’58 (88) 2-dr., $1,765°*. 

"56 (88) 4-dr., $1,040*. 

55 (88) Holiday 2-dr., $1,285*; 4-dr., 
$1,080*; (88) Super Holiday 2-dr., $1,- 
180* (ps); 4-dr., $1,155* (ps). 

’562 Holiday 2-dr., $385*; 4-dr., $235°. 

PLYMOUTH — ’'57 Suburban (8), $1,620* 
(ps), $1,325; Belvedere (8) Hardtop 2- 
dr., $1,580°%; Hardtop 4-dr.. $1,480*; 
Savoy (8) 4-dr., $1,150*, $1,095. 

"56 Savoy (8) 4-dr., $910. 

55 (6) station wagon, $1,030*; 
(6) 4-dr., $475. 

*53 Cranbrook 4-dr., $320. 

PONTIAC—’55 Star Chief Catalina 2-dr., 
$1,130°; Chieftain 2-dr., $845*, $725*; 
4-dr., $800*. 

’53 Chieftain Catalina 2-dr., $335*. 

RAMBLER — '56 Custom station wagon, 
$1,390°. 

MISCELLANEOUS—’58 Chevrolet pickup, 
$1,295. 

’56 Ford i-ton pickup, $840. 

’55 Chevrolet %-ton pickup, $680. 

'54 Chevrolet %-ton pickup, $660. 


(ps). 
$1,170", $1,- 


$850°* ; 


Plaza 


actual 
anced inventory 


roughs Bins now, 


For many years, automotive dealers 
from coast to coast have depended 
on Borroughs Bins. They know from 
experience that Borroughs 
Bins cut dollar investment and in- 
crease profits by maintaining a bal- 


every part in its proper place, easy 
to find. If you are not using Bor- 


your nearest Borroughs warehouse 
distributor. Make him prove that 
Borroughs Bins are the best bin buy. 
Let him show you Borroughs Bins’ 
rigid construction . 
outlast any bin on the market. 





Model Breakdown 
Of Auction Averages 





Apr., 1959 March, Feb., 
Model To Date 1959 1959 
Oe $2,753 $2,610 $2,775 
a 1,942 1,971 2,018 
BTR recccsrews 1,343 1,334 1,366 
rn 995 989 997 
i ccsveeceees 742 747 157 
oe 472 461 474 
BP ecceweneri 297 300 315 
, 190 218 225 
Overall ——-_ ——_———- _——— 
Average $1,092 $1,079 $1,116 
51 Dodge %-ton pickup, $600; Willys 
pickup, $480, 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Apr. 8. Good 
demand for sharp cars which seem to be 
scarce at present. Sharp cars bring top 


dollar. Sold 178 cars from 257 consign- 

ments. 

BUICK—’59 Invicta Estate Wagon, $3,130* 
(ps); LeSabre 4-dr., $2,700* (ps); 
Hardtop 4-dr., $2,600°. 

’58 Limited Riviera 4-dr., $2,630° (ps), 


Century Estate Wagon, 
Special Estate Wagon, 
$2,300* (ps); Riviera 4-dr., $2,265° 
(ps); 4-dr., $1,950° (ps), $1,940*; 
Super Riviera 4-dr., $2,200° (ps). 

’ST RM 4-dr., $1,695* (ps); Special Es- 
tate wagon, $1,675* (ps); Riviera 2- 
dr., $1,530°, $1,410°, $1,165; Century 


$2,420° 
$2,435° 


(ps) ; 
(ps) ; 


HU 


the best known..and best 
value bins..on the market! 


and by keeping 


get in touch with 


. . how they will 


Riviera 4-dr., $1,640* (ps). 

"56 Super Riviera 4-dr., $1,200* (ps), 
$1,060* (ps); Riviera 2-dr., $1,100*, 
$1,050*; RM 4-dr., $1,085*; Riviera 
2-dr., $1,050* (ps); Century Riviera 
4-dr., $1,000*; Special Riviera 4-dr., 
$990* (ps), $975* (ps); Riviera 2-dr., 
$900°. 

55 Century Riviera 2-dr., $855*; Riviera 
4-dr., $780*; Super Riviera 2-dr., $775* 


(ps); Special Riviera 2-dr., $700", 
$660*, $620°, $615*; 4-dr., $680°*. 
’54 Super Riviera 2-dr., $570*, $565*, 


$470*; Special 4-dr., $515, $450, $365*; 
Riviera 2-dr., $475*. 


CADILLAC—’59 (62) sedan de Ville, $5.- 
010* (ps). 

sedan de Ville, $5,690* 
$2,750* (ps), $2,600* (ps). 

"56 (62) sedan de Ville, $2,300* 
coupe de Ville, $1,940* (ps). 

*54 (62) conv., $1,250. 

"61 (62) sedan de Ville, $335*. 


CHEVROLET—’59 Impala (8) Hardtop 2- 
dr., $2,525°*. 

’58 Impala (8) conv., $2,350* (ps), $2,- 
235* (ps), $2,175*; Bel Air (8) 2-dr., 
$1,830*; Biscayne (8) 4-dr., $1,750*, 
$1,675*; Biscayne (6) 2-dr., $1,655*, 
$1,565, $1,475; Delray (6) 2-dr., $1,- 
475. 

’57 Bel Air (8) 4-dr., $1,575*, $1,315; 
2-dr., $1,375*; Two-ten (6) station 
wagon, $1,535°, $1,515; 2-dr., $1,255° 
(ps), $1,140, $1,230°; 4-dr., $1,150; 
Two-ten (8) 2-dr., $1,265*; 4-dr., $1,- 
315, $1,185*; One-fifty (8) station 
wagon, $1,100*; One-fifty (6) 4-dr., 
995, 


(ps), 
(ps); 


"56 Bel Air (8) conv., $1,100*; 4-dr., 
$1,025*; Two-ten (8) Hardtop 2-dr., 
$1,080*, $825; station wagon, $1,025*; 
One-fifty (8) 2-dr., $665. 

’55 Bel Air (8) club coupe, $910*; 4-dr., 
$875*; Bel Air (6) 4-dr., $595°; Two- 


(Continued on Page 72, Col. 1) 





These Borroughs warehouse distributors are at your service... 


Bins & Equipment Co., Inc. 

1918 Buford Highway, N.E. 

East Coast Distributing Co. 

327 Hopkins Rd. 

Automotive Bin Service Co., Inc. 
20 Eost North St. 

Felix F. Loeb., Inc. 

8810 S. Vincennes Ave. 
Automotive Bin Service Co., Inc. 
1220 Richmond 

Automotive Bin Service Co., Inc. 
8905 loke Ave. 

W. W. Cannon Co. 

9739 Denton Dr. 
Sparkman-Barker Co. 

421 Santa Fe Dr. 

Siggins Co. 

2315 University 


DETROIT: 
10040 Freeland Ave. 

Adams, inc. 

6 North 13th St. 

W. W. Cannon Co. 

P. O. Box 464 

W. W. Cannon Co. 

1901 Winter St. 

Automotive Bin Service Co., Inc 
54 West 30th 

Bins & Equipment Co., Inc. 

2610 LoGustrum Rd. 

Siggins Co. 

704 Broadway 


Green-Penny Co. 
4180 E. Nookes St. 


FARGO: 


FORT WORTH: 


HOUSTON: 
INDIANAPOLIS: 
JACKSONVILLE: 

KANSAS CITY: 
LOS ANGELES: 


LOUISVILLE: 
204 Builders Bidg. 


Automotive Bin Service Co., Inc. 


Automotive Bin Service Co., Inc. 


MEMPHIS: Metol Products Co. 
359 Madison Ave. 
NEW ORLEANS: fdco Metals. Inc. 
73 S. Wren 
NEW YORK: Borroughs Mig. Corp. 
121 Varick St. 
CAKLAND: Williom A. Gore Co. 
1834 Adeline St. 
OKLAHOMA CITY: W. W. Connon Co. 
P. O. Box 7317 
OMAHA: Siggins Co. 
1236 S. 13th St. 
PHILADELPHIA: East Coast Distributing Co 
780 S. 52nd St. 
PORTLAND: The Brower Co. 
1616 N. W. Glisan 
ST. LOUIS: Siggins Equipment Co. 


901 S. Boyle Ave. 


ST. PAUL: Borroughs Mig. Co. 

Factory Branch and Worehouse 
809 Hubbord Ave. 

The Brower Co. 

114 Virginio St. 

William A. Gore Co. 

1732 Ist St, S. 

Tacoma Asbestos Co. 

25th and Holgate 

Louis A. Alexander Co. 

264 N. Beacon St. 
Wickwore-Stackbin, Ltd. 
P.O. Box 740, Perth, Ontario 
Industrial Products Co. 

611 S. Queen St. Honoluly 
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MISCELLANEOUS—’55 GMC %-ton pick- °58 Impala (8) 2-dr., $2,300* (ps); conv., '55 Royal (8) Lancer, $880* (ps); 4-dr, 
et “or '% ‘ sate $200 tes, 68 ye. ye (ps), eh ieee; $800*; Coronet (8) Hardtop, $725. 7 
ao * "51 Dodge %-ton pickup, . (ps), ,250*, $2,205* (ps), $2,065*; RD —’ derbird, * ; 
d- or A t p Hardtop 2-dr., $2,245° (ps), $2,230%, 2% Fairlane (8) 500° Retractable. $2,095¢ 
se ucTrion rices CHICAGO Sab; Gheckieen Cah kuteee: tmeahs (ps); Vietoria 2-dr., $1,920* (ps), $1,. 
975; Brookwood (6), $1,905*; Impala 800* (ps); 4-dr. $1,645* (ps) $1. 
Arena Auto Auction, Sale every Tuesday. (6) Hardtop 2-dr., $1,820*; Bel Air 625*, $1,585* (ps), $1,580*; Fairlane 
Prices are for sale of Apr. 7. Sold 496 (8) 4-dr., $1,800*, $1,745* (ps), $1,- (6) ‘conv., $1,845* (ps); Country a 
cars from 707 consignments. 735* (ps), $1,345*; Hardtop 4-dr., $1,- dan (8), $1,820*; Del Rio (8) $1. 
(Continued from Page 71) BUICK—’58 Super Riviera 4-dr., $2,355* 790* (ps); Biscayne (8) sedan, $1,- 770*; Fairlane (8) Victoria 2-dr., §1\. 
(ps); Century conv., $2,185* (ps). 750*; 4-dr., $1,620*%, $1,585*; 2-dr., 440° . 7 
ten (8) 4-dr., $840* (ps), $450; sta-~| LINCOLN —’58 Premiere Hardtop 4-dr., , : me , : $1,595*, $1,590*, $1,490, $1,280; Del- ’ - 
> | ° 57 Super Riviera 2-dr., $1,690 (ps), , , , , ’ , ’ ; 57 Fairlane (8) 500 Victoria 2-dr., $2,. 
tion wagon, $580*; Two-ten (6) 4-dr., $3,145* (ps). $1,485* (ps); Special Riviera 4-dr. ray _(6) 2-dr., $1,485; Biscayne (6) 380* (ps); 4-dr $1,410*, $1,2058- 
$465". ’57 Premiere conv., $2,480* (ps). . “ » > . 2-dr., $1,450* ; “ ’ ® ,205*; 
> . ° ° $1,515*; Riviera 2-dr., $1,505* (ps), * ’ . Fairlane (8) Victoria 2-dr., $1,279* 
54 Two-ten Delray, $525*; 4-dr., $300*. 53 conv., $225* (ps). *: “ . 57 Bel Air (8) conv., $1,690* (ps); . 
a 3 $1,505*; Century Riviera 2-dr., $1,475 , (ps); Custom (8) sedan, $1,255*; Cus. 
*53 Bel Air 2-dr., $260°. MERCURY—’57 Montclair 4-dr., $1,480*. (ps); Riviera 4-dr., $1,455* (ps). Hardtop 4-dr., $1,655* (ps), $1,625* tom (8) 300 2-dr., $1,170°*. 
52 Deluxe 4-dr., $225, $120°. 54 Monterey Hardtop, $480. '56 Super 4-dr., $970* (ps), $820*; Spe- (ps), $1,475*; Hardtop 2-dr., $1,590°,/ +56 Thunderbird, $1,755*; Country squire 
DeSOTO— 57 Firesweep Hardtop 2-dr., $1,-| NASH—’55 Ambassador (8) 4-dr., $500*. cial Riviera 2-dr., $940*. $1,555*, $1,310*; 2-dr., $1,410*; 4-dr., (8), $1,255*; Fairlane (8) Crown Vic- 
390°. OLDSMOBILE — '57 (98) conv., $1,870*| ‘55 Special conv., $975*; Riviera 2-dr., $1,360°; Two-ten (6) station wagon, toria, $1,230* (ps); 2-dr., $970* (ps) 
’56 Firedome 4-dr., $950°; Fireflite 2-dr., (ps); Holiday 4-dr., $1,790* (ps); (88) $935* (ps); Super Riviera 2-dr., $865* $1,495*; 2-dr., $1,330, $1,230*; Two- $920*, $800* (ps); Victoria 4-qr’ 
$935° (ps). 4-dr., $1,570*. (ps), $775* (ps), $715*; Century Ri- ten (8) station wagon, $1,450*; 4-dr., $950* (ps); Custom (8) 4-dr., $850, . 
’55 Firedome 4-dr., $600*. be a aon $750*, $270; (88) Super viera 2-dr., $850* (ps); RM Riviera of lem 7 a sis, Bet ae 0 ’55 Fairlane (8) conv., $955*; Victoria 
, a -dr., . 2-dr., $830* (ps); 4-dr., $820* (ps). oma )» ,315; r ) 2-dr., $920* (ps); Crown Vi 
DODGE ’5 Coronet (6) club sedan, $1,-| py yMOUTH—'58 Belvedere (8) conv., $2,-| °54 RM Riviera "-dr., $685* (ps); Super Hardtop 2-dr., $1,250*; conv., $1,230°; $830"; 4-dr., $800°, $690°; 2-ar" 
"ST Coronet (8) 4-dr., $1,055. 010° (ps); 2-dr., $1,650°. 4-dr., $650; Special Riviera 2-dr., 4-dr., $1,225*, $1,105"; Bel Air (6) $750*: Main (6) Ranch wagon, $640: 
’53 Meadowbrook 4-dr $150* estas? tae (8) 4-dr., $1,325° (ps), $635°. Hardtop, $1,160*; 2-dr., $1,100*; Two- Main (8) 2-dr., $590. ° 
a z ,240* (ps), $945; Sav 8) 4-dr.,|, 1? ten (8) Delray, $1,090*. ’ ‘ . 

FORD — ‘59 Thunderbird 2-dr., $3,675° erase, Gaabes a aa | CADILLAC—'59 (62) sedan de Ville, $4.-| +55 ""Nomad (8), $1,085": Bel air (s)| 4 ,Ste* Be" S" = 
(ps). 566 Savoy 4-dr., $790*; Plaza 2-dr., | : 985* (ps); coupe de Ville, $4,535 (ps). conv., $1,075*; Hardtop 2-dr., $980*, (pa): Custom (8) Countr seda: $5 
’58 Thunderbird, $3,020* (ps); Custom 75. | °58 (62) sedan de Ville, $3,790* (ps); $940*: Bel Air (6) 2-dr., $905*; 4-dr., ae ere y n, $515. 
(6) 300 2-dr., $1,485; Custom (8) 300/ ‘55 Savoy 2-dr., $450; Plaza 4-dr., $280.| ,, coupe ce Wille. or, $2,950" ¢ ): (62) $900." : IMPERIAL — °57 Hardtop 4-dr., $2,060° 

2-dr., $1,460°. ’ t *; 4- ‘+ ) Special 4-dr., $2, ps); , , (ps). 
‘oF “Timaeneed, 92,908; Veirane (8) ata trl conv., $2,845° (pe), $2,825° (ps); | CHRYSLER 'S8 NY. $2,520° (ps). '56 4-dr., $1,300* (ps). 
500 conv., $1,575* (ps); Victoria 2-dr.,| 52 Belvedere 2-dr.. $220. coupe de Ville, $2,700° (ps); sedan) 1 Mitop s-dr $1.500° ‘ps); Windsor| MERCURY—'S8 Parklane, $2,150* (ps); 
$1,530° (ps); 2-dr., $1,335*; Country| PONTIAC—’57 Star Chief Catalina 2-dr.,| ,, %¢ Ville, $2,465° (ps). ’ Hardtop 4-dr.. $1.450° (ps), $1,440° Custom 2-dr., $1,405. 
sedan (8), $1,550° (ps); Fairlane (8) $1,500*; Chieftain 2-dr., $1,220*. | 56 (62) coupe de Ville, $2,175* (ps),| $1 270" oe . ps), . 5 ’57 Monterey Hardtop 2-dr., $1,500* 
4-dr., $1,155*; Custom (8) 4-dr., $1,-| ‘56 ‘Chieftain station wagon, $1,145°; $2,115* (ps), $2,075° (ps); sedan de; , Oy ec 1,350° (ps) (ps), $1,355*; 2-dr., $1,395*; Hardtop 
190°; Custom (6) 300 4-dr., $1,075*. Star Chief 2-dr., $990*. Ville, $1,900° (ps); (60) Special 4-dr.,| (58 NY Cony.» eee oat. Windsor Hard- 4-dr., $1,370* (ps), $1,365*; 4-dr., $1,- 
"66 ‘Thunderbird, $1,880°; Country sedan| ‘55 Chieftain 4-dr., $500°. | ole, oes | “top, $865°’ (pe), $u45* 7 300°, $1,280° (ps). 
(8), $1,200 (ps), $1,125; Fairlane (8)| ‘53 Chieftain Deluxe 2-dr., $200°. | "SS (6s) coupe Go Vile, 51,008" (ps). | a: vee 'S6 4-dr., $1,200* (ps); Hardtop 4-dr 
4-dr., $810*. RAMBLER —’58 Ambassador (6) sedan, | $1,495* (ps), $1,425* (ps); (60) Spe- | DeSOTO—’56 Hardtop 4-dr., $1,355*; Fire- $910* (ps); 2-dr., $680*. = 
"5S Fairlane (8) conv., $680°; 4-dr., $1,445*; Ambassador (8) station wag-| ,,°!@! 4-dr., $1,560" (ps). dome Seville, $1,110*° (ps). ’55 conv., $860*. 
; Custom (8) 4-dr., $570°, $385°; on, $775* (ps). | "52 (62) sedan de Ville, $415°. ” | DODGE — ’57 Coronet (8) 4-dr., $1,360*| oOLDSMOBILE —'58 (98) conv., $2,585* 
Ranch wagon (8), $560*. 55 Custom 4-dr., $500. 51, (62) coupe de Ville, $450°; sedan (ps); Hardtop, $1,400* (ps); station (ps); Holiday 4-dr., $2,515* (ps); Hol- 
"54 Custom (6) 2-dr., $430°; Custom (8) | STUDEBAKER—’56 station wagon, $700* de Ville, $370°. wagon, $1,070. iday 2-dr., $2,400* (ps); (88) Super 
2-dr., $395; Main (6) 2-dr., $210. (ps). CHEVROLET—’59 Impala (8) Hardtop 2-, ‘56 Royal (8) Lancer, $905* (ps); Coro- conv., $2,575* (ps). : 
"53 Custom (6) station wagon, $360. '55 President 4-dr., $425*. dr., $2,700* (ps). | net (8) 4-dr., $900°. "57 (98) Holiday 4-dr., $1,855* (ps) 


seem eee . —___—— _ $1,805* (ps), $1,780° (ps), $1,600° 
(ps); (88) Holiday 4-dr., $1,715* (ps), 
$1,615* (ps); Holiday 2-dr., $1,700* 
(ps); (88) Super Holiday 2-dr., $1,- 


SoReal TCR ATM we Ps 


conv., $1,350* (ps); Holiday 2-dr., $1,- 
335°; (98) Holiday 4-dr., $1,300* (ps), 
| $1,255*. 
i "55 (88) Holiday 4-dr., $995* (ps), 
$975*; (S88) Super 4-dr., $810* (ps). 

"54 (98) Holiday 2-dr., $850* (ps); (88) 
Super Holiday 2-dr., $780*. 

PLYMOUTH — ‘58 Belvedere (8) Hardtop 
| 4-dr., $1,745° (ps). 

"57 Fury (8) Hardtop 2-dr., $1,550*; 
Savoy (8) 4-dr., $1,140°, $1,135*, $1,- 
040°, $915*. $895°; 2-dr., $900; Savoy 
(6) 4-dr., $950° 

"56 Belvedere (8) 4-dr., $850°; Hardtop, 
$540°; Savoy (8) 4-dr., $565 

"55 Belvedere (8) Hardtop, $665*; Belve- 
dere (6) 2-dr., $660. 

PONTIAC—'59 Safari 4-dr., $2,925° (ps) 

"58 Bonneville 2-dr., $2,550° (ps); Star 
Chief Catalina 4-dr., $2,015* (ps) 

’S7 Star Chief Safari, $1,750°; conv., 
$1.500° (ps); Catalina 4-dr., $1,480° 









































YES...FOLKS REALLY LIKE THE ASSUR- 
ANCE OF GUARANTEED PERFORMANCE 
AND yYou'LL FIND THAT A GUARANTEED 

CAR RATES A BIG TRADE-IN! 






| THINK WHAT FINALLY 
SOLD ME WAS THIS 

40,000 MILE 
GUARANTY : 











































































































(ps); Chieftain Catalina 4-dr., $1,455°, 1 
$1,250° 
‘56 Star Chief Catalina 2-dr., $1,085", 
$990*, $970°; Catalina 4-dr., $875°*. 
(Continued on Page 73, Col. 1) 
y 
\ 
r 
ir 
Used Imported | | ' 
Cars 
Albany 
, Metropolitan—'54 2-dr., $570. 
HELL BE BACK FOR SERVICE, REGULARLY, oan 
‘ shicago 
TO KEEP THE GUARANTY IN FORCE. WE'LL | Volkswagen—'ST 4-dr., $1,140. 
KEEP AN EYE ON THE CAR AND WELL SELL he Daytona Beach, Fla. oO 
Ford (English)—'58 Prefect, $1,050. 
mM 
HIM HIS NEXT ONE TOO! fi . re 
— Dyer, Ind. 
, MG—'57 roadster, $1,585 
Flint 
Pord (English)—'58 Escort station wage, 
$980, $915, $800 
Los Angeles " 
Austin—'58 4-dr., $1,325 ‘ 
56 Healey roadster, $1,800. : 
Borgward 59 2-dr., $1,770 
| Isetta "59 BMW. $550 aU 
| MG—'59 4-dr 2,100 "s 
| ‘S57 roadster, $1,555 LIN 
Simea— ‘58 4-dr., $850 
Sunbeam—'55 Talbot conv., $460. ME 
Taunus—'57 2-dr., $900 os 
| Volkswagen—'58 2-dr., $1,590. '5 
| "57 2-dr., $1,405 OLY 
Volvo—'58 2-dr., $1,360 
57 2-dr., $1,265 5 
"56 2-dr., $1,100. PLY 
"5 
New York PON 
Volkswagen—'55 2-dr., $725. | 
"Se 
Portland, Ore. "5 
Hiliman—'57 4-dr., $950 RAM 
Renault—’57 4-dr., $1,070. 58 
5 y* Volkswagen—'56 2-dr., $1,045. 153 
INE ¢ 36 000-MiLE GUARANT oe a ws 
c 
7 Warehouse Point, Conn. ws 
Fiat—’57 4-dr., $910. 
fo— *% SELL MORE NEW CARS! MG—’58 coupe, $1,655, $1,600. 
Volk ee $7 4:4 $1,730 
—’ -dr., . > 
%& BOOST SERVICE DEPT. PROFITS! acca tale" 
West Palm Beach, Fila. Apr. 
ke MAKE MORE NEW CAR REPEAT SALES! ent at saa tek Pera 
"54 4-dr., $355. consis 
Berkley—'58 roadster, $685. BUIC 


Write today for Valvoline New Car Guaranty Brochure 


VALVOLINE OIL COMPANY 


Freedom, Pennsylvania 
DIVISION OF ASHLAND OIL & REFINING COMPANY 


DKW—'57 coupe, $560. 
Fiat—’58 station wagon, $960. 
Ford (English)—'59 Escort station was 
$1,250. 

Hiliman—’52 conv., $180. 
MG—’52 roadster, $600. 

’50 roadster, $500. 
Morris—’57 Minor conv., $725. 
Singer—’54 conv., $335. 
Triumph—’58 station wagon, 






















$975. 








(ps); 
rdtop 


4-dr., 


ardtop, 


Belve- 
> (ps). 
ps). 
conv., 
$1,480° 
1,455", 
51,085°, 
875°. 
L) 


n wagon, 


onn. 


tion wage 





Used-Car Auction Prices 





(Continued from Page 72) 


55 Chieftain 4-dr., $840*; Star Chief 
4-dr., $825*. 
BLER—’58 4-dr., $1,475*. 

57 Custom 4-dr., $1,475*; Super 4-dr., 
$1,160. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Apr. 7. 
BUICK—’57 Super 4-dr., $1,700* (ps); 2- 

dr.. $1,625* (ps); Special Riviera 2- 
dr., $1,425* (ps); 4-dr., $1,325*. 
CADILLAC—’58 (62) coupe de Ville, $3,- 


410* (ps). 

"57 (62) coupe de Ville, $2,535* (ps), 
$2,450* (ps). 

55 (62) conv., $1,400 (ps). 

CHEVROLET—’58 Bel Air (8) Hardtop 2- 
dr., $1,835* (ps); Biscayne (8) 2-dr., 
$1,560*. 

‘57 Bel Air (8) 4-dr., $1,590* (ps). 


56 One-fifty (8) 2-dr., $720. 

54 Bel Air station wagon, $630; 2-dr., 
$580; Two-ten station wagon, $485. 
CHRYSLER—’58 Windsor Hardtop 4-dr., 

$2,025* (ps). 

'57 Windsor 2-dr., $1,500* (ps). 
CONTINENTAL—'48 2-dr., $725. 
DeSOTO—’'56 Firedome 4-dr., $1,000* (ps). 
FORD—'58 Fairlane (8) 500 Skyliner, $2,- 

000° (ps); Victoria 4-dr., $1,750 (ps); 


Victoria 2-dr., $1,620*; Ranch wagon 
(8), $1,700*; Custom (8) 300 2-dr., 
$1,340. 


57 Country sedan (8), $1,370*; Fairlane 





(8) 500 Victoria 4-dr., $1,333*; conv., 
$1,310* (ps); 2-dr., $1,100; Fairlane 
(8) Victoria 4-dr., $1,285*; Custom 
(8) 300 2-dr.. $1,140*; Custom (8) 4- 
dr., $940. 
65 Thunderbird, $1,500; Fairlane (8) | 
2-dr., $685°. 
"54 Crest (8) 2-dr., $590°*. 
53 Main 2-dr., $370. 
LINCOLN — ‘58 Premiere 4-dr., $3,150* | 
(ps); 2-dr., $2,775* (ps). 
MERCURY—'57 Commuter, $1,540* (ps); | 
Montclair Hardtop 4-dr., $1,435"; 4-| 
dr., $1,400* (ps). 1 
‘56 Montclair 4-dr., $1,135° (ps). 
"55 Montclair conv., $565*. | 
OLDSMOBILE—'57 (88) Super Holiday 4-| 
dr., $1,700* (ps); (88) 2-dr., $1,430*° 
(ps). 
"56 (9S) 4-dr., $1,400° (ps). 
"55 (88) 2-dr., $850° (ps); (88) Super 
Holiday 2-dr., $790* (ps) 
"53 (88) 4-dr., $400°. 
PLYMOUTH—'54 Plaza 4-dr., $390. 
PONTIAC "59 Bonneville 4-dr., $3,775* 
(ps). | 
‘3. Chieftain Catalina 4-dr., $1,900° | 


(ps). 
'S5 Chieftain Catalina 2-dr., $840*. 
RAMBLERK—'59 American 2-dr., $1,550°. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of Apr. 8. 
Market good and active. Increased demand 
for trucks—pickups. No evidence of decline 
in market except on ‘58s. ! 


BUICK—"57 Super Riviera, $1,625* (ps); | 
Special 4-dr., $1,400°. 

‘SS Special Riviera 2-dr., $945* 

‘53 RM Riviera 2-dr., $355° (ps). | 

CADILLAC—'57 (62) sedan de Ville, $2,- 
700* (ps). | 

CHEVROLET — ‘58 Brookwood (8), $1,- 
905° (ps); Delray (6) station wagon, 
$1,770°. 

57 Bel Air (8) Hardtop 4-dr., $1,505°;} 
Two-ten (6) 2-dr., $1,250. 

‘56 Two-ten (6) 4-dr., $950, $910. 


"SS Bel Air (8) 4-dr., $970*;: Two-ten (8) 
2-dr., $745°*, $695°; One-fifty (6) 4-dr., 
$720. 

"M Bel Air station wagon, $730°; 2-dr., 
$545*; Two-ten 4-dr., $550, $490 

‘Sl Fleetline Deluxe 2-dr., $160. 

CHRYSLER—'56 NY 4-dr., $1,400° (ps). 

"52 NY 4-dr., $170°. 

DODGE—'55 Royal (8) 4-dr., $780. 
FORD—'59 Thunderbird, $3,825* (ps), $3.- 


575* (ps). $3,.560° (ps); Custom (6) 
(300) 2-dr.. $1,840. 
‘58 Thunderbird, $3,190* (ps); Fairlane | 


(8) 500 4-dr., $1,700*; Custom (8) 300 


4-dr., $1,575*, $1,400. 
‘ST Fairlane (8) 500 4-dr., $1,550° (ps), 
$1,350*, $1,300; Country sedan (8),/ 
$1,520* (ps), $1,.475*; Custom (8) 300 
4-dr., $1,175", $1,090*. 
‘4 Fairlane (8) 2-dr.. $1,060°, $995; 


Custom (6) 2-dr., $850 | 
‘SS Fairlane (8) Crown Victoria, $980*; 
Custom (8) 2-dr., $690*%; Main (8) 2-| 
dr., $595 
HUDSON—'55, $535* 
‘4 Wasp 4-dr., $395°*. | 


LINCOLN — '56 Premiere Hardtop coupe, 
$1,430° (ps). 
MERCURY — '58 Montclair Hardtop, $2,- 


000° (ps). 
‘57 Monterey 2-dr., $1,300*. 
‘55 Montclair 4-dr., $850°. 


OLDSMOBILE—'57 (88) Super 4-dr., $1,- 
690° (ps); (88) 4-dr., 
‘35 (88) Holiday 4-dr., $1,010*. 


$1,615* (ps). | 


PLYMOUTH —’57 Suburban (6), $1,280. 
"36 Savoy (8) 4-dr., $770. 

PONTIAC —'57 Chieftain Safari, $1,630* 
(ps); Star Chief Catalina 4-dr., $1,- 
595* 


‘55 Chieftain Catalina 2-dr., $1,030*. 
"S4 Star Chief 4-dr., $465*; Chieftain 4- 
dr., $225. 
RAMBLER—'58 (6) station wagon, $1,805. 
55 Custom Cross country, $860, $865°*. 
‘52 Super station wagon, $325*. 
STUDEBAKER—’58 Scotsman Hardtop 4-| 
dr., $1,090. 
NEOUS—’58 Ford (8) Ranch- 
ero, $1,550*. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
Apr. 6. The market today held firm except 
Pethaps 1957s and 1958s that softened 
‘lightly in price. Sold 140 cars from 178 
consignments. 

BUICK —'57 Century Riviera 4-dr., $1,575* 
ps). 

‘36 Super 4-dr., $1,500*, $1,100* (ps); 

Riviera 2-dr., $1,030* (ps); Special 
2ar., $950*. 

55 Century Estate Wagon, $960*; Super 

—.- $720* (ps), $630; Special 2-dr., 


‘33 RM 4-dr., $275*. 
CADILLAC—'58 (62) sedan de Ville, $3,- 
. (ps). 

55 (60) Special 4-dr., $1,550* (ps). 





’54 (60) Special 4-dr., $1,100* (ps). 


CHEVROLET—’58 Bel Air (8) 4-dr., $1,- 2-dr., 3 at $550°; 4-dr., §420*, $370; DYER, IND. FORD—'59 Thunderbird Hardtop, 
we bel Athy Dat NSLS trwon| | $e Sate gabo es | Lan Renate, Dror Ante Auction, fate], Outta, (30 ee 
-~ar., ’ . _ >; #-ar., . X or sale 0! r. , ; , . 
(8) station wagon, $1,450*; 4-dr., $1,- ’53 Custom ee oe: 4-dr., §275°. a aes aa y~* that guavaties "58 ie “S." a ee 
*, $1, e » $1, $ a) DSON—’S4 Hornet 4-dr., $350*. Count an ), A ; 
(8), $14308; Twocten (6) 2-dr $1. | LINCOLN "63. Capri Hardtop 2-dr.. $400* ee dak me aaah lentes toe ae (8) 500 Victoria sedan, $1,625°; Cus- 
210*; One-fifty (6) 2-dr., $1,125. MERCURY—’57 Monterey 2-dr., ’ . |e , ticeable increase tom (8) -dr., . 
°56 Two-ten (8) station wagon, $1,300*; 56 ee ee teas” $1,175* ons ths abel ake saaee. “Sold 236 cars 7 ee ee (8), es Ge 
l Ai 8) 2-dr., $1,210*; Bel Air (ps); Custom 4-dr., ° airlane ( conv., ’ : r- 
(8) 4dr. $1,200, $1160"; Bel Air| °SS Monterey Hardtop 2-dr., $950°, gzose, | Ut. Of 330 consignments. lane (8) Victoria sedan, $1,115*, 
(6) 2-dr., $1,100*; Two-ten (6) 4-dr., $675*. a ee $1, 706° 105*; Custom (8) 300 4-dr., 
, , 5*; 4-dr., | : > 030, * °, 
oe ek Air (8) Hardtop 2-dr., $950*; ao aoe "56 Super Riviera sedan, $1,120* (ps). of eeees "a Faas schon, 
2-dr., $900*; 4-dr., $850*, $800*, $700* | OLDSMOBILE —'58 (88) 4-dr., $2,100*| "55 Super 4-dr., $705*; conv., $390*; Custom (8) 4-dr., $665*; Fairlane (6) 
(ps); Bel Air (6) 4-dr., $875, $860*; (ps) Century Riviera sedan, $630°. 4-dr., $685°, $585; Country Sedan (6), 
2-dr., $680; Two-ten (6) Delray, $850:| °57 (98) 4-dr., $1,850* (ps), $1,425") "54 Centeey Rives soten, $675*; Super 50758. 
a . . ~ : lid -dr., $1,-/ eo , > . 2-dr., . 
miu 9500; Two gs: ce. Siuee* Cee oe $ "53 Super Riviera sedan, $265*; Super | o. on ‘Gao bate, eue°, $240; sta- 
54 Two-ten 2-dr., $625*; Hardtop 2-dr.,| °56 (88) Holiday 4-dr., $1,030°*. es ar., $185°. tion wagon, $435; Hardtop, $170. 
$590; Bel Air 4-dr., $495*. PACKARD—’55 Pacer 2-dr., $450*. | °51 Hardtop, $170°. | °53 2-dr., $255°, $165, $160, $140. 
"53 Bel Air 4-dr., $420, $360, $350,| PLYMOUTH —’58 Belvedere (8) Hardtop| CADILLAC—’57 (62) 4-dr., $2,750* (pe). '52 Hardtop 2-dr., $385. 
$340*. 2-dr., $1,750* (ps). "56 (62) coupe, $1,845* (ps). "51 2-dr., $135. 
DeSOTO—’ 57 Firedome 2-dr., $1,440* (ps). | "57 Belvedere (8) Hardtop 4-dr., $1,460* "55 (62) coupe, $1,625*° (ps). "50 2-dr., $315 
‘55 Fireflite conv., $845* (ps). | (ps); Hardtop 2-dr., $1,200*; Subur-; ‘51 (62) 4-dr., $255°. | HUDSON—’53 4-dr., $165. 
DODGE —'56 Royal (8) Lancer 2-dr., ban (8), $1,200°; Savoy (8) 4-dr.,| OHEVROLET—’58 Impala (8) conv., $2,-| 2 » 5 ° 
$900°. $1,100*; Plaza (8) 4-dr., $950 200° (ps), $2,150° (ps). ' | LINCOLN—'52 4-dr., $245°. 
’54 Royal (8) Lancer 4-dr., $470* "56 Belvedere (8) Hardtop 2-dr., $910°;| +57 Bel Air (8) coupe, $1,500* (ps); we "58 Commuter station wagon, 
‘53 Meadowbrook 2-dr., $280; Coronet Plaza (8) 4-dr., $770* | conv., $1,490* (ps); Two-ten (8) | 2, (ps). 
4-dr., S2t0". | '55 Belvedere (6) Hardtop 2-dr., $800". | coupe, $1,305*; One-fifty (8) 2-dr.,| '57 Monterey Hardtop 4-dr., $1,505° (ps). 
* , ’54 Savoy 2-dr., $460*. "56 Monterey station wagon, $1,235*, $1,- 
FORD—’58 Custom (8) 2-dr., $1,300. | ¥ $920 000*: Medalist coupe, $1.045° (pe) 
"57 Fairlane (8) 500 4-dr., $1,470* (ps), | PONTIAC—'59 Chieftain 2-dr., $2,275*. "56 Two-ten (8) station wagon, $1,325° | on Menherer 4-49 $650° ' ps). 
$1,260*, $1,350*; Victoria 2-dr., $1,-| ‘57 Star Chief 2-dr., $1,525* (ps); Chief- | (ps); 4-dr., $800*; Two-ten (6) 4-dr., eA anne 4-dr.. $520°. 
410*; Del Rio (8), $1,420; Fairlane tain 4-dr., $1,200°. $765; Bel Air (8) conv., $1,040*. | +53 Monterey Hardtop 2-ar 
(8) 4-dr., $1,380*; Custom (6) 300 4- "56 Chieftain 2-dr., $800°. ’55 Bel Air (8) coupe, $930°; 2-dr., +» $300, $285. 
dr., $1,010, $1,000*; 2-dr., $980°*. "55 Chieftain 2-dr., $580° $835; 4-dr., $710*; Two-ten (8) 2-dr., (Continued on Page 74, Col. 1) 
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Staff of life for centuries in the Orient, 
the soybean came to this country in the 
twenties. Henry Ford forecast that it would 
give farmers a big industrial market. 

The plant grows about thirty inches 
high. Its dull green foliage is rich in the 
vitamins B and G, edible by animals. From 
its lowest tier of leaves grow the beans that 
have a 20% fat content —leading oil crop 
of the U.S.—and 40% protein. 

The soy has been finding its industrial 
markets in paints and varnishes, floor 
coverings, insulation, oil cloth, adhesives, 
paper coatings. Last year, 1,450,000 tons 
of the soybean oil went into margarine, 
shortening, salad and cooking oils, more 
than double the quantity used in 1948. 

But the soybean’s richness in oil and 
protein has led to its major utility as stock 
feed. Last year 7,962,000 tons of soybean 
meal were fed to farm animals — again 
double the 1948 figure. 

Total production of harvested beans in 
1958 was 574,413,000 bushels, valued at 
$1,134,281,000, and 57% of the crop was 
planted by SuccessFut Farminc farmers! 

SuccessFuL Farmiunc is the manual, 
guide, and continuous course in modern 
methods and techniques, better varieties 
and yields for large producers of corn, 
soybeans, other feed crops and livestock. 

Subscribers’ farms are large, average 
more than 300 acres, and are highly 


’56 Country sedan (8), $1,100*; Country 
Squire (8), $1,100; Fairlane (8) conv., 


Ranch wagon (8), $950; Fairlane (8) 
Victoria 2-dr., 
$785*; Custom (8) 4-dr., $725*; Main 
(6) 2-dr., $400, $390 

’54 Country sedan, 


’53 Chieftain 2-dr., 


delivery sedan, 


$910*, $850*; . 4-dr., 


$615; Crest Victoria 





'54 Chieftain station wagon, $510. 
$130*. 


$820. 
’56 Ford %-ton pickup, $535. 
’48 Ford %-ton pickup, 





$850* (ps); 2-dr., $950; 4-dr., $975* "52 Chieftain Deluxe 4-dr., $200*. ‘ 4-dr., $465. 

(ps); Custom (8) 2-dr., $760*; Cus- ’51 Chieftain 2-dr., $120*. 53 Two-ten 4-dr., 

tom (6) station wagon, $750; Main| RAMBLER —’58 Custom station wagon, ; 4-dr., $220, $210, $175, $140. 

(6) 2-dr., $550. $1,820* (ps); Cross country, $1,730°*. 49 Deluxe 4-dr., $135. . 
55 Country seda (8), $995*, $910*; MISCELLANEOUS — '57 Chevrolet %-ton CHRYSLER — '58 Windsor coupe, $1,905 


(ps). 


$180. 
(ps); 4-dr., $1,300°. 





Oil well above ground! 


mechanized with expensive machinery for 
planting, tilling, harvesting, soil control 
and crop management. The average SF 
farm has eleven permanent buildings, and 
multiple tractors. The estimated annual 
average farm cash income of the SF farm 
family has been around $10,000 for more 
than a decade, reached a new high in "58. 

With high earnings, SF families have 
constantly been raising living standards, 
spending money for new homes and 
remodeling, buying furnishings and 
furniture, show piece kitchens, model 
bathrooms. They're heavy investors for 
everything contributing to better living — 
automobiles, appliances, travel, insurance, 
education, luxuries. 

For fifty-seven years, SuccessruL 
Farminc has helped its audience earn 
more money and spend it for comfort, 
leisure, and status — enjoys an influence 
based on service which opens doors and 


minds, sells quality merchandise. SF's 
influence is not shown on the rate card, 
but it’s an added value that increases 
responsiveness and returns. 

Today the nation’s best farmers are in 
the midst of an economic boom not 
matched by other segments. For better 
business, sell where business is best! Any 
SF office will give you data and details. 





Meredith of Des Moines . . . America’s 
biggest publisher of ideas for today’s living 
and tomorrow’ plans. 


Geometric cow! 

The geometric cow is 
found not only in modern art 
—but on the modern farm! 


The average cow since 1930-1934 in 


each 5 succeeding 5-year periods 


upped production almost geometrically — 
2.4% ...5.7%...7.4%...8.9%...and 


currently (1954-1959) by 11.2%! 
Galloping growth ... is just one 


reason why Successful Farming farmers 


are today’s best customers! 
Estimated annual average cash 


farm income of SF farm families 
exceeds $10,000—and no medium 


matches SF’s influence and prestige 
in its market. Details any SF office! 


Successful Farming . . . Des Moines, New York, Chicago, Atlanta, St. Louis, 
Cleveland, Detroit, Philadelphia, San Francisco, Los Angeles, Minneapolis. 





$750*, $700*, $600, $300; coupe, $475. 
"54 Bel Air 4-dr., $500*, $290*; Two-ten 


$250; Bel Air (6) 


DeSOTO—’53 Firedome 4-dr., $145*. 
DODGE—’57 Coronet (8) coupe, $1,390*. 
EDSEL—’58 Pacer Hardtop 4-dr., $1,520° 
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$1,375* (ps). 


DeSOTO — '57 Firedome Sportsman 2-dr., 


RAMBLER—’55 Cross country, $885*. 
’53 Hardtop 2-dr., $415; station wagon, 


’55 Firedome 4-dr., $625* (ps). $230. 
53 Firedome 4-dr., $300, $230* (ps), | STUDEBAKER—’56 President statio n 
es $125°. wagon, $825°*. 
DODGE—’'57 Royal (8) 4-dr., $1,260* (ps). | MISCELLANEOUS—’56 Willys dispatcher, 
$590. 


"53 Coronet (6) 
Coronet (8) 4-dr., $200. 
'52 Coronet (6) 4-dr., $180. 


FORD—’59 Fairlane (8) 500 Victoria 4-dr., 


station wagon, $280; 


NEW YORK 





; $2,300* (ps); Fairlane (8) 4-dr., $2,-| Skyline Auto Auction. Sale every Tues- 
’52 Monterey coupe, $140*. "54 Chevrolet %-ton pickup, $470. 100* (ps); Custom (8) 2-dr., $1,700. | day. Prices are for sale of Apr. 7. Sale 
"651 4-dr., $150. 41 Ford %-ton truck, $140. '58 Fairlane (8) 500 4-dr., $1,600* (ps);| was red hot as sales percentage hit a 
NASH—’54 Statesman country club sedan, Custom (6) 300 2-dr., $1,265, $1,240*,| very torrid 84 percent. Market strong 
$475°. WEST PALM BEACH, FLA $1,060*; Ranch wagon (6), $1,370. with clean cars really bringing top dollar. 
*52 coupe, $185. . 9 * ’57 Country sedan (8), 2 at $1,025*. Sold 94 cars out of 111 consignments. 
OLDSMOBILE—'58 (88) Super Holiday “a West Paim Beach Auto Auction, Sale ’56 Thunderbird conv., $2,000*; Fairlane} BUICK —’'57 Super 4-dr., $1,425* (ps); 
r., $2,395* (ps). | every Thursday. Prices are for sale of (8) conv., $875* (ps), $780. Special 4-dr., $1,345* (ps). 
'57 Fiesta station wagon, $1,720* (ps); | Apr. 9. °55 Fairlane (8) 4-dr., $560* (ps). "56 Century Hardtop 2-dr., $1,000*, 
(88) Super 4-dr., $1,625* (ps); (88) BUICK—’58 Special 4-dr., $1,795*. ’54 Custom (8) 4-dr., $450°; Ranch wag-| $650* (ps). 
4-dr., $1,530* (ps); (88) Holiday se- "57 Special 4-dr., $1,350. on, $425; 2-dr., $300. 55 Special Hardtop 4-dr., $850* (ps); 
dan, $1,300* (ps). | "55 Special conv., $730*; 2-dr., $560*;| ‘53 Custom (8) 4-dr., $350*. | 4-dr., $610*; Super Hardtop 2-dr., 
"56 (98) conv., $1,485° (ps); (88) 4-dr., | Century 4-dr., $695; RM 4-dr., $675*| LINCOLN —’56 Premiere coupe, $1,150* $750* (ps); RM conv., $750* (ps). 
: $965*. (ps); Riviera 2-dr., $650° (ps). | (ps). 54 Super 4-dr., $550* (ps). 
55 (88) 2-dr., $880*; 4-dr., $600*. | °5S3 RM 4-dr., $290° (ps); Super 4-dr.,| MERCURY—’57 Monterey Hardtop 4-dr.,| ‘52 Super conv., $270*; Hardtop 2-dr., 
"54 (88) Holiday sedan, $600*. $235°. | $1,590* (ps). $245". 
’53 (88) Holiday sedan, $410°. CADILLAC—’58 (62) sedan de Ville, $3,-| ‘56 Medalist Hardtop 2-dr., $865*. CADILLAC—’53 (62) 4-dr., $490* (ps). 
PLYMOUTH—’'57 Savoy (8) 2-dr., $850. | 640° (ps). | NASH—’53 Ambassador 4-dr., $250. | °50 (62) 4-dr., $210*. 
55 Savoy (8) 2-dr., $625*, $530, $505*, "57 (62) conv., $2,775* (ps) | OLDSMOBILE—’57 Holiday 3-dr., $1,500* | CHE VROLET—’58 Impala (8) conv., §$2,- 
_. 2275; Plaza (6) 4-dr., $520. "56 (62) coupe de Ville, $1,475* (ps). (ps); (98) Holiday 4-dr., $1,490* (ps). | 075* (ps); Bel Air (8) 4-dr., $1,825* 
*54 Plaza (6) 2-dr., $100. CHEVROLET—’59 Corvette, $3,440; Bis-| ‘56 (88) Super Holiday 4-dr., $1,075*| (ps); Biscayne (8) 4-dr., $1,490. 
53 2-dr., $135. | cayne (6) 4-dr., $1,765. | (ps); conv., $1,050*° (ps). | °57 Two-ten (8) station wagon, $1,325*, 
PONTIAC—'56 Chieftain 4-dr., $710°. "58 Bel Air (8) 4-dr., $1,600*. '55 (88) conv., $810*; Holiday 2-dr., $1,110; 4-dr., $1,260* (ps), $1,200*, 
55 Chieftain 4-dr., $880*; Star Chief "57 Corvette, $2,225; Bel Air (8) Hard- $800*. $1,125*, $1,080, $1,075, $1,030, $1,020; 
. Catalina sedan, §770*, $750*. | top 4-dr., $1,460° (ps), $1,325* (ps); '52 (88) 2-dr., $225. 2-dr., $980. 
"54 2-dr., $270°. conv., $1,325° (ps). PACKARD—'56 Caribbean Hardtop 2-dr., '56 Bel Air (6) 2-dr., $960*; 4-dr., 
"53 4-dr., $150*. . "56 Two-ten (8) station wagon, $825, $700. | $960". 
52 Catalina sedan, $175°. $770*, $730°. PLYMOUTH—’58 Savoy (8) 2-dr., $1,150. '55 One-fifty (8) 2-dr., $660*; 4-dr., 
RAMBLER — ‘56 Super station wagon, ‘55 Two-ten (8) 4-dr., $670; Two-ten (6) 'S7 Belvedere (8) coupe, $2,190*; conv., $330; One-fifty (6) 2-dr., $500; Two- 
7 $725. Delray, $625°; 2-dr., $625, $615: One- $1,180*; Custom (8) station wagon, | ten (8) 2-dr., $395. 
55 Super station wagon, $590°. fifty (6) 2-dr., $600; One-fifty (8) $870*. | °54 Two-ten 2-dr., $475*. 
STUDEBAKER — ‘54 Commander : 2-dr., station wagon, $565, "55 Savoy (8) 4-dr., $470°. | °'53 Bel Air 4- .. $370; Hardtop 2-dr., 
mt an 21 165 "54 One-fifty 2-dr., $395; Two-ten 2-dr., "54 Belvedere (6) conv., $260*. } $310* (ps); 2-dr., $255; Two-ten 2-dr., 
wihawe 2 cae esse? | $350. PONTIAC — ‘56 Chieftain Catalina 4-dr.,| $310. 
-dr., $225°. CHRYSLER—'54 Windsor (6) 4-dr., $370*. $960* (ps), "52 Deluxe 4-dr., $190*. 
MISCELLANEOUS — ‘58 Ford Ranchero, '53 Windsor (6) 4-dr., $275* (ps). '53 Chieftain (8) station wagon, $370°*; "51 Two-ten 4-dr., $100. 
$1,345. "52 NY (8) 4-dr., $205°. 2-dr., $265°. as DeSOTO—’'54 Powermaster 2-dr., $310*. 
'53 Firedome 4-dr., $225* (ps), $150*. 
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YOU, Too, Can Provide Professional 
Service for ALL Makes and Models 
of Car Air Conditioners! 
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MANUFACTURED BY 


FRIGIKAR CORP. 


Since 1949, Pioneer Manufacturers 
of Famous FRIGIKING and FRIGIKAR 


Automobile Air Conditioners 
Cochran * Dallas, Texas 
Phone Riverside 1-1661 





DODGE—’55 Royal Lancer Hardtop 2-dr., 


| $600* (ps). 


"54 Meadowbrook 4-dr., $300. 

'53 Coronet (6) 4-dr., $140. 
| °S2 4-dr., $120. 

FORD—’'57 Custom (8) 300 2-dr., $1,075* 
(ps); Custom (8) 2-dr., $900*. 

'55 Fairlane (8) Victoria 2-dr., $675*; 
Fairlane (8) 4-dr., $640*; Country | 
Sedan (6), $660 | 

’54 Custom (8) 4-dr., $380; Custom (6) | 
4-dr., $360° 

"53 Custom (8) 2-dr., $315. 
| LINC OLN—'5S4 Capri 2-dr., $540° (ps). 
MERCURY—'57 Montclair Hardtop 2-dr., 

$1,.405°* (ps) 

’'56 Monterey Hardtop 2-dr., $950* 

"63 conv., $460° (ps); 4-dr., $410*. 
OLDSMOBILE — ‘56 (98) Hardtop 2-dr., | 
| $1,025° (ps); (88) 4-dr., $880*. 

"55 (98) conv., $1,010° (ps). 
| °54 (98) conv., $600* (ps); Hardtop 2-| 
| dr., $430° 

"53 (98) 4-dr., $350° (ps). 

PACKARD — ‘56 Clipper Hardtop 2-dr., 
$880* (ps) 

'53 Clipper 4-dr., $110* 
| PLY MOUTH—’'5S Savoy (8) 4-dr., $1,680°. 

"ST Plaza (6) 4-dr., $920°; Savoy (8) 
4-dr., $1,090° (ps). 

i "56 Savoy (8) 4-dr., $815* (ps), $730*. 
| "54 Savoy (6) 4-dr., $380* 
| "53 Suburban station wagon, $295 


"52 Suburban station wagon, $295* 


PONTIAC—'57 Star Chief 4-dr., $700. 
| °5S5 Chieftain 4-dr., $520 
"52 Star Chief Hardtop 2-dr., $130*, 
| $100° 
| STUDEBAKER ‘55 Commander club 
coupe, $650° 
‘53 Champion Hardtop 2-dr., $130 
MISCELLANEOUS—'53 Chevrolet %-ton/ 


| panel truck, $100. 


| LOS ANGELES 


Harold Henry's Los Angeles Dealer Auto| 





Auction. Sale every Tuesday. Prices are for 

sale of Apr. 7 

| BU ICK—'59 LeSabre Hagdtop 2-dr., $2,-/ 
620° 


"58 Super Riviera 4-dr., $2,480° (ps). 





‘S57 Special Estate Wagon, $1,930°; Cen- 
tury Riviera 4-dr., $1,490° (ps). 

} ‘56 Super Riviera 4-dr., $1,025* (ps); 

| Special Riviera 4-dr., $960°; Century 

| Riviera 2-dr., $960° 

| °55 Century Riviera 2-dr., $1,090* (ps); 
Super Riviera 2-dr., $1,010*° (ps), 
$850° (ps); Special Riviera 2-dr., 
$845*, $800°, $750°; 4-dr., $600*° 

"54 Super Riviera 2-dr., $750*° (ps); 
Century Riviera 2-dr., $485* 

"53 Special 2-dr., $350°; 4-dr., $335; | 
Super Riviera 2-dr., $310*, $290*° (ps); 
conv., $255°; 4-dr., $205° 

"52 Special 2-dr., $230; RM Riviera 

i 2-dr., $170° | 
| "51 RM 4-dr., $116° 

’39 Century 4-dr., $235 

'38 Special Business coupe, $115 

CADILLAC—'58 (62) sedan de Ville, $4,- 
100° (ps); coupe de Ville, $3,715* (ps). 

'S7 Eldorado Seville, $3,430* (ps); (62) 
coupe de Ville, $3,050° (ps). 

"56 (62) sedan de Ville, $2,200* (ps), 
$2,085* (ps); conv., §$2,100* (ps); 
coupe de Ville, $1,955° (ps). 

'55 (62) coupe de Ville, $2,000° (ps), 
$1,685° (ps); sedan de Ville, $1,700°| 
(ps); (60) Special 4-dr., $1,985* (ps). 

’54 (62) coupe de Ville, $1,500* (ps); 
sedan de Ville, $1,075* (ps). 

"53 (62) coupe de Ville, $995* (ps); 
sedan de Ville, $860° (ps); conv., 
$425°* (ps). 

"52 (62) coupe de Ville, $375* (ps); 
sedan de Ville, $360*. 

'51 (62) coupe de Ville, $425*, $390°*, 
260°. 

"50 (61) coupe, $295*, $250°; (62) coupe 


de Ville, $215*; sedan de Ville, $165°. 
CHEVROLET—'59 Impala (8) Hardtop 4- 
r., $2,650°; Bel Air (6) 2-dr., $2,050. 
"58 Corvette, $2,735; Impala (8) conv., 
$2,100* (ps); Bel Air (8) Hardtop 2- 
dr., $1,965° (ps); Hardtop 4-dr., $1,- 
850° (ps), $1,835* (ps), $1,795* (ps); 
Brookwood (6), $1,850*; Bel Air (6) 
2-dr., $1,785*; Biscayne (8) 4-dr., $1,- 
575. 
’57 Corvette, $2,550; Bel Air (8) station 
wagon, $1,835* (ps); Nomad, $1,800* 


(ps); Hardtop 2-dr., $1,680*, $1,655*° 
(ps), $1,650; 2-dr., $1,550*%; conv., 
$1,545°*; 4-dr., $1,520°; Two-ten (8) 


Townsman, $1,730* (ps), $1,650° (ps), 
+e: Hardtop 4-dr., $1,495* (ps), 
$1,480°; 4-dr., $1,325*, $1,300*; 2-dr., 
$1,300*, $1,295*; One-fifty (8) Handy- 
man, $1,495*; Utility sedan, $885; Bel 
Air (6) Hardtop 2-dr., $1,485*; Two- 
ten (6) Townsman, $1,480; One-fifty 
(6) Utility sedan, $1,000 


56 Two-ten (8) Townsman, $1,315* (ps); 
Bel Air (8) Hardtop 2-dr., $1,300*; 
2-dr., $1,155*; 2-dr., $1,155*, $990° 
(ps); 4-dr., $1,000; Two-ten (6) 2- 
dr., $785. 

"55 Two-ten (8) 2-dr., $880*; 

(Continued on Page 76, Col. 3) 




























































ATTENTION... 
CAR DEALERS! 


@ the faste 


Lome eh Rae] 


Ca Re Tie 
h lice 


st woy 


se plates 


@ fits every car and truck 


@® made of hard aluminum 


lal Catt) protected 


thas 
an ad 
RASCO 


HOOK ON 
AWAY 
ae 08 


AND 
WITH THE 
HOLDER! 


iz. 


RASCO AUTO SUPPLY CO 
1284 Mace Avenue 
New York 69, N.Y 














CARS SOLD 


SRM 


a3 
AS wars aa a 


Aye 
eee” and Needed 


EVERY NEGRO 
TOURIST & TRAVELER 







| 














INCREASE YOUR AUTO SALES 
10 10 40% 

WITH THIS NATIONALLY KNOWN GUIDE BOOK 

YOU'LL MAKE REAL FRIENDS 


This concise 88-page book tells 
Negro families in advance where 
they will be welcomed to eat, sleep 
and relax. Listings are catalogued 
state by state in the U. S., plus 
Canada, Mexico, etc. 















































HIGH PRAISE from 
@ CHICAGO DAILY NEWS 


@ NEW YORK HERALD 
TRIBUNE 


@ DETROIT FREE PRESS 


Many other National 
Publications from 
Coast to Coast 





NO OTHER PUBLICATION 
ON EARTH LIKE IT 


A NATIONWIDE $2.00 
RETAILER 


A $12.00 investment could help you | 
sell a minimum of two additional 
cars and make four times as many 
new Colored customers. Be the first 
in your community to offer this un- 
equalled good will builder. Let them 
know you have this Guide. They 
will come in to see you—it is that 
simple. 


Your Cost: 12 books, $12. 
25 or more, 90c each 


USED NORTH -SOUTH-EAST-WE 
TOURIST MOTOR 
CLUB, Inc. 

6 E. Garfield Blvd, 
Dept, AN 4 
cainaie 15, Il. 









Walter L. 
Lowe, Pres. 


TOURIST MOTOR CLUB, INC. 


6 E, Garfield Blvd., Dept. AN 
Chicago 15, Il. 


I am enclosing.......... $12.00 for 12 gu 


I am enclosing........ $22.50 for 25 gw 







A safety 
feature 

that’s become 
a sales point 


lass (LSG) 


As car-buyers today become more 
safety-conscious, one of the featwres 
they’re interested in is the type of 
safety glass used. If the cars you sell 
have LSG, you have these powerful 
sales arguments to present: 


1. All American- 
made cars and 
trucks must have 
— LSG windshields. 
Many cars—but not all—also have 
LSG (Laminated Safety Glass) in side- 
windows as well. 


2. There's a big 
difference between 
LSG and other 
automotive glass. 
Laminated Safety Glass is literally a plastic- 
glass “sandwich”—two pieces of glass bonded 
together with a completely transparent tough 
sheet of plastic. This sandwich construction 
is easy to point out. Along any exposed edge 
of LSG, you will see a “line” running along the 
center of the edge. That “line” is the plastic 
interlayer. (No “line,” no LSG.) 


3. Laminated 
Safety Glass is 
shatter-resistant. 
The plastic interlayer 
in LSG reduces the hazard of flying glass. 
A rock or other sharp object striking a window 
or windshield made of LSG might crack 
the glass. But the plastic interlayer helps 
hold the broken pieces together, keeps them 
from flying apart. 


4. LSG might some day 
be an emergency exit! 
An accident could damage 
doors and windows 
ive. In a case like 
that, you could crack an LSG window with any 
handy object—even your elbow or foot. 
Once cracked, the LSG window is no longer a 
rigid piece of glass. It will bulge out and a 
strong push can shove it right out of the frame. 


NOTH 


Monsanto does not make LSG, but supplies 
the plastic interlayer used in its manufacture. 
Monsanto Chemical Company, Plastics Div., 
Springfield 2, Mass. 
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’57 Thunderbird, $2,820* (ps); Country 
Squire (8), $1,860* (ps); Country ge. 
dan (8), $1,670*, $1,650* (ps), $1,585*, 


> $1,580*, $1,550*; ‘Fairlane (8) 509 
sed-Car Auction Prices Victor See.) $1,580" (pe) com 
$1,550*, $1,455* (ps), $1,450* (ps): 
2-dr., $1,500* (ps); Del Rio (8) Ranch 
wagon, $1,475*; Fairlane (8) Town 
sedan, $1,225*; Custom (8) 300 4-dr 
(Continued from Page 74) $1,165*, $1,160*, $1,150*, $1,130"; 2. 
dr., $1,150*, $1,145*. 

$845*; Bel Air (8) station wagon, $1,- $3,890* (ps), $3,885* (ps), $3,875* ’56 Country sedan (8), $1,200*, $9g0*, 
125; Hardtop 2-dr., $1,050*, $835*; (ps), $3,835* (ps), $3,810*; Galaxie $900* (ps); Fairlane (8) Town sedan, 
Bel Air (6) Hardtop 2-dr., $790*; Two- (8) Victoria 4-dr., $2,950* (ps). $1,160* (ps), $1,025* (ps), $9809; 
ten (6) 2-dr., $740*. ’58 Thunderbird, $3,525* (ps), $3,350* conv., $1,050* (ps); Custom (8) 4-dr., 
’54 Bel Air station wagon, $570; conv., (ps); Fairlane (8) 500 Victoria 2-dr., $860*; 2-dr., 2 at $850*; Main (6) ‘ 

$1,930* (ps); club sedan, $1,685* (ps); dr., $655; business coupe, $555. 
Air 4-dr.,- $485*, $350*; 2-dr., Fairlane (8) Victoria 2-dr., $1,925* ’55 Thunderbird, $1,750* (ps); Ranch 
conv., $335*; Two-ten 4-dr., (ps); Del Rio Ranch wagon, $1,850*; wagon (8), $835*; Fairlane (8) club 
conv., $330; One-fifty business Country sedan (8), $1,800; Ranch wag- sedan, $805*; Victoria, $800*; Town 
on, $1,710* (ps); Ranch wagon (6), sedan, $790*, $735*, $650*; cony 
'52 Styleline Deluxe 4-dr., $250*; 2-dr., $1,680°; Custom (8) 300 4-dr., ‘$1,450°. $700°. f, 
$165. ~ — ’54 Country sedan (8), $540; Crest (6) 
’51 Styleline Deluxe 2-dr., $190*. Victoria, $495*; Ranch wagon (8) 


"50 conv., $165; Styleline Deluxe 4-dr., $435: Custom (6) 2-dr., $380*, $275: 
$155°*. | North Carolina Group Custom (8) 2-dr., $370. $276°; 


"49 = Deluxe 4-dr., $195; 2-dr., ’53 Main (8) 2-dr., $395, $210; 4-dr 
$150 | Elects Dove President $185; Ranch wagon (6), $275*: _ 


Cus- 
CHRYSLER "st Saratoga Hardtop 2-dr., CONCORD, N. C.— W. S. Dove, ‘ton Caen qnus*; Cret 
53 Windsor Deluxe (6) 4-dr., $175* (ps). | Bill Dove Motor Co., Kannapolis, " Victoria, $235*. 5 2 _ 
Windeor Dotume oy | has been elected president of the ’49 Custom (8) 2-dr., $145°. 
i **| Cabarrus County New Car Dealers | aijcon 732 Hornet 4-dr., 3115 
55 Firedome Hardtop 2-dr., $765*. | Assn, He succeeds Ed Stallings, | pincoLN — ‘58 Premiere coupe, $3,545* 
"53 Firedome Club coupe, $285*. Stallings Motor Co. (Pontiac), (ps). <a 
DODGE6? "Castem Royal (8) Lancer, | Concord. “7 eer ae or es ieee Same 
$1,755* (ps); Coronet (8) Lancer 2- It is Dove’s second term as pres- (ps), a er oat od = 
s5t ots55O" {P)-, ncer a-dr., $950¢;| dent. He headed the group when it| ‘56 Premiere conv... $1,325* (ps). 
2 “s ‘| was organized 13 years ago. Other| ‘55 Capri coupe, $1,035* (ps), $995 


ond 4 Guu Custom Royal (8) Lancer 2-dr., $935*. 
MacD Id Receives DeSoto Awar '55 Royal (8) 4-dr $710". , 1959 officers are Charles Dewitt, 


A 25-year DeSoto dealer award was presented to Donald MacDonald, MacDonald sete an oe ) =. — | Dewitt Motors (Dodge-Plymouth), : 
c-DSEL— ation 2-dr., ° * (ps); ine. : ’57 Montclair coupe, $1,825* (ps): PI f 
Motors Co. (DeSoto-Plymouth), Duluth, Minn. At the presentation are, from left, John Voyager, $1.685°. Concord, vice-president, and Brady | y Montetate, —_ gs = a 


M. Lamb, DeSoto regional account executive from Batten, Barton, Durstine & Osborn,| porp 59 Thunderbird, $4,050* (ps), 2 White, Sparks Oldsmobile, Kannap- | (ps); Commuter, $1,795* (ps): Mom 
Minneapolis; MacDonald and William Hughes, DeSoto Minneapolis regional manager. at $3,975* (ps), $3,900* (ps), 2 at! Olis, secretary- treasurer. terey coupe, $1,640* (ps) 
= : : = — : cece ame -_ - — | °56 Montclair sedan, $1,300° (ps); coupe) 
$1,040* (ps). 
‘55 Montclair coupe, $840*° (ps), S750) 
4-dr., $730*, $665°; Monterey coupe) 
$760*, $585*. 


“Mike” — introduces the Quaker State team that | == =79 


*49 station wagon, $130 
| NASH—’'55 Ambassador (8) Country cui 
$690° 


’54 Statesman (6) Hardtop, $300*. 
OLDSMOBILE — ‘58 (88) Holiday 2-d& 
of ran: 
(98) Holiday 2-dr., $1,850° (pay 


1. 780*, $1,.735* (ps): (88) Super 
Holiday 2-dr., $1,825* (ps); conv., §ie 
725° (ps): (88) Holiday 4-dr., $1,670 
(ps), $1,635*° (ps) 

"56 (98) Holiday 2-dr., $1,350° (ps); 
dr., $1,180* (ps); (88) Holiday tae 
$1,300* (ps); Holiday 2-dr., $1, 
(88) Super Holiday 2-dr., $1,285* ¢ 

'55 (88) Super 2-dr., $995* (ps); ¢ 
conv S890* (ps) 

54 (98) Holiday 2-dr., $820° (ps); GP 


“eT? . a a day 2-dr e : 
I’d like you to meet the Quaker State ey ae ee 
(ps) . 


Sales Force that works with dealers and ae eR ne be ae +52'(98) 4-dr., $230°. 


. . d "51 (98) Holiday 2-dr., $170° owt 
e + = ay 5 +4 y y "S57 Cus (8) 
service managers down here in Texas an 7 es oe PLYMOUTH 'S7 Custom (8) _Suburtaly 
southern Oklahoma. ie Be ae a ‘56 Belvedere (8) 4-dr., $935°. ; 
: : pe Ss anid e* '55 Plaza (6) 4-dr., $540 ; 
“If you're located in this part of the [xm e SS Bc ae 
country, you’ve probably met some of the So. , ee a PONTIAC. 'S? Star Chief conv., Sidi 


F te ; Ss , 4 ; (ps) és 4 a 7 
men on this page. If you havén’t met them, a 66 Star Chief Catalina 2-dr.. ss 

: * 30° -dr., $865* 4 
chances are you will soon. °% , ‘so Star Chief Catalina 2-dr., rd 


$800* (ps); Chieftain Catalina 


“You see, this year—along with our a wl a ee 








-’58 Monterey conv., $1,900° 





; . 7 5 53 Chieftain Catalina 
. 5 ai ' -dr., $285*; 2-dr., $270° (ps), 
Distributors and their salesmen— we're out 2 Age 3 5s Super (8) Cotaiinn 9-40. SAU 
re : 50 Super (8) Catalina 2-dr., $190*%, 


to tell dealers and service managers about "es ae . ‘ ea RAMBLER—'59 Super (6) Cross © 


$2,300 
$1. 


Quaker State’s exclusive (and profitable!) ee 5 28 Catem 5 Come Commit, 

. . P a - 4 - | WILLYS—'S2 s yagon, $400° 
‘Dual-Graded’ Oils. What’s more, we’re “ie Soe naa ae MISC ELLANROUS "39. Chevrolet El 

‘ - , e > ee SS ae a no 2.0 6. 
passing around the good word about a | ate 5 ee San cee be: bak 
whole host of business-building sales aids. - ems ‘56 Chevrolet {iie-ton, $1,015; Fond 
td , ; oO bick 910 800* 
‘55 Chevrolet ton pickup, $740 row 


sé - ’ . . . . a 5g 
If we haven’t contacted you yet, and ee | “aston pickup, $915 0 Se 
. ° . i Chevrol i -to ickup )», 
you'd like full details right now, —_ . ‘84485; Ford %-ton pickup, $555, is 


53 Dodge “%-ton pickup, $315 
’51 Ford %-ton pickup, $225 ; 


Just get in touch with one of QUAKER | '50 Studebaker %-ton pickup, $350*% 
. ° , , ‘ord + on 240 
the men on this page. Or if I ball 7 - Ford %-ton pickup, $2 on = 
> Chevrolet 1-ton pickup, $2 
can help, drop me a line at 5527 anc ; 
D . < ” ; — Auctions in Brief — 
yer Street, Dallas 6, Texas. ATLANTA, GA. 


Dixie Auto Auctions. Sale every 
day (Apr. 7). The sport car, foreign 
and convertible sale was a huge 
here today 


QUAKER STATE OIL REFINING CORPORATION | is 
’ 
Olt CITY, PENNSYLVANIA ; BIRMINGHAM, ALA. 
; Dixie Auto Auctions. Sale every M 

Member Pennsylvania Grade Crude Oi! Association Quaker State Southwest Division Manager, M. A. Cocking us, © Gace wees nat a eee 
opened up and the buyers ‘were 
the merchandise, but next week the 
signors will have those units ready t 
The market is steady to firm on most 
and up on others 

* * * 


BORDENTOWN, N. J. 
National Auto Dealers Exchange. 
every Wednesday (Apr. 8). This 
sale speaks for itself. It was not 
our biggest but our best. More 
changed hands than at any time 
history of the auction. Prices were 
right across the board. Sold 81 pere 
563 cars consigned 
* * * 


FARGO, N, D. 
Tri-State Auction Co. Sale every 
day (Apr. 9). Market steady. Sold 122 
from 182 consignments. 
* * * 


MANHEIM, PA. 


Manheim Auto Auction, Inc. Sale 
Friday (Apr. 10). Weather-rain. So 
percent of cars consigned. 

* * 








* 
; VALDOSTA, GA. 
F. P. MORGAN J. G. ROBINS W. A. WRIGHT W. T. McMINN Tom Hewitt Auto Auction. Sale 


10704 Benbrook Dr., Dallas 28, Texas 9342 Rosstown Way, Houston 24, Texas 4029 McCart, Fort Worth Texas 3008-30th St., Lubbock, Texas Friday. Prices are for sale of Apr. 1 
had a good sale today but we needed) 
more clean cars to meet the demant 
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NEW SUBSCRIPTION ORDER 


Send me Automotive News every week for 


2 Years $16 [7 1 Yeor $9 () (U.S. and Canada) 
All Other Countries, 2 Years $22 [1] 1 Year $13 1 


for which check is attached [7] or send bill 2 
Name & Title 


Company 


Street Address. 


TRADE CONNECTIONS: 
City om 


Cer Dealer [) Make of car 

Used Car Dealer] Truck Dealer 
Monufacturer [) Jobber 

Zone. _ Stote___ Service Station [] | Engineer C) 


or. 


(PLEASE DO NOT USE THIS CARD IF YOU ARE ALREADY A SUBSCRIBER) 


Posta 


ge * 


Will be Paid 


by 


Addressee 


Automatiue News 
965 East Jefferson Avenue 


Detroit 7, Michigan 
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News to Note... 


AUTOMOTIVE NEWS, APRIL 20, 


Auto News in Brief 


PHILADELPHIA. —Coleman J. 
Graham has been named western 
region manager for Pinkerton’s 
National Detective Agency, Inc., 
succeeding Kenneth W, Wadsworth, 
who retired. 

George H. McKenney, former 
New York division manager, suc- 
ceeds Graham as manager of the 
central region. The moves were 
made coincident with a Pinkerton 
drive to increase use of its plant- 
security guards in the automotive 
industry. bs 


Aitken Elected President 


Of Hoist Manufacturers 


WASHINGTON.—Milton L, Ait- 
ken, Robbins & Myers, Inc., Spring- 
field, O., has been elected president 
of the Hoist Manufacturers Assn. 
Other new officers are: 
 ~ John S. Jackson, Shepard Niles 
Mrane & Hoist Corp., Mountour 
‘Walls, N. Y., vice-president; Carol 
™. Hedner, Yale & Towne Mfg. Co., 

adelphia; William C. Miles, 
TAmerican Engineering Co., Phila- 

iphia, and Raymond C. Blair, 
Whester Hoist Division, Lisbon, O., 


“@irectors. 


? 

Big Expansion Program 

; proved by Young Spring 

| DETROIT —A $3 million ex- 
pansion and modernization pro- 
gram has been approved by di- 
rectors of Young Spring & Wire 


> * 


The nationwide program is 
scheduled to begin immediately. 
‘The project involves Young’s | 
automotive parts plants and 
facilities, said S. R. Baker, chair- 
man, The plants are in Ecorse, | 
"Mich.;: Chicago, Los Angeles and 
_ Archbold, _ 





Governors Urge Adoption 
Uniform Vehicle Laws 


> WASHINGTON. — The governors) 
M Iowa, Nebraska and South Da- 
have urged adoption of the 
orm Vehicle Code by all states 
eut the highway accident toll, | 
iecording to the National Highway | 
Conference. 
)The NHUC also reported that) 
ral Highway Administrator | 

m Tallamy has announced 

the index of average bid prices 
Federal highway construction 
the fourth quarter of 1958 in- 
1.7 percent over the pre- 

three months—from 139.2 to 


* * ” 
s Rental System 


ds 5 Franchises 


' FORT LAUDERDALE, Fia.— 
‘ers Rental System, Inc., has 
uted franchises to five more | 
9 dealers. 
| They are Portsmouth Motor 
Inc., Portsmouth, N. H.; 
tinental Cars Rental & Leas- 
Inc., Austin, Tex.; Skyway 
or Sales, Ltd., Burlington, 
; Alexandria Cars Rental, | 
Alexandria, Va., and Mounce 
or Co., Macomb, ITIL 
* * 


* 


) Record Registration Seen 
CONCORD, N. H.—A record reg- 
tation of 193,000 autos in New 
pshire this year has been pre- 
ted by State Motor Vehicle Com- 
lioner Frederick N. Clarke. 
x co 


Drake Electric Works Sold 


SCHICAGO.—P ortable Electric 
bls, Inc., has announced the pur- 
ie of Drake Electric Works, Inc. 
will be operated as a wholly 
hed subsidiary of Portable 
ric. 
7” * * 


Is Honored Again 


Low Accident Rate 


WETROIT.—More than 99.8 per- 
of GM employes in the U. S. 
Canada in 1958 enjoyed a full 
without missing work as a 

ult of an on-the-job accident or 

Rupational illness, the National 

Council announced. 

a result of the safety per- 
Mance, an alltime record for 
the company has been awarded 

me National Safety Council’s 

™Ward of Honor’ for 1958, It 
ed the 13th time in the last 





17 years that GM has received the 
honor. 
* * af 


Zinc Industry to Discuss 


Problems and Programs 


NEW YORK.—The zinc industry 
will announce details of its new 
international research program 
and will discuss marketing prob- 
lems and plans at the 41st annual 
meeting of American Zinc Institute, 
Inc., Apr. 23-24 in Chicago. 

Major representatives of the zinc 
industry will be featured speakers. 

* > * 


Richmond Tire & Rubber 
Subsidiaries Sold to Hicks 


RICHMOND, Va.—Richmond| 


Tire & Rubber Co., Inc., has been 


sold to Hicks Rubber Co., Waco,| 


Tex., according to E, R. Patterson, 
president and founder of the Rich- 
mond concern. 


The purchase also includes two 





subsidiaries—Richmond Tire & 
Rubber Co., Inc., of Tennessee, 
Chattanooga, and Richmond Tire & | 
Rubber Co., Inc., of South Carolina, | 
at Columbia. 

+ + + 


Two Dealers Get Orders 


From N. M. Highway Dept. 


SANTE FE, N. Mi—Desmond 
Ford, Roswell, has been awarded a 
State Highway Department con- 
tract for 45 two-ton dump trucks 
and eight autos, The truck bid was 
$150,742.35, less $40,000 on tradeins. 
The car bid was $17,558.80, less $11,- 
783.80 on tradeins. 

Sante Fe Motor Co. got a con- 
tract for 15 half-ton pickups on a 
net bid of $23,092.90, 


*« a * 
Pennsylvania Tire Plans 


Plant Near Tupelo, Miss. 


TUPELO, Miss.—Selection of a 
34-acre site here for the construc- 
tion of a $1.5 million tire manufac- 
turing plant has been announced 
by James H, Hoffman, president, 
Pennsylvania Tire Co., Mansfield, O. 
He said production is scheduled to 
begin this fall. 

Hoffman said initial production 
plans call for 1,500 tires per day 
with provision made in plant layout 


1959 


77 





for expansion to a daily capacity 

of 5,000 tires. The plant will have 

100,000 square feet of floor space. 
+ * * 


McClure-Main Observes 


35th Year as Auto Dealer 


COLUMBUS, O.— McClure-Main 
Motor Co, (Plymouth) has observed 
its 35th year in the auto business 


at the same location, 1505 E, Main| 


St. It was known as McClure-Nes- 
bitt Motor Corp. when founded in 
1924, 

Harold R. Wood, president, said 
the firm sold more new Plymouths 
last year in Franklin County than 
any other exclusive Plymouth 
dealer. Jack Hoffman is general 
manager and Bernard Lisska sales 


manager. 
* * + 


Metals Society Appoints 


Putnam Managing Director 


CLEVELAND. — The appoint- 
ment of Allan Ray Putnam as man- 
aging director of the American 
Society for Metals has been an- 
nounced by Dr. Clarence H. Lorig, 
president of the 30,000-member so- 
ciety. 

Putnam will occupy a new posi- 
tion established by the ASM Board 
of Trustees following the death 
last.May of William H, Eisenman, 


a founder-member and national 
secretary and executive head for 40 
years. Putnam formerly was assist- 
ant executive secretary of the 
American Society of Tool En- 
gineers. 

* * 


* 
|\Crown Cork Is Building 


$7 Million Plant in Atlanta 


ATLANTA.—G round has been 
| broken by Crown Cork & Seal Co., 
|Inc., Philadelphia, for construction 
of a $7 million can-and-crown man- 
|; ufacturing plant in Fulton County. 

Karl W. Mueller, Crown executive 
vice-president, said that the initial 
section of the new plant would be 
; an approximate 250,000 square feet, 
one-story steel and masonry struc- 
|ture on a 40-acre tract within the 
| city limits. 





+ ad * 

Ford Freighters Open 
"59 Shipping Season 

DEARBORN.—Two of Ford Mo- 
| tor Co.’s ore carrying freighters, the 
|Henry Ford II and the Benson 
| Ford, left the Rouge plant dock 
Apr. 1 to begin the Ford fleet’s 
1959 Great Lakes shipping season. 
| The Ford fleet's newest and 
| largest ship, the William Clay Ford, 
| Sooners from the Rouge plant 
Apr. 16. 








A SPACE MAN 
VISITS YOUR PARTS MANAGER 


trained ‘space man’ with an eye to the 


“The modern Parts Manager who stocks 


windshields . 


who worries about storage 


space, breakage, or obsolescence of auto 
glass is as out-dated as a saucer that 


doesn’t fly,” 
Mars. 


Save money . . . time and space . 


proclaims this man from 


. “Let 


your SHAT*R*PROOF Distributor —a 


pe 


future — stock your auto glass needs for 


you. 


“If YOUR Parts Manager is ‘out of 
space’ and wants to turn his overhead 
dollars into profit dollars, contact your 
SHAT*R*PROOF Distributor for auto glass 
service that’s ‘out of this world’.”’ 


AUTO GLASS FOR EVERY AMERICAN AND FOREIGN CAR 
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Harvey C. Tull has been named 
sales manager of the newly created 
Crown Cork & Seal Co. Central 
region. The region covers Michi- 
gan, all but the greater Chicago 
area of Indiana, Central and West- 
ern Ohio, and all of Kentucky ex- 
cept the Paducah trading area. 

Tull had been consolidated dis- 
trict sales manager in the firm’s 
Philadelphia office. He was suc- 
ceeded by Mark T. Concannon, 


* * 2 


CSC Boosts McCarthy 


James F. McCarthy has been 
named manager of the Cleveland 
district office for Commercial Solv- 
ents Corp. He joned CSC in 1953 
as an industrial chemicals salesman 
and has served in Chicago and In- 
dianapolis. 


Chrysler Names Demrick 
Amplex Division Chief — 

Cari J. Demrick has been named 
president of Chrysler Corp.’s Am- 
plex division 
which produces 


powdered metal 
products and Oil- 





and has been manager of Plym- 
outh’s Detroit assembly plant since 
last spring. 

* > 


Walters Elevated to V-P 


Royden Walters has been elected 
vice-president of Saco-Lowell Shops. 
He joined Saco-Lowell last year as 
executive assistant to the president. 

7 * + 


Buick Boosts Schaeffer 


Earl F. Schaeffer has been ap- 
pointed superintendent of Buick’s 
service parts plant. He formerly 
was assistant superintendent. 
Schaeffer succeeds James W. Sib- 
ley jr., who recently was named 
assistant general superintendent on 
special assignment. 

* >= + 


DuPree Named to Board 


| Sam DuPree, production vice- 
president, has been named to the 
board of Goodyear Tire & Rubber 
Co. He succeeds R. S. Wilson, who 





has retired. 


o * * 


GM Appoints Arnold 
To Manage Argonaut 





ment at Waterford, N. Y. Coe suc- 
ceeds Dr. Charles E, Reed who be- 
comes general manager of General 
Electric’s metallurgical products 
department. 

> 


Pontiac Names Shapiro, 


Cattell to New Positions 


Marvin J. Shapiro hag been 
promoted to assistant superin- 
tendent of Pontiac’s parts ware- 
house, succeeding Charles J. 
Ferry, who has retired. 

A. J. Cattell was promoted to 
Shapiro’s former position of ma- 
terial supervisor with specific 
duties as customer contact man. 
He had been supervisor of sched- 
ules and statistics in car distri- 
bution. 


* 


+ 


Cleaver Retires 


Carl D. Cleaver has retired as 
administrative assistant to the gen- 
eral manager of Guide Lamp divi- 
sion of General Motors. He joined 
the engineering department of 
Remy Electric Co., forerunner of 
GM’s Delco-Remy division, in Jan- 
uary, 1919. When Guide Lamp be- 
came a GM division in 1929, he was 
transferred to the new unit. 

7 * + 


Ford Ups McCormick 


R. G. McCormick has been ap- 
pointed controller of Ford Motor 


® * 
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controller, will be responsible for 
developing plans to meet the com- 
pany’s executive personnel require- 
ments. G. Gordon Cook, formerly 
controller for the hardware and 
accessories division, succeeds O’- 
Leary. 


* * * 


Walker Appoints Bekke 


Commercial Sales Manager 


Robert P. Bekke has been ap- 
pointed sales manager of the com- 
mercial sales divi- 
sion, Walker Mfg. 
Co. of Wisconsin, 
Racine, Wis. 

Bekke joined 
the Walker or- 
ganization in 1949. 
He served as as- 
sistant district 
manager of 
wholesale sales in 
the company’s 
Kansas City dis- 
trict, held various 
other sales positions in the com- 
pany, and had been serving as field 
sales manager for the commercial 


R. P. Bekke 


sales division prior to his appoint- | 


ment. 
> 


Chevrolet Appoints Five 
To Quality-Control Posts 


A broadening of administrative 
responsibilities in the Chevrolet 
quality control 


> * 


organization was| 





by E, H, Francois, general sales 
manager. 

Named as merchandising man- 
agers were E, D. Garland, for 
spark plugs; Robert E. Sundwick, 
for oil filters, and George E. 
for fuel pumps. William R. Rey. 
nolds was appointed coordinator of 
specialized marketing. Arthur P, 
Hand was advanced to coordinator 


of market research. 
. = + 


Sealed Power Appoints 


Reynolds Manufacturing VP 


Gordon E. Reynolds has been ap- 
pointed manufacturing vic e-preg- 
ident of Sealed Power Corp., Mus- 
kegon, Mich., succeeding Beryl T, 
Pickel, who retired after 34 years 
with the piston-ring manufacturer, 

Reynolds, a company director, 
| formerly was secretary-treasurer. 
He has been succeeded in that post 
| by Robert J. Mason jr., formerly 
| controller and assistant secretary, 

= + * 


| AMC Promotes McCurdie 


| In San Francisco Zone 


James H. McCurdie has been 
promoted to assistant manager 
of the San Francisco zone of 
American Motors Corp. 

McCurdie replaces W. F. Dun- 
lop, who has been transferred to 
a similar position in the Los An- 
geles zone. The San Francisco 
zone covers Rambler dealers in 
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Detroit DeSoto salesmen attended a “briefing” for details of the month-long “dir 
| covery drive" contest, currently sponsored by the DeSoto Dealer Assn. of Metropol 
Detroit. Planned to encourage demonstration drives, the contest is said to be 










Call... Wire ...or Write for Complete Details! 









ae of the largest consumer contests ever held exclusively in Detroit. Trips to Paris | 
mink stoles are among some 103 prizes. Shown with a group of the salesmen 
JOHN E.. Wor HOME STATE LIFE BUILDING @ OKLAHOMA CITY 2, OKLAHOMA J. L. Wichert, fourth from right, DeSoto advertising and sales promotion mane 





E. J. Roberts, sixth from left, DeSoto Detroit regional manager, and Don Buchan 
far right, assistant regional manager, 
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Carlsens Join Renault— 


John Green, Renault-Peugeot distributor, 
extends congratulations to the Carlsen 
brothers, Carl and Stan, on becoming ex- 
dusive Renavit dealers in San Francisco. 
The Carlsens have dropped their Plymouth 
franchise, which they have carried for the 
post 11 years. Don Miller, Green's gen- 
erol manager in Northern California, is 


at left. 


Sales Withstand 
Wintry Blasts 
Even in Alaska 


FAIRBANKS, Alaska.—The auto 
business in this interior Alaskan 
metropolis has become a year 
around business. 

Lonnie Hall, of Noble Street Mo- 
tors (Ford-Lincoln-Mercury-Edsel), 
said sales hold up in January and 
February at about the same level 
as in the summer months, in con-| 
trast to a few years ago, when 85 
percent of the cars went into stor- 
age for the winter. 

He attributed the growth of out- 
lying areas for the change in car 
driving habits of Alaskans. 

Development of subdivisions near 
Fairbanks, Anchorage and other 
cities has created a daily need for 
transportation. 

Hall has been in Fairbanks since 
he got out of the military service 
in 1945. 

“I remember 13 years ago when 
they said Fairbanks would be| 
grown up in willows by this time. 
Of course that didn’t happen be-| 
cause the city is showing good, | 
steady growth,” he said. 

“I take the position that as long 
as & man can make a good profit, 
things are pretty good.” 

Hall said his business is a little 
better than last year and he ex- 
pects the current year to be a 
good one. He has 29 employes on 
his payroll, amounting to about 
$300,000 annually. 

About 20 percent of Hall’s new- 
car sales are for delivery in Seattle, 
where he has warehousing arrange- 
ments. He said customers who take 
delivery in Seattle prefer to fly 
down rather than drive over the 
Alaska Highway. 








Hawaii's Rolling 
Fast-Growing Market 


For Cars Cited 


DETROIT.—Hawaii has a fast- 
growing auto market which figures | 
importantly in the plans of Ameri-| 
can manufacturers, according to 
Nicholas Kelley jr., general man- 
ager of Chrysler Corp.’s overseas 
division. 

“There is one vehicle for every 
three Hawaiian residents, a better 
tatio than many of the other 49 
states can boast, and there are 30 
Vehicles per square mile in Hawaii 
— 22 for the mainland,” he 





Hawaii has approximately 170,000 
Passenger cars on its streets and 
Mads, he added, and last year some 

new cars were shipped to the 
islands. Chrysler Corp. sold almost 
® percent of this total, he said. 

Kelley said the number of pas- 
Sfiger cars in use in Hawaii has 
almost doubled in the last 10 years, 

the number of cars on the 
U.S. mainland has increased only 
by two-thirds. 

“This increase,” Kelley added, “is 
‘ymptomatic of Hawaii’s general 
sfowth and prosperity which will 
be given added impetus by the 
Political advance into statehood.” 


uew’ back pages of every issue of AUTO- 
BOVE NEWS contains the WANT AD 
ARC TION, Others are profiting from 
SUTOMOTIVE NEWS WANT ADS! Are 





jland regional manager; 
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(Continued from Page 78) 


ceeded Carr as textile rayon sales 
manager, and J, A, Van Laer re- 
placed Thayer as industrial yarn 
sales manager, They formerly were 
assistant managers of those depart- 


ments. 
* + * 


Francis Joins Lincoln 


William H, Francis has been 
appointed district manager of 
automotive sales for Lincoln En- 
gineering Co. His sales territory 
will include Washington, D. C., 
Virginia and parts of Maryland 
and West Virginia. He formerly 
was a sales representative for 
Sinclair Refining Co. 


Associates Names Bell 


Manager in New Orleans 


T. A. Bell jr. has been appointed 
New Orleans regional manager of 
Associates Discount Corp. 


Bell, who had been manager of 1 


Associates’ Fort Lauderdale (Fla.) 
branch, succeeds Edwin O, Grote, 
who was recently promoted to 
assistant vice-president of Associ- 


| ates’ Eastern division. 


* * > 


White Truck Names Moss 
Service Sales Manager 


Charles W. Moss has been pro- 
moted to service sales manager of 
White truck division, White Motor 
Co., Cleveland, He 
succeeds Harold 
Haldeman, who 
has entered 
White’s manage- 
ment sales train- 
ing course. 

Moss joined the 
W hite organiza- 
tion in 1946 in the 
Chicago branch, 
where he served 
as assistant serv- 
ice manager, 
parts manager, and retail truck 
salesman until December, 1958, 
when he was transferred to Cleve- 


Cc. W. Moss 


land. White also announced that! 


Ralph Carter has been promoted to 
assistant service sales manager. 
> * 


Oldsmobile Ups Quinn 
Hal Quinn has been named new 


|assistant zone manager for Olds- 


mobile in Minneapolis. He replaces 
Van Peters, who was transferred to 
Los Angeles as assistant zone man- 
ager. Quinn formerly was a district 
manager in the Dallas zone. 

. = > 


Binks Ups Cummins, Rood, 
Cremer, Rorden and Denhoff 


Five sales appointments have 
been announced by Binks Mfg. Co. 
They are: 

Andrew Cummins, Cleveland sales 


| manager; C. J, Rood, Indiana sales 


manager; Ed Cremer, export man- 
ager and New York and New Eng- 
Robert 
Rorden, New York branch man- 
ager, and Walter Denhoff, new 
products specialist in the Industrial 
division. 
> * > 
Burtelow Becomes President 


Of General Contract Finance 


Walter E. Burtelow, veteran 
banker and former executive vice- 
president of Bank of St. Louis and 
General Contract 
Corp., has taken 
over as president 
of General Con- 
tract Finance 
Corp. 

Burtelow, who 
joined the orig- 
inal company in 
1925, was a bank 
pioneerinthe 
field of automo- 
bile and install- 
ment finance in W. E. Burtelow 
the middlewest and south. With 
19 finance and personal loan offices 
—11 of them recently established— 
GCFC has resources of $94 million. 
The company operates in 44 states 
through its own offices and those 
of its subsidiaries. 

7 ” * 


Sterling Names Ellicott 
Sterling Bolt Co., Chicago, has 
appointed Tyson Ellicott to head its 
new automotive and agricultural di- 
vision, Sterling has manufacturing 








| 








facilities in Chicago, St. Louis and 
Milwaukee. 
> * + 

Du Mont Names Petersen 

Kenneth F. Petersen has been 
named marketing manager of the 
industrial electronics division, Allen 
B. Du Mont Laboratories, Inc. 


Simoniz Co. Realigns 
Organization Structure 


Under a realignment program 
announced by Simoniz Co., Chicago, 


R. C. Shropshire has been named | 


general manager of Simoniz prod- 
ucts division and will be respon- 
sible for all household and automo- 
tive products which the company 
manufactures and markets. 


Three other divisions created, and 


to direct each, 
are Simoniz, Ltd., 
Canada, R. P. 
Fox, general man- 
ager; Clad-Rex 
Corp. Scott 
Campbell, general 
manager, and 
Simoniz overseas 
division, B, G. 
Miller, managing 
director. Other 
R. ©. Shropshire appointments in- 
clude those of H. W. Carr as ex- 
ecutive vice-president for finance 
and corporate development, H, J. 
Schleitwiler as personnel director, 
Simoniz Co., and the following ex- 
ecutives of the Simoniz products 
division: D. E. Cluck, sales direc- 
tor; Paul Greenfield, merchandising 
director; W. E. Jones, quality con- 
trol director; C. G, Kindelberger, 
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executives named | 
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manufacturing vice-president; D.S. 
Loveless, controller; H. C, Rains, 
commercial products sales man- 
ager; J. J, O’"Hanlon, market re- 
search director, and E, D. LaSota. 


* * * 
Burlington Names Miller 


Marketing, Product Chief 


Joshua S. Miller has been ap- 
pointed director of marketing and 
new product 
development for 
Burlington Mills, 
Inc., Burlington, 
Wis. 

Miller comes to 
Burlington after 
eight years with 
Monsanto Chem- 
ical Co. His ap- 
pointment is a 
further step in 
the company’s ex- 
pansion program. 

aa aa * 


J. S. Miller 


GM Appoints Boyer 


Military Products Director 

Appointment of Harold R. 
Boyer as director of military 
products for General Motors, a 
newly created position, was an- 
nounced by GM President John 
F, Gordon. 

Boyer will be on the staff of 
S. E, Skinner, group vice-pres- 
ident in charge of accessory di- 
visions. Boyer has been manager 
of the Cadillac tank plant at 
Cleveland since 1952. 


> = 7 
Gunite Forms Trailer Unit; 


Vause Named Sales Chief 


Formation of a separate trailer 
sales division and the appointment 
of M. J. Vause as its sales manager 
have been announced by Gunite 
Foundries Corp., Rockford, II. 

The company produces heavy- 
duty brake drums, steel wheels and 
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other products for the automotive 
and special equipment fields. 
* + * 






Leasing Group Names 
Matheson Mich. Director 


E. L, Matheson, general manager 
of Ryder Truck Rental, Inc., De- 
troit, has been elected Mic 
director of the Car and Truck 
Renting & Leasing Assn. 

Matheson has been a leader in 
the organization since it was 
started in 1955. 

+ = * 


Loud Appointed to Board 
Of Burlington Mills 

Hugh H. Loud, sales vice-pres- 
ident of Burlington Mills, Inc., has 
been appointed to the board of 
directors. Loud, who has been with 
the company 10 years, was in 
charge of automotive sales in the 
Detroit office until Jan. 1. 

Burlington Mills produces coated 
jute felts for automotive and other 
purposes. 








































> * * 


Bendix Appoints Caouette 


Automotive Section Chief 


Ralph G. Caouette has been ap- 
pointed general manager of the 
automotive section of Bendix prod- 
ucts division, 
Bendix Aviation 
Corp. South 
Bend, Ind, 

Caouette joined 
the Bendix or- 
ganization in 1955 
and assisted in 
coordinating the 
management of 
some Bendix au- 
tomotive divi- 
sions. In 1957 he 
was appointed 
assistant general manager of the 
automotive products section which 
preceded the latest appointment. 
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FULL GUARANTEE 
We Guarantee 
Full Satisfaction 

or Your Money Back 


The Lit'l Tote is light in weight, yet it s full steel construc- 
tion assures long rugged duty. Welded 8’x15” platform 
will hold either a 6 or 12 volt booster battery. Tubular 
steel handle has 4 inch rubber hand grip. Curved cross 
bars store cables when not in use and cable clamps fasten 
on rubber grommets on top bar. 
on 6"xI!/.” rubber tired wheels for easy handling. 





















COMPLETE 


JOHNSON MOTOR CO. 
IOWA FALLS, IOWA 


DEPT. 159-TDM 


Lit'l Tote is mounted 


SPECIAL OFFER! 


LT’. TOTE CART 
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graphs, has opened a distribution | the Nebraska group, said the de 


In Parts and Accessory Distribution 





Seasonal Demand Noted 


In Reflective Products 


ST. PAUL.—As spring and early 
summer—and a peak consumer de- 
mand for retail reflective products 
—approach, more than 5,000 retail- 
ers were advised they will run short 
unless they stock about 50 per- 
cent more than they did last spring. 

D. V. Pinkerton, 
market manager of the reflective 
products division, Minnesota Min- 
ing & Mfg. Co., said reflective prod- 
ucts sales reach peaks in spring 
and fall each year. Last spring, they 
increased 40 to 60 percent, varying 
with the store and the region. 


* * + 


Firm Formed to Carry On, 


Extend Smalley Lines 


CHICAGO.—Nachman Corp, and 
Smalley Accessories Co. have an- 
nounced formation of Nachman- 


Smalley Co. “to carry on and ex- 


ae 






| 


a 
ey 


3 


a 


retail trades, 


tend” the automotive products 
made by Smalley for more than 
35. years. 

Fred M. Friedlob is president of 
the firm, which is owned jointly 
by him and Nachman Corp. 

* > oa 


Sharpe Mfg. Expands 
Sales Force in West 


LOS ANGELES.—Sharpe Mfg. 
Co., maker of Sharpe paint spray 
guns and equipment and Western 
distributor of a line of Campbell- 
Hausfeld spray guns, has reorgan- 
ized and expanded its sales staff. 

Northern California, Oregon, 
Washington and Northern Nevada 
will be served by Pat Dayton, and 
G. E. Garrett Sales Co., Denver, 
will handle Montana, Idaho, Wy- 
oming, Utah, Colorado, New Mexico 
and El Paso, Tex.; Kansas, Okla- 
homa, Texas, Missouri and Arkan- 
sas will be covered by Joe Craw- 
ford jr.; Tom Dalton is in charge 


of Sharpe sales in Southern Nev- 
ada, Arizona and Southern Cali- 


fornia, and the Greater Los Angeles | Spring & Mfg. Co., automotive parts | 


branch at 1925 Broadway, Nash- 
ville. . 

Crump also has a branch in 
Greensboro, N. C: and maintains 
showrooms and sales offices in New 
York, Chicago, Denver, Seattle and 
High Point, N. C. 


* * * 


Parts Firm Gets Award 


HARTFORD, Conn.—Superior| 


|cision of many car owners “to fix 
| up the old buggy means increasing 
| business for the auto parts dealers, 
whose business last year was bet- 
ter than good.” 


| Sales Management Institute 


|On Deck at Wake Forest 


WINSTON-SALEM, N. C. — The 
| 1959 Sales Management Institute, 
| sponsored by Wake Forest College 


area will be covered by Harry| distributor and brake center, has| and the Motor & Equipment Whole. 


Franklin jr. 
+ * * 

Carter Expands to Brazil | 

NEW YORK.—Carter carbure- 
tors, fuel pumps, filters and other | 
parts will be manufactured and} 
sold in Brazil under a licensing | 
agreement signed between Carter| 
Carburetor division, ACF Indus-| 
tries, Inc., and Almac of Sao Paulo, | 
Brazil, according to Henry A. Cor-| 
rea, ACF marketing vice-president. | 

= a“ * 


Branch in Nashville 

Is Opened by Crump 
RICHMOND, Va.—B. T. Crump 

Co., Inc., manufacturer of hassocks 

and automobile seat covers and 

wholesaler of automotive parts, 

trim supplies, records and phono- 

















Your packages go anywhere 


Greyhound goes... and Greyhound goes over a million miles 
a day! That means faster, more direct service to more areas, 
including many, many places not reached by other public 


transportation. 


What’s more, Greyhound Package Express offers this service 
seven days a week... twenty-four hours a day. .. even on week- 













received the Distinguished Service 
Award from World Bestos. 
* * > 


Ammco Adds 3 Reps 
CHICAGO. — Three representa- 


tives have been named by Ammco| 
Tools, Inc. They are Lewis Watson | 


(Southeast Texas and Louisiana), 

Tom McGuire (Indiana) and Jim 

Von Eschen (Northern California). 
- * = 


Another Good Year Seen 


For Auto Parts Firms 


OMAHA.—About 350 representa- 
tives of 24 independent jobbers in 
Iowa, Missouri, Kansas, Illinois and 
Nebraska attended the first con- 
vention of the Cornbelt Automotive 
Warehousing Corp. 

Dave Jones, general manager of 
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IT’S THERE 
IN HOURS 
...AND 
COSTS 
YOU LESS! 


ends and holidays! On Greyhound Package Express 
packages get the same care and consideration as 


Greyhound passengers... riding on dependable Greyhound 
buses on their regular runs. You can specify Collect, C.O.D., 


or Prepaid. 
Call your nearest Greyhound 


bus station or write to 


Greyhound, Dept. 24, 5600 Jarvis Ave., Chicago, Ill. 


salers Assn., will be held here Apr, 
} 12-17. 

It is the fourth such institute 
sponsored by MEWA, according to 
B. W. Ruark, president. 


* * * 


Raybestos Warehouse 
DEN VER.W\Grey-Rock division 
of Raybestos-Manhattan, Inc., has 


opened its new warehouse at 4500 
York St. 


'Las Vegas to Have 
|Accessory Exhibits 


LOS ANGELES.—Auto accessgo- 
| ries, parts and tools will be dis- 
| played with marine and household 
products at a national exhibit 
scheduled Sept. 14-17 in the new 
exhibit hall in Las Vegas, Nev. 

Among the exhibitors will be 
manufacturers, manufacturers’ rep- 
resentatives, distributors, retail 
chain representatives, service-sta- 
tion suppliers and independent auto 
supply stores. 


* * * 


Lion Oil Bows in Midwest 


EL DORADO, Ark. — Monsanto 
Chemical Co.’s Lion Oil division an- 
nounced that its products are being 
introduced in the Midwest area 
through Midland Oil Co. 


* oa . 


Filter-Cartridge Rack 


RACINE, Wis.—An all-wire rack 
designed to hold 24 oil-filter car- 
tridges has been developed by 
Walker DeLuxe Corp. A grooved 
top panel holds a reference chart, 
which provides cartridge descrip 
tion and application information on 
all U. S. passenger cars. Dealers 
may obtain the rack free of charge 
by purchasing the Walker DeLuxe 
Special Profit Package. 


* 





= 
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Kapro Names Coast Rep 


CHICAGO. Max Pascoff, vice 
president of Kapro Corp. am 
nounced the appointment of Mittel- 
mans & Associates, Los Angeles, a 
a distributor for California, Oregon 
and Washington. 


> 


Oil-Filter Replacement 


WEST SALEM, Ul—A refer- 
ence book on oil-filter replace 
ments has been published by 

| Champion Laboratories, Inc., and 
is available to jobbers, Champion 
is a subsidiary of Pyroil Co., Le 
| Crosse Wis. 


* 
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Lee Appoints 2 Reps 
SANTA MONICA, Calif.—LlLe 
Mfg. Co. has appointed two repre 


| sentatives, Sam Steele for _— 
‘or 


« 7 


gan, and Stanley Tull Co., 
Minnesota, North and South De 


kota. 


* * 


| Stant Catalogs Being Issued 


| CONNERSVILLE, Ind.—The 1% 
|Stant catalogs and Cap applicatio 
charts are being distributed by job 
bers, according to Stant Mfg. ©. 
|Ine. The four-page wall chart col 
tains recommendations of radiatot, 
| gasoline and oil filler caps back 
|1937 for 128 model-make classes # 
American passenger cars; 84 model- 
make classes of trucks and tra 
tors; 24 model-make classes of for 
eign cars. 
* * af 


Gulf & Western Reports 


100 Percent Sales Increase 


HOUSTON —Gulf & Weste® 
Corp. reported sales for the ® 
months ended Jan. 31 were doul 
those for the like period a y@ 
ago. 

The company reported sales ° 
$6,402,704 for the period ended J# 
31, compared with $3,198,847 for 
;}comparable period a year ago. 





For views on retail auto distribut™ 
read the Dealer Forum column on Paét 
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How Dealer Statement 
Handles Profit & Loss 


(Continued from Page 6) 


pay the last penny of his local tax 
bill. 

Most of the financial statement 
forms now in use make provision 
for breaking down income, ex- 
penses and profit by department 
as does the example which ac- 
companies this story. This is a 
potential management tool, in 
that each department’s operating 
results can be examined and cor- 
rected, if found wanting. 

One of the methods suggested 
for controlling departmental 


|charged to the used-car depart- 


|ment and so on. 
| = +o * 


— are some expenses which 
are almost impossible to charge 
to any one department. In many 
dealerships, these expenses go 
junder the administrative-expense 
|heading on the supposition that 
| they are for the benefit of the en- 
i dealership. 

| In the middle ground, there are 
|}some expenses which can be 


prorated to each of the profit- 
making departments on the same 
ratio that the operating expense 
of each department bears to the 
total operating expense of the 
dealership. 

For example, if the new-car 
department has 50 percent of 
the dealership’s total operating 
expenses, then new-car depart- 


ment is charged with 50 percent | 


of administrative expenses. 

The GM form leaves the results 
of each department to be exam- 
ined without any consideration of 
administrative expenses. At the 
bottom of the form, the profits 
of the four operating departmerits 
are totalled, the administrative ex- 
pense is then deducted to deter- 
mine the net profit of the dealer- 
ship. 

The Ford form calls for deter- 
mining the gross profit of each 


€X-| charged to the individual depart-| profit-making department and sub- 


penses is to compare results of! ments only with difficulty. Some|tracting most departmental ex- 
experts say that it is best to charge| Penses. These adjusted gross fig- 


the dealership in question with 
other dealerships of similar size. 


|these expenses by department 


in|ures are totalled and administra- 


Suppose the average dealer sell-| order to get a more accurate view|tive expenses are then deducted 
ing between 100 and 200 cars 4/of the results of each department.|to determine net profit. 
| For instance, the owner's salary| 
might be handled quickly by) spaces for a more exact allocation 


year is paying $1,000 a year for 
his demonstrator expenses. Should 
another dealer find his costs are 
excessive and that his demonstra- 
tor expense is $2,000, an area for 
cost cutting is suggested. 

* * * 


ST about every dealer will find 

that some few of his expenses 
are always above average due to 
conditions particular to his dealer- 
ship. Perhaps, his local taxes are 
well above average. 

To make room for these above- 
average expenses, it is advisable 
to see to it that a number of 
the dealership’s expenses are 
held below average. 

The manner in which individual 
expenses are charged on the profit- 
and-loss statement at times elimi- 
nates the benefits of the statement 
as a Management tool. 

Accounting experts generally 
agree that expenses should be 
charged to the department which 
incurs them. New-car advertising 
is an expense of the new-car de- 
partment, used-car advertising is 


DEALER 


f.o.b. 
ELKHART 


FULL PRICE FOR THIS 
Portable OFFICE! 


You can have a better office at less | tubes without charge to the ware-| 
house dealers, who distribute them | 
Send coupon below for complete infor- | to other direct-franchise dealers for 
mation on Model 710 as illustrated. | a 5 percent commission. 

The warehouse agreement, Calla-| 


cost—and can avoid building delays. 


* Completely prebuilt—ready for use. 

*7'x 10’ with 7’ high ceiling. 

* large windows on all four sides. 

* Steel frame and skids—undercoated. 

* Attractive interior paneling. 

* Special metal exterior. 

* Choice of exterior colors. 

* Linoleum tile floor covering. 

* Ceilings and wails insulated. 

* Light plug—telephone jack. 

* Fluorescent ceiling light. 

* Portable towing loops welded to 
skids on each corner. 


PORTABLE STRUCTURES 
P.O. Box 38F2 


Osceola, Ind. 


Please send further information on 
ORTABLE OFFICE Model 710: 


NAME 





ADDRESS” 









| charging 

| ministrative expense. 

The other method would be 
determining the amount of time 


the owner gives to each depart- | 


ment and charging his salary in 
the same ratio. If he gives 40 
percent of his time to the new- 
car department, that department 
is charged with 40 percent of 
his salary. 

In the accompanying example, 
heat and light, rent and real es- 
tate taxes are charged in about 
the same ratio as the amount of 
Space used by each department, 
leaving nothing in these columns 
to be charged to administrative 
expense. 

On the other hand, contributions 
are charged entirely to adminis- 
trative expense. 

> > > 

INCE the administrative func- 

tion in the dealership has no 
income, the total of these expenses 
must be charged against the 
| profit-making departments. There 
|are three methods in use. 
| The Chrysler, S-P and AMC 
forms call for this expense to be 


FTC Examiner 


Slaps Firestone 


Warehouse Setup 


WASHINGTON. — Joseph Calla- 


| way, a Federal Trade Commission 


examiner, has issued an order 
which would require Firestone Tire 
& Rubber Co. to stop granting 
what he called “illegal price con- 
cessions to a limited number of its 


dealers.” 


not a final decision of the commis- 





sion and may be appealed, stayed 
or docketed for review. 


12,000 to 14,000 direct franchised 


| 
The FTC emphasized that this is) 


Callaway said Firestone has} 


classified less than 50 dealers as 
“warehouse dealers” and has given 
them price benefits not granted to 
the others. 

Firestone, he said, ships tires and 


way added, expressly forbids any 
commission on merchandise the 
warehousemen withdraw from stock 
and resell for their own account in 
competition with other direct- 
franchise dealers. 


General Building 
Tire-Test Track 


AKRON.—Construction has 
started on the world’s largest tire- 
testing track near Uvalde, Tex., ac- 
cording to General Tire & Rubber 
Co. The 8%-mile track is expected 
to be completed by Sept. 1. 








The $400,000 track will have one- 
mile radius turns and straightways 
of approximately one mile. Overall 
the track will be 44 feet wide on 
an eight-inch compacted base, The 
top surface will be rock asphalt. 

The outer lane, designed prin-| 
cipally for testing of auto tires, will | 
be banked to meet the speed re-| 


“ quirements. The inner lane is de- 
STATE 


signed for truck-tire testing. 


Ford has an optional form with 


the entire amount to ad-|of expenses by department. 
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Utah High Court 
Upholds Sales Tax 


a NES. or [In Tradete Dente 


Z Supreme Court upheld the State 
Tax Commission’s assessment of a 
sales tax on the total value in deals 
involving tradeins. 

Vrontikis Bros., Inc., Salt Lake 
City, had challenged the assessment 
of $4,870 which it paid under pro- 
test. 

In its action, the company said 
|} it advertised and offered buyers 
tradein discounts on the sale of 
appliances and other merchandise. 

In many cases, the firm added, 
the discount allowed was far above 
the actual value of the tradein 
| merchandise, And sometimes no 
| tradein was taken but the discount 
was allowed, Vrontikis said. 

The company contended the sales 
| tax should have been assessed only 
|against the net price charged the 
buyer. 
| The high court’s ruling also 
| affects auto deals involving trade- 
| ins. 






A club-shaped weapon was 
marketed in the early 1930s for 
the protection of motorists. The 
club contained an airtight mem- 
brane that, upon striking an as- 
sailant, would release a tear-gas 
type of chemical and a spray of 
indelible dye that stained the 
face, hands and clothes. 











DELIVER THE ACCURATE BALANCED TIRE 
PRESSURE THAT’S A “MUST” BEFORE 
ACCURATE WHEEL ALIGNMENTS 

CAN BE PERFORMED. 


Eco tireflators bring tires up to exact pressure 
desired in seconds. Precision-made automatic 
mechanism speeds up shop operation and improves 
front-end service standards. 


Accurate tire inflation is a one-step job with 

Eco Tireflators. No time-wasting “inflate and 
check” routine. No hunting for misplaced gauges, 
because there are no gauges to be lost. 


Let us show you how an Eco Remote Control or 
Wall Tireflator can modernize service in your 
alignment department. It will save you time, 
money and space, too! 


BENNETT PUMP DIVISION 
Muskegon, Michigan 


IN CANADA: JOHN WOOD COMPANY LIMITED 
Toronto * Montreal * Winnipeg * Vancouver 




















COMFORT EXCLUSIVE Vew Appeal Voiced 


Special for the Man or. Woman 
in Industry or Sport 
Cushion foot socks bring you the needed comfort for 
those tired feet. 
Soft-Cushioney—Highly Absorbent, Long 
Wearing—Guaranteed Washable 
The most comfortable sock YOU can wear. 
Non-Binding Top—Scientifically Designed 
of Stretch Nylon and Cotton 


Women’s sizes: 8 thru 91/2, 10 thru 11'/, | 
Men’s sizes: 10 thru 11, 1112 thru 14 
Colors: White, Tan, Canary, Lt. Bive, Lt. Grey 


Unusually PRICED—$1.00 per pair, 3 for $2.75 ppd. | 
Order Now, Specify Color and Size 
Send Check or Money Order fo: 
‘ MALOM DIST. CO. 


18954 Schaefer Rd. Detroit 35, Michigan 








WE AT 


MODERN DISPLAYS 
Incorporated 


| Investment Co. flatly declared that 


| would have settled the 
| the divestiture of GMAC. 


| said, the Justice Department was 





WOULD LIKE TO 
| / e ; 


TO THE THOUSANDS 
OF AUTOMOBILE 
DEALERS 


across the country who are so ably aiding 
safety in their communities... by co-oper- 
ating with National Vehicle Safety-Check. 





MODERN DISPLAYS, Incorporated 
7338 Woodward -: Detroit 2, Michigan 


It’s Not Too Late for June Safety-Checks. 
Send Check to above address for $15.95 for 


| Act, and if occasion warranted it, | 
|could still be indicted under Sec-| 





complete Promotion Kit (while stocks last). 


LONG TERM LEASING 
IS PROFITABLE ! !! 


Even for the smallest dealer 


10 LEASES WILL EARN $5,000.00 PROFIT 


The Manual on Leasing by Harold D. Draper, volume 
Chevrolet dealer for 32 years and a veteran of over 
10 years leasing and 3,000 leases in that period, will 
give you accurate procedure step by step to insure 
profitable leasing. 


Costs 
Insurance 


|issue with Ford’s position as stated 


|ma’s “looking-glass talk,” the com- 





Financing 

Depreciation Rates 
Service Costs 

Resale Policies 
Accounting 

Protection Against Losses 


PRICE $20.00 POSTPAID 
MAKE CHECKS PAYABLE TO: 


Harold D. Draper 





BOX 530, SAGINAW, MICHIGAN 
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For GMAC 


(Continued from Page 1) 


restraint of trade and that it “vio- 
lates every prineiple embodied in 
the Sherman Act and particularly 
Section 7 of the Clayton Act.” 

* « & 


E former trust-buster, who 
said he spoke for himself as 
much as for his client, Associates 


the Government made a mistake in 
agreeing to a consent decree with 
GM in 1952. 

If the Government had simply | 
abandoned the suit and waited, he| 
said, then the GM-du Pont decision 
matter of 


Because of this blunder—which 
Arnold characterized as “incred- 
ible”—the only resort to correct 
an obvious injustice is legislation, 
he asserted. 

By giving immunity to GM 
through the consent decree, he 


manifestly unfair to both Ford and 





Chrysler, But it cannot act now to 
correct the inequity because the| 
original GM suit was under the! 
Sherman Act and Section 7 of the! 


| Clayton Act. 


The other two auto makers were | 
indicted only under the Sherman 


tion 7 of the Clayton Act. 
> = = 


A§ FOR the grand jury investi-| 
gation now in progress against 
GM, an investigation of the 
“Standard-Oil-type” might lead to 
dismemberment of GM, but it 
would necessarily take years and 
years. Meanwhile, GM cannot le- 
gally be forced to spin off GMAC) 
without either a private suit, which | 
also would take years, or Congres- 
sional help. 

Answering the charge that these 
bills are “special” legislation, 
Arnold took the position that 
antitrust laws have several times 
been amended by special legisla- 
tion—the auto-dealer law, for ex- 
ample, Besides, he contended, 
“special” legislation is necessary 
to correct the “special” situation 
in which GM finds itself. 

Much of Arnold’s testimony took 


by Ford Finance Vice-President 
Theodore O. Yntema. 

Arnold advanced a number of 
theories as to why Ford had 
changed its position—from wanting 
GMAC spun off in 1946 and in 1939 
—to its current stand that GMAC 
provides low rates because of its 
efficiency and should be permitted 
to exercise its great efficiency. 


ORD’S present position, Arnold 
maintained, is inconsistent and 
illogical and, regardless of Ynte- 


pany’s conduct has been consistent 
with no other theory than wanting 
to break up GM and GMAC. 

He went so far as to say, “I will 
make any reasonable wager that if 
Ford’s confidential memoranda 
were examined, they would show 
great anxiety and concern over 
the ownership of GMAC by GM.” 

Concerning Yntema’s tes ti- 


Spinoff 


sources” to build a new finance 
company. 

Throughout his testimony, Ar- 
nold reiterated his belief that 
Yntema did not reflect Ford’s real | 
opinion. 

He suggested a “possibility, not 
to be ignored, that Ford and 
Chrysler might feel that the best 
way to get this bill passed would 
be for Ford to announce it would 
have to form a finance company 
to get rid of the competitive dis- 
advantage caused by GMAC and 
for Chrysler to suggest that it | 
may be forced to do so in the 
future.” 


Arnold told Chairman Estes Ke- 
fauver, Tennessee Democrat, that 
many auto dealers seem to have} 
the impression that this legislation 
would put GMAC out of business. 
Kefauver agreed that this was cer- 
tainly not the intent and that if 
such a spinoff worked hardship on | 
GM shareholders, he would favor | 
remedial legislation. 


Arnold’s reaction was that if one | 
of the bills were passed, he would 
highly recommend buying GMAC 
stock because it should make even 
more money as an independent. 

= ” + 


M HAS shown a “modicum of 
restraint in the use of its| 
power over dealers,” Arnold admit- 
ted and mentioned GM’s handling | 
certain small cars of competitors. 
It can, however, change the direc- 
tion of its power—when, for ex- 
ample, GM starts to manufacture 
a small car, he said. 
“What will develop out of the| 
situation is not a complete monop- | 
oly,” he declared, “but something | 
in the form of a European cartel, | 
where the dominating concern de-| 
cides the prices and the share of | 
the market each smaller concern 
can have.” | 
Senator Joseph C. O’Mahoney, 
Wyoming Democrat, stressed 
that he is worried about con- 
centration of industry, He wants 
the control of commerce restored 
to Congress where it can be ex- | 
ercised. 
Asked if a spun-off GMAC would | 
lose business to banks and inde- 
pendent finance companies with 
low rates, Arnold responded that 





Ns 


dealer could still adjust tradein 
values, he said. 
* + * 


ir RESPONSE to a claim by 
Ford’s T. O, Yntema, finance 
vice-president, that independent 
companies sold high-cost “fluff and 
frill” insurance and hence could 
not compete with GMAC’s stripped. 
down version, Lundell claimed that 
this was a matter of buying choice, 
Looking around the room, he 
pointed out that the men’s suits al] 
looked very much the same, but he 
was sure the price tags weren't, 
Some buyers want more coverage 
and C.LT. provides it as well as 
a stripped-down version, Its physi- 


|cal damage coverage was compa- 
| rable with GMAC’s but some of its 


additional coverage was about 
three times as much. However, the 
consumer need not buy such in- 
surance, 

The charge of adding “fluff,” 
Lundell pointed out, could equally 
well be levelled against manu- 
facturers who add unnecessary 
gadgets to cars that consumers 
do buy because apparently they 
want them. 

At press time, Donald F. Turner, 
Harvard law professor, was telling 
the subcommittee why legislation 


| separating GMAC from GM should 


be enacted. The growing concen- 
tration in the automobile industry 
means limiting what is available 
to the buying public. 

Turner felt that Ford’s earlier 
testimony, “though offered as a 
case against the proposed legisla- 
tion, in fact makes a powerful case 
for it.” 


If Ford’s position is so bad, 


|“what are the prospects for Chrys 


ler, which is currently in a far 
weaker position than Ford, and 
what are the prospects for Ameri- 
can Motors and Studebaker-Pack- 


|ard, who will shortly face small 


car competition from the 
Three?” he asked. 
. + = 

R L. MULLINS, bank president 

* from Wolf City, Tex., and 
chairman of the legislative commit- 
tee of the Independent Bankers 
Assn., said he found it virtually 
impossible to obtain GM retail 
paper although he occasionally re- 
ceived some “irregular” paper. 

Speaking for himself and a 
number of other small bankers, 
Mullins claimed that dealer par- 
ticipation — or rebates — or kick- 
back—is what hurts the banks 
most. The dealer’s flexibility in 
terms of tradein value and his 


Big 


| eagerness to make money 


through a financed sale give him 
an undisputed advantage over & 
bank, he said. 

Banks, said Mullins, do have the 





GMAC was big enough to deter-| funds; they are willing and able— 
mine just how much business it|eager, in fact—they do provide 
wanted and to get it if it wanted to.| comparable rates and the same 





mony, Arnold said, “What he ac- 
tually means is that Ford has 
given up hope that the Depart- 
ment of Justice will protect Ford. 
With the Department of Justice 
out of the picture, what is good 
for General Motors has got to be 
good for Ford whether they like 
it or not.” 

The interests of Ford and Chrys- 
ler, Arnold asserted, are the same 
—both will benefit by passage of 
the Kefauver or the O’Mahoney 
bill. What Ford needs, said Arnold, 
is “unhampered competition in the 
credit field” rather than the ter- 
rific expense of building its own 
finance company. 

+. * . 
HE Government’s GM consent 
decree blunder has meant, he 
said, that Ford and Chrysler have 
become “satellites of General Mo- 


|tors,” who will “let them live as 


long as they do not grow too much 
at its expense.” 

Chrysler’s position, Arnold al- 
leged, is “pathetic” — without 
“either the courage or the re- 


As for consumer interest rates, | 
Arnold felt that there would be} 
little difference. Besides, a dealer| 
always would be in a position to| 
adjust the tradein value. 

> > > 

UNDELL stressed that it is the 
dealer who sets the rate! 
charged the buying public—not the 
finance company. State legislation, | 
in some cases, helps by setting 
ground rules for rates or by setting | 
maximum rates. | 

Independent companies could ad- 
just on the discount paid to the| 
dealer for his paper, but usually) 
before the company even knows of | 
a sale, the rate has been set be-| 
tween the dealer and the consumer. 

A spinoff of GMAC, says Lun- 
dell, “will not influence nor con- 
trol to any degree the rates the 
public pays.” 

The question of rate differential 
—to dealer, not to consumer — 
Lundell said lies in the “special 
family advantages that GMAC en- 
joys.” Committee Counsel]! Rand 
Dixon asked Lundell if spinoff 
would enable C.LT. to lower this 
difference in discount charge to 
the dealer, which is said to be some 
$30-$36 on a 36-month contract per 
car. Lundell thought that divorce- 








ment would help get the dealer a 
better discount from C.LT., but 
stressed that consumer rates would 
still be set by dealers. 

Asked: if Ford and Chrysler en- 
tering the picture would help by 
lowering rates either to dealer or 
consumer, Lundell thought Ford 
and Chrysler would simply mean 
more administered prices, with no 
change necessarily assured, After 
all, the manufacturer could still 
adjust the selling prices and the 


terms. 

All of those he could speak for 
were interested in retail paper, 
but not so interested in wholesale 
paper. However, he was sure they 
could oblige on both on a competi- 
tive basis if GMAC did not have 
the advantage of its relationship 
with GM dealers. 

> * J 
pPa= Cc. JONES, president of an 
independent finance company 
and representative of the American 
Finance Conference, again u 
divorcement of GM and GMAC. 

He appeared before the subcom- 
mittee to contest the figures cited 

by GMAC in its statement to the 
group. He pointed to what he called 
statistical “half-truths” in the GM 
calculations and submitted for the 
record various charts comparing 
GMAC and independent finance 
companies. 

He emphasized that nowhere 
does GMAC claim that its rates 
are lower than those offered by 
others. It does not, said Jones, 
because the fact is that its rates 
are not lower. 

Independent companies wit 
many offices are not able to com 
pete for GM business with GMAC 
and its few offices, Jones said. Thé 
reason, he declared, is that thé 
dealer has great leeway in bi 
financing operations. He can adjust 
the tradein, use the normal reservé 
work from his commission on if 
surance, collect income on re 
or work through his own particip® 
tion, 

If divestiture were forced, Jone 
asserted, charges would not it 
crease and there still would 
ample credit funds available f# 
auto financing—both retail 
wholesale. 


sul 























Dealer Forum By Robert M. Finlay 





(Continued from Page 3) 


sults. Of the hundreds contacted, 
34 are still on the job. 
o cd * 
The Figures 
ERE are the figures on the Far- 
rand operation for a year: 
Those who answered ads, 1,128; 
those who took indoctrination 


(they were told bluntly that selling | 


jis no snap), 429; those who com- 
pleted the 10 hours of training be- 


fore being assigned to a dealer, | 





A 
Successful 


PROFIT 
PLAN 


that gets Right 
to the Point! 








eTURUTOOR IH 
OEE) 


Lubrication Guarantee 

for New Car Dealers Only! 
OL Fee rf I 

AMALIE DIVISION 


L. Sonneborn Sons Inc. Franklin, Pa 


try 


i ees 


Pennsylvania Oil Products 


A PORTABLE ALL-STEEL 
onfats« BUILDING 
for your 


ar CAR 
LOT 


DELIVERED FULLY ASSEMBLED and EQUIPPED 


Here's an attractive, all-steel building that 
we deliver to your lot and set on your 
prepared foundation. Attach utilities and 
you're in business. Simple to move to new 
location as business shifts. Includes heat- 
ing and air conditioning; available in 
several sizes. Write for complete details. 


a5) VALENTINE MFG., INC. 






. O. BOX 667-N WICHITA, KANSAS 


MR. EXECUTIVE! 


For a memorable business or sales 
meeting, ST. CLAIR INN offers 
complete conference facilities in a 
delightful resort atmosphere. Only 
50 miles upriver from Detroit! 
Contact Creighton Holden or Mrs. 
Margaret Nelson. 


St. Clair Inn and Country Club 
OPEN ALL YEAR .. . ON THE SCENIC ST. CLAIR RIVER 
Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN ¢ dial FA 9-2222 





ADVERTISEMENT 


- TESTIMONIAL 


(for the column | 
ghost write for one 
Gealer in each news- 
Paper area) 

Mr. W. Linehan of 
Linehan Oldsmobile, 
(New Rochelle, N. Y.) 
says: "When you first 
Presented this column 
© us, you said you 
felt you did a favor 
for the dealer to 
whom you granted ex- 
Clusive rights, and we 
now say that is not 
an exaggeration." 

Set this for your area 


——— 





ED FISKE 


before someone else does. Write 


Edward Fiske Co., wire Pieinn MY. 


| 298; those assigned to dealer, 254; | 


those still at dealerships, 43. 


This seems to grind down quite 


| fine, and we asked Dunlop how 
come? 

“Well,” he said, “in the first 
place selling cars is not an easy 
job. And many who seek selling 
jobs are looking for an easy way 
of making a living. They quickly 
learn that auto selling is not the 
easy way, and most quickly drop 
it.” 








| oe of selling is a long-term 
proposition involving a new tact on 
| the part of the majority of dealers. 
| The 
| build confidence with the public in- 
| stead of distrust. 
Once that base is prepared, deal- 
ers can attract higher caliber men. 
As it is, many dealers still be- 
lieve they can pirate good sales- 
men. But Farrand says the good 


| salesmen are not the ones who are 


moving. They stay. 

“What is there about your deal- 
ership that would attract good 
| salesmen?” he asks. 

One dealer decided the answer 
was in making the compensation 
|plan so good that no salesman 


could turn it down. He said he got} 
six men, mostly from his own line.| 


Five of them are still with him, 
four have been selling cars. 


improved, which should be the ob- 
ject of improved selling in this 
market. 

S © -* 
What's the Turnover? 


oo kept by Farrand on 
dealers with whom he has 
worked indicate that during the 
year turnover involves 70 percent 
of the sales force, with 30 percent 
remaining stable, This is in metro- 
politan markets, where the turn- 
over is much greater than in 
smaller and more stable markets. 

Some dealers confine their train- 
ing to sales meetings, but Farrand 
cites some of the weak points of 
sales meetings: 
| The sales manager goes into the 
meeting unprepared. He has not 
thought out what he is going to 
|say. And no record is kept of what 
he does say. So he may give a pitch 
on phone solicitations. 

The sales meeting mixes the 


Youth Rebuilds 
Engine, Wins 


Car in TV Stunt 


A Bell High School 
|auto-mechanics student, with the 
help of four classmates, won 4a 
1959 Plymouth station wagon by 
|solving a king-size problem—reas- 
|sembling the wagon’s engine. 

Student Don Maxwell received 
the challenge as a participant on 
Art Linkletter’s “People Are 
Funny” television show, He was 
told the car was his if the engine 
could be rebuilt and installed 
within a week’s time. 

Maxwell was allowed four student 
helpers. He, John Baker and John 
Fussell, all of whom take advanced 
auto-shop courses, did the rebuild- 
ing. Franz Ackerman and Lonnie 
Abbott, novice shop students, did 
all the washing and cleaning of 
parts. 

A tow truck brought the wagon 
to the school. The rebuilding job 
started after the boys unloaded the 
engine parts from the wagon, Max- 
well checked each step with the 






| 








| 
| BELL, Calif. 








Plymouth manual. 

The boys completed the job in 
three days, the last under the eyes 
of the TV show’s directors who re- 
corded the finishing touches on film 
for showing to a national audience. 
On the fourth day the students 
completed the installation and took 
their first ride in the wagon. 

“It was wonderful experience for 


= the boys,” said Ray Askins, auto- 


shop instructor under whose super- 
vision the work was done, 

The project was staged in con- 
nection with Plymouth’s annual 
Trouble-Shooting Contests to en- 
courage high school] students to 
become auto mechanics. Maxwell 
took part in the 1958 contests. This 
year’s competition will be held in 
May and June. 


Dunlop’s personal feeling is that 


new approach would be to 


He| 
conceded that the gross has not! 
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| veteran salesmen and the recruits. 
|On the way out, the recruit asks 
| the veteran: “Is that the way you 
do it?” 

“Nah,” says the veteran. “That 
doesn’t do any good, I never call 
prospects.” 

What he doesn’t tell the recruit 
is that over the years he has built 
|up a file of thousands of customers 
|}and prospects and that he is con- 
stantly sending them mailings to 
get them into the showroom, 

The new salesman is coming into 


one of peaks and valleys, where the 
work is hard and the competition 
often dirty. He needs training and 
direction. He needs a dealer who 
has a sense of direction himself— 
who plays it square with the sales- 
men and the public. 

As a rule he is likely to get little 
direction, Some contend that the 
only answer the industry has been 
able to offer to sales problems is 
the sales contest, which comes as 
regularly as the robins in spring. 

* * » 





The Bug Reports 
THER points coming over the 
Farrand tape recorder: 
When business is bad, dealers are 


a business where his life will be| 








Romney to Receive 


U. of Michigan Award 


ANN ARBOR, Mich.— George 
Romney, American Motors pres- 
ident, will receive the University 
of Michigan School of Business 
Administration’s business leader- 
ship award May 8. 

The award, a medal, is pre- 
sented annually to “a business- 
man of accomplishment who has 
shown an understanding of the 
responsibility of business to so- 
ciety and an interest in business 
education.” 





reluctant to change because of lack 
of cash. It is no time to take their 
nose from the grindstone. When 
business is good, dealers are reluc- 
tant to change a winning combina- 


| tion. 
Nineteen out of 20 sales are lost} 


on the showroom floor. Checking 
over reports from salesmen: 20 ups, 
no sales; 9 ups, no sales; 23 ups, 
four sales; 17 ups, one sale; 36 ups, 
one sale; 16, 2; 32, 9; 28, 5; 22, 2; 
20, 3; 20, 2; 27, no; 20, one. 


Use of a tape recorder helps a/| 


salesman evaluate his own work. 





83 


He can improve by practicing and 
hearing what he does wrong. 

Some people tell you you can’t 
get salesmen to bug themselves, 
but you can if you approach 
them with the idea that they are 
actors preparing for the big 
pitch. 


Dealer Jack Mann (his son Allan 
Mann has joined Farrand) has de- 
cided to seek selling talent among 
those passed over by other busi- 
nesses—the men over 45. He says 
they are more serious-minded, will 
try harder. 

How can dealers improve selling? 
Insist on forward planning. Get 
written reports from sales man- 
agers on planning for the next 30 
and the next 90 days: What they 
are going to do about attracting 
and training better men, improving 
the gross, selling the finance and 
insurance package. 

Has the dealer delegated suffici- 
ent authority to his sales manager 
to do the job? Is he evaluating the 
sales manager’s reports? Is he fol- 
lowing up each month to see what 
improvement has been made? To 
evaluate the results of planning? 

And there we go asking ques- 
tions again. 













YOu CAN MOVE IN FAST ON 
A J0B- AUSCO IS EASY TO 


HORSES APTER THE LOAD Is UFTED- 
FREEING OUR AUSCO Seavice 
JACKS FOR OTHER JOBS... 


a) 


4 


C AUTO SPECIALTIES MFG. CO., INC. St. Joseph, Michigan 


Other Plants in Benton Harbor and Hartford, Mich., and Windsor, Ont., Can. 


— 
— 


SS 


; 
x 


Hydraulic Hand Jacks, 
Saf-Lift Jacks, 
One End Lifts, 
Transmission Handlers, 


Shop Cranes, 











fasts OF the Fime 
ransy wom Moto Oils 






Satisfied customers 
tend to be steady cus- 
tomers. And outstand- 
ingly different, Tri-Ex 
refined WOoLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 
ers satisfied. With WoLF’s HEAD car-owners get 
complete engine protection . . . smoother perform- 
ance... fewer repair bills . . . use less oil. 


That’s because WOLF’s HEAD is 100% Pure Pennsyl- 
vania ... Tri-Ex refined three important eztra 
steps for extra life .. . extra toughness .. . scienti- 
fically fortified for complete, all round protection. 
WoLr’s HEAD is outstandingly different and it’s a 
difference that makes a difference to your customers 
... and to you. 


Keep customers coming back again and again... 
with WoLF’s HEAD commanding distinctive 
customer loyalty. 





WOLF’S HEAD OIL REFINING CO., INC. 
OIL CITY, PA. 


ADVERTISEMENT _ 
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"Great" Umbrella BIG ATTRACTION 


Launch your Spring sales with the McFarland “GREAT” Umbrella (21’ spread) Sta- 
tionary and Whirlabout types. The “GREAT” Umbrella attracts more customers and 
helps your sales. Over 500 now working for dealers from coast to coast. For full 
information call or write to McFarland “Great Umbrella Company, 742 S.W. 8th St., 
Miami, Fia. Phone Miami FR 4-8153. 





| 
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Magazine Poll Shows... 


Strong Spring Market 


NEW YORK.—A report on 


Newsweek’s magazine’s survey of 
consumer buying plans appears to 
indicate strong sales of new and 
used cars from March through 
June. 


In the survey, 10,000 persons 
were asked, “Do you or any 
member of your household plan 
to buy a new or used car during 
the next six months?” 

The interviews were conducted 
throughout 1958, and the February- 


March replies were taken as the 
index. 
The survey found that by Sep-| 


tember-October, the number plan- 


ning to purchase new cars within 
six months had risen 43 percent 
and the used-car-prospect figure | 
had climbed 37 percent. 





In November-December, the new- | 
car figure had dropped a little, but | 


it was still 38 percent above the 


index number, The used-car-pros- 


| pect total had jumped to 45 percent 


above the February-March period. | 


Should those September-Decem- 


ber buying plans materialize, they | 


would become actual new and used- 
car purchases in the March-June 
period of this year. 

A weakness in the survey is 


| the fact that the biggest jumps 


in new-car plans were noted as 
the ’59 models were introduced. 
The appearance of the new 


models often gives rise to buying | 







Jackson Sells 
Ford Dealership 
After 49 Years 


SINTON, Tex.—Roy Jackson may 
have wondered just how much the 


j}auto business really has changed 





as he sold his Ford dealership after 
49 years in business. 


Back in 1910, the fledgling dealer | 
sold his first car to Charlie Cleve-| 
land. In 1959, on his final day in| 
he sold his last car to) 


business, 
Charlie Cleveland. 


During that half century, Jackson | 


sold one customer more than 50 
Fords. He sold more than 100 cars 
to one family. 

He’s taken almost everything 
imaginable in trade on new cars, 


including cows, hogs, chickens and | 


cotton. He regrets, however, that he 


once turned down a lion. 





Jackson could have had the beast | 


for a $300 allowance. A few days 
later, the owner sold it for 
cash. 


$500 | 


Jackson's first dealership was in| 


Rockport, Tex., and he’s expanded 
into other counties and communi- 
ties in the area. Headquarters now 
are in Sinton. The new owner of 
the business is Gene Pullin, a for- 
mer employe, who will operate as 
Pullin Motors, Inc. 


Dodge Winners 


Extend Economy 
Run to Gotham 


KANSAS CITY.—Two Dodge 
cars made an economy driving test 


| from Kansas City to New York last 
| week under auspices of the U. S.| 
Auto Club (USAC). 

A. C. Pillsbury, USAC chief} 
steward, said the vehicles were the | 
same cars which made the Mobil-| 


gas Economy Run. 

The cars were driven by Patricia 
Jones and Link Paola, who cap- 
tured first and second places, re- 
spectively, in their class in the 
1,898-mile Economy Run. 

Pillsbury said the Kansas City- 


"|New York trip would be approxi- 


mately 1,200 miles. 





Courtesy Ford Reports 


60,091 Sales in 3 Years 


CHICAGO. — More than $100 
million in new and used-car sales 
was achieved by Courtesy Motor 
Sales, Inc., in its first three years 
and 35 days as a Ford dealer, 
according to James M. Moran, 
president. 

The figure represents the sale 
of 25,023 mew cars and 35,068 
used cars from March 1, 1956 to 
Apr. 4, 1959, a total of 60,091 
units, Moran said. 








fever that subsides before the 
order is signed. 

However, Newsweek declared 
that information gleaned in 4,400 





Carolina Dealers Warned 


Of Speedometer Device 


RALEIGH, N, C.—The North 
Carolina Automobile Dealers 
Assn. has warned its members to 
be wary of a “Speedometer Ad- 
justor” which reportedly can 
turn back a speedometer 250 
miles in an hour without remov- 
ing it from the car. 

The association noted that 
misrepresenting the mileage of a 
used car could cost a dealer his 
license. A section of the State’s 
licensing law provides for revo- 
cation of a license for “wilfully 
defrauding any retail buyer, to 
the buyer’s damage.” 








interviews indicated that January 
buying plans for both new and 
used cars had improved signif. 
icantly over December. 

The November-December survey 
found that 43 percent of the per. 
sons planning to buy new cars 
within six months were in the 
$7,500-and-over income bracket, but 
only 17 percent of the households 
queried were in that class. 


Another 30 percent of the new-car 
prospects earned $5,000 to $7,500, 
almost the same as the 28 percent 
of the families in that class. 

In the used-car category, 45 per- 
cent of those planning to buy 
within six months earned less than 
$5,000 a year. Of all households in- 
terviewed (whether planning to buy 
cars or not), 48 percent were in 
that wage bracket. 

Newsweek noted: “This data 
indicates clearly that the new-car 
market is not a mass market but 
is one fairly well concentrated 
among the high-income house- 
holds throughout the nation, 

“Used-car buying plans, on the 
other hand, show an income distri- 


| bution which parallels the distribu- 


tion of all households rather 
closely.” 


FROM THE MAKERS OF THE KELLY ALL-STEEL JEEP CAB... 


mt WEW.., ALL-STEEL 
KELLY s&£L0ce Hubs 


FoR WILLYS 4-wWD VEHICLES 


SOLD ONLY THROUGH 
FRANCHISED 
WILLYS DEALERS 


FOR INFORMATION AND 


Automatically engages axle. 
(No axle positioning necessary.) 


Bolts on with original short bolts 
from factory hub. 


Cadmium plated to resist corrosion. 
Unconditional one-year guarantee. 
Product insured. 


No special tools or wrenches nec- 
essary. 


PRICES WRITE: 


KELLY MANUFACTURING CO. 


Machine Parts Division 


503-505 BROAD STREET, P. O. BOX 227 
CHARLESTON 21, WEST VIRGINIA 











LEASING 


If you are now 
in the long-term, 
interstate leasing 
business, join the 





authoritative voice of the leasing industry 


Members Receive These Benefits: 


wuhbhWN — 


Send this 


. Annual analysis of operational costs 
. Uniform accounting systems and data 
. Depreciation reports and projections 
. Special Washington tax counsel 

. Public relations counsel 


coupon for information and detailed brochure on the 


objectives and advantages of membership in the AALA. 


AMERICAN AUTOMOTIVE LEASING ASSOCIATION 


77 West Washington St. 


Name 


Are you now in long-term leasing? 





@ Chicago 2, Illinois 


How many units? 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) | 














| 





Week Week Output, dan. 1 Jan.1 | 
Ended Same Ended April, To To 
Apr. 18, Week, Apr. il, To Apr. 19, Apr. 18, 
1959 1958* 1959* Date 1958* 1959 
AMER, MOTORS ........ 9,400 3,330 9,017 24,394 49,925 124,652 
SEIN. sssvesvcccverecereveeses 7,144 2,417 6,350 18,548 37,617 94,945 
American. .................. 2,256 913 2,167 5,846 12,308 29,707 
CHRYSLER CORP. .... 23,400 11,606 22,940 60,711 190,439 238,508 
REO cxceveces.cveesevenecce SOD cnvesesewe 2,214 5,849 18,046 24,577 
SED cvceveressevevenenmnent 1,300 549 1,334 3,448 11,732 18,366 
UD saiiisvcschisainbeinediaunt 5,200 3,236 5,278 13,464 32,234 55,363 
en Cee ema 528 1,344 5,423 7413 
SEL... smencocesicsecivece 14,200 7,821 13,586 36,606 123,004 132,289 
FORD MOTOR .............. 36,535 10,168 36,624 95,445 383,139 561.203 
SEE sencovesseesessonnevesoccnees 960 452 897 2,453 4,387 16,187 
EEL: shpeevemuibssptuileviectiivens 30,850 8,348 30,721 80,416 317,832 460.677) 
Thunderbird. ............ 1,650 956 1,342 3,843 10,518 22,304 
ene 725 412 611 1,719 10,972 10,668 
SET incincoensuniensoveiténin BMS savercseee 3,053 7,014 38,930 51,367 | 
GENERAL MOTORS .. 63,443 46,856 60,893 162,395 813,359 968,865 
SIE - snictnicntivewmieieevenssdiees 4,754 5,091 4,533 12,007 92,086 99,798 
SEED Setisvisincsvsccaneians 3,360 3,223 3,394 8,791 48,021 54,908 
a 36,200 26,744 33,819 91,719 469,756 533,658 
Oldsmobile _.................. 9,229 7,289 9,436 24,324 119,060 138,995 
een 9,900 4,509 9,711 25,554 84,436 141,506 
S-P CORP. 
Studebaker ................... 3,290 1,204 3,728 9,259 10,647 59,335 | 
Total Cars, U, S.** ....136,068 73,217 133,202 352,204 1,448,757 





*Revised. 


**Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 























Week Week Output, dan. 1 Jan. 1 
Ended Same Ended April, To 
Apr. 18, Week, Apr. lil, Te Apr. 19, 
1959 1958* 1959* Date 1958* 1959 
CHEVROLET .................. 8,800 5,906 8,664 22,455 92,366 123,218 
ee 125 107 101 305 1,715 2,074 
IIT -slittiaiteleeshieliibiaianiah 80 53 62 14 913 979 
INID * tssdibisiesabshidsiebtebetainina 1,650 1,203 1,616 4,148 16,553 26,825 
a ihe laiaic niente 7,000 3,453 6,363 18,228 70,769 100,994) 
SII. | ctiteisdiditiieedaniniihainssinlets 1,870 1,295 1,680 4,551 19,759 27,467 | 
INTERNATIONAL ...... 3,300 1,819 3,558 8,367 33,034 41,679 | 
I icchiseadintisinnthaas 360 337 331 904 4,690 5,294 
STUDEBAKER ............ 189 151 181 514 2,039 4,369 
a ai 410 344 409 1,067 5,555 5,736 
a 2,350 1,334 2,352 6,102 23,961 35,648 
MISCELLANEOUS** .. 86 85 86 231 1,034 1211 
Total Trucks, U. S. .. 26,220 16,637 25,903 67,526 272,888 375,994 
Total Cars, Trucks, 
I ee ee) 162,288 89,854 159,105 419,730 1,721,645 2,328,557 
Total Cars, Trucks, 
Canada aaa 10,220 9,010 10,060 26,005 121,406 139,261 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....172,508 98,864 169,165 445,735 1,843,051 2,467,318 


"Revised 





“Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, ete. 
“Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


¥.B. All U. S. totals include cars and trucks for military orders. 





2 Millionth Car Follows 
Highest Output of Year 


(Continued from Page 1) 


36,624 units a week earlier to an 
estimated 36,535 units last week 
despite the fact that Edsel, Ford, 


Thunderbird and Lincoln all| 


ed gains over the previous 


The decline came at Mercury, 


FTC Order Hits 
Market F orge 


WASHINGTON.—A consent order 
announced by the Federal Trade 
mmission requires Market Forge 
Co, Everett, Mass., manufacturer 
of auto-luggage carriers, to stop 
discriminating in price among its 
customers. 
‘The company was charged with 
Violating Sec, 2 (a) of the Robinson- 
Patman Amendment to the Clayton 
Act by charging competing cus- 
tomers different prices under its 
four-way pricing classification: 
jobbers,” “distributors,” “key ac- 
Counts,” and “national chain key 
accounts.” 
The order requires Market Forge 
charge the same net prices to 
competing customers in the future. 
€ agreement is for settlement 
Purposes only and does not consti- 
tute an admission by the company 
that it hes violated the law, the 
said. 





| which worked only three of its four 


plants last week and as a result 
dipped from 3,053 to 2,350 assem- 
blies. 
* - * 

epee. working six days at 

Louisville, upped its output 
from 897 to 960 units and Lincoln, 
also working six days, climbed 
from 611 to 725 assemblies, 

Canadian manufacturers also 
climbed to their highest level] last 
week with an output of 10,220 ve- 
hicles, The previous high of 10,060 
cars and trucks was turned out a 
week earlier. 

A breakdown of Canadian op- 
erations showed the industry turn- 
ing out 8,480 cars and 1,740 trucks 
last week, compared with 8,414 cars 
and 1,646 trucks a week earlier. 


Loder Bros. Observes 


30th Year in Salem, Ore. 


SALEM, Ore.—Loder Bros. (Olds- 
mobile-Studebaker), has observed 
its 30th year in the auto business. 
The firm was acquired in 1929 by 
Wayne P. and the late James 
Loder, The former is president of 
the firm. 

“We keenly recognize our obliga- 
tion and responsibility, both in 
sales and service, and I feel that 
it is a major reason we've pros- 
pered,” Loder said. 
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The Man Behind the Wheel. . . 








Sales Testing the ‘59 Mercury 


(Continued from Page 8) 
engine air through the intake or 
horn of the air cleaner, passing it 
through the cleaner to remove dirt 
and then into the engine via car- 
buretor. . 

a > 


How System Works 


— new system continues the 
air horn to make a shroud over 
a section of the exhaust manifold. 
When the engine-compartment air 
is below 60 degrees, or compara- 
tively cold, the system takes heated 
air. As the air warms up to between 
60 and 80, a little door opens in 
the top of the shroud and it mixes 
heated air and cold air. And above 
80 it takes all its air from the 
outside. 

This reduces chance of carbu- 
retor icing—that frequent cold, 
misty-weather trouble in many 
cars when the engine dies a 
dozen times before it warms up. 
Vapor lock is virtually eliminated 
and, more important, perform- 
ance is improved—the engine 
can’t conk out on sudden traffic 
demand. 


—————|_ As you study the design of this| 
1,952,563 | engine, 


you realize why it loafs 
along in the economy range of 
gasoline consumption. Intake 
manifold is water-heated and there 
is a three-stage parallel cooling 
system. 

The engine has new tubular 
pushrods with a ball-bearing 


Apr. 18, | welded in the ends to reduce wear. 


The engine has been moved for- 
ward along with the instrument 
panel (2% inches) which gives 


more room in front. The angle of | 
the mounting has been changed to} 
reduce the hump in the front floor| 
so that three can now sit in the) 


front seat in comfort. 
> > > 


Good Engineering 


yas new angle turns out to be 


good engineering with a low 
driveline position directly from en- 
gine, transmission to its low entry 
into differential. 

While it is mechanically pos- 


4-Month Strike 
Against Minnesota 


Dealers Settled 


(Continued from Page 6) 


announced a decrease in the cost- 
of-living allowance to be paid to 
its 23,000 employes during the sec- 
ond quarter of 1959. 

GM cost-of-living allowances are 
based on the Dominion Bureau of 
Statistics Consumer Price Index 
and are adjusted every quarter. 
The index published in April is 
125.5, as compared with the index 


|} of 126.2 published in January,| 


1959. 

All hourly-rated employes will 
receive a cost-of-living allowance 
of eight cents per hour, a decrease 
of one cent from the nine cents paid 
during the last quarter. Salaried 
employes will receive allowances of 
$40 for the three-month period, a 
decrease of $5. 

7 om 7 

IRESTONE TIRE & RUBBER 

CO. and B. F. Goodrich Co. 
were hit by nationwide strikes 
when 33,000 workers walked off 
their jobs at the expiration of cur- 
rent contracts last Thursday. 

The strike action left only 
Goodyear Tire and Rubber Co. in 
production among the big four 
rubber companies, U. S. Rubber 
Co. was struck by the United 
Rubber Workers April 10, idling 
27,000 workers. 

A union spokesman said talks 
had “progressed sufficiently” at 
Goodyear to keep the plants in 
operation. 

The rubber workers walked out 
because of failure to reach agree- 
ments with the companies on con- 
tract terms covering pensions, in- 
surance, severance pay and work- 
ing conditions, Wages are not an 
issue and will likely be negotiated 
this summer under reopening 
clauses. 

The union also has been meeting 
with General Tire & Rubber Co. 
and Seiberling Rubber Co., but the 
deadline for those contracts is 
May 1. 


sible to take power around cor- 
ners through universal joints, the 
long-lasting driveline is the one 
which has the fewest bends and 
there is a limit of angle at which 
any U joint can work and live 
a long life. So this arrangement 
adds up to long life and certainly 
long periods free from even the 
most routine service. 

It is a fact that if an engine ran 
all the time, instead of intermit- 
tently as in the stop-start of con- 
ventional use, it would last longer. 
Much of the wear on engines is not 
from rotative action but from heat- 
ing and cooling. 
| Since the use of the auto in 
start-stop service is its primary 
purpose, the only place where an 
unmanned automatic improvement 
is possible is in the cooling. 

And this is a misnomer because 
what we're trying to do is to get 
the engine’s heat up to operating 
temperature as quickly as possible, 
| which means greater gasoline econ- 
|omy, a much longer life for all 
parts and better operating per- 
formance. 





> * > 


System Has 3 Stats 


—, is the why of the three- 
stage cooling-system operation. 
There are three stages of progres- 
sive engine warmup and cooling. 
There are three thermostats in the 
system, two 140 degrees, one in 
each bank, and the main 180-degree 
thermostat used with permanent 
type antifreeze. 

First -heat when the engine 
starts is at the cylinder heads. 
This system cools the heads dur- 
ing early operation. 

Cooling is directed to the engine 
parts that rise fastest in tempera- 
ture, and when these reach 140 
the system then directs its atten- 
tion to getting the coolant up to 
|open the 180-degree thermostat. 

All in all it results in a much 
faster warmup without the danger 
of some parts getting too hot due 
to restricted flow. 

Such are some of the invisible 
improvements that are important 
in conserving the owner's invest- 
ment. 
| More noticeable to the prospec- 
| tive buyer are the many body im- 
provements directed toward pro- 
viding more room. Besides the 
increased room in front with front 
doors four inches wider, there is 
more footroom in the rear as width 
of the foot wells have been in- 
creased 4.4 inches and front-seat 
tracks have been moved outward 
to increase this space. 
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Interior Is Roomier 


ares height inside, width and 
length is readily demonstrat- 
|able to persons of all figures, tall, 
short or wide. 

| Tread has been increased a full 

inch in rear and a little less than 

an inch in front, which with 8.50- 

by-14-inch tires accounts for high 

stability, particularly at high 

speed on curves. 

But the engineers didn’t stop 
there when rear axles were modi- 
fied for the extra-width tread. They 
added finer pitch hypoid gears 
which makes for generally more 
quiet operation of wheels and dif- 
ferential. 


New all-weather 
* ” 


lubricants have 
* 





Air System Is New— 


The 1959 Mercury's new air 


system 
takes heated air from around the exhaust 
manifold when the engine compartment 
air is cold, and takes outside air when 
the compartment temperature reaches 80 
| degrees. 














made it possible to eliminate the 
drain plug in ‘the differential hous- 
ing as only makeup oil is needed 
at remote intervals. Straddle- 
mounted pinion bearings insure 
long carefree life for all parts as 
well as allowing low offset position 
which lowered the driveshaft tun- 


nel, 
a 


Aligning Time Reduced 


HERE is another new feature 

which cuts the adjustment time 
for front-end alignment. This new 
front end has been redesigned to 
eliminate diving and adjustment of 
front-end alignment is accom- 
plished by a movement of the 
upper arm shaft instead of using 
shims. 


The new rear suspension, cou- 
pled with new front design, gives 
Mercury the best ride in its his- 
tory. Rear leaf springs, long the 
mark of luxury construction in 
the industry, have been increased 
to 60 inches. They’re 2% inches 
wide and the tips are separated 
by new polyethylene liners which 
retain resiliency longer and re- 
duce noise. 


Mercury’s brakes are a big 233.4 
square inches, and automatically 
adjust themselves when the car is 
in reverse motion. 


It is interesting to the prospec- 
tive buyer to know that the Mer- 
cury is Mercury—it is not part of 
something else. It is specially de- 
signed for the medium-price buyer, 
and does not share its body shell 
with a lower priced make. 


M-E-L Parleys Set 
For 500 Dealer 
Sales Managers 


DEARBORN. — Mercury-Edsel- 
Lincoln division has begun a na- 
tionwide series of retail manage- 
ment conferences running through 
May. 

Two-man teams from the divi- 
sion’s sales training department 
are heading out into the major car 
market areas to conduct four 
conferences a week for dealership 
sales managers, Conferences aver- 
age three days each, and more 
than 500 dealership sales managers 
are scheduled to attend. 

Sales Training Manager Robert 
F. Williams arranged the confer- 
ences after a successful trial run. 
Sales executives who attended the 
first sessions requested that a re- 
fresher and review session be 
scheduled in 60 to 90 days. 

Major areas on the agenda are 
drawn up by the conferees them- 
selves and have included these 
subjects: 

Locating, hiring, training, com- 
pensating, motivating and direct- 
ing a dealership sales force. 

Prospecting for customers by 
mail, telephone and personal con- 
tact. 

Building more gross profit for 
the dealership. 

Advertising and sales promotion 
to take advantage of Mercury, 
Edsel and Lincoln advertising 
themes. 


Sun Oil Complaint 
Amended by FTC 


WASHINGTON.—The Federal 
Trade Commission last week 
amended its complaint charging 
Suri Oil Co. with illegally fixing 
the resale price of Blue Sunoco gas 
by adding an allegation that Sun 
and some of its dealers have fol- 
lowed a predatory pricing policy. 

In the amended complaint the 
FTC said Sun and various - dealers 
in the Portsmouth-Norfolk-Virginia 
Beach (Va.) area and other areas 
had adopted prices within one cent 
of those posted by stations which 
market unbranded or private 
brands of gasoline. 

The FTC said there has been an 
“historical differential” of two 
cents and that this amount is nec- 
essary for the independents to sur- 
vive. It charged that the alleged 
“aggressive and predatory” pricing 
policy had acted to the detriment 
of competition. 











17 in a Row— 
Bob Odegord of Odegard’s Garage,|the light metal can enter without 


Inc. (Ford-Mercury), Princeton, Minn., pre- 


| ress” 
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500 Lbs. Seen in ’80 Cars... 


Aluminum Bonanza? 





SYRACUSE.—By 1980, auto mak- 
ers may require more aluminum 
than the total primary production 
capacity of the aluminum industry 
today, according to Mahlon Wood, 
assistant market manager in the 
Detroit office of Reynolds Metals 
Co. 

Wood told the Society of Auto- 
motive Engineers here that his 
company’s basic objective is 500 
pounds of aluminum per passen- 
ger car by 1980. Today’s average 
is 54 pounds per car. 

Wood said Reynolds has marked 
some automotive “areas of prog- 
for aluminum—areas which 


the need of new technology to 


sents a 1959 Ford to Jack Bates, driver) make them economically feasible. 


training instructor, Princeton High School. 
This is the 17th consecutive car the deal- 
ership has donated to the school's driver 
training program. F 


He said these include engine 
blocks and heads, differential car- 
riers, wheels, cast stub-frame 


istructures, bumpers and body 


‘Live Better’ Drive Spurs 
Sales for Most Markets 


(Continued from Page 2) 


6-18 was offered by the Spokane 
New Car Dealers Assn. The deal- 
ers set a goal of 500 new-car sales 
during the drive. For each car 
sold the dealer put $3 into the 
jackpot. 

The prize went to the winner 
of a contest in which the entrant 
completed this sentence in 25 
words or less: “I will live better 
by far with a brand new car 
because...” 

Frank Scott (DeSoto-Dodge- 
Plymouth), Joplin, Mo., offered a 
$1,000 U. S. Savings Bond to the 





Obituaries 


Leland C. Johnson, 66; 


Former Lincoln Official 

LONG BEACH, Calif.—Leland C. 
Johnson, 66, co-owner of Hensley- 
Johnson Ford in. Bellflower and 
former owner of a Ford outlet in 
Long Beach, died of a heart attack 
at his home Apr. 4. 

He had long been associated with 
Ford Motor Co. and formerly was 
Lincoln manager in Spokane and 
Seattle. He headed Lincoln's Pacific 
Coast division from 1932 until 
1940, and was manager of the Ford 
assembly plant in St. Louis from 
1940 until 1942, . 
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John N. Late 
SPRINGDALE, Ark.—John N. Late, of 
Late Chevrolet Co., died here March 28 at 
the age of 74. He was a Springdale auto 


dealer for 31 years. 
* * * 


L. D. Mitcham Jr. 
EL DORADO, Ark.—L. D. Mitcham jr., 
43, local businessman and member of a 


dealership, died March 19. 
* * * 


Ernest A. 

KANSAS CITY.—Ernest A. Tapp, first 
vice-president and co-founder of the Auto- 
motive Warehouse Distributors Assn., died 
Apr. 2 at Trinity Lutheran Hospital here 


after a heart attack. 
* * * 


Kenneth J. Danzi 
CLEVELAND.—Kenneth J. Danzi, 51, a 
Mack division manager, died March 30. 
He had represented the truck firm in Cin- 
cinnati, Chicago and Cleveland. 
* 


* * 
Emery R, Schibley 

AMHERST, O.—Emery R. Schibley, 58, 

an auto dealer here for 30 years before 

retiring in 1953, died Apr. 9 in Dyersburg, 

Tenn., while on a vacation cruise down 
the Mississippi. 

* 


* * 
Lucius Albert Jones 
MIAMI. Lucius Albert Jones, 73, 
Miami's first auto dealer, died Apr. 10. 
In 1912 he and a partner established a 
dealership here. Under the firm name of 
L. A. Jones, he was Dodge distributor for 
the area from Fort Pierce to Key West 
for 20 years. 


Watt L. Moreland 
LOS ANGELES.—Watt L. Moreland, a 
retired auto dealer, died Apr. 7. Mr. More- 
land was a past president of the Los 
Angeles Moior Car Dealers Assn. 
* * * 


William Edward Collins 

WATERBURY, Vt. William Edward 
Collins, 66, former owner of W. E. Collins 
& Sons, an auto dealership, died Apr. 3 
in Margate, Fla. He was president of the 
Bank of Waterbury and a former chief of 
the Waterbury Fire Department. 

* * * 


Dr. Conrad E. Wettlaufer 
BUFFALO.—Dr. Conrad E. Wettlaufer, 
91, chairman of H. D. Taylor Co., whole- 
sale auto supplies, died Apr. 8. He gave 

up dentistry to join the firm in 1902. 


| 
j 





person guessing the weight of a 


“mystery Dodge.” 


In St. Louis, the opening of the| 


baseball season gave dealers an op- 
portunity for some extra promo- 
tion, They donated convertibles for 
the parade preceding the St, Louis- 
San Francisco game. 

The Buffalo Courier-Exzpress car- 
ried a series of 13 interviews in 
which a new-car buyer told how 
he can “live better by far with a 
brand new car.” Each article was 
accompanied by a photo of 
owner and his car. 

At the start of the drive, Henry 
Ford II, president of Ford Motor 
Co., commended the newspaper in- 
dustry’s efforts 
telegram to Charles T. Lipscomb jr., 
ad bureau president: 

“All of us at Ford Motor Co. 
wish you success in your ‘live 
better by far with a brand new 
car’ campaign. We expect that 
your efforts will add force to 
what already is developing into 
our best spring selling season in 
several years.” 

Additional cities in which cam- 
paigns were conducted follow: 

Roseburg, Astoria, The Dalles 
and Grant’s Pass, Ore.; Brantford 
and Three Rivers, Ont.; Clearfield 
and Zelienople, Pa.; Jamestown, 
N. Y.; New Iberia, La.; Norwich, 
Conn.; Staunton, Va., and Vancou- 
ver, B. C. 


W. Va. Enacts 
5 Bills Sponsored 
By Dealer Group 


CHARLESTON, W. Va.—The 





the | 


in the following | 








Automobile Dealers Assn. of West} 


Virginia announced that five bills 
it sponsored in the Legislature have 


been signed by Gov. Cecil H.| 


Underwood. The laws will: 

1. Require the Motor Vehicle De- 
partment to deliver a vehicle’s title 
certificate to the legal owner or to 
a lien holder. It will be a misde- 
meanor for a lienor to retain title 
for longer than 10 days after the 
lien or encumbrance is satisfied. 

2. Require those purchasing cars 
outside West Virginia to pay the 2 
percent privilege tax on the entire 
purchase price regardless of any 
tradein involved. 

3. Expands reauisites to be met 
before the Motor Vehicle Depart- 


ment can issue a dealer’s or wreck- | 


er’s license certificate. 

4. Exempts from the definition of 
the word “dealer” insurance and 
financing agencies or any other 
person coming into possession of a 
vehicle only as an incident to such 
person’s regular business. This was 
a companion bill to the “sticker” 
bill. 

5. Provides the issuance of a 
sticker or decal to insurance, fi- 
nancing and lending agencies or 
persons engaged solely in wreck- 
ing or dismantling vehicles for 
moving a vehicle one time only, and 
exempts them as a dealer entitled 
to be issued Class D plates. 








WANTED! 


SERVICE MANAGER—We need a high 


SALESMEN to sell 


panels such as doors, hoods 
deck lids. 

Wood said that the use of alu- 
minum has increased from six 
pounds to 54 pounds per car in 10 
years. He called-the 54 pounds sig- 
nificant “because it eliminates 200 
to 300 pounds of useless weight in 
the average passenger car.” 


| 
| 
| 
| 
| 
| 
| 
| 
} 
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thing more important to every 
auto maker. That is the achieve- 
ment of lowest final cost per 
automotive unit without sacri- 
fice of quality or function. 

Wood contended that aluminum 


has a greater potential for hitting 
and|this target than any other metal. 
He said the greatest single use 
in 
automatic transmissions, Latest 
designs of Chrysler transmissions, | 
Wood said, use 35 pounds of alu-| 
|minum; Ford units use 38 pounds 


of aluminum on ’59 models is 


Wood presented a “let’s pretend” 
situation which assumed that aly. 
minum was discovered before 
iron and that production tech. 
niques had developed to today’s 
levels. 

Under those circumstances, 
according to Wood, iron would 
not be able to unseat aluminum 
because of availability, produc- 
tion cost and weight and because 
of greater investment in plant 
and equipment required for 
working with the heavier metal, 
These reasons, he declared, wil] 


and some General Motors types bring about the upsurge in alu. 


But, he asserted, despite efforts | have up to 74 pounds, 


to reduce weight, there is some- 


RATES: TWENTY- 
lle PER WORD. PA 


TEN DAYS IN ADVANCE 


HELP WANTED a 


Regional 
Sales Managers 


Due to expanding sales, one of the 
leading Car Importers has immediate 
openings for an East Coast and West 
Coast sales manager. 


Applicants must have thorough knowl- 


edge of distributor/dealer organiza- 
tions and be capable of conducting 
aggressive sales promotion campaigns. 


All replies will be treated with con- 
fidence and must contain all particu- 
lars. 

Starting salary $12,000 a year if fully 
qualified. 

Box 353, c/o Automotive News, Detroit 
7, Michigan. 





ENTHUSIASTIC!! DYNAMIC 
USED CAR MANAGER—Earn $15,000 
annually. Excellent opportunity for right 
man. Must be terrific closer and able to 
take over Used Car Department in its 
entirety. Will have to be able to ap- 
praise, sell, and close—must be powerful 
closer. Our salesmen not allowed to close 
deals. Qualifications: Age 30-45, good 
personal habits, sober and good charac- 
ter. Our firm has been in business for 
28 years, very prosperous, and finances 
95% of our own paper. We sell Ram- 
blers, Metropolitans and all five English 
Ford lines. Starting salary $5,200 per 
year plus $8.00 on every used car sold 
(we should sell 70 to 100 used cars 
monthly). Right man can earn $15,000 
annually plus bonuses. Car and expenses 
furnished Write resume of experience 
to: Southern Motors of Savannah, Inc., 
301 E. Broughton St., Savannah, Georgia. 
Attention: John Rhodes; Tel. ADams 
4-3478. 





type, experienced service manager to 
take complete charge of service depart- 
ment and body shop. We are the Olds 
dealer in Kalamazoo, Michigan—an above 
average community. This is an oppor- 
tunity for a permanent position with a 
progressive Olds dealership of 39 years 
standing. Write for interview giving 
complete qualifications, experience and 
references. Orrin B. Hayes, Inc., 543 W. 
Michigan Ave., Kalamazoo, Michigan. 
‘*Life is good in Kalamazoo."’ 


Imperial-Chrysler-Plymouth dealership in 
one of Texas’ largest cities. Must be 
capable of taking full charge of sales 
force and be good closer. Real oppor- 
tunity with future for right man who 
wants to make over $10,000.00 per year. 
Box 334, c/o Automotive News, De- 
troit 7. 





EXPERIENCED AUTOMOBILE FIELD 


REPRESENTATIVE, preferably 25 to 40 
years old, to represent Renault distrib- 
utor in Virginia, West Virginia and the 
Carolinas. Excellent future for aggressive 
man. 
339, c/o Automotive News, Detroit 7. 

the book “AUTO 
COSTS’’ which gives factory invoice 
prices of 1959 American and foreign cars 
and trucks. Huge demand. High com- 
missions—No territory restrictions, Auto 
Costs, Box 224, New York 1, N, Y. 





OFFICE MANAGER—Experienced GM ac- 


counting, preferably Chevrolet. Detroit 
area. Good pay and incentives. Send full 
qualifications Box 329, c/o Automotive 
News, Detroit 7. 





HELP! HELP! Salesmen and sales man- 


agers! Located in central New York 
State with Rambler and International. 
Well financed but short on profits. Ready 
and wide open for two really good ener- 
getic sales persons. Call, write or wire 
Rex Hinman, Oneonta, New York. 
Phone: 2100. 


Liberal salary. Send resume to Box | 


EXPERIENCED SALES MANAGER FOR} 








To dramatize aluminum’s growth, | years. 


HELP WA NTE D- 





and domestic knowledge pre- 
ferred. South Florida dealership; success- 
ful operation expanding. Enclose photo 
(returned), resume, salary expected. Re- 
plies confidential. Need working manager 
capable of training personnel, controlling 
inventory and records. Write Box 
c/o Automotive News, Detroit 7 


AUTOMOTIVE TECHNICIAN, experienced, 
for A-1 Import car manufacturer, Chi- 
cago office. Good working conditions and 
benefits. Submit resume to Box 343, c/o 
Automotive News, Detroit 7. 


foreign 





Mail—Follow-up Firm. Sell top man- 
agement, protected territory, excellent 
future. Earn $7,500 plus. Box 337, c/o 


Automotive News, Detroit 7. 





GENERAL 


MANAGER or Sales Manager 


25 years’ experience as general, sales, 
and service manager Available within 
90 days. Interested only Chevrolet or 
Ford dealership. Location New England 


only; not interested in family deals; only 
progressive well financed dealerships con- 


CLASSIFIED WANT ADS 


Reaching an estimated 150,000 readers engaged in ali branches of the nation's automotive industry. 

© CENTS (22c) PER WORD FOR EACH INSERTION. 
IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 

and address at requiar rates. Add One Dollar ($1) per insertion for use of a box number. Replies to 

Box Number ods cre forwarded to advertiser, unopened. Displey ads: $12.30 per column inch. CLOSING: 

‘OF PUBLICATION DATE. Contract rates supplied upon request. 

AD DEPT.. AUTOMOTIVE NEWS, 965 EAST JEFFERSON AVE., DETROIT 7, MICH. 


350, | 


minum he predicts for the next 29 









POSITION WANTED ADS, 







POSITION WANTED 
— —y} 
PARTS MANAGER—Experience necessary,| GENERAL MANAGER or SALES 


MAN- 
AGER. Aggressive producer with 10 
years’ experience in all phases of Ford 
dealership operation Guaranteed profit 
results Would consider buy-in agree 
ment Age 34, family man. Excellent 
references. Presently employed. Box 311, 
c/o Automotive News, Detroit 7 
| AUTOMOBILE EXECUTIVE desires posi- 
tion with dealer interested in volume 
sales and profit. Have extensive experi- 
ence as manager in service, parts, new 
and used car sales. Prefer buy-in propo 
sition; small investment capital available, 
Box 340, c/o Automotive News, De 
troit 7 
EXPERIENCED WHOLESALE REPRE- 
SENTATIVE now disposing of interest 


sidered. Can furnish best dealership and 
factory references. Box 335, c/o Auto- 
motive News, Detroit 7. | 


SERVICE MANAGER with demonstrated 
ability for improving all phases of dealer 
service operation. Age 34, married, excel- 
lent physical condition, better than aver- 
age education, high rating on vocational 
tests, technical and modern management 
practices training Ability to analyze 
organize, deputize and supervise proved 
and supported by references. Operation 
with large potential monthly sales in 
multiple dealer city preferred. Box 330, 


c/o Automotive News, Detroit 7 








CHEVROLET PARTS MANAGER desires 


change from present situation. 13 years’ 
of Chevrolet experience in all phases 
of parts department. Counter work, or- 
dering, buying and inventory manage- 
ment. Handling approximately 50,000 in- 
ventory References furnished Salary 
and commission working arrangement 
agreeable. Box 354, c/o Automotive 
News, Detroit 7. 


SALES MANAGER ‘. Now employed 
as sales manager by 300 car GM duo 
dealer who is getting sons ready for 
‘“*key jobs’’—so am looking for some- 
thing with better promise for the future 
—be it a small or large deal. Age 32, 
married, two children, college graduate, 
experienced appraiser, used-car manager, 
and can handie all types of advertising. 
Am ex-school teacher who can teach 
salesmen to sell ‘‘product’’ instead of 
‘‘price."” Prefer west or southwest. Box 
355, c/o Automotive News, Detroit 7. 





MANAGER—20 years’ experience success- | 


ful salesman-—sales manager—dealer and 
factory sales executive. Presently general 
manager large ‘‘Big 3"’ dealership. Can 
obtain, train and supervise all depart- 
ment employes. Know expense control 
and how to operate profitably. Desire 
change with opportunity of eventual 
buy-in. Age 43. Write Box 351, c/o Auto- 
motive News, Detroit 7. 


SALES AGENTS—MICHIGAN. Established 
corporation now selling auto dealers 
throughout Michigan. Planning to double 
our sales force to represent additional 
lines. If your product or service needs 
professional sales attention, please con- 
tact Box 352, c/o Automotive News, 
Detroit 7. 








SERVICE OR PARTS MANAGER in GM 
line—Florida coast (prefer eastern). 
Fourteen years’ experience, young, ag- 
gressive, married, three children. Pres- 
ently employed as service manager for 
Pontiac-Cadillac dealer in town with 
population of 70,000—same firm for past 
11 years. Excellent character and quali- 
fication references. Change in climate 
desired for wife's health. Box 344, c/o 
Automotive News, Detroit 7. 


| FOR SALE 





in used car operation seeks city manager 
or district staff position. Ten years’ ex- 
perience in all phases of wholesale and 
retail including business management, 
sales training. recruiting of dealers and 
salesmen, and distribution. Age 34, de 
gree, top references. Will relocate. Boz 
357, c/o Automotive News, Detroit 7 


DEALERSHIPS AVAILABLE 


DEALERSHIPS AVAILABLE with a nom 
competitive TE RRA MARINA mobil 
houseboat—combination boat cruiser, 
house trailer—steel hull, aluminum cabia, 


toilet, kitchen, three open sun decks 
One person operation. Sleeps four & 
luxury. Only $2,495 retail F.O.B. Texas 

less liberal dealer discount, Enjoy the 


additional profits that are in boat sales, 
Your regular finance company will give 
wholesale-retail financing as in cars, Des 


Pierson Distributors, Eastland, Texas. 

SOUTHERN NEVADA, handling MG, 
Morris, Austin, Sprite and Jaguar. Good 
sales and service. Well stocked and 
equipped. 250 new cars last year. Solid, 
going business, excellent profit opportun- 
ity. No used cars, receivables or liabill- 
ties involved. Box 341, c/o Automotive 
News, Detroit 7 

GEORGIA AND FLORIDA DEALERS 
Some key points are still open in your 
territory for the fabulous GOLIATH, the 
German vehicle—cars and trucks—with 
Front-Wheel drive. Truly the finest im 
ported car in its price class. Sedat, 
$1,982.00 POE; Wagon, $2.095.00 POE. 
Contact Clark Lyndon J. Cc. Lewes 
Imports, Inc., P.O. Box 1318, Savannah, 
Georgia. Phone ADams 4-4421 

PARTNER WANTED—Rural dealer ham 
dling Ford in fast growing community 
wants partner capable of rapidly deve>- 
oping to handle entire load. Write giving 
complete background and qualifications. 
W. C. Hudson, Butler, Alabama 

FOR LEASE—Building eight years om 
large lot for used cars. Handling Lark. 
No used cars, liabilities or receivables 
involved. Southeastern North Carolina, 
trading population 200,000. Box 356, ¢/® 
Automotive News, Detroit 7 


EXCELLENT DEALERSHIP AVAILABLE 
handling Lincoln, Mercury, Edsel, Engli® 
Ford in New York state, population %- 
000, trading area over 150,000. Dealt 
retiring due to illness. Box 345, c/o A® 
tomotive News, Detroit 7. 


with American Motors & 
proval, dealership handling Ram b let. 
Good location and good potential, withis 
80 mile radius of Greensboro, North 
Carolina. Box 346, c/o Automotive News, 
Detroit 7. 

a 

WELL ESTABLISHED agence y handling 
Rambler, in resort city New Jersey. 
sell all including property, or 51 percent 
of stock. Write Box 347, c/o Automotive 
News, Detroit 7. = 

USED CAR DEALERSHIP in west central 
Wisconsin city 50,000 population. Beautl 
ful two room modern office, new sign 
and modern lighting for sale. Leas 
available on this low rental lot in wom 
derful downtown location. Also ideal fo 
import car dealers. Box 348, c/o Aut 
motive News, Detroit 7. 


DEALERSHIP WANTED 


DEALERSHIP WANTED: Cleveland & 
nearby—100 to 250 car account 
349, c/o Automotive News, Detroit 7. 

eee SIO | omotive con oe 

DEALER SERVICES i 

STOP LOSING NEW CAR SALES! Di 
cover how much your competitors’ cars 
really cost, The book, ‘‘AUTO COSTS,’ 
gives you the factory invoice prices 
all 1959 American cars, 25 foreign cats 
4 American trucks and all their equi> 
ment. Used by dealers and banks natio® 
wide, Order your ’59 edition today {# 
only $10—three year subscription $1 
(including all supplements), A UT 
Coats, Box 224, Dept. 3Z, New York 
t, &. F. 
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DEALER SERVICES 
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ea areca nel 
Let Military Acceptance 
Help You SELL 

MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 

y make more auto sales to Military per- 

sonnel . . . because; 

|. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers and non- 
commissioned officers of pay grades E5 
and above - On a simplified, non- 
recourse basis. 

MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 eet. 

San Antonio, Texas—Telephone CApitol 6-268! 
"Worldwide Financing for Military Personnel" 
(USAA Insurance available 
to qualified officers) 


H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 
LOCATOR AND 


REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks, Fast, daily 
service Cherry Point, tt Bragg, Camp 
Lejeune, N. C., Wilmington and all of 
Carolinas. Write P. O. Box 862 or phone 
BR 2-2034, BR 53757, Greensboro, N. C. 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—E quipment—Machiner y—Tools 
for Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 





BUSINESS OPPORTUNITIES 


Automotive 
Leasing 


A large nationally known fleet leasing 
company offers an opportunity to get into 
the profitable car and truck leasing busi- 
ness, Investigate the possibilities of 
franchise for your area in one of Ameri- 
ca's fastest growing and best known fleet 


leasing systems. Many good territories still 
open for aggressive, hard hitting young 
men with $10,000 to invest. Our program 


provides financing, insurance, national 
and local advertising, a uniform account- 
ing system, all necessary forms and legal 
documents, and complete guidance and 
training. Automobile experience helpful 
but not necessary. 


Lee Fleet System, Inc. 


1621 Euclid Avenve Cleveland, Ohio 


~ CARS FOR SALE 





WHOLESALE 
300 1959 MODELS 


CHEVROLETS-FORDS-BUICKS 
OLDSMOBILES-CADILLACS 


Driven only 3,000 to 4,000 miles. 
Fully equipped. Delivery arranged. 


MORSE AUTO RENTALS, INC. 


7726 N.E. 2nd Avenve, Miami 38, Florida 
Plaza 7-2425 





VOLKSWAGEN 


Sedans—Sunroofs—Convertibles 


FULLY AMERICANIZED, 
ALL COLORS 


Wire, Write or Phone 
For Our List Prices 


NANA TRADING CORP. 


120 Wall Street 


New York 5, N. Y. 
TWX NY 1-4811 





80 9.4747 


Te Eee 
(GO ———————————ee 
USED MERCEDES-BENZ 
Selected Ist class condition 
All models, 1951-1959 
220A Cabriolets our Specialty. 

Supply on hand. Tel.: NEwburgh 2248 


GLOBE AUTOMOTIVE IMPORTS, INC. 
Box 508 Montgomery, New York 


I ————————e 








CARS FOR SALE 


Cash in on 
profits now! 


VOLKSWAGENS 


Any model ¢ Any type 
Any year 


IMMEDIATE DELIVERY 


directly to your port of destina- 
tion. Choose your colors and 
models from large stocks al- 
ways available. 
We Supply 
English Manuals 


Trade with America's 
Largest and Most 
Reliable Volkswagen 
Organization 


KENT IMPORTS, 
INC. 


Small Car Division, 
Sales and Service 


2911 35th Avenue, 
island City 6, N. Y. 
EMpire 1-1690-1-2 


VOLKSWAGENS 


Why Use A Middle Man? 





| 


Buy Direct from the Largest 
Exporter in Germany 


1959, "58 and "57 sedans, Ghias, 
Convertibles, Micro Buses. All 
commercial models. 


ALL CARS COMPLETELY 
AMERICANIZED 


Bank and trade references will 
be furnished. 


Rudi Arons, International Agen- 
cies G.M.B.H., Newe Rabenstrasse 
32, Hamburg 36, Germany. 


Cable Address: 
RARONS HAMBURG 


1958's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SUPERS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


—all hardtops with automatic transmission, 
power steering, radio, heater, padded 
dash and windshield washers — Buicks, 
Olds and Cads with power brakes and 
whitewall tires— 


These are clean low mileage cars for 
sale in small lots—available for inspec- 
tion in heated inside storage at 9 W. 
Kinzie, Chicago. 


information write or wire 


HERTZ RENT-A-CAR 
9 W. Kinzie 
Chicago, Illinois 
DElawere 7-7272 


For call, 


Don Miller 


VOLKSWAGENS 


Sedans, Ghias, Buses 
AMERICAN MODELS 


MERCEDES 220 S 
immediate delivery direct shipments 
to NEW YORK, JACKSONVILLE, 
HOUSTON 


BENTON ENTERPRISES, INC. 
1860 Broadway, New York 23, N. Y. 
Phone: Circle 5-0630 
Texas Division: P. O. Box 578, 
Houston, Texas, CApital 7-5260. 


MERCEDES-BENZ 
190s, 219s, 220s 
Used ‘55s, ‘56s, "57s 
In Perfect Condition, Supply on Hand. 
KENT IMPORTS, INC. 


Mercedes-Benz Division 
29-11 35th Avenue, Long Island City 6, N. Y. 
EMpire 1-1690 














Advertise in 
Our Want Ad Section 

















AUTOMOTIVE NEWS, APRIL 20, 1959 


CARS FOR SALE 


Volkswagens 


TOD-O-CAR, INC. 
Immediate Delivery 


1959 sedans, convertibles, Karmann- 
Ghias, Micro Buses, 
All commercial models. 


On Hand at Our 2 Locations 


1415 Haines St. 
Philadelphia 26, Pa. 
Phone: WAverly 7-3500 


Darlington, S. C. 
Clanton's Auto Auction 
Phone: L. D. 2 


1959s 
Chevrolet, 
Oldsmobile, Ford, 


Triumph TR 
Speedster 
Most models with mile- 
age up to 4,500. 


OLIN'S U DRIVE 


2830 N.E. 2nd Avenue 
Miami, Florida 
FRanklin 1-6591 


CARS WANTED 


WANTED 
TO BUY 


SPORTS CARS 


Corvettes 
Thunderbirds 
Austin Healeys 
MGAs 
Triumphs 
Porsches 
Jaguars 


Top Dollar for clean cars. 
Call H. H. Willis 


ATLANTIC 
AUTO SALES 


Norfolk, Virginia 
JU 7-7711 


Attention: Buick Dealers 
Radivs 150 Miles Kingston, New York 


We will purchase your entire stock of 
new and unused Opels. 


Write, wire or phone: 
KINGSTON BUICK CO., INC. 


10 Main Street, Kingston, New York 
FEderal 8-4000 





WANTED- 
passenger. Must 
and be fully 
new. Speed & 
Carolina. 


1957 
air-conditioning 
Must be like 
Abbeville, South 


have 
equipped. 
Savitz, 





PARTS FOR SALE 

SIMCA PARTS — 35% OFF Simca Parts 
Book list. All orders shipped C.O.D, day 
received. Box 322, 
Detroit 7. 


LLOYD PARTS—Orders shipped promptly. | 


Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


PARTS WANTED 
WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 606 
Anderson Ave., Cliffside, 
WHitney 3-6666. 





North-East-South-West 
Automotive News’ 
“Leading Used-Car Auction Direc- 


tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 








CADILLAC 75 sedan, 7| 


c/o Automotive News, | 


N, J, Phone: | 


WANTED: Information leading to where- 
abouts of car salesman known as John 
Jank or Andy Layton. Last seen driving 
a 1959 Ford retractable H.T., white, 
serial number C9EW137925. Please write 
Nappa Ford, Inc., 655 Newark Ave., 
Elizabeth, New Jersey or call collect: 
Elizabeth 4-8030. 








______—* WELLL BUY—LEASING 
WE WOULD LIKE TO PURCHASE large 
or small car leases or leasing companies. 
East of the 
320, 


c/o Automotive News, Detroit 7. 





opportunity at your door in leasing your 
economical high-resale product. 
anxious to buy your leases on qualified 
credits in all eleven western states. Write 
to: Ridgway, Courtesy Credit, 2838 N. 
E, Sandy, Portland 12, Oregon. 





DECAL TRANSFERS 





durable, brilliant colors, 
ples. Allied Decals, Inc., 
Cleveland 3, Ohio. 
TRUCKS WANTED 

WANTED—Late model Ford wrecker, pre- 
ferred with Holmes equipment. Interested 
in making purchase from the nine west- 
ern states only. Jim Busch Ford Sales, 
P. O. Box 465, Ashland, Oregon. Phone: 
MU 9-8381 


WANTED—CHEV. OR G.M.C.—2 ton, °'48 
or later, with dump box, snow plow and 
Hyd. blade under center. Also 1 ton or 
larger Chevrolet Wrecker, prefer Holmes 
outfit in good condition 
on either of these? 
Co., Fairbank, Iowa 


WANTED: Late model Studebaker wrecker. 
Reply to Box 342, c/o Automotive News, 
| Detroit 7. 


|___ SHOP EQUIPMENT FOR SALE __ 











Bentley 





AT 
PUBLIC AUCTION 


Contents of 


Lee Motors, Inc. 
911 Cherry St., Toledo, Ohio 


| Sale April 23rd 


From 10:00 A.M. Until Sold 


Come Early—Stay Late—Until 
This Tremendous Stock Is Sold 


Former Ford Dealer 


Parts, machinery, shop furniture 
and equipment, service equip- 
ment, parts bins, electric signs, 
tools and office equipment, fix- 
tures and office mechanical 
equipment. 


Sales conducted by Montpelier 
Auto Auction Co., of 
Montpelier, Ohio 


ANTIQUE CARS FOR SALE” 


| 1932 V12-KB LINCOLN, 1931 Ford Vic- 


| toria, 1923 Buick touring, 1931 Pierce 

Arrow roadster, 1917 Chandler 7-passea- 
ger. Pictures, 25c. Cars delivered. Box 
1391, Wichita, Kansas. 





Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [[] or Two Years $22 [] 


po-T-- rr 





Mississippi preferred. Box) 
MR. RAMBLER DEALER: Don't pass the | 


We are) 


TRUCK DECALS; no charge for sketch; | 
Write for sam- | 
8356 Hough, | 








What have you) 
Chevrolet | 


| 


New Subscription Order 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


PORE EEE EE EES 


TRADE CONNECTION: 


Car Dealer [) Truck Dealer (] Manufacturer [] 
Jobber [] Insurance [1] Financial [) Supplier CT] 

Mate F Gil. ceccsscie $6000000060566660600466066 ORsacneenkebensedueel 

4-20-59 


MISCELLANEOUS 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax inctuded 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL fr.0.8. Factory Net) 


.85 Fed. Tox included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Canedian Distributors 


FIVE WHEELS, LTD. 
ES. 





CONVERTIBLE TOPS—$20.50. Jeep tops, 


$72.20. Headlinings $12.50. Free cata- 
logue. BIG BUCK, 12 Elliott, Beverly, 
Mass 








ll WANTED—Used Diesel Tractor. Send de- 


scription to Maxton Motors, Inc., Butler, 
Indiana. 


CHROME 
NAME PLATES 


ZINC DIE CAST—TRIPLE PLATED 


BUY DIRECT FROM 
MANUFACTURER 


NO DIE CHARGE 
$$$ SAVE $$$ 


Write Now for Samples and Prices 
LEONARD SMITH COMPANY 
2424 Amber St. Philadelphia 25, Pa. 





MODERN USED CAR OFFICE, 10 ft. x 16 
ft. with 6 ft. x16 ft. porch, front and 
side picture windows. Adaptable for 
other uses, is wired and has fixtures, 
good condition. Marshall Brothers, Inc., 
2476 Dayton Xenia Road, Xenia, Ohio. 





1959 PRICEMASTER 


The encyclopedia of dealer cost prices of all 
American cars, three trucks, 25 foreign cars 
—plus all optional accessories — Shows all 
Standard Equipment for All —y yy | 
subscription price—$10. 5% discount for cas 
with order. All supplements free. DEALERS 
AND AUTOMOTIVE AFFILIATES ONLY — 
NOT SOLD TO THE GENERAL PUBLIC. 
ORDER YOURS TODAY!!! 


K-B SALES CO., INC. 


Dept. D-!, 924 llth Street 
ROCK ISLAND, ILLINOIS 
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Car Recovery 


Wotch this column. You may hove 


the opportunity of helping to reccve 
stolen property and possibly 


winnin 
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Or, through this perhor 

mn help you recover oa stolen <a 
fir nd the party a gove you a wort! 
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Action 
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